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Grinnell Unit Heaters bring you many 
unique design and construction features, 
coupled with important advantages in 
comfort, economy, and ease of heating. 
Heat comes fast, even from a cold start — 


and is spread uniformly to all parts of the 
working area. It is not allowed to bank up 
uselessly under the ceiling. Units are compact. 


And, both unit and the simple piping are 
overhead, out of the way, easy to relocate 

if necessary. Heating capacity often exceeds 
that of other types costing twice as much. 


Remodeling? Look to GRINNELL 
NIT HEATERS 


for MAXIMUM comfort 


economy and flexibility 





GRINNELL THERMOLIER 
Steam /Hot Water Unit Heater 
4 models .. . 18 sizes — from 35,600 
to 275,300 tetel heat delivered, 

Btu per hour 
Three basic models—horizon- 
tal, vertical, and a special hori- 
zontal Textile model. ( Adjust- 
able velocity nozzle also avail- 
able for use on horizontal 
models.) All models have plain 
thermostatic trap, the simplest 
and least expensive kind of a 
trap, made practical because 
of unit’s exclusive internal 
cooling leg; maximum capac- 
ity provided and destructive 
water hammer eliminated by 
built-in pitch of tubes. Many 


other important features. 





GRINNELL 


Gas-Fired Unit Heater 
Available in 7 sizes — ranging from 
25,000 to 200,000 Btu per heur input 
Grinnell Gas-Fired Unit 
Heaters are easy to install, 
simple to operate and main- 
tain. Efficient performance is 
assured — with any type of 
gas—by modern design of 
burners and heat exchanger, 
proper motor and fan unit. 
Automatic safety pilot oper- 
ates to shut off main gas sup- 
ply if pilot goes out. Flash- 
back and extinction noise pre- 
vented by the burners’ raised 
port design and proper port 
size for the gas used. American 
Gas Association approved. 


Grinnell Company, Inc. .. Providence, Rhode Island 


Manufacturer of: pipe fittings ° welding fittings ° forged steel flanges ° steel nipples ° ° - engineered pipe hangers 5 ond supports 
Thermolier unit heaters * Grinnell-Saunders diaphragm valves * prefabricated piping * Grinnell automatic fire protection systems 


Grinnell Unit Heaters are backed by over 60 
years of heating experience, and proved by 
trouble-free service in countless installations. 
They are distributed by a coast-to-coast 
network of plumbing and heating jobbers... 
and in over 30 principal cities, Grinnell 
engineers can offer on-the-spot advice and 
help on your heating problems. For new 
buildings, or for modernizing existing heating 
systems, it makes good sense to call on 
Grinnell first — for the unit heater that 

will meet your specific needs. 


AVAILABLE FROM YOUR LOCAL DISTRIBUTOR. 
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THE VAST MAJORITY OF THE NATION’S FINE BUILDINGS ARE SLOAN EQUIPPED 


MIES VAN DER ROHE, architect pe San i 
FRIEDMAN, ALSCHULER & SINCERE, pecanensss3* 


associated architects = Facing Chicago’s north shoreline parkway 
WILLIAM GOODMAN, mechanical engineer and the lake beyond, two new groups 
HERBERT S. GREENWALD, general contractor of luxurious skyscraper apartments will 
BCONGMY PLUMIING & BEATING CO., soon be completed. Pictured at top left is 

plumbing contractor 900 ESPLANADE and below it 
AMSTAN SUPPLY DIVISION, AMERICAN i a : : 
RADIATOR & STANDARD SANITARY CORP., So COMMON EALTS PROMENADE. 
plumbing wholesaler 















NEW GLAMOUR ON ChiCAGO’S GOLD COAST 


¢ On the two largest unoccupied building sites on rooms) will be summer and winter air-conditioned 
Chicago’s ‘Gold Coast,” overlooking Lake Michigan, and equipped with individual room controls. All will 
a $25-million, 6-building apartment enterprise is rap- feature maximum soundproofing for quiet privacy. All 
idly nearing completion. These 28 and 29 story tow- will be served by high speed, electronically teamed 
ers will be the tallest flat-slab reinforced concrete elevators and all corridors will be pressurized. In a 
structures in the U.S. and possibly the world. Pre- project of such fabulous designing nothing less than 
fabricated skin frames of aluminum, each a story the best would suffice, hence all towers are to be 
high, will hold crystal walls of gray tinted, heat re- equipped throughout with sLoan Quiet Flush VALVES 
tarding plate glass. All of the 1238 apartments (6108 and sLOAN Act-O-Matic SHOWER HEADS. 


em! 
SLOAN A VALVES ; , 


FAMOUS FOR EFFICIENCY, DURABILITY, ECONOMY pe 
SLOAN VALVE COMPANY * CHICAGO + ILLINOIS—— 
a | 
(Je 
* 





Another achievement in efficiency, endurance and econ- 
omy is the stoan Act-O-Matic sHowER HEAD, which is 
automatically self-cleaning each time it is used ! No clog- 
ging. No dripping. Architects specify, and Wholesalers wv 
and Master Plumbers recommend the Act-O-Matic—the 
better shower head for better bathing. 


i NMA, Write for completely descriptive folder 
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DOMESTIC 
ENGINEERING 


with which is combined Automatic Heat and Air 
Conditioning and Domestic Appliance Merthandising 
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(Procedure Manual Contents, page 95) 
This special section is a complete “how to” manual for 


the remodeling-minded contractor. It answers, fer the con- 
tractor not yet in remodeling all the way, the question: 
“Why should I sell remodeling?” It shows how to evaluate 
the market and how to get started. 

For the contractor already successful in remodeling, and 
for the former group too, the manual puts the remodeling 
operations of dozens of other contractors under the edi- 


torial microscope to provide a basis for reappraisal of 
existing business techniques. 
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CRAFT SHOWER CABINETS 


with Genuine Terrazzo Receptors 





QUESTION: What's the most 
important element in shower cabinet 


construction ? 


ANSWER: The receptor. It takes 
the brunt of the workload put on any 


shower. 


That’s why you will find genuine 
Terrazzo receptors in all Craft Shower 
Cabinets. Craft Terrazzo receptors not 
only recapture the elegant beauty of 
the lustrous marble chip floors of the 
Italian Renaissance, they provide a 
lifetime base that’s rustproof, leak- 
proof, safe, sanitary and easy to install. 


RESULT: A faster, easier, more 
profitable installation for plumbers; 
for homeowners, the finest and most 
functional receptor of them all. 


MORAL: Another example of Craft 
leadership in shower cabinet construc- 
tion. For the finest in quality, value, 
sales and performance, specify Craft 





— there’s no better shower cabinet 
available on the market today. Models 
for every type of installation. Imme- 
diate delivery. Decorator colors and 
glass doors optional. 


ower 
.* 





THE NEWPORT 





‘ CRAFT SHOWER CABINET DIVISION 
\CUTLER METAL PRODUCTS CO. 


1025 LINE STREET, CAMDEN 3, NEW JERSEY 


Have you received your new Craft Catalog? It’s yours for the asking. Write today! 
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|PLUMBING TIPS | 





Contractors find: 


100% COPPER JOBS 
LESS EXPENSIVE 
AND FASTER 


Correct installation guarantees repeated 
replacements. Guaranteed not to peel or 
discolor under normal sweating. 








2. Tighten nut until you feel it just 
beginning to take-hold-of (bite) the 
copper tube. Push valve tight against 
flange, forcing flange tight against 
wall, while continuing to tighten nut. 


SWEAT 
INSTALLATION 













19. Elbow: 5/8” O.D. (1/2" nom.) Sweat 
inlet x 3/8" O.0. Riser. List 42 


39. Elbow: 5/8” 0.0. (1 (2 =~ 
inlet x 1/2" O.D. Riser. List 


RIB, Angle Valve: 
1/2” O.D. (3/8" nom) 
Sweot inlet x 3/8” 
O.0. Riser. List 1.30 


R3B. Angle Valve: 
1/2" O.D. (3/8" nom.) 
Sweot inlet x 1/2” 
O.0, Riser List 1.40 


R19. Angle Valve: 5/8" 0.0 1/2” nom) 
Sweat inlet x 3/8” O.0. Riser. List 1.30 


R39. Angle Valve: 5/8” 0.0. (1/2” nom) 
Sweat iniet x 1/2" O.D. Riser. List 1.40 


Also available packaged with Speedway Flexible Supplies 


3. When brought to soldering tem- 
perature, apply wire solder to copper 
tube between flange and valve. The 
sweat inlet’s exact dimensions and 
unplated inside insure easy and per- 
fect soldering. 


© 
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COMPRESSION 
INSTALLATION 


C18. Elbow: 1/2" 0.0. mg —— 
niet x 3/8" O.D. Riser. Lis 

C19. Elbow: 5/8" O.D. (1/2° nom.) Compr 
iniet x 3/8" O.0. Riser. List 62 











CRIB. Angle Valve: 
1/2" OO. (3/8" nom) 
Compr. inet x 378” 
©.0. Riser. List 1.50 
CR 3B. Angle Volve: 
1/2" 0.0. (3/8" nom.) 
Compr. intet x 1/2° 
O.D. Riser. List 1.60 
CR 19. Angle Valve: 5/8” 0.0. (1/2" nom.) 
Compr. inlet x 3/8" O.D. Riser. List 1.70 


CR 39. Angle Valve: 5/8” O.D. (1/2" nom) 
Compr. inlet x 1/2” O.0. Riser. List 1.80 


Also available packaged with Speedway Flexible Supplies 





3. Having taken up any slack, and 
with no copper tube showing between 
valve and flange, tighten nut another 
% turn. This should bite the tube, 
making a perfect ground joint seal. 
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1. Cut copper tube 1%" from wall. 
This is \%” more than combined 
lengths of fl€mge and sweat inlet of 
valve (or fitting). Thoroughly clean 
end of tube and inside of sweat inlet, 
before applying flux. 





é . i 

4. While copper tube is still hot, 
lightly wipe with solder wire between 
valve and flange. This tinting proc- 
ess leaves an attractive chrome-like 
appearance. Lightly wipe torch car- 
bon from valve surface. Attach Speed- 
way Flexible Supply. 









nut overhang « 


Compression 
inlet and 
1/16" 











from wall. 


1. Cut copper tube 1%” 
This is 3/16” less than combined 
lengths of flange, nut overhang and 
compression inlet of valve (or fitting). 





4. Attach Speedway Flexible Supply 
for Lavatory, Closet or Sink. 


Stem away from seot. 
Flame away from flange. 





; 

2. Before applying heat to valve, turn 
the stem completely away from seat. 
Otherwise the heat will scorch rubber 
bib washer. Apply heat, aiming torch 
away from flange. Chrome plate of 
valve (or fitting) will withstand heat, 
whereas flange will discolor. 


100% Copper Jobs... 


SAVE TROUBLE. No nipple to tigliten 
eliminating broken fitting behind plaster, 


SAVE COST of brass nipple, or job spoiled 
by electrolysis if steel nipple was used. 


SAVE TIME. No frozen-in pipe stubs. 
BE PROUD of a deluxe 100% Copper Job. 


PD ADIL 
SY LHL USLE 1 
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FRBE! Tear out and mail today 

J Pleas ke nd Please check ! 
© Cc mpl t g 4 Oo | 
JeA tdi ral instruction sheets for my | 

] J ey! ( any ?. 2 
| Name | 
Address ! 
| City State | 
| Wholesaler | 
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| BRASS- CRAFT, DETROIT 1, MICH. 

















Builders and 
OTs 
want It, 

and nobody 
has it but 


RHELM 


the New RHEEM Built-In Water Heater 


Why do builders want it? It’s square on all four 
sides—fits flat to a wall—under kitchen cabinets 
where flues and pipes won’t show—right up against 
other cabinets or appliances. No need to build 
special alcoves or costly hiding places. 


Homeowners want it because it actually helps 
show off a room. In color, too . . . its removable 
panels are chromed, yellow, turquoise or pink, 
but can easily be sprayed any color. 


But the best news is this. Behind that stunning 
new cabinet is a water heater tank that’s lined 
with Rheemglas—made from the famous Rheem 
FRIT, that stands up better and resists the 
chemical action of hot water. 


What a water heater! It’s the one even housewives 
are going to ask you for by name. The beautiful 
new Rheem built-in water heater. 


YOU CAN RELY ON LEADING PRODUCER OF AUTOMATIC STORAGE WATER HEATERS 
SEATTLE © SOUTH GATE, CALIF. © HOUSTON e@ CHICAGO e SPARROWS POINT, MD. 
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Fe @ipannes DOLE NO. 100 WATER MIXER 
A new water mixing valve utilizing 
the famous Dole Power Element. It 
is noncorrosive and trouble free. 
Made of a brass forging. Despite 
: its high quality, it is low in cost. 
DOLE FLOW CONTROL VALVE ‘ Designed for installation on tank- 


A simple, inexpensive valve that less or storage-type heaters. 


will provide a constant rate of flow 
despite variations in normal line 
pressure. Prevents wasting water 
and yet provides adequate flow. 
Ideal for drinking fountains, shower 
heads, tankless water heaters, flush 
tanks and other applications. 


Anniversary 


DOLE RELIEF VALVES 


Here is a newly developed line of 
relief valves, high in quality and 
yet low in cost. Dole Relief Valves 
provide an economical answer for 
the protection of the hot water 
tanks you install. 


DOLE FLUSH TANK FILLER 
DOLE 20 SR. AIR VENT For all urinal flush tanks—saves 


This high-quality hot water air water, eliminates service. Main- 
valve will provide automatic air tains constant fill rate regardless 
eliminator, a manual shutoff and of variations in line pressure. Will 
@ manval air vent. A selector dial not wire draw or lime—prevents 
permits various settings and pro- back siphonage. 

vides for faster venting. One of a 

complete line of Dole Air Vaives. 
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or enjoying modern conveniences 
in their own homes. 





pliances ana automatic controls give 
the housewife “a hundred extra 
hands” around the house. But don’t 
worry about Hilda the cook or 
Hazel the housemaid—they’re 
WEF 0) [J RS FLY ES either getting better wages with less 
effort on appliance assembly lines 





A Nest of Trouble 
Mrs. James Ultimo of Crown 
Point, Ind., heard a noise in her 
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Everything's in a Name 

Somehow, you’d never guess a 
town named Igloo would be a top 
market for freezers—you wouldn't 
that is until you learned the town 
is in South Dakota and it’s summer. 

More than 75 freezers have been 
sold by Jacobs and Goode, Admiral 
Corp. dealer in Rapid City, S. D., 
to the government-subsidized town 
of 3,000. The community got its 
name because the government 
stores high explosives in hundreds 
of concrete and dirt igloos in the 
area. 

The igloos are fine for keeping 
TNT and dynamite, but you can’t 
beat a freezer for a hunk of beef. 


Jet-Propelled Baths 

A British firm has figured how to 
get more of a lift from your bath. 

They’ve designed a tub with a 
seat that rises to the rim under 
hydraulic pressure supplied by the 
tap, then lowers the bather into the 
water as the pressure is lessened. 








After the bath is over, a twist of 
the lever and you begin soaring out 
of the water again—only to find, no 
doubt, that you’ve still left the 
towel on the other side of the room. 


Minnesota Looks Ahead 

A nuclear research facility for 
studies in engineering, medicine, 
biology, and agriculture will be 
constructed at the University of 
Minnesota with funds from 23 busi- 
ness and industrial firms. 

The Minnesota Nuclear Opera- 
tions Group, organized last year by 


10 


Minneapolis - Honeywell Regulator 
Company, Northern States Power 
Company and General Mills, Inc., 
will sponsor studies in the atomic 
energy field with a view to bene- 
fiting Minnesota resources and in- 
dustry. 

The gamma ray facility will not 
only carry out experiments in many 
fields but will help train engineers 
in nuclear technology. 


The Road Ahead 

“An incredible era” is the way the 
president of the Worthington Cor- 
poration describes the next 10 years 
for general industrial equipment. 

Edwin J.’ Schwanhausser says, 
“New ideas are rendered obsolete 
almost at once by newer and better 
ideas that challange our ingenuity 
as engineers and manufacturers.” 

He predicts “a dynamic age” of 
development provided world peace 
continues, “reasonable” labor lead- 
ership is maintained, and inflation 
is controlled. 


The Vanishing Occupation 

The household maid and the fam- 
ily cook are going the way of the 
nickel cigar and the free lunch. 

The Gas Appliance Manufac- 
turers Assn. says the number of 
domestic employees in New York 
State dropped from 420,119 in 1930 
to 140,296 in 1950 and that by 1960 
will descend to the point where only 
one home in a 100 will have “hired 
help.” 

Why? Well, because modern ap- 





water heater. “You’d think there 
were birds in it,” she said. 

It wasn’t until she smelled gas, 
however, that a full fledged investi- 
gation was launched by the fire de- 
partment. The result—a double 
rescue. 

First the Ultimos were saved 
from a hazardous clogged line; sec- 





ond, so were two baby sparrows 
whose folks had nested in the unit 
without figuring how the babes 
were going to escape from the pipe. 


A Lift Artist 

Kenneth Dobler is a forklift oper- 
ator in St. Louis who would like 
to go into business for himself. 

He started off with a furnace, a 
30-gal. water heater, a 300-gal. 
septic tank, an electric range, cop- 
per tubing, soil pipe, fire brick and 
wall cabinets. 

It was a $6,000 start with the 
ending in court. Police discovered 
Doblet had lifted the material from 


employer using their own 


freight-handling machinery. 


Clearing Up a Problem 
The American Home Laundry 
Manufacturers’ Assn. has published 


(Please turn to page 12) 








The Story Behind Our Industry's 
Evolution in Remodeling...p. 168 
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For Copper Water Tube with 
Mine-to-Market Dependability 


SEE YOUR PHELPS DODGE DISTRIBUTOR | 





PHELPS Dooce 
COPPER Tubing 





You can always rely on Phelps Dodge copper water tube—and your 
Phelps Dodge distributor—to serve you well. Here's why: 


Phelps Dodge has its own open-pit mines, as- Phelps Dodge strategically-located service de- 
suring a dependable source of highest grade pots enable distributors to maintain stocks, 
copper at all times. refill them without delay. 
. Phelps Dodge mills stress quality control Phelps Dodge sells exclusively through dis- 
at i throughout every step of manufacture to give tributors, provides a sales engineering staff to 
"==. you the same high uniformity in coil after coil. help distributors solve their problems. 


Next time you need copper water tube, specify Phelps Dodge for dependable quality from mine to market. 


For the name of your nearest Phelps Dodge distributor, write Dept. D-8 
Phelps Dodge Copper Products Corporation, 300 Park Avenue, New York 22, N. Y. 


PHELPS DODGE COPPER PRODUCTS 


CORPORATION 


NEW YORK, N.Y. «© LOS ANGELES, CALIF. 
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EITHER GO AHEAD 
OR DROP BACK 


Denver, Coto.—Thank you for 
the opportunity to express my 
thoughts on remodeling. They are 
really quite simple. I thoroughly 
believe the public appreciates the 
latest and most modern installa- 
tions, as well as merchandising 
methods used by the contractor. 

In order to meet the merchan- 
dising demands of today, you can’t 
remain on one level; you must 
either go ahead or drop back. We 
have chosen to forge ahead. It was 
this philosophy that prompted us 
to move to a new location and 
build a new showroom and office. 

Here, we have plenty of room for 
working displays to properly dem- 
onstrate the equipment we sell. 
Display facilities are of central im- 
portance to remodeling. We active- 
ly promote remodeling with an in- 
tensive advertising campaign and 
can report an accompanying in- 
crease in remodeling installations 
as a result. 

Dovucias W. BELL 


© Readers will recall the recent series 
in this publication on the Bell Plumb- 
ing and Heating Co., which told how 
the firm grew from small beginnings 
toa 7-figure annual volume. Mr. Bell 
is also one of the 50 contractors in- 
vited to help write this issue, the 
“Book of Remodeling”. (See page 90.) 





GLAD TO DO IT 


Orrumwa, Ia.—Would it be pos- 
sible for you to mail me an addi- 
tional copy of the June issue of 
Domestic Engineering, in which my 
speech appeared? I have my own 
copy, of course, but would like a 
second to send to my children. 

G. H. McGee 


e The speech referred to by Mr. Mc- 
Gee, who is president of the Iowa 
Assn. of Plumbing Contractors, ap- 
peared on page 92 of the June issue. 
In his speech, Mr. McGee urged that 
strict limiations be maintained on do- 
it-yourself plumbing and heating in- 
stallations. The final article in D.E.’s 
series, “Do-It-Yourself . . . What It 
Means to Our Industry,” will be pub- 
lished in the September issue. 


HOUSING CODE CAMPAIGN 

PHILADELPHIA—There is a new 
housing code campaign going on 
here that I feel will be of interest 
to you and your readers in connec- 
tion with your remodeling pro- 
gram. This campaign is designed 
to get rid of housing code/violations 
in two large parts of the city, and 
will consist of a house-to-house 
and apartment-to-apartment in- 
spection by building inspectors and 
members of the fire department. 

In these two areas there are 
about 5400 living units. An attempt 

(Please turn to page 15) 








This Is the “Book of Remodeling” 


What to Do About the Competition 
Trying to Take Over Your Markets 


...- See page 93 
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Between Ourselves 


(Continued from page 10) 
a folder of definitions to clear up 
any potential muddle about what’s 
what among the various types of 
laundry appliances. 

The folder officially defines the 
automatic, semi-automatic, wringer 
and spinner washer, as well as 
automatic dryers and ironers. 

Full definitions may be pub- 
lished by dealers, and the clarifi- 
cations will also be used in work- 
ing with the appliances. 


They Design Tomorrows 

Visitors to Disneyland, Calif., 
will soon see The House of Tomor- 
row, and in it an old, familiar name 
—Crane Co. 

Crane is cooperating with en- 
gineers in building the model plastic 
house of 1975. The structure will be 
erected by the Monsanto firm and 
will show plumbing and heating 
devices that are still in the dream 
stage. 

Ideas under consideration are an 
all-plastic bathroom which can be 
washed down from floor to ceiling 
automatically; rotating walls which 
can swing a lavatory from the bath- 
room to the bedroom at the touch 
of a button; and a heating system 
that will permit a family to sun- 
bathe inside their House of Tomor- 
row. 


Dangerous Illusions 

Three illusions are keeping some 
potential customers out of the hous- 
ing market, says Harold Massey, 
managing director of the Gas Ap- 
pliance Manufacturers Assn. 

Massey says some prospects are 
deceived by temporary price-cut- 
ting into expecting a long-term 
slide. This idea delays their pur- 
chase even though overall prices 
are actually on the upswing. 

Other prospects expect an “atom- 
ic revolution” in housing. Massey 
points out that the revolution in 
housing has already occurred. Any 
“atomic” advances will be years in 
the future. 

Finally there is an idea that the 
U. S. is overbuilding and that the 
bottom will drop from the market. 
Not so, says Massey, who cites fig- 
ures showing that the nation has 
barely kept pace with housing de- 
mands. END 
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Besides assuring trouble-free 
service after installation, this 
new smooth-flow Union design 
speeds installation. Note the 
straight shoulders that 
eliminate wrench slippage. 
Exact machining on 
threaded arbors insures 
a perfect seat every time. | 7 


Leak-Proof: 


Machined copper-to-iron 
joints furnish positive 
seal, 


Straight Flats: 


Secure wrench grip speeds 
installation. 


A single source for all your pipe fitting needs 


Galvanized and Black U-Cote Malleable Iron Pipe Fit- 
tings—Unions—Plugs and Bushings—Cast Brass Solder 
Joint Pressure and Drainage Fittings—Cast Iron Drain- 
age and Screwed Fittings—Steel Nipples and Couplings 
—Insert Fittings for Plastic Pipe. 
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Union design 


assures smooth flow... 





Smooth Flow: 


There are no 
obstructions to 
start build-up. 


Easy Threading: 


| Chamfer and threads 
| are exactly machined 
then fully inspected 

before shipment. 


All sizes from \%" to 4" 
in high grade Galvanized 
or Black. 


. 


Sell and Install ale afja 


... [t's more fitting! 














The 


Manufacturing Company 
Ashland, Ohio 
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® Now you can buy popular size ¥” or %4” Let 
black or galvanized nipples in the handy TO) E 
TRAY shown here. This rugged, easy-to-carr; 
tray eliminates wasted steps on the job. No 


(Co 
is b 
lords 
reno 
ready at hand—in its own clearly marked can 
space. Convenient measuring guide gives ever 

In 
held 
were 
Man 


more pawing search—the right nipple is always 


instant length verification for each of the 66 
nipples in eleven lengths ranging from 
Close to 6”, 
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Tray is of sturdy, double corrugated board 
construction. There are no staples to catch or 


scratch your hands. Finish is attractive ~— 


meet 


le cao 


silver grain. Each tray is individually packed : 
in and protected by sturdy shipping cover. ° As 
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For your protection all U-brand nipples are made from new, mill- con 
tested pipe. Special attention is given to true thread gauge, inside this 
ream and outside chamfer. After machining, nipples are thoroughly 
cleaned and rust protected. In regular carton packaging U-brand 
A SINGLE SOURCE nipples are available in ¥” to 2” diameters in lengths up to 6”. 


FOR ALL YOUR PIPE FITTING NEEDS Larger nipples up to 4” diameter in any length are available in bulk. 


V 
bee: 
arti 
Galvanized and Black U-Cote Malleable Tron 
Pipe Fittings—Unions—Plugs and Bushings— 
Cast Iron Drainage and Screwed Fittings— 
Steel Nipples and Couplings—Insert Fittings 
for Plastic Pipe. 
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Manufacturing Company 
Ashland, Ohio Spe 
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Letters 





(Continued from bottom of page 12) 
is being made to convince land- 
lords and property owners that 
renovation and proper maintenance 
can be a “profitable venture for 
everybody”. 

In another campaign of this type 
held recently, 841 code violations 
were found in 1118 living units. 
Many of these have since been 
corrected. It is hoped that by the 
cooperation of various interested 
groups, this current campaign will 
meet with even greater success. 

Epwarp Mettwic, Jr. 
e An article on housing codes appears 
on page 254 in this “Book of Remodel- 
ing.” The article interprets the signifi- 


cance of these codes for plumbing and 
heating contractors. 


DO-IT-YOURSELF SERIES 

Basyton, N.Y.—The remarkable 
ability of Americans to devise sub- 
stitutes by which labor is reduced 
has, in large part, accounted for 
this country’s prosperity. The cur- 
rent do-it-yourself trend is more 
than a method of saving money; it 
also represents a challenge to some 
who previously believed certain 
work was beyond their ability.. The 
important thing is not who does the 
work, but that the money gets into 
circulation. Eventually the plumb- 
ing and heating contractor will get 
his share. And after all, I would 
like to see the contractor who 
doesn’t have paint brushes or car- 
pentry tools on his basement work- 
bench. 

Westey MICHELL 

e Domestic Engineering has received 
dozens of letters, toth pro and con, on 
the do-it-yourself movement as a re- 


sult of this series of articles. Many of 
them will be published next month in 


connection with the final article on 
this subject. 
HEAT PUMP SERIES 
WitmincTon, Det.—We have 
been interested in your series of 


articles entitled “The Heat Pump 
. . . Where Does It Stand Now?” 
We would appreciate it very much 
if you would send us the complete 
series of articles. 
W. A. SPEAKMAN, JR. 
president 
Speakman Co. 


© Tear sheets of the Heat Pump Ser- 
ies have been sent to Mr. Speakman. 
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70 SO%LESS 


FLOOR SPACE 


...same B.T.U. Input! 


NO 


with the new line of 


SEAT WAWE 


GAS - FIRED 


FURNACES 


A triumph in furnace engineering! 





Save on Price 
Save on Space 








More compact! Designed to fit almost any- 


where without reduction in heating surface 
of combustion chamber! 


New styling, too! Smart two-tone baked enamel 


finish. 


And once installed, all internal parts are remov- 
able through front-access panels. No need ever 
to remove the outside casing from closet or 
utility room installation. Tuck it away and 


forget it! 


HULL 


IM 


Definitely superior new features. Costs 
less money. Gives more value. 


Fully factory pre-fired and tested. Needs only 
usual duct, gas and electrical connections. 








WRITE, WIRE OR 
PHONE FOR DETAILS 


Subsidiary of the F 
BOX 151 


E. Myers & Bro..Co 


AURORA, MO. 
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fastidious 


20000000000000000000000000000000°? 


20000 000000000000 0000? 


One of a series appearing : 

FORTUNE, NEWSWEEK 
TIME, BUSINESS WEEK 
and leading architectura: 


Magazines. 
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How to keep the Fountain of Youth from Aging... 


Lewin-Mathes Seamless Copper Tube and Pipe 
showers its benefits in a pure, steady stream on a 
little girlk And decades later, it will show equal 
regard for her grandchild. 


Through the years, the Lewin-Mathes installation 
performs like new without maintenance because— 
as Copper Tube Specialists—we build Copper’s re- 
sistance to everything except flow. Lewin-Mathes’ 
fastidious-minded inspectors — at every operation 
throughout our completely integrated plant—demand 
shiny smooth surfaces inside as well as outside 
our products. 


When installing piping materials, be sure that your 
first cost is your last cost. Ask your architect, de- 
signer or engineer to specify Lewin-Mathes. 


~ 
~ 


LEWIN (©) MATHES 


ee a ee me ee a ee a a a a ee oe ee 


SAINT LOUIS, MISSOURI 


MANUFACTURERS OF 
COPPER AND BRASS TUBE PIPE AND ROO 
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"a Bear by 
the Tail! 











When we introduced our new ServiceSaver Fuel-unit, a few 
weeks ago, we proceeded with some caution. Not because 
we had any doubts about the performance of the units: we 
knew how efficiently the new self-cleaning, non-clogging 
rotary filter operated. More than 8 years of field testing had 
proved that. But we didn’t anticipate the tremendous inter- 
est that has followed our announcement of the new unit. 































































ging... And so what happened? Everybody ‘‘wants in.” Manu- 
. facturers, wholesalers and dealers have asked—even insisted 
d Pipe —on securing new ServiceSaver Fuel-units immediately. 
mon a . : : : 
; equal Unfortunately, we can t supply everyone immediately. 
Even with our production greatly increased over the original 
; schedule, we will be able to supply only a part of the demand 
allation during the balance of 1956. 
erage Fortunately, however, we have continued—even increased 
Nathes’ —our production of the 8000 Series Fuel-units that have set 
eration the pace for dependable performance and easy servicing. 
lemand So, if you’ve been disappointed by our inability to meet the 
outside demand for ServiceSaver Fuel-units, we apologize—and urge 
you to continue ordering the 8000 Series units. Right now, 
‘t your we have ‘“‘a bear by the tail,” but we’ll soon figure a way out. 
ct, de- When we do, everyone—including ourselves—will be happy. 
waa 0 For data on the 8000 Series Fuel-units, write for Bulletin A8A2; 
for data on the ServiceSaver units, ask for Bulletin A9AI. 
_ 
—— WEBSTER ELECTRIC 
JRI RACINE WISCONSIN 
ROD MANUFACTURERS OF FUEL-UNITS, IGNITION TRANSFORMERS AND DELAYTROLS 
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BUILT TO LAST a complete cool- 
ing season, Barnebey-Cheney Co. 
says its new filter is adaptable 
to both window and central type 
residential air conditioning units. 


A CONVIVIAL reception was given to this automatic bar at an open house 
held by General Controls Co. to dedicate its new San Francisco warehouse. 
Guests were hard pressed to keep up with the bar, which is automatically 
regulated by firm’s controls to dispense a mixed drink every three seconds. 


Picture 
Paragraphs 


REFLECTING graceful contours 
and sharp features, this cabinet 
lavatory produced by Gerber is 
offered in four sizes and colors. 
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w.2 e 
PLAQUES entitled “What is a Plumbing Contractor?” were presented to W. 
A. Landers (center), new NAPC president, and R. T. Morrill (right), outgoing 
president, by S. E. Wolkenheim, A. O. Smith Corp., at Milwaukee convention. 
The plaque promotes good public relations for the plumbing contractor. 
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yw ALL TUBULAR 


Continuous Wastes 


with the exclusive 


CS&B 


_ “lfube-l[ee 


* PATENT PENDING 


FASTER HOOK-UP 
BETTER APPEARANCE 
LEAK & CLOG PROOF 


Revolutionary new one piece tee and tailpiece 
construction cuts time and labor costs by quicker 
installation. Tube Tee takes a better finish than 
ordinary cast tee, gives neat, uniform appear- 
ance. Non-porous tubing throughout eliminates 
sand holes. Smooth interior surface prevents build 
up of waste material and resultant clogging. 


Write for Complete Data & Prices 





° 
NEW BRITAIN, CONN., U.S.A. 
| STAMPING _ | 


“ys THE CONNECTICUT STAMPING & BENDING CO. 


affiliate: TUBE BENDS INC. special tubular aircraft parts i & BENDING | 
L coMPANY 
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quality fixtures a : i? 
and appliances Ps - 
. . 
. . 
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. : 
3 PLUMBING PRODUCTS ” 
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THREE GOOD REASONS WHY 
BUILDERS PREFER INGERSOLL 
‘*Engineered-Economy”’ 


(1) The lower cost and high quality that 


we lech Alel-eMloh Musto tM olacloliailelaMal-tislelet Me 
the builder put more into his houses. 


© The durability and beauty of the 


acid-resisting, stainproof finish coupled with 
an appealing design gives complete 
customer satisfaction. 


6) The lighter weight of porcelain-on-steel 
Yoha-e Malo a MelMUrtiolifolitelamoliremalclaleliiare| 
time ... reduces shipping costs substantially. 








Merrick Park Estates 





Merrick, Long Island 
Architect: Stanley Klein 

Builders: David Taub and Julian Klein 
Plumbing Contractor: Lakeville Plumbing Co 


Wholesaler: Edw. Sherman Supply Co 


Others are benefiting trom Ingersoll 


ENGINEERING 


omens arene DUTT IMBERSOLL PRODUCTS. DIVISION 


Write, now, for complete information. soley cope | Lob aelt am God g ele) col stoye 


vw 1000 WEST 120TH ST., CHIGAGO 43 
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T'S THE LAW! 


Legal Decisions of Interest to Contractors 


SQA °\\ voc aaa, i "Eb lbFP>E&EL SS) 


Damage Costs Are Up 

Costs are going up all around 
us, including the costs involved 
in damage suits. The courts ex- 
plain the heavy damage awards 
of today are merely a byproduct 
of inflation, but there is scattered 
evidence that the reins are being 
put on some excess awards. 

Recently a truck driver was 
seriously injured when a hand 
truck tipped and crushed him 
under a 900 pound crate. It was 
established that a freight com- 
pany employee gave instructions 
about loading the small hand 
truck and the jury held his com- 
pany liable for $275,000 in dam- 
ages. A high court, however, 
ruled that sum was “clearly ex- 
cessive” and pared $100,000 from 
the award. 

Citation: Ahlstrom v. Sault, 68 
N.W (2d) 873. 


Completing the Job 

Not completing a job can often 
be as expensive as completing it, 
as one plumbing and _ heating 
contractor recently discovered. 

The contractor, dissatisfied 
with his contract, breached the 
agreement and refused to com- 
plete a major installation. 

He was brought to court and 
held liable for $57,110 damages. 
The court explained that this was 
the difference between the con- 
tract price and the property 
owner’s cost in completing the 
installation. 

(Citation: Gard v. Ferguson, 
272 Pac. (2d) 99. 
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By Leo T. Parker, Attorney 
Cincinnati, Ohio 


By What Authority? 

For several years a plumbing 
and heating contractor had been 
handling installations for a com- 
pany on contracts signed by one 
individual employed by the firm. 


On one occasion, this employee 
authorized the contractor to 
make a $668 emergency repair. 
On completion of the job, how- 
ever, the company refused to 
honor the agreement, saying it 
was not done with the authoriza- 
tion of company officials. 

The contractor collected the 
full amount when he proved that 
he had dealt previously with the 
authorizing employee who had 
never been corrected by his em- 
ployers. It was an important 
legal point, indicating that once 
an employee successfully nego- 
tiates a contract, his company is 
usually responsible for his later 
authorizations. 

(Citation: Grogan Builders v. 
Benito, 274, S.W. (2d) 94. 
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YOU BE THE JUDGE 


If you were a judge, how would you decide this case? 

A contractor digs a ditch across a city street to lay pipe, 
and after completing the job fills the excavation with dry 
dirt to the surface level. Later the city drags and grades 
the street. Throughout the winter, severe weather causes 
a depression in the ditch area, and a motorist is involved 
in an accident. Injuries and a lawsuit result. 

The contractor’s defense is that he fulfilled his duty by fill- 
ing in the ditch, and that when the city followed with a grad- 
ing crew, it became solely responsible for further work. 

Was the contractor’s defense upheld? 


* 


No, the contractor was found liable for the auto injuries. 
The court said that the contractor was responsible for the 
condition of the street until it was permanently restored. 
As to the city’s responsibility, the court decided that since 
the excavation was solely for the contractor’s benefit, all 
responsibility must also be his. The city, the court said, 
must maintain safe streets only after they are returned to 
their original condition. (Court citation available from 
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You move bigger “bites” when you tackle a 
backfill job with the new, heavy-duty In- 
ternational 300 Utility tractor. 
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The Heavy-Duty INTERNATIONAL 300 UTILITY tr 
} : | You'll trench, backfill, load, doze faster with a 

ps . ; new International 300 Utility—the tractor that 
leads its field with up to 1,000 pounds greater built- 
in weight for strength and stamina. On heavy 
backfilling jobs, for example, it has the power and 
traction to keep you going without stalling out 
—to reduce tire wear from excessive slipping. 








Cost-cutting, time-saving options include power 
steering that lets the operator steer with one hand 
while controlling equipment with the other, on- 


the-go, to boost daily output. 
Torque Amplifier lets him increase push or pull- 
power in any gear without stopping to shift— 





Uritity te the name for it! ‘The International 300 Util. ives that extfa, of the-go push to fave Binie! 
ity tractor’s 42 hp engine furnishes ample power for and speed up backfilling wit heavy dozer blade! 
non-stop trenching—6 to 14 inches wide, as deep as Road speed of 16.7 mph gets you from job to job 
6 feet, up to 600 feet an hour. in a hurry. 

& Your IH Dealer will demonstrate! Look in the classified directory, phone 


him today. For big, new catalog, write International Harvester Com- 
pany, Dest. DE-8, P. 0. Box 7333, Chicago 80, Ill.—ask for Catalog 





: SEE YOUR 


INTERNATIONAL HARVESTER beater 


internctioncl Harvester products pay for themselves in use—McCormick Farm Equipment ond Farmall Tractors... Motor 
Trucks... Crowler ond Utility Trectors and Power Units—General Office, Chicago 1, Illinois. 
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The number one model 


for home remodeling... 


You've seen it happen a hundred times. A 
customer walks into a plumbing show- 
room, selects a fine, good-looking faucet, 
and asks “How much?”... Two minutes 
later he’s out of the store. Why? Because 


the price wasn’t geared to his remodeling 


budget. 
When you show Harcraft’s new La- 


Cresta line, the customer buys. Because 
only Harcraft offers sparkling style, supe- 
rior quality, and an acceptable price ...a 
price that fits the proven buying habits of 9 
out of 10 remodeling customers. 

Ask your distributor to show you the 





reasons for Harcraft’s leadership. 





A 190A Lavatory centerset 
A-180A with pop-up 





WRITE TODAY for news about 


Harcraft profit builders . . . . 
the 1956 Harcraft Catalog. We 


will send it by return mail. 






+ 


Harcraft 
BRASS 








DIVISION OF HARVEY MACHINE CO., INC., TORRANCE, CALIFORNIA eo REPRESENTATIVES IN ALL 
PRINCIPAL TRADING AREAS © STOCKS AVAILABLE IN NEW YORK, BOSTON, CHICAGO, ATLANTA, LOS ANGELES 
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NOW 


KRITZER A i. 
heating and cooling egujement © 
QUAN Tae 


“IF IT’S KRITZER, IT’S RIGHT, SIR!” 
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K'’ LINE 
RADIANT BASEBOARD 
Clean, modern lines. Quiet. 
Easy to install. For homes, 
apartments, offices. 


KRITZER RADIANT COILS, INC. KRI] y ER 


2901 Lawrence Ave. * Chicago 25 











QUAL-VECTOR # 

Low cost, combination heating and cooling units for resi- 
dences, apartments and motels, Two models fit between 
studding. Easy installation. Clean, filtered air both summer 
and winter. Insulated enclosures prevent condensation. 


Individual room control optional. Free-standing types for 
remodeling. 
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HYDRO-PAC WATER CHILLERS 
Completely packaged. Factory tested. 

Ready for easy field installation. Fine 

‘furniture’ steel cabinets with baked 


enamel finish. Five year warranty on her- 
metic system. 











UNIT HEATERS 


Horizontal and vertical discaarge, 
propeller fan types. Wide selection 






CONVECTOR-RADIATORS 


of sizes for steam and hot water. Die Floor, wall hung and recessed models. Famous 
formed cabinets of heavy gauge steel. KRITZER coil construction for steam and hot 
Baked-on, gray hammer enamel fin- water. Bronze headers. Heavy, reinforced steel 
ish. Rubber mounted motors. Dy- cabinets. Full range of sizes. Chain or knob 
namically balanced fans in deep operated dampers. Cabinets phosphatized. Gray 
drawn venturi for quiet operation. prime baked-on finish. 






TYPE "R” AIR BASE 

WARM AIR BASEBOARD 

adds beauty to any home. Efficient warm air 

heating or cooling. Two and four foot lengths. 

Built to last. 

STB RADIANT BASEBOARD i 
For hard-to-heat areas. 


Large heating capacity, Safe, 
rounded edges and corners. 












Questions and Answers 


Suggests Solution to Boiler Feed Pump Problem 


To the Editor: 

The May issue of D.E., page 26, 
illustrates and describes a boiler 
feed pump problem that consisted 
of water discharging from the vent 
when the return pump started. If 
confronted with this problem I 
would simplify the piping as shown 
on the attached sketch (Fig. 1-A). 

By taking the pump discharge 
above the water line, it isn’t nec- 
essary to pump against the height 
of the boiler water. 

Indiana F. W. B. 
To the Editor: 

We are having trouble with a 
one-pipe steam job about 20 years 
old wherein the coal-burning boil- 
er has been converted to oil. A 
slow pick-up is the cause of com- 
plaint. 

Both the boiler and radiation are 


ample. When the oil burner was 


installed, we replaced the relief 
valves that were located on the ex- 
treme ends of the runs. We did not 
replace the radiator air valves. The 
owner did not authorize corrections 
of several leaks in the steam mains. 


a Someone sold the owner a set of 
expensive vacuum valves for all the 
radiators and returns but they have 
not provided a cure-all. Here is 
how the system reacts. The steam 
is very slow in picking up due to 
leaks “here and there,” the pressure 
drops very fast and then there is a 
long delay in pick-up again. As 
a result, oil consumption is heavy. 
The house becomes comfortable 
only after the burner has been on 
for a long time. 

I disagree about the use of vacu. 
um valves on the radiators. I be- 
lieve a good grade of adjustable air 
valve should be used throughout; 


the system made tight; and the re- 
lief valves on the extreme ends of 
the runs should be relocated to 
tees at the ends of the mains. Would 
you give your opinion? 

Connecticut E. W. J. 
To the Reader: 

Your problem and suggestions for 
solution have been referred to R. G. 
James, manager of the heating de- 
partment, Hoffman Specialty Mfg. 
Corp. His comments are: 

Your suggestion to the customer 
that the vacuum valves be removed 
and replaced with non-vacuum 
valves is absolutely correct. On oil 
and gas-fired boiler installations, 
steam is generated much more rap- 
idly than with a coal fired unit. 
Since steam is generated rapidly 
and there is a partial vacuum in the 
system, the vacuum will assist the 
steam in moving to the first radia- 
tor or two in the system. The air 
that remains in the system is 
pushed along farther in the line and 
the vacuum decreases as steam ex- 
tends through the main and the 
first radiators. 

Finally, as the steam approaches 
the far end of the main, instead of 
having a partial vacuum to assist 
the circulation, it is necessary to 
build enough steam pressure to 
force the air from the main. In this 
manner, what would be a well bal- 
anced system on a coal fired, slow 
generating system is out of balance 
on the rapid steaming of a oil or gas 
fired installation. 

The adjustable port, open type 
rent will enable the serviceman to 


(Please turn to page 248) 
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Fig. 1-A: Reader suggests a simplified piping layout for 
boiler feed pump problem published in May, D.E. This 
eliminates piping and valves marked “open” and “shut” 
reproduced at 


in original problem (which is 


28 


right). 


Fig. 1-B illustrates a vacuum boiler feed pump that spills 
water through the vent when pump starts. 
analysis of the problem was provided by Skidmore Corp. 
and published in 


A detailed 


response to a reader’s question. 
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Bathroom remodeling is a major profit maker .. . are you taking advantage o 
the fact that every 10th house in your own area is a prospect? FIAT shower 
make it possible for you to get those profitable bathroom remodeling jobs. . 
because FIAT showers make it possible to build a complete bathroom in th 
most limited space. A FIAT shower and a water closet or lavatory will easil 
fit in a space normally occupied by a bathtub alone! Attics, basements, hall 
ways, even closets are ideal areas for the second bathroom. 

FIAT gives you quality, appearance and price advantage. No other shower lin 
offers so much. . . even the lowest priced FIAT shower has a solid, PreCas 
floor. Take advantage of a booming situation . . . get those bathroom remodel 
ing jobs with FIAT showers. 











Look to FIAT 
for FEATURES 
that Sell! 











A full color catalog on the complete line of FIAT showers, including bathroo 
remodeling plans, will be sent to you at your request. Ideal for showing cu} 
tomers various shower models available. Don’t delay —write today! 


FIAT METAL MANUFACTURING COMPANY 


FOUR COMPLETE PLANTS STRATEGICALLY LOCATED FOR BETTER SERVICE—LOWER COST. 


aia Island City 1 Franklin Park Los Angeles 63 Orillia, Ontario 
New York ilinois California Canada 


Manufacturing Quality Showers and Compartments since 192 














Generals 
STOP TROUBLE 


Before It Begins! 






MODEL 
2A-700A 





















of the inner surface of the felt. FUEL OIL 
Lifetime, leakproof construction is another trouble-stopping 5 
GENERAL feature. The cast iron cap and steel body won't FILTER 


crack, stretch, leak or wear out. Two vent screws allow easy 
bleeding of the filter and lines. 


Best of all, GENERAL Cartridges fit all leading filter makes. 
Insure trouble-stopping protection in every filter you service, 
by installing a genuine GENERAL Cartridge at least once 
each heating season! 


“STEP BACK” 
WOOL FELT 
CARTRIDGE 


MODEL 200 
HUMIDIFIER 


Customers are the first to realize a 
humidifier is no better than its resis- 
fance fo clogging from lime and cal- 
cium build-up. GENERAL HUMIDIFIERS 
reduce clogging troubles in three 
ways: (1) Use of a patented, fast- 
acting WATER-FLOW REGULATOR, im- 









“POROSIL” 
EVAPORATING PLATES _ conventional humidifiers); (3) Calcium- 








KEEP FLUES OPEN — IT’S EASY! | Suvlin chundant, unitorm evapere- 
A Ye" layer of soot can raise fuel costs 25%! CLEAN RIGHT why the Model 200 is making life 
destroys a 4” coating in 2-5 minutes — without flash or cor- long friends for shops who sell it! 
rosion. Take a can on every service call. Stop soot troubles gs 
the easy way! 


GEN ERAL FILT ERS, INC. WRITE FOR full information, prices, 


43800 GRAND RIVER AVE. NOVI, MICH. and name of your nearest jobber. 
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plumbers’ 
wish. 












For steel pipe—that cuts and: 





smoothly and easily—is un orm 


welded—cleanly finished inside and 


outside—pressure tested—completely inspected. 


J 
- 
. 
, 
: 
; 
} 
] 
| 


“The Pipe With The Year Mark’’—makes 





that wish come trve—to deliver Wheatland 


Steel Pipe—to your specifications. 


WHEATLAND TUBE COMPAN Y 


BANKERS SECURITIES BLDG., PHILA. 7, PA. MILLS © WHEATLAND, PA. © DELAIR, N. J. 
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CONTRACTORS * WHOLESALERS » MANUFACTURERS 


CONTRACTOR ASSNS. 
... State 


Aug. 2-4—South Carolina—Annual 
meeting of the South Carolina Assn. 
of Plumbing and Heating Contractors; 
Ocean Forest Hotel, Myrtle Beach. 


Jan. 21-24 (1957)—Illinois—Annual 
convention of the Illinois Plumbing 
Contractors Assn.; Broadview Hotel, 
East St. Louis. 


Feb. 4-6 (1957)—Ohio—Annual con- 
vention of the Ohio State Assn. of 
Plumbing Contractors; Carter Hotel, 
Cleveland. 


Feb. 4-6 (1957)—Wisconsin—Annual 
convention of the Wisconsin Assn. of 
Plumbing Contractors; Schroeder Ho- 
tel, Milwaukee. 


Feb. 14-16 (1957)—Minnesota—An- 
nual convention of the Minnesota 
Assn. of Plumbing Contractors; St. 
Paul Hotel, St. Paul. 


Mar. 7-9 (1957)—Oklahoma—An- 
nual meeting of the Associated Plumb- 
ing and Heating Contractors of Okla- 
homa; Hotel Lawtonian, Lawton. 


Mar. 11-12 (1957)—Nebraska—An- 
nual convention of the Nebraska 
Plumbing and Heating Contractors 
Assn.; Hotel Fontenelle, Omaha. 


Mar. 20-21 (1957)—Maine—Annual 
convention of the Maine State Assn. 
of Master Plumbers; Eastland Hotel, 
Portland. 


Apr. 11-13 (1957)—New Jersey— 
Annual convention of the New Jersey 
Assn. of Plumbing Contractors; Had- 
don Hall, Atlantic City. 


Apr. 12-13 (1957)—Virginia—An- 
nual convention of the Virginia As- 
sociated Plumbing and Heating Con- 
tractors; Chamberlin Hotel, Old Point 
Comfort. 
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Apr. 18-20 (1957)—New Mexico— 
Annual convention of the Associated 
Plumbing, Heating and Piping Con- 
tractors of New Mexico; Alvarado 
Hotel, Albuquerque. 


Apr. 22-23 (1957)—South Dakota— 
Annual convention of the South Da- 
kota Master Plumbers Assn.; Cataract 
Hotel, Sioux Falls. 


Apr. 25-27 (1957)—Tennessee—An- 
nual convention of the Associated 
Plumbing, Heating and Mechanical 
Contractors of Tennessee; Andrew 
Jackson Hotel, Knoxville. 


Apr. 30-May 2 (1957)—California— 
Annual convention of the Associated 
Plumbing Contractors of California; 
St. Francis Hotel, San Francisco. 


MANUFACTURER ASSNS. 


Aug. 21—PBI—Fall meeting of the 
Plumbing Brass Institute; Palmer 
House, Chicago. P 


Oct. 2-4—NIWKC—Annual meeting 
of the National Institute of Wood 
Kitchen Cabinets; Crawford Club 


House, Crawtord Notch, N. H. 


Oct. 3—PHIB—Annual meeting of 
the Plumbing and Heating Industries 
Bureau; Palmer House, Chicago. 


Oct. 14-18—CIPH—Annual meeting 
of the Canadian Institute of Plumbing 
and Heating; Seigniory Club, Monte- 
bello, Quebec, Can. 


Oct. 15-17—AGA—Annual conven- 
tion of the American Gas Assn.; Audi- 
torium, Atlantic City, N. J. 


Oct. 22-23—SBI—Fall meeting of the 
Steel Boiler Institute; Hotel Hershey, 
Hershey, Pa. 


Oct. 25-26—SHEMA—Fall meeting 
of the Steam Heating Equipment 
Manufacturers Assn.; Edgewater 
Beach Hotel, Chicago. 


WHOLESALER ASSNS. 


Oct. 3-5—CSA—Annual meeting of 
the Central Supply Assn.; Palmer 
House, Chicago. 


Oct. 24-27—ACRW—Annual meet- 
ing of the Air Conditioning and Re- 
frigeration Wholesalers; Jung Hotel, 
New Orleans. 


Oct. 28-31—AI—Annual convention 
of the American Institute of Wholesale 
Plumbing and Heating Supply Assns.; 
Sheraton-Park Hotel, Washington, 
Dd. cS. 


Dec. 3-5—NHACWA—Fall conven- 
tion of the National Heating and Air 
Conditioning Wholesalers Assn.; Desh- 
ler-Hilton Hotel, Columbus, O. 


Feb. 21-23 (1957)—WDA—Annual 
convention of the Wholesale Distrib- 
utors Assn.; Shamrock Hilton Hotel, 
Houston, Tex. 


Mar. 17-19 (1957)—MAWA—Annual 
meeting of the Middle Atlantic Whole- 
salers Assn.; Chalfonte-Haddon Hall, 
Atlantic City, N. J. 


CONTRACTOR ASSNS. .. . National 


Sept. 16-21—ASSE—Annual meeting 
of the American Society of Sanitary 
Engineering; Morrison Hotel, Chicago. 


Nov. 26-28—RACCA—Annual con- 
vention of the Refrigeration and Air 
Conditioning Contractors Assn.; Bal- 
moral Hotel, Miami Beach, Fla. 


Jan. 21-23 (1957)—NARDA—Annual 
convention of the National Appliance 
and Radio-TV Dealers Assn.; Conrad 
Hilton Hotel, Chicago. 


Feb. 25-Mar. 1 (1957)—ASHAE— 
Annual meeting of the American So- 
ciety of Heating and Air Conditioning 


Engineers; International Amphithe- 
ater, Chicago. 


May 7-10 (1957)—MCAA—Annual 
meeting of the Mechanical Contractors 
Assn. of America; Hotel Fontaine- 
bleau, Miami Beach, Fla. 


June 24-27 (1957)—ASHAE—Semi- 
annual meeting of the American So- 
ciety of Heating and Air Conditioning 
Engineers; Murray Bay, Quebec, Can. 


Nov. 18-21 (1957) —RACCA—Annual 
convention of the Refrigeration and 
Air Conditioning Contractors Assn.; 
Navy Pier, Chicago. 
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"Top Quality, Top Strainer” 











By 





Only “ oeller Offers 
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CHECK THESE FEATURES 
AND COMPARE 


Thermal overload protection 
for motor 


Ball thrust bearings 


Exclusive 
columns. Corrosive resistant. 
Life-time lasting 


Replaceable bronze pump 
bearing 


Top strainer originated by 
Zoeller for easy cleaning 





BUY THESE PREMIUM 


SUBMERS! 
ger QUALITY SUMP PUMPS 


04—CAST IRON THROUGH YOUR WHOLESALER 






MODEL 21 
GASOLINE POWERED FOR UTILITY 
OR SUMP USE, LEGS DETACHABLE 


3280 MILLERS LANE 
LO 


UISVILLE 16, KENTUCKY 
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TIPS FOR MANAGEMENT 


Gear Your Promotions to Community Interests 


EACH REGION or type of com- 
munity offers the plumbing and 
heating contractor a particular 
advantage in attracting pros- 
pects. 

Take for example, two West- 
ern contractors who have ad- 
justed their promotions to their 
communities’ individual interests 
and built successful businesses. 

The Sundberg Plumbing Co., 
Butte, Mont., is in the middle of 
a leading cattle center. Each 
summer, the city is the scene of 
a 4-H Livestock Show which at- 
tracts families from throughout 
the sparsely settled area. 

Sundberg sees this time as an 
ideal opportunity to reach large 
numbers of people with a com- 
mon interest—the Show. 


s The plumbing company joins 
other merchants in promoting 
the Show, and arranges in its 
own windows enlarged photos of 
last year’s winners and colorful 
scenes from previous exhibitions. 

Farmers and their wives are 
invited to make the store their 
headquarters and comfortable 
chairs, washroom facilities, and 
storage space are provided the 
weary out-of-towners. 

Naturally the lounge facilities 
are surrounded by attractive 
displays especially designed to 
attract rural trade. 

By the time the Show closes, 
Sundberg has made scores of 
first-hand contacts with pros- 
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pects who otherwise might never 
be reached. 

“It’s getting the farm trade,” 
says the manager, “at a time of 
maximum goodwill and at mini- 
mum cost.” 


# The second contractor is lo- 
cated in a far more traffic-heavy 
area. The Lakewood Pipe Co., 
Lakewood, Calif., has the advan- 
tage of a heavily traveled high- 
way in a rapidly growing busi- 
ness section, and it has geared 
its promotion to make the most 
of this already quite favorable 
situation. 

The entire front of the build- 
ing is glass, presenting to high- 
way traffic a huge showcase of 
plumbing and heating wares. 

Complete bathrooms and as- 
sortments of water heaters and 


kitchen units are bathed under 
spotlights at night to give the 
store day-and-night selling 
punch, 

To assure continued interest, 
displays are regularly changed 
and window gimmicks are util- 
ized. Recently a pretty blonde 
mannikin was placed in the bath 
with billows of angels’ hair to 
simulate bubbly suds. 

Over the entrance is a 10-ft 
water heater, outlined in yellow 
neon with pink letters that flash 
the company’s name on and off. 


# Sundberg and Lakewood show 
that regardless of what type of 
locality a firm serves, there are 
methods by which large prospect 
groups can be attracted. 

You don’t have to operate in a 
big city for big city volume—just 
promote yourself in a bigtime 
way! END 





TAKE ADVANTAGE of local conditions, suggests a Lakewood, Calif., contractor, 
who devised the above window display to interest fast-moving highway traffic. 
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This Crmplote Line 
Brings More 


Remodeling Jobs 
Your Way 


The completeness of the GENERAL line of qual- 
ity Tankless Water Heaters is a real competitive 
advantage for you in today’s big remodeling mar- 
ket, It provides you with the widest possible choice 
... all the standard sizes and “in-between” sizes as 
well... models for every sized home, apartment, 
office building, hospital, washroom, etc. Your cus- 
tomer is assured of continuous hot water without 
excessive investment. Moreover, GENERAL qual- 
ity construction keeps customers sold. 


You'll find this same high quality and complete 
selection in GENERAL Unions, Testite Solder 
Fittings and other Heating Specialties. Get this 
extra quality without paying higher prices. Order 
from GENERAL —and make customer-friends 
wherever you go. Write for Catalog 21A. General 
Fittings Co., Box 151B, East Greenwich, R. I. 
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GENERAL ALL-COPPER 
TANKLESS HEATERS 
4 sizes, capacities from 4 to 


25 g.p.m. 







GENERAL TANKLESS 
WATER HEATERS 


9 sizes, capacities from 3% to 
35 g.p.m. 







GENERAL INSTANTANEOUS 
WATER HEATERS 

23 sizes, capacities from 2 to 
300 g.p.m. 









GENERAL CONVERTERS 
Economical means to transfer heat 
from steam or boiler water to 
separate hot water radiation sys- 
tem. 26 sizes, flow capacities 
from 1.5 to 1190 g.p.m. 












GENERAL CAST BRONZE 
SOLDER FITTINGS 

Wide variety of types. Each fitting 
individually tested with air under 
water... they're “TESTITE”’. 

















GENERAL UNIONS 


100% inspected, all parts inter- 
changeable with similar parts of 
other unions of same size and 
type. Available in Black or Gal- 
vanized Iron, in sizes 4" to 3”. 












GENERAL SPECIAL-TEES 
Three-way reducing fittings in cast 
iron or ‘bronze . . . simplify fin- 
tube radiator installati 












GENERAL WATER HAMMER 
SILENCERS 

Cushion shock of excess pressure ; 
in either hot or cold water lines. 















GENERAL THERMOSTATIC 
MIXING VALVES 

Assure positive, accurate control 
regardless of flow or pressure 
variations. 












“It’s the ‘extras’ in Gerber Plumbing Fixtures 


that make it such a profitable line for us” 
Weinstein Supply Co., Philadelphia Distributor 


The extended horn on Gerber closets assures quick 
installation, tight seal and keeps the closet from 


shifting or moving once it’s installed. Above, 





J. B. Wei 








Rigid inter-locking panel construction of 
Gerber shower cabinet requires no bolts or 
screws, easily assembled in 10 minutes. 






iA «* — 
Large, square wall bearing surface of Gerber 
lavatory provides firm installation — simple 
hangers, plenty of room to connect faucets. 


i Te 








Adjustable overflow washer of all Gerber bath 
made 


Supply Co., Philadel- 


tein of Weinstei 





“‘Gerber quality 
‘extras’ help 


close the 


sale’’ 


J. B. Weinstein, Pres. 
Weinstein Supply Co. 


‘‘Gerber features 
save me time 
and trouble’’ 


Ed Conn 


Piumbing Contractor 


phia and Lansdowne, Pa., 


drains saves installation time. Drains 
to fit all tubs, meet all codes. 


l ints out these advantages 
res. to plumbing contractor Ed Conn. 


» “Gerber Plumbing Fixtures have many quality features not found 
in most brands of competitive fixtures, yet sell at the same moderate price. 
So when competitive prices equalize each other, these Gerber ‘extras’ 
make the difference and help us close the sale,” says Joseph B. Weinstein, 
plumbing supply distributor. 


“We've been in this business 35 years, 5 of them handling Gerber 
Plumbing Fixtures. We’ve found that our customers like the high quality 
and moderate price of Gerber fixtures, and that our sales and profits 
have increased accordingly.” 


» “I’ve installed nearly 1000 Gerber bathrooms so I know Gerber 
makes a good, dependable line of plumbing fixtures. Take the extended 
horn on the Gerber closet, for example. When I put in a Gerber closet 
I know there’s no chance that it'll move or shift, because the extended 
horn keeps it in place,” says Ed Conn, Philadelphia plumbing contractor. 


“T like the way the Gerber closet installs, too. You just attach the 
tank to the bowl with a two-bolt hitch. It’s fast and simple.” 


For full facts on the complete Gerber Plumbing Fixture line, consult your plumbing jobber, or write Gerber for Bulletin D10 


Profit with the complete 
Gerber quality line 
VITREOUS CHINA WARE 
STEEL ENAMEL WARE 
SHOWER STALLS 

BRASS FIXTURES 








GERBER Plumbing Fixtures 


Gerber Plumbing Fixtures Corp., 232 N. Clark St., Chicago 1, Ill. 


5 modern factories at: Kokomo, Ind., Woodbridge, N. J., Delphi, Ind., Gadsden Ala., and West Delphi, Ind. 
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This is "THE BOOK OF REMODELING", and it's also 
Plumbing-Heating-Cooling Month. All over the nation 
governors of states and mayors of cities are officially 
proclaiming the special month, as the entire plumbing and 
heating industry gets behind its greatest effort to focus 

HERE'S THE BOOK public attention on the products and services of our 

YOU'VE BEEN industry. 

WAITING FOR For its contribution, DOMESTIC ENGINEERING offers this 
special emphasis issue, "THE BOOK OF REMODELING," a compre- 
hensive guide for p<-h contractors everywhere who want to 
capitalize on this dynamic, responsive and growing market. 

Here's a quick rundown of the highlights from the 
big book this month: 

KEK 


Qur_ Industry's Evolution in Remodeling: You have to go 


back over 40 years for its beginning...in the days before 
World War I...ewhen DE began its long series of campaigns to 
emphasize the health and comfort importance of products and 
services of our industry. This first effort was directed 
at public washrooms, demanding that the then intolerable 


FROM SMALL conditions be corrected through modernization. 
BEGINNINGS... And so it began...to be followed by the "Bath a Day 


Campaign," which brought international attention to Ameri- 
can plumbing, the growth of merchandising in our industry, 
the now famous "Bay City Story," and a host of other 
industry milestones in remodeling. 


For the complete story, see the feature beginning on 
page 168. 


kee 


The Market in Your Town: From its early beginnings, the 
remodeling market has grown to gigantic proportions. If you 
live in Des Moines, Ia., for example, over 15,000 families 
are pl ing to modernize their heati systems; over 16,000 
their bathrooms; a similar number thete kitchens; over 8,000 
their laundry facilities, and over 10,000 want new water 
NOW LET'S LOOK heaters of larger capacity, frequently the first step 


AT YOUR MARKET toward big-ticket remodeling jobs. 
But if you don't live in Des-Moines, you still have a 


comparable market in your town. And in Chapter 2 of the 
Book of Remodeling (p.102), you'll find an easy-to-use 
yardstick to measure the remodeling potential for you, 
right in your own community. 

Be sure to read "How Big Is the Market," page 102. 


#44 


























Competitive influences from outside our industry, 
IS COMPETITION including chain stores, remodeling specialists, department 
GETTING TOUGHER? stores and others, are taking advantage of the current 
emphasis on modernization by trying to move in on a market 
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YOUR JOURNEYMEN— 
A TAILOR-MADE 
SALES STAFF 


NON-RESIDENTIAL 
MARKET BIG, TOO 


A "BOOK WITHIN 
A BOOK" 


NEW CONSTRUCTION 
MARKET 
CONTINUES STRONG 


GAS FIRED BOILERS 
SHOW GAIN 


NEW APPRENTICE 
STANDARDS 
PUBLISHED 


OIL BURNER 
SALES UP 


traditionally served by plumbing and heating contractors. 
In remodeling, our industry has a chance to prevent 
further inroads of this type by simply promoting the market 


aggressively. 
This is just one of a dozen reasons given in Chapter 1 


telling why contractors should go all out in modernization. 
For all the answers to the question, "Why Should I Sell 


Remodeling," see page 96. 





Oe Oe 
If you don't have a remodeling salesman, per se, on your 
Staff, you may still have the best potential sales crew in 


the business..eyour journeymen. 
The p-h contractor, with his unmatched entree to the 


homes of his prospects, is the envy of many Ameircan 
industries whose big stumbling block is getting "inside*® 


in the first place. 
Chapter 6 (p.128) tells how you can train your journey- 


men to capitalize on this big opportunity. 
eeEK 

Don't overlook the opportunities in non-residential 
modernizatione Chapter 10 (p.154) tells the story of 172 
cities...of the remodeling opportunities in hotels, stores, 
restaurants, office buildings and institutions. 

Contractors active in this market will find plenty of 
ideas for getting a bigger share of this big market. 

#*4E4 

«.-and it goes on and on; the biggest book of remodeling 
ever published¢ ten chapters comprising a complete procedure 
manual - a "book within a book," plus dozens of editorial 
features and hundreds of ideas to help your business grow. 

EEK 

Meanwhile, the new construction market isn't getting any 
smaller. A record first-half saw an increase in commercial 
and institutional construction offset the slight decline 
in residential building. 

Dollar volume in new home building still keeps pace, 
however, with the trend toward larger, “luxury” type homes 
now being offered...two baths, more and better plumbing, 
heating and cooling equipment throughout. 

ek eX 

Gas-fired boilers scored a 25.5 percent gain for the 
half-year, with 37,000 shipped in the 1956 period as against 
30,000 in 1955. 

Edward R. Martin, director of marketing and statistics 
for the Gas Appliance Manufacturers Assn., also reported 
that shipments of all types of gas-fired central heating 
equipment were greater than the first half of 1955. 

eEKE 


A revised National Standards for Plumbing Apprentices is 
now available to the industry according to an NAPC bulletin 


received at press time. 

The booklet represents the first major revision since 
the original standards were adopted in 1956. It provides a 
uniform pattern in setting up and operating apprenticeship 
programs. 

The revision was made by the National Joint Plumbing 
Apprenticeship Committee for the NAPC and the United Assn. 


REX 


The market research department of the O0il-Heat Institute 
reports shipments of commercial-industrial burners for the 
first six months this year are 11.7 percent over the same 
period in 1955. For the first half, a total of 15,885 
units were shipped. 

Based on seasonal trends, the Institute is now 
predicting that 1956 will be one of the banner years in 


the industry. 
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ON THE JOB DAY AND NIGHT t 
IN 500 RAIN SOAKED MILWAUKEE HOMES 


Build extra Profits — promoting the Milwaukee ECONOMY Sump Pump. It’s com- | 
It’s dependable — it’s the economy pump for new home builders. | 


petitively priced. 
These pumps are packed with these extra features that deliver peak performance: 
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MILWAUKEE 


Meet Fred H. Allen 


our Ohio representative 


“In my district, everyone has a good 
word for the new MILWAUKEE 
ECONOMY SUMP PUMP-—a big sales J 
booster and profit builder.” 
















Fred Allen 


/ 





OHONY SUMP PUMPS 


Here’s proof of unfailing service — day in 
days over 500 Milwaukee Economy pumps 
never a stop or failure. Here’s a pump that’ 


FOR EXTRA SALES—SELL BUILDERS THIS 


BETTER PUMP...AT 





G. E. % HP Motor THRUST & 
BEARING 

Cast Iron Base, Steel Column, and 
Steel Shaft Coupling are all & 


Electro Cadmium Plated. 

Oilite Bearing. 

Pumps 3600 gallons per hour at 
5 ft. head. 


Steel Impeller Shaft with Polished @ 
Stainless Steel Sleeve for bearing 
Surface. 






SEE YOUR 
PLUMBING 
JOBBER 


mM € 


wo 


QUEEN MARY SUBMERSIBLE SUMP PUMP | MILWAUKEE MIXING VALVE LAVATORY 4” CENTER SINK STRAINER 


ADIUSTO K-7004-2 K-3861-2 
K-1441-2 
vs \7 






and day out. For seventeen rain soaked 
kept going in the Milwaukee area — 
s needed in today’s competitive market. 


A LOWER PRICE! 


Discharge Connection. 1%" Iron 
Pipe Size. 





Colette Electric Company Switch 


(Displacement Ball Type). K-7030-1 
Milwaukee 
3-Wire Cord and Plug with tau Cle 


Adapter for two wire outlet. 


Nylon Impeller, High Capacity (G “Abs * » 
Output. Quiet, efficient opera- e 
tion, perfect balance. Poem 1 


Bay THE 


CONCEALED DECK FAUCET W/SPRAY | EXPOSED ert nage W/SPRAY WALL MOUNT TUB FILLER 





K-4160-1 K-2058-2 
edececcerececcs 
ray 
Write for 
illustrated catalog 
of the complete 


Milwaukee Faucets line. 











K-4009-1 K-4150-2 Ask for catalog DE-5 


oe Vv ‘eke \ 


301 E.RESERVOIR AVE 


MILWAUKEE V6 | o-} —5 B® INC. MILWAUKEE 12, WISCONSIN 
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choose from Ej pastel color combinations 


Beauty Queen Lavanettes are so practic al, too. The 

baked enamel over Bonderized steel can’t warp, crack or rot. 
The Formica top resists aging, stays new year after year. 
Once you’ve added Beauty Queen glamour to your 
bathroom, you'll wonder why you waited to enjoy all the 
extra conveniences that are now yours. 

Your favorite colors are available in eight color 
combinations to harmonize with other bathroom fixtures. 


Geauily) oon << = 
Vanette adds greater convenience to 
any bathroom 








i 
Single bowl] Lavanettes are made * 
in 3 sizes, 30’’, 36’ and 48” wide. The Queen with 


twin bowls and storage space is 72” wide. 
















in leading 
home magazines 
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is telling your 
Prospects about 
America’s fastest 
selling Vanities. 


SPECIAL 
OFFER 


DURING AUGUST AND 
SEPTEMBER YOU OFFER 


"S25 20 


TRADE-IN FOR ANY 


OLD LAVATORY 


* 


: Beauty Queen through 
$ their distributors 
| contribute the full 
$25 amount. 


: FREE NEWSPAPER 


| MATS AVAILABLE To 
ADVERTISE THE TRADE- 
IN SPECIAL. 








WIRE OR WRITE 


FOR NAME OF 
_ NEAREST 
| DISTRIBUTOR 





TOLEDO DESK & 
FIXTURE CO. 
_ MAUMEE, OHIO 









Go MODERN...Use Genuine 
ORANGEBURG 











/ sure like To use 
Orangebulg Pipe! 








ROOT-PROOF PIPE AND FITTINGS 


Plumbers like to use Orangeburg 
Pipe because it fits modern construc- 
tion methods. Today the demand is 
for speed, quality and low costs. 

Orangeburg’s speed of installation 
and proved quality are unsurpassed 
by any other pipe. Long 8-foot 
lengths are light and easy to handle. 
With Orangeburg, root-proof joints 
are quickly made with a few light 
taps of the hammer . . . no cement, 
no calking, no compounds. Orange- 
burg material is so tough, strong and 
durable that lines installed 50 years 
ago are still operating like new today. 

Exclusive Orangeburg Fittings 
which feature the famous Orange- 
burg Taperweld Joint speed and sim- 
plify installation. 
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Use Orangeburg Root-Proof Pipe 
for house sewers, downspout run- 
offs, septic tank connections, storm 
drains and other outside non-pressure 
lines. Use Orangeburg Perforated 
Pipe for septic tank disposal fields, 
foundation drains and for draining 
wet spots everywhere. Orangeburg 
Root-Proof Pipe is made in 2”, 3”, 4”, 
5” and 6” sizes . .. Orangeburg Per- 
forated is made in 4” size. 

Be sure you get , 
genuine Orangeburg. 
Look for the name on 
both pipe and fittings. 








ORANGEBURG MANUFACTURING CO., INC. 
ORANGEBURG, N. Y. 
WEST COAST PLANT, NEWARK, CALIF. 
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Write for this FREE 
METAL SIGN (28” x 20”) 


Use this metal sign to identify your- 
self as the source of supply for 
genuine Orangeburg Pipe and Fit- 
tings. Send for Sales Aid Circular 
S.A. 16 which shows a complete 
line of FREE signs and literature to 
tie in with Orangeburg's national 
campaigns. And be sure to ask for 
our new Catalog 307 which is full 
of helpful information for plumbers. 


Write to Dept. DE-86 
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Fluid heat installations booklet. 
Lists company’s fluid heat installa- 
tions in operation throughout the 
United States and Canada. Presents 
on-the-job installations to help in 
specifying unit. Includes types and 
sizes, from residential to industrial, 
with outputs from 77,000 to 10,200,- 
000 Btu per hour. 

Available from: Portmar Boiler 
Co., 193 Seventh St., Brooklyn 15. 


Centrifugal refrigeration unit 
catalog. Two-color catalog de- 
scribes company’s hermetic cen- 
trifugal refrigerating unit for 
multi-story and industrial cooling. 


Carrier 
Hermetic Centrifuga 


Refrigerating Machines 


Tipe ret! 





Provides tables for selecting com- 
bination compressor, cooler and 
condenser according to desired en- 
tering and leaving water tempera- 
tures. Outlines mechanical features 
and includes control information 
with wiring diagram and water 
nozzle arrangements. Gives dimen- 
sions and lists component weights. 

Available from: Carrier Corp., 
300 S. Geddes St., Syracuse 1, N. Y. 


Pump bulletins. Two bulletins 
describe and illustrate water sys- 
tem pumps for domestic and heavy 
duty uses. A six-page, fold-out 
bulletin discusses convertible 
pumps for shallow or deep wells. 
Drawing shows disassembled unit 
with each part named and position 
indicated. Pictures various models, 
lists parts and dimensions and 


A, READING 


gives performance charts and four 
installation diagrams. The second 
bulletin features heavy duty 3, 4 
and 5-stage deep and shallow well 
jet pumping systems. A full-page 
numbered drawing indicates com- 
ponent parts. Includes construc- 
tion details and features. 

Available from: Peerless Pump 
Div., Food Machinery & Chemical 
Corp., 301 W. Avenue 26, Los An- 
geles 31. 


Drain manual. Six-page, fold- 
out manual pictures and discusses 
firm’s line of adjustable top floor 
and roof drains for installations 
with variations in floor and roof 
levels. Describes various types for 
different installations and indicates 
features of each with cutaway pho- 
tos. Includes line drawings show- 
ing construction and tables of di- 
mensions. Three colors. 

Available from: Josam Mfg. Co., 
Michigan City, Ind. 


Cooling tower leaflet. Four-page 
leaflet presents specifications and 
selection procedures with two ex- 
amples for water cooling towers. 
Three tables detail entering and 
leaving tower water tempera- 
tures, water flow gpm, and nom- 
inal capacity tons refrigeration for 
13 models. Includes a dimensional 
diagram and table of dimensions, 





and gives directions for ordering. 

It is printed in three colors. 
Available from: Drayer-Hanson, 

3301 Medford St., Los Angeles 63. 


Built-in-range booklets. Two col- 
orful booklets describe and illus- 
trate the firm’s line of stainless 
steel built-in range units. One six- 
page fold-out presents electric 
ranges, the other gas. Both show 
features and colored drawings of 
custom design installations. The 
booklets picture surface unit 
models in cluster or two-burner 





arrangements. Include oven and 
surface unit specifications and 
roughing-in diagrams. 

Available from: Whirlpool-See- 
ger Corp., N. State St., St. Joseph, 
Mich. 


Brass goods catalog. Twelve-page 
catalog presents firm’s line of 
plumbers’ brass goods, featuring 
newly designed matched faucets 
and trim for residential and com- 
mercial installations. Catalog num- 
ber and product description accom- 
pany every fitting illustrated. In 
two colors, it lists models, sizes and 
lengths for flexible water supply 
connections. 

Available from: Harcraft Brass, 
Div. Harvey Machine Co., Inc., 
19200 S. Western Ave., Torrance, 
Calif. 

(Please turn to page 280) 


Republic Folder Features Hot Water Heaters 


Four-color accordion folder fea- 
tures the firm’s line of hot water 
heaters for domestic, institutional 
and commercial uses. The folder is 
reproduced from a 20-page insert 
appearing in the 1956 Domestic 
ENGINEERING CATALOG DIRECTORY, 
reduced to 12, 344 by 514-in. pages. 
It discusses warranties and lists 
capacities, rates, sizes and rough- 
ing-in specifications. Space is pro- 
vided for the dealer’s name. 

Available from: Republic Heat- 
er Div., Odin Stove Mfg. Co., Hunt- 
ington Park, Calif. 
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It’s a 


“THE COMPLETE LINE OF GAS HEATING EQUIPMENT’ 


ROOM HEATERS + FLOOR FURNACES + WALL HEATERS + UNIT HEATERS 
WARM AIR FURNACES AND AIR CONDITIONING 
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» 
i 
Trend thats right on the Track! 


tops any previous year! And the experts predict that 20 million 
more gas heating appliances will be sold between now and 1960! 


It’s a Temco trend, too! Temco sales were up 28.9% last year 





national trend to automatic gas heating equipment that 


and are headed for an even greater increase this year. 


So don’t worry about starting a trend! Just concentrate on 


steering it to your place of business! 


‘Turn to lemco... 


for the best and best-selling gas heating appliances! 


& e 
e TEMCO, INC., Department B-837 * 
e Nashville 9, Tennessee * 
e Please send me full information on the Temco line of ° 
e gas heating appliances. bd 
= s 
° Name IV Rees Se LS Med CTC NY ee wen nd 
& s 
“4 Firm Name i iaccdiadecsinachlaiiniclidaiad 4 
® - 
e Address e 
6 * 
a City Zone State ® 
e e 
oe 6 
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Everyone who has ever had any experience with gas 
central heating units has thoroughly learned one thing 
(and some have learned it the hard way) — 


The heart of any heating unit is the heat ex- 


1 
—— oi pioneered by Temco, is similar to the finish used 

That’s why the durability of the heat ex- a ; 

: : : for jet aircraft combustion chambers. It’s capable 
changer is the most important thing about any 
heating unit. And that’s why Temco’s exclusive 
new Ceramic-Clad* is big news in the heating 
field! 

The heat exchangers in all Temco Lo-Boys, 
Hi-Boys, Gravity Furnaces, and Counter-Flo 
Furnaces are finished in Ceramic-Clad—a high- 
temperature porcelain enamel finish that is you other outstanding features such as exclusive 
impervious to rust and will never burn out. Uni-Port Burner and siient operation. 


* TRADE MARK REGISTRATION PENDING 


Tath to TEANCO 7or the best (n gas central hexting 


? ° Temco, Inc., Department B-837 
oo Ye Ox  @ 3 ' a] Cc « Nashville, Tennessee 





of withstanding temperatures far higher than any 
furnace will ever reach. And it completely elimi- 
nates the danger of rust from condensation when 
the furnace is used in combination with air con- 
ditioning for summer cooling. 

And in addition to Ceramic-Clad, Temco brings 





NASHVILLE 9. TENNESSEE Please send me catalog and full information on 
Temco Automatic Gas Warm Air Furnaces. 
4) ae tg ) VA fy Vie, / 
Lies (4a UMHaMG Speciiz (Lid fl be Velion 
= : rie 
Firm Name 
2 : . { Address 
“THE COMPLETE LINE OF GAS HEATING EQUIPMENT” ONT Re a 


ROOM HEATERS + FLOOR FURNACES + WALL HEATERS + UNIT HEATERS 
WARM AIR FURNACES AND AIR CONDITIONING 
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The completed SPANG CW Steel Pipe radiant-heating system at 
Green Machinery Company is covered with cement flooring. Nearly 
30,000 ft. of 1-in. and 1%-in. SPANG Pipe went into this job. 


Another steel pipe radiant-heating system... 


installed with SPANG 


All three of Green Machinery Company’s 
new buildings at Plainview, Texas, are 
warmed by a Spanc CW Steel Pipe radi- 
ant-heating system. Buried in the concrete 
floor, the pipe grids distribute an even, 
thermostat-controlled heat throughout the 
buildings where the famous Green Pumps 
and other irrigation equipment are manu- 
factured. A 25 hp boiler serves the 


radiant-heating system. 


Easy installation 

Spanc CW Steel pipe’s quality-controlled 
manufacturing provides easy, time-sav- 
ing installations. Spanc CW is uniform 


throughout, has a strong weld, is easy to 
cut, bend, thread and weld. That’s why 
it’s preferred by plumbing and heating 
contractors everywhere for practically 
every type of installatioh. 


Long service life 
Quality-control processing builds long years 
of service into every foot of Spanc CW 
Steel Pipe. Careful attention to tempera- 
tures, forming and welding pressures pro- 
duce in Spanc CW that extra quality that 
means extra service on the job. Testing 
and inspection eliminate any pipe that 
does not meet Spanc’s high standards. 


CW! 


Buy it and try it! 

Prove to yourself how easy Spanc CW 
Steel Pipe is to work with . . . how it can 
save you installation time! See your nearby 
Spanc Distributor for your next pipe order. 


SPANG-CHALFANT 


DIVISION OF THE NATIONAL SUPPLY COMPANY 
General Soles Offices: Two Gateway Center, Pittsburgh, 
Pa. District Sales Offices: Atlanta, Boston, Detroit, Houston, 
Los Angeles, New York, Philadelphia, Pittsburgh, St. Louis 


Green Machinery's new main building includes offices, engine shop, assembly department, testing laboratory and stock 
room. Other two buildings house welding shop and storage rooms. All are heated by a SPANG radiant-heating system, 
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“NEW DIMENSION” in action 
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Featuring: 


New Stem Construction 


SOMPANY ; a | Bg er New “O” Ring Packing 
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Famous Name and 


FULL LINE 


simplify 


your selling! 





Amen an-Standard 
Ain CONDITIONING DIVISION 


You can find the right type and size of unit in a jiffy. the industry's easiest to use. See, also, American-Standard’s 
American-Standard’s color-coded speed-indexed catalog is powerful new line-up of advertising-merchandising aids. 
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Warm air heating and air conditioning jobs are 
easier to plan . . . simpler to sell... when you 
specialize in the installation of American- 


Standard equipment. 





Famous name! Synonymous with fine quality 
and fair prices. You get your order signed 
faster... have more time for more sales. 

The American-Standard line is complete... 
offers exactly the right unit for every type of 
installation. 

WARM AIR HEATING: Basement, utility, 


counterflow and horizontal models ... full 


range of capacities. 


SUMMER AIR CONDITIONING: Add-on 


units, residential and commercial blower- 


equipped units, and new outdoor air-cooled units 


with vertical, counterflow, horizontal air-flow 


or blower-equipped evaporators. 


YEAR ’ROUND AIR CONDITIONING: Eleven 
heating-cooling size combinations equipped for 
gas or oil-fired heating. Electrostatic air filter- 
ing units for every size and type of application. 
Just pick up your phone—your nearby Ameri- 
can-Standard Air Conditioning Distributor is 
ready to give you fast service. Call him right 


now for full details about 


CRtannounf dir: 


BY AMERICAN-STANDARD 


Asenicas- Standard 


EVERYTHING /or 


air conditional citer! Senn | American - Standard 


entnhtaon-—g = AIR CONDITIONING DIVISION 


Year ‘round Units = ELYRIA, OHIO 


Electrostatic Air Filters Ain ConoiTioning American Radiator & Standard Sanitary Corporation 


Division 
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Focus Attention on Remodeling 





Industry Manufacturers Launch August 
Promotions to Support P-H-C Month, Ohi 


Curcaco—Contractors and whole- | 
salers this month are being backed | 
by one of the most intensive sales 
promotion campaigns for plumb- 
ing, heating and cooling equipment 
ever undertaken by this industry. 
To support the Plumbing-Heating- 
Cooling Month campaign and Op- 
eration Home Improvement, special | 
tie-in promotions are being | 


launched by industry manufactur- | 


ers to help focus consumer atten- | 
tion on the need for remodeling. | 
Crane Co. dealers, for example, 
are joining in a major sales pro- 
gram titled, “Operation Pay-Off” 
which features a sales promotion 
kit designed to tie-in with the | 
August promotion and Operation 


Home Improvement. 

The kit contains a wall poster, 
easel card, reproductions of tie-in 
magazine advertisements, window 


streamers, and a number of other 
sales aids. Prospect cards for fol- 


low-up of sales also are featured 


Dunham-Bush Merger 


Gets Stockholder OK 
Cuicaco—The merger of C. A. 
Dunham Co., Chicago, and Bush 
Mfg. Co., West Hartford, Conn., 
into one company, to be known as | 
Dunham-Bush, Inc., became final | 
last month as stockholders of both | 
firms voted approval. Under the | 
agreement, H. S. Marshall, presi- | 
dent of Dunham, becomes chairman 
of the board, and Cecil Boling, 
president and treasurer of Bush, 
becomes president and treasurer. 
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as part of the company’s program. 
Taco Heaters, Inc., recently com- 


| | pleted a mailing program to its 


contractor-dealers describing h ow 


they can share in the modernization | 
market, estimated to be at least $8 | 


billion. During the campaign, con- 
tractors received a packet (see cut 


below) containing a sample folder 


to be sent to customers. The fold- | 


er points out how a new heating 


| system provides controlled, eco- 


nomical hot water to meet in- 
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A silver acetate mirror highlights the 
cover of Taco Heaters’ new mailing 


piece, titled, “Picture Yourself in the 


| $8 Billion Home Modernization Mar- 


ket.” Details of how other firms are 
tying-in with the remodeling drive 
are given in the article above. 


creased demands caused by fre- 
| quent use of home appliances. The 


| folder emphasizes various other 


advantages of owning a new system. 


Ads Spark Campaigns 
Two “packaged” bathroom fix- 
ture sets are being offered to 
' plumbing contractors by Ameri- 
can-Standard as part of its Plumb- 
ing and Heating Division’s support 
| of Plumbing-Heating-Cooling 
Month. Each set will contain a 
toilet, lavatory and bathtub com- 
_ plete with fittings. During the 
month of August, the bathroom 
groups will be attractively priced 


|} to allow contractors to offer con- 
| sumers special terms on plumbing 
} products for home modernization. 
| The promotion will be supported 
by national television, local cooper- 
| ative newspaper advertising and a 
variety of sales aids. (See page 56 
| for details of American-Standard’s 
| heating modernization program.) 
A number of other p-h industry 
manufacturers are tying-in strong- 
ly with P-H-C Month and Opera- 
| tion Home Improvement through 
advertising and marketing pro- 
grams. One manufacturer, Sterling 
| Faucet Co., estimates that close to 
| 65 percent of its total output is now 
going into home modernization. 


Long Range Copper 
Outlook Bright; 
Producers Expand 


New York Crtry—A greater, more 
stable supply of copper will be 
available to users during the next 
three to five years, reports the Cop- 
per & Brass Research Assn. Theo- 
dore E. Veltfort, manager of the 
association, states the supply sit- 
uation will become increasingly 
favorable as greater capacity is 
realized from current expansion 
programs and newly developed free 
world copper mines. 

Veltfort says literally hundreds 
of millions of dollars are being 
invested by copper producers to 
increase the annual supply. The 
full effect of this broad scale expan- 
| Sion will be felt year-by-year be- 


tween now and 1960, he states. 


A number of factors portend a 
} (Please turn to top of page 54) 
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Clear sailing with this children’s 


bathroom idea by 


Right now, colorful Eljer national adver- 
tising is pre-selling this exciting children’s 
bath idea to millions of homeowners— 
giving your best prospects an attractive 
reason for adding or modernizing a second 
bathroom. It’s a practical idea you can 
merchandise hard, to boost your share of 
the modernization market! 

More proof of why it pays to look to Eljer 
for the extra sales appeal of eye-catching 
advertising, smart styling, skilled work- 
manship, and lasting durability—for more 
quality in the bathrooms you install! Eljer 
Division of The Murray Corporation of 
America, Three Gateway Center, Pitts- 
burgh 22, Pennsylvania. 
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DIVISION OF A CORPORATION OF AMERICA 


Now earned by Eljer products, the Good Housekeeping 


Guaranty Seal is a powerful buying recommendation for 
millions of homeowners—a potent selling tool for you! 
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News eee continued 





Borg-Warner, Humphryes Plan Merger; 
York Division Launches Ad Program 


York, Pa.—A two-pronged ad- 
vertising and merchandising pro- 
gram aimed at boosting sales of its 
air conditioning and refrigeration 
equipment at both dealer and con- 
sumer levels has been announced 
by York Corp., a subsidiary of 
Borg-Warner Corp. 

In making the announcement, J. 
Keith Louden, vice president and 
general manager of the Commercial 
Division, said the program will fea- 
ture a series of dealer and distrib- 
utor sales promotions and a full 
schedule of advertisements in bus- 
iness publications in addition to 

(Please turn to bottom of page 56) 


ASHAE Publishes Code 
for Warm Air Equipment 


New York Crry—A code for test- 
ing and rating forced warm air 
furnaces and direct-fired unit heat- 
ers with output ratings of over 
250,000 Btu has been published by 
the American Society of Heating 
and Air Conditioning Engineers. 
The code is divided into eight 


Cuicaco — Borg-Warner Corp. 
has announced plans to broaden its 


| operations in the home building and 





sections covering purpose, scope, 


definitions, rating limits, testing 
procedures and rating procedures 
for the equipment. 


home equipment field through a | 


merger with Humphryes Mfg. Co., 
a major producer of plumbing ware. 
Humphryes directors have agreed 
to the merger subject to approval 
by stockholders at a special meet- 
ing scheduled for late last month. 

Under terms of the agreement, 
Humphryes would be operated as 
the Ingersoll-Humphryes division 
of Borg-Warner. Its present man- 
agement would be retained with 
D. J. Jones as president. 

Humphryes, which recently com- 
pleted a new vitreous china fixtures 
plant in Mansfield, would continue 
to produce its line of cast iron and 
pottery fixtures to complement a 
line of steel bathtubs and sinks 
made by the Ingersoll Products 
division of Borg-Warner. 





Copper Supply... 
(Continued from bottom of page 52) 
bright future for the copper in- 


dustry, he said, such as greater 
output from mines, sustained con- 
sumption, new uses for metals, a 
trend to more stable prices and 
copper’s inherent suitability for 
many applications. 


Crane Executive Retires 
After 27 Years Service 


Cuicaco — Rus- 
sell G. Creviston 
has retired as di- 
rector of public 
relations for Crane 
Co. Creviston, who 
served for 27 years 
at the firm’s gen- 
eral offices here, 
joined Crane as 
sales promotion manager. He 
served as director of advertising 
and sales promotion before being 
named director of public relations 
in 1943. Warren A. Logelin has 
been promoted from assistant di- 
rector of public relations to succeed 
Creviston. 





Creviston 


I-B-R Expands Heating-Cooling Training 


New York Citry—An expanded 
training program for contractors 
will be offered by the Institute of 
Boiler and Radiator Manufacturers 





W. A. Brecht, recently retired chairman of Hajoca Corp., Philadelphia, is shown 
presenting George A. Fernley, of Fernley and Fernley, Philadelphia, with a 
plaque in recognition of firm’s 70th anniversary, on behalf of the Middle 
Atlantic Wholesalers Assn. Pictured at the presentation are MAWA officers 
W. H. Mitchell, a director, H. D. Richards, secretary, and J. A. McCann, president. | equipment. 


54 


Program; to Build Testing Laboratory 


| in its 1956 Heating and Cooling 


| 
} 


School. Four-day sessions will be 
held in Buffalo, N. Y., Newark, 
N. J., Philadelphia, Boston and 


| Ames, Ia., between Aug. 21 and 


Nov. 2. 

Sessions at the school will include 
such subjects as calculation of heat 
losses and cooling loads, design of 
one-pipe hot water systems for one 
family dwellings and zoning system 
for motels, and heating techniques 
for eight-family apartment houses, 


| with zoning for each apartment. 


The I-B-R also reported plans for 


| building a testing laboratory in Ur- 
| bana, Ill. to provide check tests on 
| baseboards and finned-tube type 


radiation. The tests will supplement 
original tests conducted by individ- 
ual manufacturers. The $75,000 
facility, owned and operated solely 
by I-B-R, has been designed to 
allow future expansion for testing 
other types of heating and cooling 
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the best piping is as good as 
Anvil Brand Fittings 











Coupling 





forged seamless 
and 
wrought steel 
Pipe fittings 





Bushing 








Square Head Piug 





Countersunk Plug Nipple J 
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Successful piping jobs require the best in fittings. 


And the best costs no more. Anvil Brand Steel Fittings by Pittsburgh Pipe 
and Coupling Company have been setting the standards for quality since the 
first seamless steel couplings for industry originated in our plant in 1918. 


Exclusive manufacturing procedures are responsible for the consistent 
strength and dimensional accuracy that give all Anvil Brand products unsur- 
passed service life. For example: our patented tapping method assures clean 
and accurate threads on every fitting. And gaging is done throughout the 
manufacturing process—not just in the final stages. 


Anvil Brand Fittings, including couplings, plugs, bushings, and recently ¥ 
introduced nipples, are available from stock, cartoned for easy handling an 
identification. Sold through leading distributors. Representatives in principal} 
cities. Anvil Brand couplings are also manufactured in Canada by Canadian 
Coupling and Fittings, Ltd., Simcoe, Ont. 


PITTSBURGH 


PIPE AND COUPLING COMPANY 
ALLISON PARK, PA., 


U. s. A. 





Fitting Fac f $ 


Never use 
straight-tapped couplings 
for high-pressure jobs 


For tight, leak-proof assembly of 
high-pressure piping, only taper- 
tapped couplings should be used. 
Because pipe threads are always 
tapered, such couplings provide seal- 
ing surfaces for all pipe threads 
within the coupling (Fig. A), rather 
than a seal dependent on one or two 
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threads, obtained with straight- 

















Maximum pressure resistance and 
mechanical strength are assured only 
when the coupling is accurately 
taper-tapped for the pipe. Any line 
bisecting a thread angle or “V” 
should be perpendicular to the pipe 
and coupling axis—not to the pitch 
line. Because taper-tapped coup- 
lings must be threaded from oppo- 





site ends, the two separate machin- 
ing operations must be carefully 
set up and controlled so that they 
follow the same axis. Inspection 
should include use of sensitive in- 
struments inasmuch as a small devia- 
tion in coupling threads may force 
the pipe out of line. 

It is interesting to note that “‘ex- 
tra heavy” long threaded straight- 
tapped couplings provide no addi- 
tional sealing effectiveness for high- 
pressure service. In no case should 
extra heavy couplings be used unless 
they are taper-tapped. 

For low-pressure service, Standard 
Merchant Couplings will perform as 
well as extra heavy straight-tapped 
couplings—and they are lower in 
price. 


ur 
ur 











News eee continued 








Chamberlain Stauffer 





Gibbs 


Menge 


Manufacturers Appoint Executives to Top 
Positions to Keynote Marketing Programs 


Cuicaco—A number of sales and 
executive appointments have been 
announced by manufacturers in the 
plumbing, heating and air condi- 
tioning industry to keynote accel- 


Paint Bright Future for 
Sales at AHLMA Meet 


Cuicaco—A continuing high level 
of home laundry sales indicate that 
1956 will be another record year for 
the industry, it was announced at 


the summer meeting of the Ameri- | 
can Home Laundry Manufacturers | 


_American-Standard to Spotlight Heating 


Assn. B. J. Hank, president, told 
members at the recent meeting here 
that a survey conducted by the as- 
sociation reveals that the majority 
of members expect new sales highs 


this year, despite the April and May | 


seasonal production decline. 

In the first five months of this 
year, it was reported, sales of home 
laundry appliances totaled 2,415,891 
units, an 8 percent increase over 
1955, a record year. Gas and elec- 
tric dryers during the five month 
period increased 18 percent. Wash- 
er sales totaled 1,844,579 units, up 
6 percent over the corresponding 
period a year ago. 


York Promotion .. . 


(Continued from top of page 54) 
a campaign in consumer magazines. 
Following the recent formation of 


the York Div. of Borg-Warner, Roy 


C. Ingersoll was elected chairman | 


of the board and S. E. Lauer elected 
president and chief executive offi- 
cer. Ingersoll also serves as chair- 
man and chief executive officer of 
Borg-Warner. The former officers 
of York were re-elected. 





| erated marketing programs. 


C. H. Menge has been named 


| general sales manager of Frigidaire 


Div. of General Motors Corp. Prior 
to his appointment, Menge served 
as executive vice president of the 
Eljer Co. Century Products has 
promoted Daniel J. Wiener from 
advertising and sales promotion 
manager to sales manager. Wiener 
will be in charge of the firm’s U.S., 
Canadian and export sales. 
(Please turn to center of page 58 ) 





1956 Fluid Heating- 


Cooling Sales Set 
New Record Highs 


New York Critry—Sales of fluid 


| heating and cooling products in 
| 1956 will be higher than any other 


year in the past decade, predicts 
John E. Reed, president of the 
Better Heating-Cooling Council. 


| Reed points out that shipments of 


hot water and steam heating units 
have increased steadily during the 
year and are now considerably 
higher than 1955, a banner year. 
The increased demand for fluid 
heating and cooling products is re- 
flected by first quarter sales re- 
ports by the Institute of Boiler 
and Radiator Manufacturers and 
Gas Appliance Manufacturers Assn. 
The I-B-R has announced a 28.3 
percent increase in shipments of 
baseboard radiation for home heat- 
ing and gains of 13.1 percent for 
cast iron boilers and 36.8 percent 
for commercial finned-tube radia- 
tion. GAMA reported a 37 percent 





increase in boiler shipments. 


Modernization in ‘Boilermaker’ Campaign 


Arlene Francis is shown posing with | 
an American-Standard boiler which 
will be one of the products featured 
on her TV “Home” show during the 
| current “Boilermaker” campaign. 


PITTSBURGH A concentrated 
heating modernization sales cam- 
paign is being launched this month 
by American-Standard’s Plumbing 
and Heating Division to support 
Plumbing, Heating-Cooling Month. 

Objective of this third annual 
“Boilermaker” Campaign, which 


| will continue through October, will 


be to help develop sales of heating- 
cooling products for distributors 
and dealers. 

National television and magazine 
advertising, together with local 
newspaper advertising, dealer di- 
rect mail and sales aids, will be 
keyed to stimulate consumer in- 
terest in replacing heating equip- 


| ment. The local advertisements will 
| identify the dealer directly with the 
| national campaign through use of 
| identical messages and illustrations. 


Two TV programs, “Today” with 


Dave Garroway and “Home” with 
| Arlene Francis, will carry heating 


modernization commercials. 
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[ USS SARATOGA 


The symbol, and the spirit, of the fighting 
gamecock lives on with the commissioning of 
the powerful aircraft carrier, USS Saratoga. 

The incident which gave birth to this 142 
year old Navy tradition took place on the decks 
of the first Saratoga as she closed for action 
against four men-o’-war in 1812. In the opening 
minutes of the engagement an enemy ball 
landed on deck — crashing into a coop contain- 
ing a gamecock brought aboard by a sailor. 

With a flurry of feathers, the startled bird 
flew to the rail and, as if expressing his per- 
sonal indignation, crowed lustily and defiantly. 
Taking this as an omen of good luck, the out- 
numbered and outgunned American ship 
entered the battle with new courage and com- 
pletely won the day. 


HOW A TRADITION 
WAS BORN 


in @ 





The Navy’s newest aircraft carrier is the 
fourth ship to bear the name Saratoga and 
adopt its fighting symbol. As aboard its sister 
aircraft carriers, the USS Forrestal, USS Inde- 
pendence*,and USS Ranger*, Walworth Valves 
and Fittings are installed. We are proud of the 
many contributions that our products and engi- 
neering skills have made to these outstanding 
vessels. 

Walworth products installed aboard these 
ships include Pressure-Seal Cast Steel Gate, 
Globe, and Angle Valves, Fabricated Cast Steel 
Manifold Valves, Cast Steel Y-Globe and Angle 
Valves, Bronze Gate, Globe, Angle, and Check 
Valves and thousands of Walworth pipe fittings 
including Walseal® Fittings, Flanges, and 
Unions. "New under construction 


WALWORTH 


60 East 42nd Street, New York 17, New York 


SUBSIDIARIES: GJ) troy steet Provucts Co. Cae Rgu CONOFLOW CORPORATION © M&H VALVE & FITTINGS CO. 


SOUTHWEST FABRICATING & WELDING CO., INC. WALWORTH COMPANY OF CANADA, LTD. 
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Elected to the National Swimming Pool Institute’s steering committee at recent 


organizational meeting are (front row, left to right) P. P. Paddock; Miss H. Dono- 
van; W. Bintz, chairman; R. F. Dennis, and J. Gottschalk. In the back row are 
D. Baldwin; R. Hoffman; M. B. Rotman, president, Harshe-Rotman, Inc., and 
committee secretary; D. Marshall; John Hosford, Water Conditioning Founda- 
tion, and B. Humphreville, committee treasurer. 


Unarco Bows Out as Industry Giant; Sells 
Cooling Line to National-U.S. Radiator 


JOHNSTOWN, Pa.—National U. S. 
Radiator Corp. has purchased the 
air conditioning division of Union 
Asbestos & Rubber Co. as a further 
step in broadening its heating and 
cooling line. The move follows just 
one month after the sale of Unar- 
co’s heating division to Batavia 
Kritzer, Inc., Batavia, IIl. 

In a joint statement by Theodore 
B. Focke, president of National- 
U. S. Radiator, and Edwin E. Hokin, 
president of Unarco, it was dis- 
closed that the principal item in the 
transfer is a manufacturing plant 
in Greenville, Ill. 


Pate Offers Trailer for 


Demonstration of Boilers 

Darsy, Pa.—The Pate Co. is of- 
fering wholesalers the use of a 
demonstration trailer for explaining 
operation of its new dual purpose 
boiler to their sales forces and cus- 
tomers. The packaged boiler unit, 
designed to provide both heat and 
hot water, is mounted on a 48- by 
62-in. trailer body. The trailer also 
features an operating baseboard 
system connected to the boiler. A 
tool compartment contains water 
hose and electrical cord extensions 
for hookup. 


38 





Hokin said the sale of the air 
conditioning division was the result 
of a policy decision to concentrate 
the firm’s activities on its older and 
more established divisions, although 
the firm previously had planned to 
continue marketing its cooling line. 
The remaining divisions produce 
asbestos insulation, packings, gas- 
kets and textiles, among other 
products. 

National-U.S. Radiator plans to 
market its new cooling line un- 
der the Unarco name, Hokin said. 





Use of the above demonstration trailer 
is being offered to wholesalers by 
The Pate Co. for explaining operation 





Swimming Pool 
Institute Slates 
National Meeting 


Cuicaco—Some 60 pool builders, 
engineers, designers and equipment 
manufacturers met here last month 
at an organizational meeting of the 
National Swimming Pool Institute 
to form plans for the association’s 
first national convention to be held 
Dec. 3, probably in Chicago. 

At the meeting, the group en- 
larged its steering committee into 
a 12-man body for conducting the 
Institute’s program until officers are 
elected at the convention. Another 
major topic of business was the ap- 
pointment of Harshe-Rotman, Inc., 
as public relations counsel. Morris 
B. Rotman, president of the public 
relations firm, was named secretary 
of the steering committee. 

Purpose of the association will be 
to establish codes of ethics, stand- 
ardize construction codes, achieve 
uniformity of governmental re- 
quirements and national promotion. 


Executive Appointments 
(Continued from center of page 56) 
Paul L. Stauffer has been elected 

president of the Lancaster Pump 





Hurford Weiner 

and Manufacturing Co. to succeed 
Kurt H. Aronsohn, who died earlier 
this year. Stauffer previously was 
executive vice president of the firm. 

The newly created position of 
manager of zone control sales for 
Minneapolis-Honeywell Regulator 
Co. has been filled by Hal O. Cham- 
berlain, formerly assistant sales 
manager in the home _ products 
division. 

At Mueller Brass Co., Robert L. 
Gibbs has been promoted from as- 
sistant general sales manager to 
general sales manager. 





of its new boiler to their salesmen and 
contractors. The trailer contains a 
| working boiler and baseboard system. 


David A. Kates has been appoint- 


ed vice president in charge of the 
(Please turn to top of page 298) 


DomeEsTIc ENGINEERING, AuGusT 1956 






























nt 
ith 
he 
ite 
1's 
Id 


1956 








THERE'S A NEW TREND IN BATHROOMS 





uU/R WALL HUNG BOWLS 
for every 
commercial and industrial need 


Every commercial and industrial need in water closets can be filled with 
Universal-Rundle’s new, complete line. The Caxton, illustrated above, is 
one which your customers will like. 


© Safely and firmly wall hung on 
adjustable chair carrier 


@ Elongated rim, wall-hung, 
siphon-jet bowl 


@ Glistening white vitreous china 


with a finish harder than steel © 114” top spud for flushometer 


@ Consult your wholesaler or write 
for a complete U/R catalog 


@ Unobstructed floor space 
for easy cleaning 


THE WORLD'S FINEST 
BATHROOM FIXTURES BY 


Universal- Rundle 


Universal-Rundle Corp., 440 River Rd., New Castle, Pa. 


Plants in Camden, N. J.; Milwaukee, Wisc.; New Castle, Pa.; Redlands, Calif.; Hondo, Texas 
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FROM NORTH TO 
SOUTH THE 
CHOICE iS 








Chancellor Wall Hung Blowout Bowl, No. 4380 
A new vitreous china elongated rim flush- 
ometer bow! with blowout action. Has 1%” 
back spud for use with concealed flush- 
ometer. Furnished less seat and chair car- 
rier. Available in white only. 





Chancellor Wall Hung Blowout Bowl, No. 4381 
A new vitreous china blowout bowl with 
elongated rim and 142” top spud for use with 
exposed flushometer. Furnished less seat 
and chair carrier. Available in white only. 





Knoxville Medica! Center: The new Clinch 
Ave, Medical Center is equipped with U/R 
lavatories, water closets and other built-in 
fixtures, in both Arctic White and U/R colors. 





Riverside Park School: This Intermediate 
School in Springfield, Vermont, has been 
fitted with U/R fixtures including sinks, 
fountains, bowls, urinals and lavatories . . . 
and all with Luxury Trim. 


09 











SALES AIDS 
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Tub-Shower Fixture Display 
Gyro Brass is offering a new dis- 
play carton for its single-handle 
tub and shower valve combination. 
The carton is designed to provide a 
visual guide for installation and to 





serve as a self-merchandiser. The 
carton contains various combina- 
tions of tub and shower unit sets. 

Issued by: Gyro Brass Mfg. Corp., 
51 Urban Ave., Westbury, L. L, 
N. Y. 


Kitchen Literature 

A 20-page, full color consumer 
catalog featuring customized kitch- 
ens is being offered for dealer dis- 
tribution by Youngstown. The 
booklet illustrates many color com- 
binations and decorative flexibility 
in steel cabinets, cabinet sinks, 
dishwashers, disposers and built-in 
cooking equipment. Two pages are 


1957 Calendar to Promote 





ms 


The Plumbing and Heating Divi- 
sion of American-Standard is of- 
fering dealers a 1957 calendar de- 


60 


devoted to condensed equipment 
specifications. Planning and financ- 
ing information is presented on the 
back cover where space is provided 
for dealer imprint. 

Issued by: Youngstown Kitchens, 
Division of American-Standard, 
Warren, O. 


Shower Control Display 
Powers Regulator is offering a 
counter display for its thermosta- 
tic water mixer for residential 
showers and tubs. The point-of- 
purchase sales aid simulates a tiled 
bathroom wall and shows the rec- 


ray 








tangular face panel and dial con- 
trol of the unit. In back of the 12 
in. sq panel is a literature pocket. 
Issued by: The Powers Regulator 
Co., 3434 Oakton St., Skokie, IIl. 





Dealer Sales, Service 


signed to promote sales and serv- 
ice. Full color illustrations for each 
month show the firm’s products in 
modern room settings. The calen- 
dar includes two pages of plumbing 
and heating modernization ideas 
and provides space for notes or re- 
minders in each numeral block. 
The dealer’s name and address is 
located at the top while the back 
cover lists eight ways to finance 
modernization projects. It is avail- 
able in quantities of 100 and more. 

Issued by: Plumbing and Heat- 
ing Div., American Radiator & 
Standard Sanitary Corp., Pitts- 
burgh 30. 


Water Systems Literature 

A pocket-sized consumer folder 
discussing its water systems is be- 
ing offered to distributors and deal- 
ers by the Deming Co. The two- 
color, 16-page folder features eight 
of the firm’s water systems, giving 
capacities and recommended uses. 
The booklet lists amounts of water 
used for home and yard purposes 
and points out the importance of 








selecting proper systems and pipe 
sizes for best water pressure. 

Issued by: The Deming Co., 543 
Broadway, Salem, O. 


Oil Burner Accessories Display 

Steinen Mfg. is offering to whole- 
salers display racks for its oil burn- 
er nozzles and electrodes. Designed 
for wall mounting, the 24 by 24-in. 
racks are of three types: one for 
holding up to 600 nozzles; the sec- 
ond holds both nozzles and elec- 
trodes; and the third electrodes. 





Issued by: Wm. Steinen Mfg. Co., 
43 Bruen St., Newark, N. J. 


Pump Folders 

Three new envelope stuffers are 
being made available by Decatur 
Pump for its line of pumps and 
water systems. One stuffer de- 
scribes pumps for increasing water 
pressure in domestic installations, 
another describes % and % hp 
centrifugal pumps, and the third 
notes factors to be considered when 
selecting a water system. 

Issued by: Decatur Pump Co., 
2750 Nelson Park Rd., Decatur 70, 


Til. END 
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THERE’S MONEY IN MODERNIZATION 
...and now is the time to go after it! 








American-$tardard 
makes little BOILERS big business 


While many contractors have been busy on new construc- 
tion contracts, the market for modernization jobs has gotten 
bigger and bigger. Today, this highly profitable type of busi- 
ness is a natural way for you to boost sales and profits. 


It’s an easy market to sell, too, when you handle American- 
Standard cast-iron boilers. Here’s why: 
1. These good-looking boilers are nationally advertised on 
television and in full-color magazine ads. Your customers 
know you sell a quality product. 


2. American-Standard boilers are compact, efficient, durable, 
and easy to install . . . ideal for all homes, with or without 
basements. 

Why not look into the profit opportunities in the moderniza- 
tion market? American-Standard will be glad to help you. 
For details, contact your distributor, or write to AMERICAN- 
STANDARD PiumBinc & Heatinc Division, 40 West 40th 
Street, New York 18, New York. 





American-$tandard 


HOT WATER HEAT 





Colorful Magazine Ads} | 
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Rosewood plastic wall tile by C. F. Church Mfg. Co. To 
e,? . e pro 
No waiting '" line when you have two 
— pro 
dard | ; 
MERICAN=cp tantGar bathrooms! Fit 
you 
Two bathrooms end family traffic jams. There’s room—and the 
Jeisure time—for everyone. And two American-Standard in 
bathrooms are amazingly inexpensive. f 
sto 
$6.08 a week" is all it costs for the three beautiful fixtures ma 
shown above . « « and the three fixtures for the second bath- , 
room to the left cost only $2.56 a week*. 
Notice the smart styling, beautiful colors, easy-to-keep- int 
clean surfaces of these ‘American-Standard fixtures. And Ar 
notice, too, these extra conveniences - + « " 
« the full bathing area of the Neo-Angle bath, above, ad 
that fits into a 4x 4-foot space. we 
+ the wide, wide counters (for holding toiletries) of the ca 
Symphony lavatory above. ai 
For more information see your American Standard retailer—ask Ad 
| American Stantere. Dept rae ma o— easy —— terms He's listed in your phone book's W 
+ Pittsburgh 30, Pa. ellow Pages under phumbing fixtures or “plumbing supplies. 
+ Please send me you! fet, PLANNING Or mail the coupon at the left for 4 helpful booklet. AMERICAN- 
; 3 eo earunooms: Enclosed 18 STANDARD PLUMBING AND Heatine D1visiON, Pittsburgh 39, Pa 
; \ gm modernizing building “rus  RSTALLATION 
' 
‘ ll I 
i a _ ‘ 
| a em , 
Toss A SECOND BATHROOM takes UP , most we 
5 eon ___ ate + less floor space than you think. 
| San ines atoms Bind of qsture American: A S d d 
; on V8 Standar xtures can help you 4A E Po 1 a 
i ToOOAy starrine Dove Gaiman have that second bathroom. RI Tt ar d 
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-and Network TV 





























bring you modernization prospects 


who prefer American-Standard quality! 


The Most Beautiful Bathrooms are American-Standard. 
This is the theme being hammered into the minds of 
home owners everywhere. They see it again and again in 
such popular magazines as THE SATURDAY EVENING POST, 
BETTER HOMES and GARDENS, AMERICAN HOME, HOME 
MODERNIZING and SMALL HOMES GUIDE. They hear it 


Display and promote 


To get your share of the business this double-barreled 
program is creating, feature your own store displays of 
products shown in the magazine ads and on TV. Be sure 
to include the eye-catching new American-Standard Brass 
Fittings Display that helps you sell bigger-profit jobs. And 
you'll certainly want your townsfolk to know that you are 
their American-Standard retailer—through local advertis- 
ing and the use of American-Standard window streamers, 
store signs, direct mail and other personalized advertising 
material available to you. 

It’s easy for you to tie in and cash in on the terrific 
interest stimulated by American-Standard advertising. 
American-Standard offers everything you need to tell 
people that you are local headquarters for these nationally 
advertised bathrooms. There’s a complete array of selling 
aids—plus a special new promotion package, appropriately 
called the American-Standard Profit Builder. See, wire or 
call your distributor now for details. It’s the greatest ever! 
American-Stanparp Prumpinc & Heatinc Division, 40 
West 40th Street, New York 18, New York. 





American- Standard 


BATHROOMS 


repeated over and over on network TV—on TODAY by 
Dave Garroway and on HOME by Arlene Francis. And the 
double-barreled impact of these persuasive messages and 
realistic bathroom scenes is making additional millions 
of people conscious of the beauty and quality of American- 
Standard bathrooms. 
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American-$tanrdard 


BASEBOARD PANELS 
make it easier than ever to sell hot water heat 





There’s a rapidly growing preference for homes with 
clean, even, hot water heat; and especially for heat- 
ing in its most modern form... with baseboard 
panels, No radiators, registers or grilles—just in- 
conspicuous panels which replace regular wood 
baseboard, and add to usable floor and wall areas. 

The new line of American-Standard baseboard 
heating panels includes both cast-iron and non- 
ferrous types, with a wide range of models and sizes 
which enables you to benefit from the entire market. 
These new baseboard panels are not only the 
smartest-looking and most efficient, but also easier 
to assemble and install. 

The brief descriptions below will give you some 
idea of their advantages. For more information, 
contact your Distributor, or write to AMERICAN- 
STaNDARD PiumBinc & Heatine Division, 40 West 
40th St., New York 18, N. Y. 








soe iiy, NEW RADIANTRIM PANELS 


greater flexibility. 








Here’s real style appeal . . . plus simpler in- 
stallation. Beveled front and radial corners 
give smart, modern appearance. New-design 
enclosure covers reduce expansion problems 
and simplify installation. Ratings are I= B=R- 
approved . . . panels are available in 12, 18 
and 24-inch lengths. 





Now available NEW HEATRIM PANELS 


in 3 models — 












There’s a panel for every type of job: Model 
75-B for areas with high heat loss... Model 
75-A for extra-compact installations . . . 
Model 100 where large water-carrying 
capacity is required. All ratings are I= B=R- 
approved—panels are efficient in use, easy 
to install. 


American-Stardard 


HOT WATER HEAT 
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“Me with 


a stockroom 


full of 
steel pipe ? 
That’s a laugh!” 


“I used to spend hours trying to figure out 
what sizes of pipe to stock and in what 
quantity. Then I'd tie up large amounts 
of capital, not to mention valuable ware- 
house space. And, of course, I had the 
usual worries over handling and insur- 
ance costs, and inventory losses. But, not 
any more. 

“One day I read one of these ads and 
learned that my Republic Pipe Distrib- 
utor could eliminate my pipe storage 
headaches. I discovered he carries a full 
line of steel pipe in all sizes—plus fixtures, 
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Phote by Ewing Galloway, N. Y. 


controls, tools—everything needed for 
complete installations. 

“But, best of all, his specialty is rapid 
service—whether it be a whole truckload 
—or a single length of pipe. Now, when 
rush orders catch me short, I give the 
problem to him. . . and relax.” 

Successful operators all over the country 
have found it profitable to depend on their 
Republic Pipe Distributor. Why not give 
him a call today? Ask him for a copy of 
his stock list. You'll find it will become 
an important part of your operation. 


CALL YOUR LOCAL REPUBLIC DISTRIBUTOR FOR QUICK DELIVERY OF STEEL PIPE 


REPUBLIC Cteel Pipe & 
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HOW CRANE BRINGS 
BUSINESS | \ 


QtRAT, 








Advertised in LIFE... your prospects see full-color, 
full-page Crane kitchen and bathroom ads in LIFE 
and other leading national publications. And these 
ads are backed by many tie-in sales aids that iden- 


tify you as the local Crane Dealer. ; 
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LOOK WHAT YOU GET— 





NORE REMODELING 
YOUR WAY 


POWERFUL NATIONAL ADVERTISING— 
HARD-HITTING LOCAL PROMOTION— 


FREE PLANNING SERVICE 


Look at the Crane kitchen and Crane 
bath pictured here. How would you 
like to sell equipment like this by the 
roomful—rather than piece by piece— 
and on a profitable basis? 


You can do just that by going after 
remodeling business. And by letting 
Crane go all-out to help you. 


First of all, Crane offers a complete 
line of kitchen equipment and bath- 
room fixtures—priced for every budget 
and styled for every taste. And, what’s 
even more important... preferred by 
more of your prospects. 


Second, millions upon millions see 
Crane remodeling ads in national pub- 
lications. LIFE alone has 26,450,000 


readers. SUNSET, AMERICAN HOME, 
SUCCESSFUL FARMING and other 
national magazines have created a 
huge remodeling market for you...a 
big demand for Crane. 


Third, Crane helps you cash in on 
this demand with free sales aids. You 
get hard-hitting, direct-mail literature, 
exciting window streamers, colorful 
magazine ad reprints—everything you 
need to do a bang-up job is free. 


Fourth, Crane offers free ideas for 
planning bathrooms and kitchens. 


So why not go after profitable re- 
modeling work? Why not call your 
Crane Branch or Crane Wholesaler for 
full details today? 


CRANE CO. General Offices: 836 South Michigan Avenue, Chicago 5, Illinois 
VALVES © FITTINGS «¢ PIPE © KITCHENS * PLUMBING ¢ HEATING 


















Pumps and Water Systems 


A new line of pumps and water 
systems has been announced by 
Tait Mfg. The line features both 
single and multi-staged jet pumps 
for shallow wells (illustrated) and 





deep wells to a depth of 200 ft; pis- 


ton pumps for shallow wells and 
deep wells to 200 ft; and submer- 
sible pumps ranging from 7 to 21 
stages, for wells zero to 500 ft. The 
jet pump series consists of four 
different models. 

Manufacturer: Tait Mfg. Co., 500 
Webster St., Dayton 1, O. 


Water Closet Tank Valve 

A valve designed to prevent 
sweating of water closet tanks by 
regulating the temperature in the 
tank has been announced by Mil- 





waukee Faucets. The unit consists 
of a brass valve with bronze spring 
checks. Adjustments located under 
the hot and cold water valve caps 
may be regulated to control the 
temperature of mixed water to that 
of the room. The spring check is 
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designed to prevent by-passing of 
hot water into the cold water line 
when the closet is not being flushed. 

Manufacturer: Milwaukee Fau- 
cets, Inc., 313 E. Reservoir, Mil- 


waukee 12. 


Heat Pump 

A remote-operated heat pump 
announced by Westinghouse is de- 
signed for flexibility of installation. 
The unit consists of two packages 
—an outdoor heating and cooling 


compressor-condenser unit (34 by 
33 by 22 in.), and an indoor air 


handling unit (38 by 36 by 29 in., 
illustrated). The heat pump, in 3 





and 5-ton sizes, includes low volt- 
age control and a 4-way valve for 
heating-cooling change-over. 
Manufacturer: Westinghouse 
Electric Corp., Box 2278, Pittsburgh. 


Water Mixing Control 

A control for mixing cold water 
and steam to provide hot water at 
various temperatures for industrial 
applications has been developed by 
Powers Regulator. The control 
takes steam and cold water at pres- 
sures from 10 to 100 lbs. A tem- 
perature adjustment handle regu- 
lates discharge temperature of the 
hot water up to 200F, regardless of 
pressure changes in the supply 
lines. A pressure valve equalizes 





the pressure of steam and water 
before they enter the mixing cham- 
ber. Check valves built into each 
inlet prevent interchange of steam 





end cold water when the mixer is 
not in use. The temperature ad- 


justment handle also operates an 
internal delivery shut-off valve. 
The mixer is available in 4%-in. and 
34-in, sizes, 

Manufacturer: Powers Regulator 
Co., 3434 Oakton St., Skokie, Il. 


Sink Strainer 
A stainless steel sink strainer 
that closes by compression valve 


action has been developed by 
Stephen A. Young. A handle lo- 





cated in the center of the strainer 
(see cut) can be turned by hand to 
open or close the unit. The bottom 
part is buttressed to facilitate in- 
stallation. Other features include 
a stationary basket and leak-resis- 
tant construction. 

Manufacturer: Stephen A. Young 
Corp., 110 S. Adams St., Flora, Ind. 
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Gas-Fired Incinerator 


Bastian-Morley has introduced a 
gas-fired incinerator designed to 
dispose of both wet and dry com- 
bustible materials. A dual purpose 
piiot incinerates small daily accum- 
ulations of trash or, by setting the 
automatic timing control, ignites 
the main burner for larger or more 
frequent charges. Maximum input 
rating is 12,000 Btu. Other features 
include cast iron grates and top 
charge door, aluminized steel in- 


cinerator chamber, a removable 





esh drawer, and triple-wall con- 
struction with glass fibre insulation. 
The exterior is finished in tan 
baked enamel with chrome trim. 
The unit stands on a steel-footed 
base 3 in. above the floor, to per- 


mit installation on combustible 
flooring. 
Manufacturer: Bastian-Morley 


Co., Inc., 208-308 Truesdell Ave., 
LaPorte, Ind. 


Abrasive Cutting Machine 
Beaver Pipe Tools has announced 
an abrasive cutting machine which 
is mounted on a pneumatic tire 
trailer and can be driven by gas 
engine or motor. The unit cuts up 
to 6-in. pipe and shapes, and solids 


up to 2% in. 
20-in. standard cutting wheel with 


a speed of 2400 rpm; a foot- 





operated chain hold-down vise, a 
8.3-hp gas engine with battery and 
push button starter or a 5, 7% or 
10-hp motor. Length is 85 in., 
width 72 in. and height 59 in. Net 
weight is 800 lbs. 

Manufacturer: Beaver Pipe Tools, 
Inc., 368-400 Dana Ave., Warren, O. 


Condensate Return Systems 


A series of condensate return 
pumping units has been announced 


by Goulds Pumps. Single and 


Features include a 





duplex units may be obtained for 
straight condensate return and 
boiler feed condensate return, The 
straight condensate return unit 
(illustrated) receives and returns 
the condensate of low pressure 
steam heating systems and process 
equipment. The unit consists of a 
receiver tank connected to a close- 
coupled centrifugal pump, which is 
controlled by a float switch in the 
receiver. The unit features bronze 
fitted single-stage pumps, one-piece 
balanced impellers and ceramic seat 
mechanical seals which handle 






} 


water up to 212F. The boiler feed 
condensate return system blends 
fresh make-up water and hot re- 
turn condensate, which are injected 
(Please turn to page 70) 
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New Products: Your Key to Remodeling Sales 


Each year manufacturers in our industry spend millions of 
dollars to develop new and improved plumbing, heating, cooling 
and appliance products. They do this because the development of 
such products is vital to the continued progress of a dynamic, 
growing industry. They do it, too, because technological advances 
in the industry continually make many products obsolete. This 
factor of obsolescence in turn dictates the need for remodeling 
and modernization of many existing installations—a never ending 
pattern of change and improvement. In this issue, over 100 new 
products are illustrated and described, many of them applicable 
to the huge modernization market described in this special re- 
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into the boiler to maintain an even 
water line. The unit consists of a 
close-coupled centrifugal pump at- 
tached to a receiver tank. The 
make-up valve is attached to the 
receiver with a float mechanism 
housed inside the tank; boiler level 
controls are attached to the boiler. 
Duplex units have two pumps 
which, in straight condensate re- 
turn systems, alternate in oper- 
ation. In boiler feed condensate re- 
turn, a two-level control attached 
to the boiler starts and stops both 
pumps in sequence. Receiver tanks 
for both single and duplex units are 
available in 7, 14, 40, 60 and 100 
gal. capacities. 
Manufacturer: Goulds 
Inc., Seneca Falls, N.Y. 


Pumps, 


Toilet Seat 

Temple Seats has added a white, 
baked enamel toilet seat to its line. 
It features a molded, extended 





back and a contour form seat with 
concealed hinge. The seat incor- 
purates chrome plated hardware. 

Manufacturer: Temple _ Seats, 
Pineland, Texas. 


Food Waste Disposer 

A food waste disposer with a cut- 
ting system which employs three 
sets of stainless steel alloy, double- 
sided teeth designed to increase the 


life of the unit has been developed 
by Youngstown Kitchens. The V- 
shaped teeth are fastened in a 
stainless steel disc and when worn 
down, may be turned over, ex- 
posing a new cutting surface. The 
disposer also features a redesigned 
water seal, a 15-hp motor, factory- 
sealed lubrication and a redesigned 
outlet system. For installation, the 
sink sleeve is inserted into the 
drain opening, a mounting ring is 
screwed on the undersink side, and 
the disposer, weighing 2412-lbs, is 
slipped into the mounting ring and 
secured by two small bolts. The 
unit is then ready to be plumbed 
and wired. 

Manufacturer: Youngstown Kit- 
chens Div., American-Standard 
Corp., Warren, O. 


Six Light-Duty Trucks Feature Four-Wheel Drive 


A series of light-duty trucks 
equipped with 4-wheel drive has 
been announced by General Motors. 
The series consists of six models 
including pickups, panels, suburban 
station wagons, and stake trucks in 
the % to 1-ton weight range. Gross 
vehicle weights of the models range 
from 5,000 to 8,800 Ibs. All models 
can be changed between 2-wheel 
and 4-wheel drive by shifting a 
lever. They are available with 130 
hp, 270 cu in. 6-cylinder gasoline 
engines or 180 hp, 316 cu in. V-8’s, 
with either four-speed manual or 
automatic transmissions. Manual 
gear shifting is used with both high 
and low 4-wheel drive settings, 
providing a total of 8 forward 
speeds in 4-wheel drive. In vehi- 
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cles with automatic transmissions, 
the up and down shifts are auto- 
matic in each 4-wheel-drive set- 
ting. When equipped with power 
take-off, the trucks can operate 
various types of machinery and 
equipment. The frame styling fea- 
tures wrap-around windshields. 

Manufacturer: GMC Truck & 
Coach Div., General Motors Corp., 
Pontiac 11, Mich. 






Baseboard Unit 

A baseboard unit with capacities 
depending upon water temperature 
has been announced by Embassy 
Steel Products. The units are avail- 
able in lengths up to 8 ft and stand 
914-in. high. They are constructed 
with %4-in. copper tubing. The 
baseboard units may be assembled 
without screws or bolts and are 
precut to specified sizes. 

Manufacturer: Embassy Steel 
Products, Inc., 890 Stanley Ave., 
Brooklyn 8, N. Y. 


Oil-Fired Furnace 

An oil-fired, lo-boy furnace for 
residential applications has been 
developed by Ingersoll. The steel 
furnace features a dynamically and 
statically balanced blower wheel, 
designed to facilitate the operation 
of the atomizing burner. The com- 
bustion chamber is engineered to 
withstand temperatures to 2450F. 
A metal inner lining forms an in- 
sulating panel to keep the outside 
of the unit cool and direct the air 





stream around the heat exchanger. 
Other features include structural 
steel heat exchanger supports, a 
rear flue outlet and _ controls 
mounted on the front for greater 
accessibility. A wiring harness is 
optional. 

Manufacturer: Ingersoll Condi- 
tioned Air Div., Borg-Warner 
Corp., Kalamazoo, Mich. 


Dip Tube 

A temperature resistant, glass- 
reinforced dip tube for automatic 
gas water heaters has been an- 
nounced by A. O. Smith. It has 
been demonstrated that at tempera- 
tures up to 350F the dip tube 
(which carries incoming cold water 
to the lower part of the tank) will 
not collapse, telescope, or become 
deformed; does not cause discolora- 
tion or impart an odor to water. 

Manufacturer: A. O. Smith Corp., 
Kankakee, II. 

(Please turn to page 74) 
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She bought 41,197,349 in Five Years! 
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But! did Jittle, if anything to modernize 
her heating and hot water supply 


Housewivés-need_more hot water to servé these 41,197,349 
new appliances. 


You can give them this extra hot water and modernize 
BETTER HEATING their heating systems at the same time! 


We can help you get your share of modernization. Write 
v for our plan — costs you nothing. 
geTren Wilh TACO 


TACO HEATERS, INCORPORATED ~* 1160 CRANSTON STREET * CRANSTON 9, R. |. 
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° TYPE A-1: All Bronze , ° 
e Type A-1. Time-proven by . . 
° thousands of installations. “ : 
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- “ 2 
° “CAF” UNITS: Eight PACKAGING: CASH- ’ 
° different two-valve packe ACME‘*S Two-Valve e 
5 aged units for nearly all Units are packaged as ‘ 
ed sizes of boilers, each con- “CAF-1 through 8” for 
taining an A.S.MLE. List- ease in selection and or- - 
ed Relief Valve Type ering convenience. All sai 
F-51 or F-52 in 4%” to 2” valves may also be pur- ° 
° pipe size and a compan- chased separately. J ° 
° ion Pressure Reducing > a = e 
2 Boiler Feeder Type A-39 ’ ~~ WHERE CODES AND : 
or E-BF. Tops in quality PREFERENCE REQUIRE INSTALL 
“i yet priced competitively. A "CAF 2 VALVE UNIT @ 
° e 
” L L A, 2 offers the widest selection of both pressure reducing boiler feeders and dual controls bd 
. with inbuilt check valves to prevent backflow of boiler water into the home water supply. Write ° 
° for details on the “CKF” Series and Type A-40. e 
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A fact-jammed 
new 8-page Bul- 
letin No. 3-1 
with easy to use 
selection tables is 
yours for the 
asking. Write to- 
day! 
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, URE CONTROL DEVICES FOR HOT 


ION OF PRESS 
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WATER SPACE HEATING . 
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Offers the World’s Largest Selection of... 
Pressure Controls for Hot Water Heating! 
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TYPES F-51 AND F-52: Full range of sizes, 34" Rustproof bronze bodies. Silicone stick-resisting 
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to 2°. ASM. listed capacities of 365,000 to seats. Optional male or female inlet, Meets Type , 
3,850,000 BTU/HR at 30 psi; or 1,745,000 to III requirements of military specification MIL- ° 
14,400,000 BTU/HR at 150 psi. V-13612 (C.E.). ° 
e 
A.S.M.E. RATED AND LISTED RELIEF CAPACITIES e 
AT STANDARD SETTINGS —~ BTU/HR STEAM PRESSURE a 
SET [F-52 %,” IF-51 %,"x1") F-52 1” | F-52 1¥%,"|F-52 1¥%"| F-52 2” . 
30 8S. | 365,000| 720.000 | 1,000,000 | 1,850,000 | 2,050,000] 3,850,000 * 
36 LBS.f 425,000} 808,000 | 1,130,000} 2,050,000] 2,270,000] 4,300,000 
5O LBS. 595,000] 1,057,500 | 1,485,000 | 2,700,000 | 3,000,000{ 5,600,000 
75 LBS. 880,000} 1,476,900 | 2,070,000 | 3,775,000 | 4,160,000] 7,850,000 * 
100 LBS. § 1,170,000] 1,899,000 | 2,660,000 | 4,825,000 | 5,350,000 | 10,050,000 ° 
125 LBS. 11,455,000] 2,322,000 | 3,260,000 | 5,875,000 | 6,520,000} 12,250,000 “ 
150 LBS. 91,745,000] 2,740,000 | 3,860,000 | 6,925,000 | 7,720,000[ 14,400,000 e 
aa 
HOT WATER RELIEF resulting from ‘ 
ordinary thermal expansion is pro- : 
vided for as shown at left. : 
* 


EMERGENCY STEAM RELIEF neces- 


sitated by failure of automatic limite — 
ing controls to shut off heat source 


is also provided, as shown at right. (6 — 
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Correct Answer 
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Send for new 4 eeesee your jobber 
page Bulletin 
No. 2-1 giving 


full details on 






insist on...cash-aeme 








CASH -ACME ‘S AUTOMATIC VALVES 
AS.ME Relief ACME 
Valves. 


A.W. CASH VALVE MFG. CORP., 6661 E. WABASH AVE.- DECATUR, ILLINOIS 
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(Continued from page 70) 

Forced Air Furnace Line 
Southwest Mfg. has announced a 
line of compact gas-fired air fur- 
naces. Construction of the hi-boy 





furnace facilitates removal of all 
internal parts through the front 
access panel. The 80,000 Btu model 
is illustrated. 

Manufacturer: Southwest Mfg. 
Co., P.O. Box 28, Aurora, Mo. 


Wasteline Tool 

An electric tool designed to ap- 
ply mechanical power to wasteline 
operations has been announced by 
Marco Products. The tool uses a 
15-in. diameter coiled spring for 





cleaning 14% to 3-in. waste lines 
and sectional sewer rods for clean- 
ing 4 to 6 in. lines. The unit is 
supported by a tubular frame and 
handle mounted on 8-in. diameter 
rubber wheels. The tool consists of 
a heavy gauge aluminum container 
mounted on cast iron bearings and 
turned by a %4-hp, single phase, 
115-v motor. When using the 2- 
in. spring, the tool can be operated 
at the level rolling position or at 
en angle by tilting it. For sewer 
work in 4 to 6-in. lines, the back 
of the tool is equipped with a sewer 
rod coupling for applying power to 
the sectional sewer rod. 

Manufacturer: Marco Products 
Co., Los Angeles 16. 
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Remote Air Conditioner Line 
Day and Night has announced 
three air-cooled air conditioning 
units for remote-type installations. 
In all models, the compressor-con- 
denser unit is located outside the 
building with the cooling coil in- 
side. The units are rated with ca- 
pacities of 25,800, 39,200 and 46,- 
650 Btu. All units can be adapted 
to forced air furnaces. Other fea- 
tures include a sealed compressor; 
a baked enamel casing, and slow 
speed, centrifugal-type condenser 
fans. Three types of cooling coils 
are available: a V-type designed 
for larger cooling areas and hori- 
zontal coil and fan coil units for 
use where forced air equipment is 





unavailable. The units are con- 
structed with front connections and 
slide out panels to facilitate instal- 
lation. 

Manufacturer: Day & Night Div., 
Carrier Corp., Monrovia, Calif. 


Whirlpool-Seeger Announces Kitchen Range Line 


came — 


A line of built-in gas and electric 
ranges has been introduced by 
Whirlpool-Seeger. The 10-unit line 
consists of three gas and two elec- 
tric ovens and three gas and two 
electric surface units. The ovens 
may be installed in kitchen cabinets 
or directly in kitchen walls. One 


Jet Pumps 

Peerless Pump has added 3, 4, 
and 5-stage deep and shallow well 
multi-stage jet pumps to its line. 
Designed for continuous duty, the 
single and double pipe jet-pump- 
ing systems produce up to 3200 gph 
from deep wells and up to 2200 gph 
from shallow wells. The units are 





for over-well or offset installation 
in wells as small as 2 in. in di- 
ameter. Lifts from depths up to 
250 ft are available. The pumps 
feature a sealed ball-bearing mo- 
tor, a ceramic plastic shaft seal, and 
a mounting bracket for alignment 
of the motor, impellers, and pump 
case. An optional piping arrange- 
ment permits piping to be connec- 
ted to the pump either through the 
bottom of the pump case or through 
the side. 

Manufacturer: Peerless Pump 
Div., Food Machinery and Chemi- 
cal Corp., 301 W. Avenue 26, Los 
Angeles 31. 





gas oven has an 18,000 Btu burner 
rating, and the other two, similar 
except in finish, have 14,000 Btu 
burners. The ovens feature a vent- 
ing system that draws air in at 
the bottom of the broiler (located 
below the oven), up oven sides, 
(Please turn to page 80) 
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*Gordon Andrew (at right above) of 
W.T. Andrew Co., Detroit, and Carli 
Laib, Goulds Representative, team 
up to help Goulds Dealers in eastern 
Michigan. 








Striking out 
on the 
Slow ones? 






THE GOULDS TEAM* HAS YOUR ANSWER 






If your pump profits are tied up in big, slow-moving 







iaventories — it's time to let the Goulds Team go 





to bat for you! 






Your Goulds Distributor and Goulds Representative 












can show you how to do more pump business with 
i Jess dollars invested ... how to make more money. 
They'll help you select a balanced stock of best 
sellers in your area—and back up your sales with 
prompt deliveries of pumps and parts from nearby 


distributor stocks. 


The Goulds Team is in business to help you sell 
Goulds Pumps. Call your Goulds Distributor — or 


write us for full details. . 





GOULDS PUMPS, INC. Dept. DE-86 SENECA FALLS, N.Y. 











' You get MORE with GOULDS PUMPS 
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A Complete Line of 
Pumps for every Farm 


and Home Need 
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Owner: The Winston Park Corporation, Oak Park, ilinois 
Architects: Erwin Gerber and A. Pancani, Newark, New Jersey 
Engi : Edwin k, Chicago, Illinois 





$7,500,000 worth of homes sold in two and one half days 


must be something of a record for fast selling! 


Obviously, many factors influenced such a demand for 
these homes in the Winston Park project at Melrose Park, 
Illinois. Not the least is the fact that they are equipped 
with baseboard forced hot water systems using B&G 
Hydro-Flo equipment. The appeal of controlled radiant 
heating, with a year ‘round supply of domestic hot water, 


are plus selling values builders are rapidly discovering. 


The B&G Hydro-Flo System presents an impressive array 


of exclusive features. The versatility of water as both a 


Three hundred B&G Hydro-Fio 


Consulting Engineers: Erwin Gerber and A. Pancani, Newark, N. J. 
Heating Contractor: W. L. Harmony Co., Yonkers, New York 
General Contractor: Mucon Inc., Oak Park, Illinois 


heating and cooling medium—its ability to provide the 
ultimate in comfort and convenience at low operat- 
ing cost—its flexibility, offer benefits obtainable in no 
other way. 

All the advantages of a B&G Hydro-Flo System can be 
included when building...or the owner can add them to 
the basic heating system as his budget permits. Summer 
cooling —zoning —snow melting, are all available at the 
owner's convenience for further contribution to luxuri- 
ous living. In the meantime, he enjoys the best in 


heating ...comfort with economy. 


‘ 


ONLY WATER OFFERS ALL FIVE 





COMFORT HEATING SUMMER COOLING 











SNOW MELTING HOT FAUCET WATER 
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THE B&G BOOSTER 


The heating plant, equipped with 
B&G Hydro-Flo Products, as in- 
stalled in Winston Park Homes. 
Note the compact space saving 
arrangement. The boiler has a 
built-in domestic water heater. 











j=) BELL & GOSSETT 
c¢ @ RPA WN YT 


Dept. EL- 1, Morton Grove, Illinois 


Canadian Licensee: §. A. Armstrong, Lid., 1400 O'Connor Drive, W. Toronto, Canada 
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ZONING Reg. U.S. Pat. Off. 
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ARE YOU PROFITING 
...- with HUDEE? 


é 
ae It’s a fact that you 
rofit more with 


udee— because all 
the facts about 


Hudee are in your favor. 


FIRST to design, Easy to install, Hudee saves. valu- 
ae engineer and able work hours. No rabbeting, no 
manufacture the scribing, no special tools. And 
of performance, : 
Bid. over 2.000.000 clamp-down sink Hudee is permanent, trouble-free 
a eee frame system. —eliminates call backs. 
Hudees installed in 


Patent No. ee Sie 
American homes. 


2,440,741 . 
You can confidently 
guarantee every in- es 
stallation because _ . 
Hudee is 100% 
watertight, 100% A ‘eh 
sanitary. 


Hudee is available in stainless steel 
or aluminum—for all types of flat 
rim sinks with square or rounded 
corners and various types of vitre- 
ous china bowls. Cross-section 
shows how sink top, sink frame 
and sink bowl become one self- 

sealing unit 

with a Hudee 


sink frame. 


Used with all top covering mate- 
rials, Hudee’s advantages pay off 
whether installed in the shop or 
out on the job. 


aL &) Maslelia-Mel i 
ny eng adds prac- 
sa tical, permanent 
FIRST in acceptance, know Hudee— 4 id 
the Hud t MST disice of ot with confidence beauty. Provides 
Brees system ee a perfect setting 
cxelok wel | Mel inlaw who specify, sell for sink bowls and Al 
and install sinks matches other moulding trim. 
and sink tops 


alUliilel=ie- Me) mal iielilehitelat; 


(deleh) mm (omaeleli a te oe 


Hudee is nationally advertised, 
nationally known, and recognized 
antago as the best. Use only 
ai by the sink frame bear- 
Good Housekeeping ing this seal. 


. 
2245 aoviansto HES 


WALTER E. 


SELCK 


AND COMPANY 


rs mi” 


JOBBERS EVERYWHERE STOCK HUDEE 
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How you can profit by selling local builders on 
THE ADVANTAGES OF CAST IRON SOIL PIPE 





Progressive home-builders across the country are try- iron. Make sure they know how strong. . . trouble-free 
ing something new. They’re using model homes not _... non-absorbent . . . rogt-proof it is—that it’s the 
only to show visible features. They’re displaying sam- only pipe that meets all codes for use from street to 
ples of insulation . . . wiring . . . drainage piping as roof, They'll be easy to convince that it pays to pro- 
well. They know that more and more prospects—es- mote and display Cast Iron Soil Pipe. 

pecially second-home buyers—are looking for more 

than a picture window and a fancy kitchen. And here’s how you'll benefit: 


Chances are some of the builders in your area are 
doing this—giving prospects real assurance of quality 
under the surface. As far as drainage is concerned, 
that means Cast Iron Soil Pipe and fittings. You know 
there’s nothing like cast iron for permanence and rug- 
gedness. And builders are realizing that it’s a hidden 
asset that can really help them sell. You'll protect your reputation by giving your cus- 

Give your local builders sales ammunition on cast tomers cast iron systems. Cast iron is for keeps! 


You'll earn more by doing quality installations with a 
quality material. 

You won't be obliged to give estimates or bids based 
on inferior materials—and cut corners on installation 
requirements to keep the cost down. 


THE MARK OF 


quauty ano| CAST IRON SOIL PIPE INSTITUTE 


PERMANENCE 1627 K Street, N.W., Washington 6, D. C. 
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(Continued from page 74) 

and out the top. Overall dimen- 
sions are 23%-in. wide, 35%-in. 
high, and 24%-in. deep. Finish is 
stainless steel or white porcelain 
enamel with chrome trim. Two 
electric ovens are similar except for 
a finish of stainless steel or copper 
with chrome trim. Overall dimen- 
sions of these ovens are 2234-in. 
wide, 29%e6-in. high, and 23%¢-in. 
deep. 

The three gas surface units con- 
sist of two 4-burner units (identi- 
cal except for finish), with two 


Tank Ball and Guide 
Ardmore Products has developed 
a tank ball and guide that features 


an open method of construction 
(illustrated) to replace its previ- 
ously enclosed units. The unit is 
made of translucent plastic which 
has a high rubber content. 

Manufacturer: Ardmore Products 
Co., 624 Maple St., Conshohocken, 
Pa. 


12,000 Btu and two 9,000 Btu burn- 
ers, and a 2-burner unit with one 
12,000 Btu burner and one 9,000 
Btu burner. The 4-burner units, 
finished in stainless steel or white 
porcelain with stainless steel frame 
and control panel, are 24-in. wide, 
22-in. deep and 65%-in. high. The 
2-burner, finished in stainless steel, 
is 145%-in. wide, 22-in. deep and 
65g-in. high. The two electric sur- 
face units feature seven heat se- 
lections. 

Manufacturer: Whirlpool-Seeger 
Corp., St. Joseph, Mich. 


Oil Burner Nozzle Adapter 

Chicago Screw Co. has developed 
a steel oil burner nozzle adapter. 
Features of the unit include metal- 
to-metal seats at the nozzle end, 
chip resistant threads, and cad- 
mium plating. The nozzle end is 
tapped 9/16-in., with 24 threads per 
in. The oil line end is tapped for 
1-in. pipe. The adapter is offered 
with 11/16-in. hexagon in the cen- 
ter of the piece, and %4-in. hexa- 
gon on the end. 


Manufacturer: Chicago Screw 
Co., Div. of Standard Screw Co., 
Bellwood, Il. 


Ingersoll Develops Remote-Type Central A-C Line 


matching evaporator units in three 
models and a remote condenser unit 
with a matching compressor-evap- 


A line of six central air condi- 
tioning systems for residential or 
small commercial applications has 
been announced by Ingersoll. The 
line includes a remote high side 
compressor-condenser unit with 
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orator unit. Each of the units is 
available in 2, 3 and 5-ton sizes, 
and compressors are offered with 
230-v, single phase, or 220-v., 3- 
phase motors. In remote high side 
operation, a single, 45-deg. evap- 
orator unit is available for use in 
existing ducts or extended plenum 
installations; a double A evapora- 
tor for use in furnace plenums; and 
a single flat exaporator for use in 
downflow installations. The remote- 
condenser combination is available 
with a diffuser-plenum. 

Manufacturer: Ingersoll Condi- 
tioned Air Div., Borg-Warner 
Corp., Kalamazoo, Mich. 


Abrasive Cutting Machine 

An abrasive cutting machine for 
wet cutting only has been an- 
nounced by Beaver Pipe Tools. The 
unit has an abrasive wheel which 
automatically oscillates across the 
material to produce a cut with 
minimum burr. Motion of the 
wheel is adjustable from zero to 
1\%4-in. When the feed handle is 


lowered for cutting, it actuates the 
air valve and the air vise grips the 
material. With a 20-in. wheel, the 
unit cuts 4-in. pipe or shapes, 4-in. 
round or 4 by 4-in. solid stock. 
Features include a circulating cool- 
ant pump with separate motor and 
control, a settling tank with two 
baffles to filter out sediment, a cool- 
ant valve and a rubber bond wheel. 

Manufacturer: Beaver Pipe Tools, 
Inc., Warren, O. 


Soap and Lotion Dispenser 
Gyro Brass has announced a dis- 
penser for attachment to kitchen 


sinks and bathroom lavatories, 
which delivers metered amounts of 
liquid soap, hand lotion or other 
liquids The unit is mounted into 
the unused hole of a 3 or 4-in. hole 
deck-type sink or lavatory. Work- 
ing parts are stainless steel; other 
parts are brass with chrome finish 
on exposed surfaces. The glass con- 
tainer mounts beneath sink or 
basin, and is reloaded from the top 
without removing. 

Manufacturer: Gyro Brass Mfg. 
Corp., 51 Urban Ave., Westbury, 
a a ee 

(Please turn to page 188) 
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== '56 1S THE .« 
YEAR TO FIX! | 


ght ay the year to fix”—the slogan of 


Operation Home Improvement is urging — . 
homeowners to improve their existing 












any threadbare plumbing and heating sys- 
tems exist. They are adequate to a certain 
extent, yet hazardous. Inform your homeowner 
customers of their particular need for plumbing 
and heating system improvements. Check every 
installation for Protection and Control require- 
ments. Fix them with Watts Protective Control 
Devices. 





many SPACE HEATING SYSTEMS need— 






Watts No. 45A 


Hot water heating dual 
control to provide auto- 
matic ——: -_ Salen. 
















Low pressure low water 











?. 
Selt- -hosing 1.8 event ro preve cve hot woter. cut-off to prevent low 
reviet valve verature «= ond conse water damage to boilers. 
excessive 
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Send for Condensed Catalog No. 56 


REGULATOR COMPANY 


Lawrence, Massachusetts 
LARGEST AND MOST COMPLETE LINE OF ITS KIND IN THE WORLD 
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a big step forward in good housekeeping 
SAYCO’S SPIN-N-GRIN STAINLESS STEEL SINK 


All over the whole wide world, busy homemakers have adopted our 
Stainless Steel ‘““SPIN-N-GRIN” Sink Strainer. They are a practical 
lot and while their reasons may vary, their enthusiastic reception of 
this fine product remains the same and unanimous. 

Like all SAYCO products, the “SPIN-N-GRIN” Sink Strainer 
embodies more ‘‘Exclusive’’* Features than any other competitive 
product. For instance,‘No other Valve builder in the world can offer 
you a VALVE ACTION Sink Strainer with STAINLESS STEEL 
Body, Basket and Strainer and Stopper. 


NO WRENCH NEEDED 


SAYCO’S advanced engineering in the SPIN-N-GRIN also includes 
the Hand-Tite Locknut (Patent Pending) for easy hand installation. 
No wrenches required. Listed elsewhere in this ad are many other 
reasons why should list SAYCO’S SPIN-N-GRIN Sink Strainer as 
Your “FIRST CHOICE”’. 

So, regardless of your needs in plumbing fixtures, a sink strainer, 
a ledge-type faucet or a shower stall fitting, it will pay you to get the 
product with unduplicated Quality, spelled with a capital ‘Q’’. 


MY OLD LEAKY SINK 
THERE'S NO GUESS WORK STRAINER COST MANY inc ee 
ABOUT THE OPERATION TIMES THE PRICE OF A No DRAIN cLoGG . 
OF MY SPIN-N-GRIN. WITH gee coy helped ; tee Tee 
THE SLIGHTEST FLIP TOUCH . aie 
IT WILL CLOSE AND DO SIMPLE LAUNDRY SPIN-N-GRIN SINK 
STRAINER BECAUSE OF 
STAY CLOSED. EASY CHORES WITHOUT 
TO OPEN TOO. THE LOSS OFA THE EASY TO EMPTY 
DROP OF WATER. BASKET. AND IT KEEPS 
. ee FOOD PARTICLES FROM 
s CLOGGING THE 
DRAIN. 
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INLESS STEEL PRODUCTS 

ARE A FAVORITE OF MINE 
BECAUSE THEY'RE SO EASY TO 
KEEP CLEAN. MY SPIN-N-GRIN 
SINK STRAINER JUST SPARKLES 

ALL THE TIME AND ITS 

NO EFFORT TO KEEP IT 

LOOKING THAT WAY. 








“=e, 
~ 
=~ 


7~ 
ce ie 
UARANT . 
LIKES G % 


IF A MANUFACTURER 
HAS ENOUGH FAITH IN THE 
QUALITY OF HIS PRODUCT 
TO GIVE ME A LIFETIME 
GUARANTEE, I'LL BUY IT 

EVERY TIME. HOW COULD 
| GO WRONG ? 


Illustration shows unique (pat- 
ent pending) construction that 
enables you to install Sayco 
Spin-N-Grin by hand. 





oe? 


of NO BACK- x 
/ WE LIVE INA BASEMENT *, 
7 APARTMENT AND HAD LOTS OF * 
# TROUBLE WITH GASSES AND WATER ‘ 
BACKING-UP THROUGH OUR OLD 
FASHIONED SINK STRAINER. WE 
INSTALLED A SPIN-N-GRIN 
AND STOPPED THE BACK- 
UP COMPLETELY. 
WHAT A RELIEF! 
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‘STARLITE? 





thy 
ant new J r Pacemaker’ stainless steel k bowl 
ghter than bright polish that allows sensational, tradit nashing 
W pf You get standard etkay quality, but with ‘Starlite’ 
gn-speed ma e polish that reduces labor and cuts cost 
get a price t at gets the big jon: eets competit ar yt ¢ 
your wholesaler now for new pr starlite’’ { by Ly 
8) AKePT A V 4d Way t if da } J 
LKAY MANUFACTURING COMPANY 
eee ae Be Jost and Largest Manufacturer of Stair l , 
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AS THE EDITOR SEES IT! 


Meet Miss Remodeling! 

She symbolizes the beauty, 
vitality and attractiveness of the 
modernization market. DomESTIC 
ENGINEERING has selected her to 
guide you through this portion of 
its “Book of Remodeling,” mix- 
ing a little innocent pleasure 
with a lot of good business. 

Don’t misunderstand us. Miss 
Remodeling doesn’t know a “tin- 
ker’s dam” about plumbing and 
heating modernization. With her 
looks, she doesn’t have to. 


She Will Point the Way 


Most of us aren’t so fortunate, 
however, and we must constant- 
ly sharpen our business wits and 
search out new profit opportuni- 
ties. The Book of Remodeling 
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This is 
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REMODELING 


will accomplish just that for us. 

Miss Remodeling will only 
point the way to these profit op- 
portunities. Telling how to 
achieve success in the vital mod- 
ernization field is too important 
a task to be left to female intui- 
tion, theoretical economics, or 
ivory tower thinking. 

That’s a job that can be han- 
dled only by experienced plumb- 
ing and heating contractors—the 
kind Domestic ENGINEERING has 
enlisted to write the articles on 
the following pages. Their 
knowledge, confirmed by exten- 
sive surveys and interpreted in 
the cold light of day-to-day busi- 
ness, will be the core of this 
definitive study. 

One of the most important con- 


O AUGUST 


WED THU 


tributions of these contractor- 
contributors will be found in the 
Procedure Manual beginning on 
page 93. In it, the contractors 
take you step-by-step through 
every phase of their successful 
remodeling operations. 


How to Use This Issue 


For contractors without re- 
modeling experience, it will pro- 
vide a basic guide for establish- 
ing a new business, or depart- 
ment of a _ business, with a 
minimum of costly trial-and-er- 
For the con- 
tractor familiar with 
modernization, the book has 
been categorized to permit him 


ror experiments. 
already 


to reappraise any phase of his 


(Please turn to top of next page) 

















continued... 


Are “outsiders taking over the p-h remodeling business? 


(Continued from page 85) 
operation and compare techni- 
ques with those _ successfully 
used under various business con- 
ditions. 

Obviously the Book of Re- 
modeling was no overnight effort. 
We could say it has been in the 
works 2,000 years—the total ex- 
perience of our contractor-con- 
tributors. More accurately, the 
Book of Remodeling has been 
forming in Domestic ENGINEER- 
ING files since early 1952 when 
the editors fully recognized the 
great untold story of moderniza- 
tion and set out on their his- 
tory-making Bay City Story 
(published in November, 1952). 


« That prize-winning issue even- 
tually helped inspire American 
business, already bursting with 
health, to move into a fresh field 
to sustain its dynamic growth. 
Four years after Bay City, this 
special issue is published as part 
of a celebration marking the na- 
tion-wide recognition of modern- 
ization as one of the keys to a 
prosperous and sound America. 


Don't Overlook: 
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Our industry has named Au- 
gust as National Plumbing-Heat- 
ing-Cooling Month and, for the 
first time on such a large scale, 
has inaugurated a_ concerted 
campaign to make the public 
“home improvement conscious” 
and focus attention on its prod- 
ucts and services. 


# The month is coordinated with 
an overall remodeling drive 
sparked by President Eisen- 
hower’s proclamation of 1956 as 
“Home Improvement Year.” The 
collective efforts of so many 
American industries and busi- 
nesses add up to an opportunity 
seldom equalled in creative busi- 
ness efforts. 

The opportunity in remodel- 
ing, however, will benefit only 
those businessmen who them- 
selves go “all out” in their pro- 
motional efforts. Every contrac- 
tor, journeyman, wholesaler and 
manufacturer has at least three 
reasons for his wholehearted 
participation in the moderniza- 
tion campaign: 

(1) It is an unequalled op- 


How the all-industry remodeling 


program was born... 


D.E. salutes today’s leaders in 


modernization 


The Book of Remodeling procedure 


manual 


Winners named in plumbing-heating 


month contest 





portunity for getting more busi- 
ness at greater profit. 

(2) It can provide a cushion 
for any possible future drop-off 
in new construction. 

(3) If properly promoted on 
an industry-wide basis, it can 
help prevent inroads from com- 
petitive influences outside the in- 
dustry. 

On closer examination of point 
one, it becomes evident that 
more business and greater profit 
result because of the creative- 
ness of modernization selling. 
The contractor himself “makes” 
the business, not waiting for 
some other businessman to build 
or sell and take the cream of 
the profit. As a prime contractor 
himself, the plumbing and heat- 
ing contractor determines the 
price without vicious competi- 
tive bidding. Therefore, he prof- 
its from all phases of the job. 


» Point two appears unimpor- 
tant in view of our booming new 
construction market, and a fu- 
ture that brings smiles even to 
pessimists. Yet it’s a_ short- 
sighted person who carries no 
insurance or waits until a critical 
illness before calling the doctor. 
For various reasons, soft spots 
have already developed in some 
areas, and the contractors who 
have weathered the drop are 
those whose operations have been 
cushioned by a modernization 
business. Additionally, moderni- 
zation helps to level out the 
peaks and valleys so often asso- 
ciated with a new construction 
business. 

Outside competition, as noted 
in point three, has become in- 
creasingly active in recent years, 
particularly from construction 
firms, lumber yards, mail order 
houses, and “home improvement 
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specialists.” They are eager to 
move into remodeling markets 
because of assured profits and 
excellent promotions, but their 
biggest strength usually is in ag- 
gressive selling. 


s The plumbing and heating in- 
dustry can curb fatal intrusions 
from outside competition by sim- 
ply matching their determina- 
tion in getting new business. The 
contractors’ inherent superiority 
in products, workmanship, de- 
sign know-how and _ business 
methods will do the rest. 
Plumbing-Heating-Cooling 
Month and Home Improvement 
Year are ideally suited for stim- 
ulating a new sales aggressive- 
ness in our industry. The oppor- 
tunity for new business has 
arrived; the door has_ been 
opened by an_ unprecedented 
pre-selling campaign. 


# But a question still remains— 
how does the individual contrac- 
tor get a 100 percent return from 
the national effort to make 
Americans more _ remodeling 
conscious? F 

Domestic ENGINEERING be- 
lieves the answer is on the fol- 
lowing pages. The Book of Re- 
modeling Procedure Manual is 
the what-to-do, how-to-do-it, 
and when-to-do-it of moderniza- 
tion. The inspiration and tools for 
building new business already 
have been provided. Here are the 
directions and blueprints for 
using them. 


« The Book of Remodeling can 
become as important in mod- 
ernization’s maturity as the Bay 
City Story was in the market’s 
infancy. But don’t consider this 
book, nor the special month and 
all its promotions, the climax of 
the modernization story. 

The remodeling market merely 
marks its “growing up” this 
August. It’s got a long, vigorous 
life ahead of it-—one you'll want 
to share as you learn more about 
it on the following pages. rnp 
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KEY MAN INTERVIEW: One of the contractors whose viewpoint on 
remodeling has contributed to this issue is William Landers (left), 
chairman of the All-Industry Modernization Committee. Landers, of 
Oklahoma City, is also president of the NAPC. He is shown review- 
ing the Modernization Sales Kit with a D. E. editor. The poster on the 
wall (from the 240-piece kit) is available free to D. E. subscribers. 


How this issue was written: 


Elsewhere in this Book of’ Remodeling you will read: 
“Your editors didn’t write this issue, they simply compiled 
it” (see page 90). 

You might say this issue was written in the 2000 years of 
business know-how compiled by contractors whose remodel- 
ing operations underwent searching analysis for the keys 
to their success. 

Or you might say that essential principles of merchandis- 
ing were first listed, and then illustrated by the practical 
applications and business philosophies gleaned from the con- 
tractors studied. 

But whichever you prefer, we think you will find this the 
most complete what-to-do, how-to-do-it and when-to-do-it 
manual of modernization yet presented. 

On the following pages, and in the Procedure Manual 
beginning on page 93, are the directions and the blue- 
prints for using it successfully. END 


What Are the Big Questions 
in Modernization Selling? 





























































continued... 


What Are the 
Big Questions in 


Modernization Selling? 


Contractors replying to DE survey agree they are many. But 


those in it say the rewards more than make up for the effort 


THERES MORE to setting up a 
remodeling operation than sim- 
ply hanging out a shingle. 

Take it from the plumbing and 
heating contractors who replied 
to an extensive Domestic EN- 
GINEERING survey on the prob- 
lems of a modernization business 
and their solutions. 

But the contractors who are 
active in modernization were 
unanimous on another point— 
the rewards more than make up 
for those efforts. 

The survey, underway nearly 
a full year, polled contractors of 
all sizes from every type of op- 
eration to learn what they felt 
were the most perplexing aspects 
of the nation-wide swing to big- 
ger remodeling business. 


# Specific questions asked by the 
contractors are listed on the fac- 
ing page. Answers provided by 
other contractors form the basis 
of this special issue, “The Book 
of Remodeling.” 

Modernization was recognized 
as a tough job by most contrac- 
tors, whether experienced or not 
in the field. Those unfamiliar 
with the market wondered in 


particular why they should ex- 
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pend the extra effort to go all- 
out in remodeling when their 
current business in new con- 
struction remained strong. 

Experienced contractors, with- 
out minimizing the complexities 
of remodeling, used Domestic 
ENGINEERING’s survey forms to 
answer the question. 


# Many pointed out, for ex- 
ample, that common business 
sense led them into a field with 
an assured profit that could serve 
as a cushion against any reces- 
sion in other operatiohs, Diver- 
sified markets have long been 
recognized as a bulwark in build- 
ing for the future. 

Several other reasons, equally 
important, strengthened the con- 
tractors’ case for immediate ac- 
tion in the remodeling market. 
Chapter I of the procedure man- 
ual, “Why Sell Remodeling?” 
(page 96), provides the complete 
answer. 

As more and more question- 
naires were studied, it became 
apparent that any skepticism to- 
ward remodeling had its roots in 
a lack of complete knowledge 
about the market. 


The contractor who asked 





“why bother about remodeling?” 
usually followed up by asking— 
“How would I start anyway?” 

This response, of course, un- 
derscored one goal of the Book 
of Remodeling—to eliminate any 
hesitancy about undertaking a 
new modernization operation. 
The material on how to go about 
such a task was supplied by con- 
tractors who long ago asked the 
same questions and found the 
answers... or most of them. 

Questions that puzzled the 
newcomer to remodeling were 
sometimes equally perplexing to 
experienced contractors, even 
though they may have solved 
scores of other problems. 

But the survey was extensive 
enough to eliminate all indivi- 
dual blind spots and provide 
valuable information, even for 
modernization experts who have 
had a long, successful history in 
remodeling. 


# The inexperienced contractor 
was also at a disadvantage in be- 
ing able to ask only basic ques- 
tions like—“Where do I start?” 
Modernization veterans realized 
that there were far more com- 
plex questions; ones a newcomer 
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could not even imagine, though 
ones he must eventually face. 

It was up to the experts them- 
selves to put forth these ques- 
tions—and they were as happy 
as any neophyte when the sur- 
vey turned up answers few busi- 
nessmen could have _ evolved 
alone. 

They got a fresh insight into 
the involved questions of: 

“What are the best compensa- 
tion plans for salesmen?” .. . 
“Are journeymen sales efforts 
practical?” 

“Which is more efficient? Hir- 
ing your own electricians, car- 
penters, etc., or subcontracting 
the modernization package?” . . . 
“Where do I find a moderniza- 
tion specialist to manage a spe- 
cial operation?” .. . “What’s in- 
volved in shifting from new con- 
struction to a combination new 
work-remodeling business?” 

Answers to these questions 
were not as simple nor as plenti- 
ful as were those kicking off the 
survey. The important thing, 
however, is that there were an- 
swers uncovered for each re- 
modeling problem. 

The final result is a vast file on 
almost every conceivable obsta- 
cle facing the contractor from 








CALIFORNIA: San Diego contractor 


J. A. Kitzman grossed a quarter mil- 
lion dollars his first year in remodel- 


ing. He’s shooting for more than 


$350,000 (in remodeling) this year. 
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Here are the questions asked most often 
about modernization ... 


“> Ihave all the work | can handle in new con- 


struction ... why should | sell remodeling? 


“) [need a good man to manage my remodeling 
* — division. How do | go about finding one? 


What are the most effective ways to promote 


and sell remodeling? 


Should | use subcontractors or hire my own 


carpenters, etc. to control the complete job? 


What is the best way to handle the financing 


for remodeling jobs? 


Where can | get help in planning moderniza- 
tion advertising that won't break me? 


» How can | train my journeymen to sell 
* remodeling, or at least bird-dog for leads? 


the time he pastes a “Remodel- 
ing” sign in his store window 
until he hits the million-dollar 


and over modernization mark. 


Industry's top contractors provide the answers 





ville tells daughter Eloise he’s been 
merchandising for a quarter century. 
In 1955, he hit more than $75,000 in 
complete kitchen remodeling alone. 


And clipped to each of these 
problem files is an answer, tested 
and proven in the field by con- 


tractors themselves. END 











MONTANA: A. A. Pinski of Great 


Falls has been highly successful in 
selling remodeling to farmers and 


city dwellers alike. He’s typical of 
the progressive Northwest contractors. 
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continued... 


Your EpITors didn’t write this 
issue. They simply compiled it. 

The writers were top plumbing 
and heating contractors from 
every part of the country who 
drew on some 2,000 years ex- 
perience in plumbing and heat- 
ing modernization for their 
stories. (See list next page.) 

Each based his contribution on 
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They are 





CALIFORNIA: From faucet replacements to million dollar 
industrial contracts, the Scott Co. of San Francisco has 
handled virtually every type remodeling job. From left: 
William Scott, Jr., president, and Otis Miller, a partner. 
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2,000 YEARS IN 


MODERNIZATION 


That's the combined experience of contractors 
who contributed to this “Book of Remodeling’ 


questions about remodeling 
asked by several hundred other 
contractors either unfamiliar 
with modernization, or desirous 
of reappraising their operations 
by comparing techniques. 

The editors merely assembled 
their experiences in a fashion 
that would provide an easy ref- 
erence work for business study. 


practical, hard-headed businessmen 





The contributors were selected 
to represent all sections of the 
country, sizes of business, and 
types of operation. 

The result is an encyclopedia 
of modernization knowledge for 
all plumbing and heating con- 
tractors, in all stages of growth 
and business diversification. 

Two major contributors on the 
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NEW YORK: Lawrence Weider (57 years in the industry) 
and sons Richard (left) and Louis were among the first 
to offer packaged remodeling in Rochester. They expect 
their remodeling division to make 1956 the best year yet. 
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operations of giant-sized mod- 
ernization businesses are Henry 
and Walter Ford, the Philadel- 
phia contractors considered by 
many experts as tops in mer- 
chandising and organization. 
They tell how modernization, 
considered by some as “small 
business,” can be built into a 
million-dollar operation if pro- 
moted aggressively. 

From across the country comes 
the experience of the Scott Co., 
San Francisco, a firm equally at 
home on faucet repair jobs or 
million-dollar government con- 
tracts. Scott illustrates the value 
of modernization as the most 
steadying factor in maintaining 
a well-balanced operation. 

The experiences of such big 
businesses, however, are not al- 
ways valuable to smaller oper- 
ators, so the Book of Remodeling 
also presents the stories of con- 
tractors whose remodeling vol- 
ume ranges upward from $10,000. 

Even size doesn’t solely deter- 
mine what problems contractors 
face in achieving the greatest 
modernization profit. The type 
of operation, the locale, and busi- 
ness conditions must also be con- 
sidered. 

Take the Jacobson Co., West 


Haven, Conn., for example. 


They represent all sections of country; 
every type operation... 
Robert Schaefer; Home Improvement Co., Cullman, Alabama. 


(Contractor Schaefer was first prize winner in the all-indus- 
try merchandising contest sponsored by Domestic Engineer- 


ing in 1950.) 


Haven, Connecticut. 


Diego, California. 


Denver, Colorado. 


Harold Jacobson has written in 
the Procedure Manual (page 99) 
the ideal story for a contractor 
being squeezed by the sharp com- 
petition of new construction. 
Jacobson himself once felt that 
pinch and swung to remodeling. 
His net climbed from $14,000 to 
$47,000 in just one year, and in 
the Book of Remodeling he tells 
just what made the difference. 
The Book of Remodeling, you 


see, is based on the premise that 


Henry Ford, Walter Ford; Henry Ford Plumbing, Heating 
and Home Modernizing Co., Philadelphia. 


C, J. Erickson, Robert Erickson, Norman Erickson; C. J. 
Erickson Plumbing Co., Chicago. 


Harold Jacobson; Jacobson Plumbing and Heating Co., West 


J. A. Kitzman; Kitzman Plumbing and Heating Co., San 


D. A. Bell, Douglas W. Bell; Bell Plumbing and Heating Co., 


(Names of contractors continued on page 92) 


modernization is for everybody, 
regardless of size or location. 

As such, it has been written by 
many contractors as an aid to all 
contractors. 

There is no fiction on the fol- 
lowing pages, no poetry, no day- 
dreaming. 

Just facts on every phase of 
remodeling in the dollars-and- 
cents prose of contractors who 
have already written history in 


modernization. END 











ARIZONA: As much at home with a $100 water heater 
sale as he is with a blueprint for a $3 million contract, 
John H. Welsh, Jr., of Phoenix is one of the nation’s top 
contractors. He’s also president of the Arizona association. 
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WISCONSIN: A top winner in many nationwide merchan- 
dising contests, the Zien Co. of Milwaukee is best known 
for developing the industry's first annual service contract. 
Flanking their father, Herman, are brothers Ed, Al, Bob. 


$1 














TEXAS: William Sebera of San Antonio 
is a dyed-in-the-wool Texan—big (6-3), 
outgoing, affable, generous. He thinks 
big in remodeling promotions, too, 
as the following pages will show. 


They are colorful; imaginative; sales minded 


KENTUCKY: Thomas “Doc” Rusk of 
Montgomery will do anything (well 
almost) to get his firm name men- 
tioned in the paper. Here, he’s 
a “doctor to sick heating systems.” 





COLORADO: King of the Court of 
Flame is one of many titles for mer- 
chandising excellence bestowed on 
D. A. Bell of Denver. He got this one 
for selling the most water heaters. 





(Continued from center of page 91) 
Herman Zien, Robert Zien, Al Zien, Ed Zien; Zien 
Plumbing and Heating Co., Milwaukee. 
Kenneth G. Wigle; Bruce Wigle Plumbing and Heat- 
ing Co., Detroit. 


W. J. Sebera; Sebera Plumbing and Appliance Co., 
San Antonio, Texas. 


Robert Webster, George Webster; John G. Webster 
& Sons, Inc., Washington, D. C. 


Cliff Lindgren; Lindgren Plumbing Co., Inc., Miami, 
Florida. 


Roy Gustafson, Walter Gustafson; T. D. Gustafson 
Co., Minneapolis. 
Henry A. Anderson; Anderson Plumbing Co., Louis- 
ville, Kentucky. 


Lawrence A. Weider, Louis Weider, Richard Weider, 
Larry Weider, Jr.; Lawrence A. Weider and Sons, 
Rochester, New York. 


William P. Scott, Jr., Otis Miller; The Scott Co., San 


Francisco. 


R. K. Wark; Village Plumbing, Houston, Texas. 


George Schuler; Schuler Service, Allentown, Penn- 
sylvania. 
H. “Chico” Monteros; Sanitary Plumbing and Heat- 
ing Co., El Paso, Texas. 
Philip Ragusa, Eugene Zurlo; Lynbrook Plumbing 
and Heating Co., Lynbrook, New York. 
John H. Welsh, Jr.; J. H. Welsh and Son, Phoenix, 
Arizona. 
Chalmer B. Strain; C. B. Strain and Son, Poughkeep- 
sie, New York. 
Herchel Willey, William Fox; Mt. Morris Plumbing 
Co., Mt. Morris, Michigan. 
Ione Houston; C & H Home Service, Des Moines, 
Iowa. 
Clarence Hubbs; C. N. Hubbs and Son, Palmyra, New 
Jersey. 
J. B. Garrett; J. B. Garrett Plumbing Co., Corpus 
Christi, Texas. 
Charles C. Phillips; Edgar Phillips and Son, Neptune, 
New Jersey. 

(Names of contractors continued on page 357) 


This is the book that top contractors wrote 
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How to Use the “Book of Remodeling’ 


Procedure Manual... 


The Procedure Manual, a compilation of the 
remodeling experiences of top plumbing and 
heating contractors, has been assembled as a 
handy reference for all readers regardless of 
previous background in remodeling. 

As pointed out in the lead editorial: 


For contractors without remodeling ex- 
perience jt will provide a basic guide for 
establishing a new business, or department of a 
business, with a minimum of costly trial-and- 
error experiments. 

For contractors already familiar with 
modernization the book has been categorized 
to permit them to reappraise any phase of their 
operations and compare techniques with those 
successfully used under widely divergent busi- 
ness conditions. 

No phase of modernization, no matter how 
complex or simple, has been ignored. Each 
phase has been assigned a chapter category, 
arranged in the chronological order that would 
ordinarily be used in actually setting up a 
modernization department. 

A serious study of all chapters will reveal 
solutions to each of the basic problems encoun- 
tered in establishing or developing a moderniza 
tion business. 


When it comes to financing, for example, the 


The Domestic Engineering 


Book of Remodeling Procedure Manual: : 
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newcomer will encounter a vital subject neces- 
sary for big-ticket business, yet one which is 
not always capitalized on as a merchandising 
instrument. A guide to the right financing plan 
for every situation, and how to merchandise it, 
is part of Chapter 7. 

For contractors already familiar with modern- 
ization, the Manual serves as an efficiency check 
point for established techniques and_ business 
methods. 

For example, an experienced contractor may 
be perfectly satisfied with his financing arrange- 
ments, but feels that inefficient methods of han- 
dling the complete remodeling job are draining 
away some profit. 

He has only to turn to Chapter 8, “Control 
the Complete Job,” to learn how the best in the 
business have developed clock-work systems that 
minimize profit loss in directing their own crews 
or working with subcontractors, 

The Procedure Manual, as illustrated by these 
examples, is an answer-guide worth saving as a 
valuable addition to every business library. 

As a complete textbook or quick reference 
work, the Manual will serve the contractor or 
his remodeling division sales manager in all 
stages of the prosperous modernization market 


for years to come. END 
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Procedure Manual Contents: 


Why Should I Sell Remodeling? 


Here are some convincing answers for the contractor “too busy” in new 
work. Among other things, it tells what to do about the outsiders who are 
trying to take over p-h markets... 


How Big Is the Market? 
Here’s an easy-to-use yardstick the contractor can follow to measure his own 
potential in remodeling .. . 


How Can I Get Started? 
The essentials for establishing and operating a remodeling business are out- 
lined in one-two-three fashion .. . 


Promoting and Selling Remodeling 


There’s no shortage of good selling ideas. Here are the best ones being used 
by the industry’s top contractors .. . 


Remodeling Ads that Sell 


Proper planning is essential if the contractor is to attract the maximum 
number of prospects at minimum cost... 


Is There a Journeyman in Your 
Remodeling Sales Picture? 


The plumbing and heating contractor, with his unmatched entree to the homes 
of his community, is the envy of many American industries. Here’s how to 
train your journeymen to capitalize on the gpportunity .. . 


Which Financing Plan Shall I Use? 
Installment financing is the key to modernization sales. Here’s how to select 
the right plans and merchandise them... . 


How to Control the Complete Job 


Mrs. Housewife doesn’t want to deal with a half dozen different trades. Her 
business will go to the man who can contract the complete job... 


Contractors Put Their Remodeling 
Operations Under the Microscope 


You have read eight chapters of modernization business principles. Now see 
how the nation’s top contractors put them to work... 


What Is the Future for Non- 
Residential Remodeling? 


This is the story of 172 cities, of the remodeling opportunities in the non 
residential buildings of these cities, and the business opportunities for con 
tractors active in this market... 
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BOOK OF REMODELING PROCEDURE MANUAL 


Chapter One 


Why Should | Sell Remodeling? 





“IT HAVE ALL THE WoRK I can 
handle in new construction, Why 
should I sell remodeling?” 

Of 2,000 contractors replying 
to a Domestic ENGINEERING sur- 
vey over a year ago,a substantial 
number raised this question. 

It took a full year to establish 
the answers firmly; a year spent 
in two concurrent pursuits: 

1. Probing the business opera- 


tions of contractors who have 
succeeded in remodeling; and 

2. Interviewing many business 
research analysts, economists 
and others who spend hundreds 
of thousands of dollars annually 
measuring the market oppor- 
tunities for American business. 

The objective was answers, 
down-to-earth answers that 
would have no holes in them. 





Why sell remodeling? 


Because competition between industries is growing 


IF YOU TOOK EVERY MAN, woman and child who ever lived on the face 
of the earth and put them in a pile, they wouldn’t even fill the expanded 
plant capacity built by American industry since 1950. 

But filling these plants with people is not the problem. Filling them 
with orders is. And that’s why all segments of American industry are 
going all-out to convince the public that it needs this particular product 


or that particular service. 


Witness, for example, the auto industry’s search for ideas to promote 
the two-car and even three-car family. Whenever they succeed, an- 
other prospect may be lost to the plumbing and heating industry for the 
duration of “no money down, 36 months to pay.” 

In remodeling, however, our industry doesn’t have to create a new 
market; it’s already there. All it needs is developing. 
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That’s exactly what we got. 

Some were succinct. Bob 
Erickson of the C. J. Erickson 
Co. of Chicago, a firm highly suc- 
cessful in new work, answered: 
“Well, why not? It’s just good 
business,” 

Peter B. B. Andrews, director 
of the Board of Analysts of Fu- 
ture Sales Ratings, said: “Re- 
modeling in the plumbing and 
heating field is a huge market, 
perhaps the largest made-to- 
order sales opportunity any in- 
dustry has ever known. It’s a 
dynamic market. It’s a respon- 
sive market. And it’s still grow- 
ing.” 

They were both saying the 
same thing. But the viewpoints 
were widely different. Erickson 
spoke from the inside, looking 
out. Andrews, whose business it 
is to see both the forest and the 
trees, was on the outside looking 
in. But both saw a giant with a 
cash register ring in its roar. 

So it’s big and it’s rich, and it’s 
waiting for you. That’s sufficient 
answer for many contractors. 
But you already have a good 
business in new construction, or 
in repairs. Why should you add 
remodeling? 

Here are the facts: 

1. Outside competition is try- 
ing to take over the mar- 
kets through remodeling of 
bathrooms, kitchens and 

heating. 

2. Remodeling is virtually free 


(Please turn to center of page 98) 
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Why sell remodeling? 





Because there is little price competition when you general the job 


You FicurE A Jos. You take into account all 
the places you can save money by using time- 
saving machines, cost cutting methods. You 
add a fair markup; one that covers your cost 
of doing business. You know this job is in the 
bag because you've figured it right and your 
profit is fair. But you didn’t get the job. 

How many times have you felt the frustration 


of knowing that your bid was low, only to see 
the “general” shop around and get a lower 


one—from some price cutter down the street 


who took the job “just to keep his volume up” 
or because he didn’t know his costs. 

Fortunately, remodeling business isn’t done 
this way—not if you are the prime contractor 
on the job. You create the sale. You bring 
the customer along from the original idea to 
the dotted line. So when you add a fair profit, 
there is no one to shop around until they find 
someone who will undercut you. 

That’s one of the many nice things about 
remodeling work. 
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ume and is expected to hit 25 percent soon. 
Within three years modernization has meant 
a profitable investment of capital with a payoff 
in more profit, a new showroom (above) and in- ' 
creased prestige and stature in the community. 
Arch DeLancey manages the company’s mod- 
ernization department for brothers Roy and 
Walt Gustafson as a separate operation. 
They describe the prestige factor in this way: 
“In remodeling, we deal on an ‘up-grading’ 
proposition. On competitively bid, new housing 


Why Sell Remodeling? 


Because You Can 
Grow Bigger... 
Gain Prestige 


Tc lh 


& e work, the necessity for having the lowest price 
in Remodeling may force profits down. In remodeling, the trend | 
is in just the opposite direction. 

“There, the premium products, the name 
brands, the better type of merchandise come into | 


their own. In remodeling you are always selling | 


In 1953 about 95 percent of the T. D. Gustafson up to a dream; in new work you are usually 




















Co.’s volume was in new construction. 
Modernization now accounts for more than 15 
percent of the Minneapolis firm’s $142-million vol- 


(Continued from page 96) 


of price competition. 


Ww 


. The new construction 
market might drop, but 
never the remodeling mar- 
ket. 

4. Remodeling offers more 
profit with less volume. 

. Competition between __ in- 
dustries for each consumer 
dollar is growing. 

6. You can grow bigger and 
gain prestige in remodeling. 

. The need for your services 
exists. It doesn’t have to be 
created. 


or 


~] 


Let’s elaborate on these seven 
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basic facts, one at a time: 

1. Outside Competition— (See 
box on page 100 describing grow- 
ing influence of “remodeling spe- 
cialist” firms, then read on.) 

As such firms grow, contractor 
business may dwindle. There is 
nothing to keep “the world’s 
largest remodeler” from doing 
housing projects next, and at 
prices that could put some new 
work contractors behind the 
eight ball, because they can ab- 
sorb costs with the more lucra- 
tive remodeling business. 

Fortunately, as pointed out on 
page 100, the p-h contractor can 


selling down to a price. 
“In this way, modernization has given us added 
prestige in our community as well as profits.” 


prevent this from happening. 

2. Price Competition—Re- 
modeling jobs are done on a per- 
sonal basis with the customer. 
Sales are made in the consumer’s 
home, by you or your salesman. 
There is little competitive bid- 
ding in this market, because the 
eustomers usually want service, 
comfort, convenience and beauty 
more than they want price. 

3. Steady Market—We can’t 
tell how long the new construc- 
tion boom will last. Some believe 
it’s on borrowed time now. A re- 
cession could force the doubling 


(Please turn to top of page 100) 
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Why Sell Remodeling? Because... 
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Profit Margins in Remodeling 
~ Are Bigger... 


Here’s Proof 
They Are 














' IN A DRAMATIC SERVICE to the’ tc any question about “why sell a 
plumbing and heating industry, remodeling” is dollars and cents. DIS Ser— 
} contractor Harold Jacobson of He then points to his ledgers. Onn I —— 
West Haven, Conn., has opened “You can see that in my last £UU FOr 
a his books to show that profit full year in new construction,” Bio yer Ti 
- margins in remodeling almost al- he says, “we netted only $15,000 it 2 - a ' 
ways provide the contractor a on a gross volume of $300,000. iN] New Worl 
’ fair, return on his investment. That profit margin of 1952 was p thd 
t Jacobson says the best answer (Please turn to center of page 101) er 
t | i 
; t 
| This was the Here’s how the 
, f situation when profit picture 
| all Jacobson’s improved when 
work was in he shifted to 
; | NEW CONSTRUCTION MODERNIZATION 
: | Number of Contracts ............ ...- 20-30 250 
| Average Price Per Contract....... .... $12,000 $1,200 to $1,500 
| ee .... $300,000 $340,000 
| Competition for Jobs............. .... 6 Other Firms Rarely Any 
Company Status................. .... Sub-contractor Primary Contractor 
| SF iis iisavesescieons ,... 5-25 Mechanics 1 Supervisor 
1 Supervisor 3 Carpenters 
| 3 Tile men 
+4 Mechanics 
hin cnt Noein aie .... Frequent None 
Advertising, Promotion........... .... Negligible $6,000 
Ne er |... $20-25,000 $10-15,000 ° 
Accounts Receivable, (Average). ..'... . $40-50,000 $5,000 
Sivan Goavees bucesiun ,.-- Office-Shop Location Downtown Showroom 
3 Trucks 6 Trucks 
Office Help Office Help 
Other 1 Salesman 
Other 
i isuacievekieueed .... $51,000 (17%) $136,000 (40%) 
Overhead Costs... ............... P< $36,000 (12%) $88,400 (26%) 
Net Profit eeeeeeseesees L a $1 5.000 (5%) $47,600 (1 4%) 
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Chapter 1... continued 


















We aux contess that owners overwhelmed us when we 
inwoduced FREE TRIAL CARPENTERS’ Folks like to 
be shown sod we don't blame them. We certainly 
proved there is one carpenter you can trast. Now we 
would like to show sou that Plumbers too can be won- 
deriul, No joking.—our plumbers do bring their tools 
and they do arrive on time. We'd like to prove this to 
you with our FREE TRIAL PLUMBER’ 
Without com, — without obligation, ~ we'll actually gine 
you a plumber for a dey. Test him any way you like,—his 
labor is FREE,—you pay only tor his material, We sug 
yo! pur him of 2 job he,can complete in one day 
uke those illuserated. You are not obligated to buy. If 
you live in Mlisois,—withia $0 miles,~—own a home,— 
and benestly want an estimate for an average plumbing 
job.~you are welcome to our FREE TRIAL PLUMBER 4 
compliments of Commuoity 4 


Why Sell Remodeling? 


Because outside competition is trying 
to take over your markets .. . 


ON FRIDAY EVENING, June 29, a Chicago TV announcer 
described a local firm as the “world’s largest remodeler.” 
This company, not a plumbing contractor, is highly suc- 
cessful in bathroom, kitchen and heating remodeling. 

A recent issue of a Milwaukee newspaper carried 17 
advertisements for bathroom, kitchen and heating mod- 
ernization from firms outside our industry. 

These firms, including remodeling specialists, chain 
stores, department stores and others, are taking advantage 
of the current emphasis on modernization by trying to 
move in on a market traditionally served by the plumb- 
ing and heating contractor. One very capable home im- 
provement enterprise even offers a “free trial plumber,” 
as shown in the portion of a full page advertisement 
reproduced above. ob aP 

In remodeling, our industry has a chance to prevent 
further “inroads” of this type by simply promoting the 
market aggressively. The inherent superiority of the 
contractor over most of these firms in product, know-how 
and public confidence will weigh in his favor. 

Add to this another big advantage—entree to the 
home—and it provides an unbeatable combination 
unmatched by any other industry. Unfortunately, the 
homeowner doesn’t always know how these factors can 
benefit him. Thus, it becomes necessary for the contractor 
to tell him, and then tell him again. 

(Forthcoming issues of DE will analyze these competi- 
tive influences, and report ways that contractors are 





meeting them successfully.) 








100-PM 


Why Sell Remodeling? 
(Continued from page 98) 

up of families, as it has in the 
past. But if anything, this situa- 
tion would increase the need for 
remodeling rather than diminish 
it. No earthly force can stop the 
onward march of obsolescence, 
except remodeling. Even without 
a recession, the remodeling 
market is steady the year 
around. A husband with some 
extra cash can easily be sold the 
idea of a powder room for his 
wife for Christmas, or a new 
kitchen in July. Remodeling con- 
tractors have proved this across 
the nation. Contractor John Ca- 
hill of Evanston, IIl., once sold 
45 powder rooms as Christmas 
presents with one mailing piece. 


# 4. More Profit—The absence of 
price competition means the con- 
tractor can get a fair profit for 
goods and services in the re- 
modeling sale. Further, in a face- 
to-face situation he can upgrade 
sales, from a minimum 30-gallon 
water heater, for example, to a 
really adequate 60-gallon. He can 
work at a 40 percent gross profit 
—and get it. (See page 99.) 

5. Dollar Scramble—General 
Motors this year set the highest 
production goals in the firm’s 
history. The objective is a second 
car, even a third car, in every 
family garage. Manufacturers 
in all lines of business are boost- 
ing production. It’s the same 
with all products from summer 
suits to pogo sticks. This calls for 
an all-out effort to match and 
even beat the ever growing com- 
petition from other industries. 


« 6. Prestige—A classy remodel- 
ing showroom can do more than 
add a new dimension to your 
business. It can add new volume 
to your existing business be- 
cause a headquarters of this type 
enhances your reputation as a 
qualified, responsible business- 
man. John Turkstra, Chicago 
contractor, found this out. He’d 
sent bids to one general con- 
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tractor for years, and none ever 
were honored or acknowledged. 
But after he built a new show- 
room, this general contractor 
came to him, asked for bids, and 
Turkstra got them without alter- 
ing his estimating methods. 

7. The Need Exists—When 
General Motors wants to sell a 
second or third car, the market 
must be created and it becomes 
a market without need. But the 
need for remodeling exists now 
and is steadily growing bigger. 
This means an easier sales job. 

8. And It’s Big—and it’s rich, 
and it’s waiting for you. Listen 
to a couple more contractors. 


Margins Are Bigger 
(Continued from page 99) 
too narrow tor sare business 


practice. It had been reduced 
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Charles Wehby of Wehby 
Plumbing and Heating, Birming- 
ham, Ala., says: “Modernization 
sales have practically no stop- 
ping point. American homes have 
been neglected for years because 
of finances or scarcities. Now re- 
modeling is within everybody’s 
reach, and it is a necessity of the 
first order.” 

Says Norman Rupert of Al- 
buquerque, N.M.: “I can make 
more net profit on $10,000 worth 
of remodeling than on some con- 
tracts totaling $100,000. The com- 
petitive situation in our area 
makes it impossible to get many 
of these new jobs at anywhere 


near a decent profit. ll take re- 
modeling any day.” 

Obviously the reasons for sell- 
ing remodeling are as compelling 
as they are numerous. And not 
to be ignored is the positive and 
uncompromising conviction of 
the contractors who have tried it. 
They looked it over and plunged 
in with level heads and an “up- 
to-here” with determination. It 
paid off and they have no regrets. 
They are the answers to “Why 
sell remodeling ?”’ END 


How remodeling helps 
new work too... (p. 134) 


steadily during the post-waratling expansions in the future, 


years by a competitive scramble 
that revolved solely around 
price, and we expected even 
more competition in the future. 

“My father and I looked at our 
records and found it was mod- 
ernization that had always been 
our firm’s best friend in profits. 
We swung over to that field, and 
in our first full year, 1954, netted 
$47,000 or a 14 percent return.” 

The Jacobson story does not 
end there, however. In 1956, 
the firm’s modernization gross is 
expected to hit the $142 million 
mark; in 1954, it was $340,000. 


Jacobson plans even more star- 


ones that may write plumbing 
and heating history. 

But that’s a story that will be 
covered in depth in a forthcom- 
ing issue of Domestic ENGINEER- 
ING as part of this new series on 
remodeling. 

The basic report on Jacobson’s 
initial ventures into moderniza- 
tion should be studied closely to 
understand the sound business 
sense behind a_ swing to _ in- 
creased remodeling work. The 
facts also reveal the solid foun- 
dation such an operation pro- 
vides for even more impressive 


growth in the future. END 


Follow These Footprints 
to the Biggest Sales 
Opportunity Our. Industry 
Has Ever Seen... 


—a_“<«<Lr , 
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BOOK OF REMODELING 
PROCEDURE MANUAL 


Chapter Two 


THERE'S A DIFFERENCE between 
big and BIG, a difference that 
transcends capitalization. 

As children we used to grope 
for the ultimate in size and fi- 
nally came up with “BIG as an 
elephant!” 

The remodeling market makes 
us use this superlative again. The 
contractors who have plunged 
into it will understand. It’s not 
just big. It’s BIG as an elephant, 
and with a trunk full of profits 
at both ends. 

Jobbing and new construction 
contractors have just scratched 
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the surface and seen their busi- 
nesses change from five figures 
to seven figures, and this while 
they were still trying to fathom 
the depth of this new market. 
Take just one example, Harold 
Jacobson of West Haven, Conn. 
In 1952 his gross was $300,000, 
all in new work and repairs. He 
disliked the profit picture and 
added a remodeling division. In 
1954 his gross was $340,000 in re- 
modeling, at triple the profit, and 
he still was only starting. Now, 
two years later, he has reached 
$1,500,000 and has branches in 






two other cities. One branch 
grossed $400,000 its first year! In 
all his years as a plumbing con- 
tractor he never got close to that 
figure in other kinds of work. 
That’s how BIG the market is. 
There are plenty of figures 
available to prove there is noth- 
ing localized about this great re- 
modeling opportunity. It exists 
everywhere, in large and small 
cities, in rural areas, in homes 
and business buildings. There are 
compilations by the U. S. Depart- 
ment of Commerce and by the 
Bureau of Labor Statistics. There 
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KITCHENS 





Sources: 


are Ohi* figures, Action figures, 
industry figures. 

There also is the perennially 
it powerful “Bay City Story.” It 
dates back to 1952 when a small 
. army of Domestic ENGINEERING 
. surveyors trooped into this Mich- 
igan city, scientifically selected 
i as “Typical Town, U.S.A.,” and 
‘ made an exhaustive survey, 
house by house, of the moderni- 
: zation potential. But it wasn’t 


*Ohi and Action stand for Operation 
Home Improvement and American 
Council to Improve Our Neighbor- 
hoods, respectively. 
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Facts about your remodeling market 


21% of the families plan to remodel in next two years 
83% have only one bathroom 
67% have no shower facilities 
51% need new toilet seat 

17% have leaky faucets 


21% of the families plan to remodel in next two years 


22% of the families plan to remodel in next two years 
98% have no dishwasher 
97% have no food waste disposer 


75% of water heaters are 30 gal. capacity or less 
14% have no relief valves on their water heaters 
77% have no automatic washing machine 

98% have no water softener 

41% of the water systems are over 10 years old 


Study of remodeling needs, intentions and abilities to 
buy in Bay City, Michigan (1952). Revised 1956. 


U. S. Census of Housing. 


a one-shot deal. DE has returned 
to Bay City to check the figures. 
Now in 1956, research experts 
believe the original survey fig- 
ures actually are conservative, 
for creeping obsolescence and 
growing families have broadened 
the modernization potential. 

In considering the remodeling 
potential of the nation’s homes, 
it is not enough to consider only 
the older houses. Every city has 
its share of “Jerry-built” and 
“cracker-barrel” homes, built by 
price cutters who clipped cost 


corners. These, at the rate of 











52% of warm air systems are gravity flow 

45% of hot water heating systems are gravity fiow 
40% have no thermostatic controls 
31% have no automatic heat 
26% have hard to heat rooms 



















many thousands per year, be- 
come prospects for remodeling 
within two years. One contrac- 
tor in the Southwest built a new 
shop and showroom at the edge 
of one of these developments. 
The development was only three 
years old, but he doubled his 
gross in the first year. 

The 1950 census, which cov- 
ered housing, counted nearly 46 
million homes in the U. S. Of 
this number, one in every 10 is 
a slum. Four of every 10 need 
major repairs and improvements. 
The remaining five out of every 
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(Continued from page 103) 


10 need continuing maintenance 
and alterations to stay current 
with these changing times and 
progressing standards. The new- 
est of these is now six years old. 
In short, every one of the 46 
million homes counted in the 
1950 census is a prospect for 
some type of modernization. 

Over 9 million of the non-farm 
homes had no piped hot water. 
Another 8 million of the units 
had no private toilet. 

Twelve million dwelling units 
(including farms) had to share 
toilet facilities, either flush toilet 
or privy, or they had none at all. 


Fourteen million (farm and non- 
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farm) either had to share a bath- 
tub or shower, or had none. Over 
9 million of these were in cities. 

In heating, the figures are 
equally encouraging for the re- 
modeling contractor. Central 
heating was reported by 21 mil- 
lion homes, less than half. But of 
these, half used hand-fired coal 
or wood, putting them in the 
replacement market. 

In Typical Town, U.S.A., we 
not only know what remodeling 
needs to be done, we also know 
what residents plan to do about 
it. And this means your town, 
not just Bay City, Mich., for it 
was selected to be scientifically 
representative. The figures will 
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If Your Town Is: 
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167,649 ,000 





hold up anywhere, give or take a 
few percentage points. 

The percentage figures should 
be viewed in two ways. The ob- 
vious way is as a measure of the 
modernization potential in a defi- 
nite community. The other way 
is important, too, measured by 
the people who want you to make 
it easy for them to live better in 
a more healthful and comfortable 
home. In other words, they are 
the people who want you to be- 
come a remodeling specialist in 
the best service traditions of our 
industry, offering a dependable, 
package job with one call in a 
way that they can afford, through 
time payments. Thus, this not 
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The Home Remodeling Potential in Your Town for Next 2 Years Is: 
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BATHROOMS KITCHENS HEATING LAUNDRIES WATER HTG. 
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11,074,892 10,922,499 10,668,511 5,791,434 —- 7,213,936 








only tells you what your market 
is and where it is, it also tells 
you how to advertise and pro- 
mote to fulfill the need, by offer- 
ing service that’s simple and easy 
for the prospects to buy. 

We know from the survey, for 
example, that 21.8 percent plan 
to remodel their bathrooms 
within two years. Looking at it 
from their viewpoint, with four 
or five of the family standing in 
line waiting for the bath, or with 
the older folks having to climb 
up and down a flight of stairs 
several times a day, we can see 
that the effective way to appeal 
to these prospects is to offer the 
solution to the problem through 
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advertising, and to offer it with 
just one telephone call and easy 
payments of, say, $15 per month. 
Solving the problem automati- 
cally sells the remodeling job. 

That’s a whopping figure—one 
house in every five. And notice, 
this figure represents those who 
actually intend to modernize 
their bathrooms. It doesn’t in- 
clude the homes where moderni- 
zation is needed but no decision 
has been made. 

Already a tremendous market 
is indicated and the listing of 
figures has only begun. Here are 
a few more percentages: 

67 percent of the homes do not 


have showers. 


83 percent of the homes have 
only one bathroom. 

75 percent of the autcmatic 
water heaters, are 3%-gal. capac- 
ity or less. 

31 percent have no automatic 

(Please turn to center of page 106) 


HOW TO USE TABLE: From the 
chart above, you can tell how many 
families in your town plan major 
home improvements within the next 
two years. First, find the population 
figure nearest that of your town: then 
read to the right for the number of 
remodeling prospects and adjust pro- 
portionately to fit your own popula- 
tion and local conditions. The figures 
are based on data compiled in the 
Bay City Survey which, experts say, 


provide accurate sam pli ng. 
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Where Remodeling Demand Gets (ts Support 


Fact: 


Fact: 


Fact: 


Fact: 


Fact: 


Fact: 


THE BIRTH RATE hit a record 4 million in 1954. 


A 35 percent rise in population is forecast by the 
Census Bureau in next 20 years. The growing num- 
ber of very young require improved housing. 


KEEPING UP with the Joneses, that good old Amer- 
ican custom, is a potent salesman for remodeling. 
Mrs. Housewife frequently wants a new bathroom 
or kitchen like her neighbors. 


HOME OWNERSHIP in the U. S. increased 10 per- 
cent between 1950 and 1956. At present, over 63 
percent of the homes are owner-occupied. These 
people want to maintain property values. 


MORE WOMEN are working. This means both that 
the family unit has more money to spend for re- 
modeling and that labor-saving devices are needed 
so that women can continue in their dual role. 


COST CUTTERS were applied too liberally in many 
of the houses built since 1950. As a result, much of 
the poor equipment installed in these homes will have 


to be, and is being, replaced. 


FAMILY INCOME is at the highest level in history. 
with more than 66 million Americans on the job in 
July of this year. This means that disposable income 
is also at a record level. 


such a sale is an entree to the 
home where the contractor can 
view the remodeling prospects, 
and it establishes a relationship 
which makes it easier to deal 
with this customer in the future. 
Many big remodeling jobs start 
with a specific smaller need and 
are easily converted to major 
remodeling because the customer 
finds out, for the first time, that 
a new kitchen can be purchased 
for $15 per month. 

And there’s another hint to- 
ward directing your advertising: 
The specific smaller needs shown 
up in this survey, which will get 
your foot in the door and give 
you an opportunity to sell up to 
remodeling. 

So that’s the size of your “BIG 
as an elephant” market, just 
waiting dormant for some enter- 
prising contractor to roil the wa- 
ters and get something going. 

Why does it stay BIG and get 
BIGGER? We have one more 
statistic: 

55 percent of the families do 
not know the name of a plumb- 
ing and heating contractor. 


Perhaps that’s why. END 











(Continued from page 105) 
heat, and 52 percent have grav- 
ity warm air systems. 26 percent 
have cold rooms, hard to heat. 

Here are some figures from 
Typical Town’s kitchens: 

98 percent have no dishwasher. 
97 percent have no food waste 
disposer. 91 percent have no 
home freezer. 

77 percent have no automatic 
washer, and 94 percent do not 
have an automatic dryer. 98 per- 
cent do not have a water sof- 
tener. 

And 21.5 percent plan to re- 
model their kitchens. 

So the more we look, the big- 
ger the market gets. It is true 
that the absence of a food waste 
disposer does not necessarily 
mean a remodeling prospect. But 
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National Study Shows: 


| 23 percent of non-farm dwelling units 
have no piped hot water. Total: 9,065,000 


\21 percent of non-farm dwelling units 
have no private toilet. Total: 8,404,000 


~~ 24 percent of non-farm dwelling units 
| have né tubs or showers. Total: 9,412,000 


percent of non-farm dwelling units 
ve no central heating. Total: 16,290,000 


ee 
Source: U.S. Census of Housing 
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BOOK OF REMODELING PROCEDURE MANUAL 


Ch apter Three 





ow Do I Get Started 
In Remodeling? 





“So TWENTY MILLION HOUSES 
need new bathrooms, kitchens or 
heating systems. How does that 
help me out here on the corner 
of Oak St. and Elm Ave., es- 
pecially with the Acme Snappy 
Home Improvement Co. just a 
block down the street?” 

Does that question fit you? Try 
another! 

“So Contractor Joe Blow made 
an extra 50 grand the first year 
when he added a remodeling 
business. Maybe I could do some- 
thing like that—I can see old 
houses all around my part of 
town. But it costs money and be- 
sides, I don’t have time or the 
right amount of dependable help, 
and besides. . .” 

Don’t finish . . . it’s been said 
before. Contractors who have be- 


come successful in remodeling 
agree with all these points. The 
important factor to remember, 
these contractors will tell you, is 
that building a remodeling busi- 
ness is not one day’s work. It 
takes time. It takes thought. It 
takes planning. 

Here’s a procedure based on 
interviews with many successful 
contractors. The order of many of 
the points could be changed with 
no appreciable effect, but at least 
this furnishes a blueprint for 
overcoming the biggest obstacle 
of all—getting started. 

1. First, forget about those 20 
million jobs for just a moment. 

There’s another measure of 
your own market to be found in 
your job tickets for the past two 
years. Check through and separ- 


ate those that required a sink in- 
stallation, or bath fixtures, or 


any in which other types of 
workmen had to do work either 
before or after you. 

Those represent the remodel- 
ing jobs that you actually had a 
hand in. Perhaps someone else 
called you and subcontracted the 
plumbing and heating work to 
you, or perhaps the homeowner 
was doing things piecemeal. 

Perhaps you have 20,000 job 
tickets for the two years. To use 
a very low figure, say you sepa- 
rate 200 that represent partial 
remodeling work that you did. 
That represents 200 jobs at $50 
to $200 for which you could have 
gotten $500 to $2,500 if you were 
the prime remodeling contractor 
for the kitchen, bathroom or 
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Chapter 3... continued 


(Continued from page 107) 
heating, seeing the customer first 
and then making the phone calls 
to the tiler, plasterer, carpenter, 
etc. yourself instead of letting 
someone else do it. 

This personal appraisal of your 
own business is to build your 
confidence in the ultimate suc- 
cess of your full-scale remodel- 
ing operation. You can see, after 
this, that you are not starting 
from scratch. You can also esti- 
mate your own market better, 
and you can see more clearly the 
two things you must do: Scale up 
to prime contractor status, and 
set up a sales system. 

2. Now, with perhaps a new 
picture of your business, sell 
yourself, If you try to tip-toe 
into the remodeling business it 
will only cost you money. If you 
go in, prepare to spend money in 
an orderly and effective way. 


3. Don’t overlook valuable 
sources of knowledge. For years, 
Domestic ENGINEERING has been 
publishing stories of how other 
contractors got started in re- 
modeling, and how they sur- 
mounted the hurdles. They found 
the answers the hard way and 
have been generous in offering 
help to others. Read your back 
issues and get their methods. 

4. Get a right hand man. See 
page 110 for suggestions. 

5. Aside from the ability to do 
the work, possibly the most im- 
portant method of getting re- 
modeling sales is advertising. 
This is going to cost money. But 
don’t look on it as a gamble. Look 
on it as insurance that customers 
will come. It must be big enough 
to be seen, it must be consistent, 
and it must stress packaged re- 
modeling. (See Chapter Five.) 

6. With preliminary advertis- 


ing plans formed, you then must 
decide on how much money 
you'll need and set up a budget. 
You know by now the cost of a 
manager, of advertising (adver- 
tising should be at least 5 percent 
of the volume you want to pro- 
duce) and you have a sales ob- 
jective. Work out how much 
money you'll need to do it this 
way. If you have it, fine. If not, 
try your banker. Success de- 
pends on making a real try. 

7. One of the things you must 
provide is easy monthly pay- 
ments. (See Chapter Seven.) 

8. Next, make plans to contract 
the entire job. It would be un- 
usual and expensive to hire the 
men of other trades at the start. 
The easy alternative is to use 
subcontractors. This is covered 
in Chapter Eight. 

9. Concurrently with the pre- 
vious two steps you should be 


What are the qualifications of a remodeling division manager? 


. » » He must be capable of 
learning to schedule men and 
materials against deadlines, 
efficiently and ever conscious 
of costs. 


. .. He must be aware of and 
believe in the traditions of the 
industry and his firm, selling 
satisfaction and comfort, not 
just moving merchandise. 


. . « He must be responsible — 
following up leads and com- 
plaints, checking personally to 
moke sure the jobs are perfect 
and the contracts are fulfilled, 
and that each job is a fair deal 
for both customer and firm. 
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. . » He must have an “execu- 
tive sense” so he can manage 
for profit and for the long 
haul, handling details himself. 


. ». He must be imaginative in 
~ merchandising and promotion 
and salesmanship. 


. . . He must know the value of 
courtesy, friendly helpfulness 
and rugged honesty in all his 
dealings with customers. 


Contractors Tell How 
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establishing your store as a re- 
modeling headquarters. Space is 
important at the start. If you 
don’t have it, at least make the 
most of what you have. Paint it 
and freshen it up. Use good signs 
on the outside and signs on the 
inside stressing time payments. 
Set up literature racks, chairs 
for the customers where they can 
sit and discuss, and display rooms 
or groupings illustrating the 
package job rather than individ- 
ual fixtures. 

You'll close most of your sales 
in the home, not the showroom, 
but it must be your “best foot 
forward.” After a year here you 
can decide, based on new busi- 
ness, if you want to build your 
own headquarters, rent a bigger 
one or stay put. 

10. By now you have had a 
manager around a few weeks. 

Either doubts have arisen, or 
you are more sure of your choice. 
That will determine the limits 
within which you will allow him 
to operate. If there are doubts, 
resolve them quickly because 
they mean you will have to de- 
vote more time to the business. If 
you are more sure, give him 
liberal limits and a chance to 
make his ideas and policies work. 
You will want to give him more 
and more responsibility as he 
proves his ability. 

Now you are ready. A grand 
opening of the display room is 
a good idea for quick mass recog- 
nition of your new division, with 
full-page advertising. Use some 
gimmick to get all visitors to reg- 
ister and you have your first 
leads. Discussions at the opening, 
with visitors, will provide more 
specific leads, and your new di- 
vision is in business. END 





You need these things to get started: 


» APPRAISAL: Check your own job tickets of the past year or two, 


so you can make a realistic estimate of your immediate re- 
modeling potential in your market (see article for suggestions). 





DETERMINATION: If you are going into remodeling, do it to win. 
Half an effort gets half a result, at best. So sell yourself first, 
and your determination will tide you over the rough spots. 





DOMESTIC ENGINEERING: Check your back issues of DE, and 
this one too, to see how other contractors overcame initial 
problems and got started. 





RIGHT HAND MAN: Find someone who can relieve you of respon- 
sibilities . . . either taking over and managing the entire re- 
modeling division within the framework of policy set by you, 
or relieving you of details in the regular business so you can 
devote sufficient time to the remodeling division. 





SALES OBJECTIVES: To spend your money intelligently, you will 
need to know where you are going. Decide how much your 
remodeling division should gross, so you'll have an idea of 
what you should spend to achieve the goal. 





ADVERTISING: Aside from being qualified to do the work, the 
most important factor is advertising. Survey all media, then 
pick the best for your main effort and set a budget figure. 





CAPITAL: After the above essentials, you'll have a better idea of 
how much money you'll need. It is desirable to consult your 
banker so you can get started right. 





FINANCING: This is the real key to selling in today’s market. 
Talk to bankers and other leading institutions, get yourself 
cleared with the best so you can sell on credit and get your 
money immediately. Chapter 7 of this procedure manual tells 
you how to go about it. 





SUBCONTRACTORS: Your big appeal is “make one call do it all.” 
So make preliminary pacts with subcontractors for tiling, 
carpentry, etc.; set preliminary procedures for handling the 
complete remodeling package. 





OPERATING PROCEDURE: Set liberal operation limits for your 
right hand man. Keep control, but let him operate. Responsi- 
bility must be divided or you have just doubled your load. 


They Found and Trained the “Right Man” 
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Chapter 3... continued 





Sometimes the right-hand man will know little or nothing 
about plumbing and heating. Most often, he will have a 
background in selling, like Wes Keisker (right) of the 
Henry Anderson Plumbing Co. Keisker is learning fast, 
though, from the frequent courses given by Anderson. 


The Winterbottoms (John, Phil and Bud) had a problem. 
The firm was doing $2 million in new work, and they 
wanted to grow in remodeling, too. But they were busy. 
Their solution: They built a branch as remodeling head- 
quarters and put sales-minded Pat Casey in charge. 


Contractors Tell How They Found 


THERE IS NO SIMPLE, surefire 
way to find a topnotch remodel- 
ing manager. Really good men 
are hard to find in any business. 

But a good remodeling man- 
ager can be found. It is necessary 
that you realize that it may take 
time and effort, and then be pre- 
pared to explore different areas. 

As a starting point, look with- 
in your own organization. You 
might have a journeyman with 
a startling record of sales on the 
job and who has the necessary 
qualifications to be a division 
manager. If you have been im- 
pressed with a particular man, 
it might be worth while to move 
him into the office for some sales 
and management training, or 
even to send him out to a manu- 
facturer’s school. The incentive 
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for him, of course, would be the 
added earning potential. 

Or the man in your organiza- 
tion might be an estimator, a 
salesman or a bookkeeper. To 
J. A. Kitzman of Kitzman 
Plumbing, San Diego, it was a 
draftsman who had _ demon- 
strated he could sketch designs 
with sales appeal. Kitzman found 
his draftsman, Oliver Schutte, 
also had a varied sales back- 
ground, and detected in him the 
ability to coordinate the many 
phases of remodeling. Kitzman 
armed Schutte with $12,000 
worth of showroom improve- 
ments, and the new division pro- 
duced $250,000 gross its first 
year. 

Harold Jacobson of West 
Haven, Conn., felt he himself 


would be the best manager, so 
he trained his men to run the 
regular business while he took 
over plumbing and heating re- 
modeling. Later when the busi- 
ness skyrocketed, a top sales 
manager, Sid Rubin, who was in 
the direct selling field, saw Jac- 
obson’s ads and sought out Jac- 
obson. He had something to add, 
so Jacobson hired him. 

C. J. Erickson of Chicago also 
went outside the industry for his 
remodeling division manager. He 
had a son-in-law, Cliff Carlson. 
Since he was in the family, Erick- 
son was able to assess his abilities 
at close range. So Carlson, a 
salesman in another field, was 
hired as manager. 

Henry Anderson of Louisville, 
Ky., found it much more difficult. 
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A remodeling division manager doesn’t need the wisdom 
of the ages to succeed—if there is plenty of wisdom in the 
firm behind him. 24-year old Ralph Lucht’s grandfather 
was reading about the battle of Manila when Ralph’s 
boss, Lawrence Weider, was just starting in business. 











Dick Schlegel and his dad, Paul, were doing a wonderful 
job of merchandising and in new work—but they wanted 
to expand their remodeling promotions further. In hiring 
Jay Gordon for the job, they got a man who relieved 
them of the sales problem and other responsibilities. 


Remodeling Division Managers... 


Says he: “The trouble was in 
finding someone who'd forget 
records and think of profits.” 
Anderson tried newspaper ads, 
employment services, screened 
his own employes, found “many 
record-breaking salesmen but 
few businessmen.” The payoff 
came when he alerted his busi- 
ness contacts. A wholesaler re- 
membered meeting an aggressive 
salesman for a local firm who 
wanted a more creative job. The 
wholesaler made the contact, 
and Anderson hired Wes Keis- 
ker. He spent a few weeks train- 
ing him with shop tours and lit- 
erature, and ended up with a 
first rate remodeling manager. 
Contractors generally feel that 
special training for sales man- 
agers is relatively unimportant. 


DomeEsTIc ENGINEERING, AuGUST 1956 


Given a good man, they feel, the 
incentive offered him makes the 
training burden light because he 
tries to learn on his own initia- 
tive. After a few tours, for ex- 
ample, to learn a nipple from an 
elbow, Keisker studied catalogs 
and literature to learn. Similarly, 
Ralph Lucht, a former salesman 
hired by Lawrence A. Weider & 
Sons of Rochester, N.Y., learned 
by proximity without special 
training sessions. Lucht, like 
Carlson, Keisker and Rubin, 
was a salesman. He says “we 
had the market and we had the 
package idea to sell to the mar- 
ket. The company hired me to 
bring the two together without 
disrupting established business.” 

Finding the man, then, is the 
problem. To start, screen your 


own personnel. If that doesn’t 
work out, try the employment 
agencies, the newspapers and 
your business contacts. 

Don’t stop there. John Turk- 
stra tried them all for his right 
hand man and didn’t even get a 
prospect. Finally he tried an ad 
in the Building Construction 
News—a logical place that is 
easy to overlook—and got Neil 
Roeda, precisely the man he 
needed. John Cahill of Evanston, 
Ill., did it another way. He de- 
cided Sears Roebuck was doing 
a good job of selling remodeling 
work at the time, so he went di- 
rect to Sears and hired one of 
their managers. 

So don’t compromise. Hold out 
for the right man and you'll 
eventually find him. END 
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A 
BOOK OF REMODELING 


Chapter Four _ 
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Giveaways, from 2-cent soap 
savers to $100 water heaters; 
action tactics, from horn-blowing 
concerts to doing the family wash 
—the variety and quality of pro- 
motions and promotional ideas 
used by contractors in the plumb- 
ing and heating industry is fabu- 
lous (see following pages). 


aIn some cases the purpose is 
institutional, to establish the 
name of the firm in the public 
mind and to make it memorable. 
In other cases the purpose is to 
create traffic at the store, traffic 
from which can be combed some 
of the “hot prospects” for re- 
modeling sales. Sometimes it’s to 
sell the idea of remodeling. 

More often it’s to get the first 
foot in the door; to make a sale, 
whatever it might be, because 
remodeling jobs so often grow 
from the satisfactory installa- 
tion and service of such items as 
a new faucet or toilet seat. 

To review all of the good pro- 
motional ideas of plumbing and 
heating contractors would be im- 
possible in any one Remodeling 


Promoting & 
Selling the 
Remodeling 
Package ... 


Manual. As a start, we made a 
list of 1,000 best ideas discovered 
during the year of research that 
went into the production of this 
Manual. A panel of editors then 
screened the list, and rescreened 
it, ending up with 50 examples 
representative of the ideological 
wealth of the nation’s plumbing 
and heating contractors. 

But first, a few words about 
promoting and selling in general. 

Most remodeling sales are 
made in the home. Your adver- 
tising is an extension of your 
voice, extending to customers 
you have never seen, inviting 
them to see or call you so you 
can help solve their home re- 
modeling problems. Your show- 
room is a sort of reception room. 


s It’s a place your advertising in- 
vites them to come to for initiat- 
ing the sales process and backing 
up your sales talk. From there 
you want to get into the home 
itself, where you can see the 
needs and attempt to fulfill them. 

Promotion has its place 
throughout this process. Good 
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promotions are advertised to help 
build store traffic. Often they are 
the entire subject of individual 
ads. In-store promotions take 
advantage of normal street traffic, 
diverting it into your store. Other 
promotions are designed to help 
people remember your name, for 
sometimes the prospect sees the 
need without prompting. And if 
Mrs. Homeowner starts the re- 
modeling process herself _ it’s 
essential that she remember your 
name when she starts, or she’ll 
call someone else. 

Sometimes a promotional idea 
has a direct sales function. Some 
contractors, like Schlegels of 
Palo Alto, Calif., use a helpful 
action as a promotional idea. For 
example, they make an appoint- 
ment with a customer, pick her 
up with the family wash, take 
her to the store and do her wash- 
ing for her. (See page 120.) They 
sell automatic washers that way. 
More important, they make an 
impression and get into the home 
to assess remodeling needs. 

To narrow it down, the pur- 
pose of a promotional idea is to 
get more attention or more ef- 
fectiveness. Anything you can 
think of that furthers that end 
is a good idea—if it doesn’t cost 
more than it’s worth. 


# To give away a 30-gallon wa- 
ter heater, for example, is an 
expensive proposition. It would 
hardly be worth while just to 
help a prospect remember your 
name. But to give it away as an 
inducement to buy a bathroom 
remodeling job that includes 
three fixtures and a tile job is an 
entirely different matter. If it 
costs $100 and sells a $1,000 bath- 
room, the cost represents no more 
than a salesman’s commission 
and it is justified. But its value 
is heightened by giving you 
something tempting and legiti- 
mate to shout about in your 
newspaper ads, adding a vivid 
touch to the ads for a short time 
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that helps greatly in establishing 
your name in the public mem- 
ory. It also justifies vivid signs 
at your store, adding to the ex- 
citement. Excitement is conta- 
gious, and stimulates sales. (How 
this promotion is used by one 
company is told on page 149.) 
But if you did it every month 
of the year, the excitement 
would die and it would lose much 













of its promotional effect. 

So excitement and spontane- 
ity are keynotes of many good 
promotional ideas. You'll detect 
that in some of the ideas in the 
following pages. Some ideas 
don’t require it. Some depend 
on time to deepen their value. 
At any rate, turn the page for a 
parade of good ideas with high 
promotional merit. END 


It's Basic - But Necessary 


It seems almost trite to say it, but if you’re going all-out in 
remodeling, strongly identify your business as remodeling 
headquarters. Winterbottom Bros. does it effectively on the 
store front of their San Gabriel (Calif.) remodeling division. 
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Merchandise the Package Job 


The big thing in remodeling 
today is the package deal. Mr. 
and Mrs. Homeowner want to do 
business with the contractor who 
will tackle the whole job. 

Dramatizing the “remodeling 
package’”’ with displays and signs 
gets the complete job idea across 
quickly to prospects of Weider & 
Sons, Rochester, N. Y. (above) 
and the Jacobson Co, (right), 
West Haven, Conn. Weider’s dis- 
play uses the clever device of a 
wrapped-up package and covers 
the subject with such references 
as “easy to buy, no confusion, 
no delay, the complete job for 
complete satisfaction, etc.” The 
poster, “It Pays 5 Ways to Mod- 
ernize,” is from D.E.’s Remodel- 


ing Sales Kit (p. 122). 


NG SERVICE 
COMPLETE RE : -oOFING « CARPENTRY 


> UMBING ° HEATIN ARAGES 


BATHROOMS ROOM ADDITIONS ° ¢) 
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Pumpkin promotion pulls 
17,000 prospects 


How many pounds of pump- 
f kins in a 20-acre field? Mabee 
Plumbing Co., Peoria, Ill., ran a 
contest, offered a $1000 kitchen 
for the closest answer to the 
question. Sparked by radio and 








} newspaper promotion, the con- 
f test drew 17,000 entries, stirred 
| up all kinds of excitement. The 
: pay-off: Mabee’s had a new 


prospect list, 17,000 names long, 
plenty of leads for remodeling. 





Contractor makes first 
payment himself 


} How’s this for a closer? At 
the “right moment” during his 
remodeling sales approach Phila- 
delphia contractor Herman Mo- 
ser produces a big piggy bank, 
pulls out a handful of change 
and tells the prospect, “I’ll make 
\ the first payment myself.” He 

explains to husband, “it’s just 
like tipping your wife for good 
meals.” The idea helps close 
sales 9 out of 10 times. 











To solve heating crimes, 
don't call the police, 
call C. B. Strain 


Wanted for fuel robbery! But 
don’t call the police, call C. B. 
Strain & Son. That’s what towns- 
folk in Poughkeepsie, N. Y., have 
been urged to do in a series of 
promotions. stressing the 
“crimes” of “pickpocket” fur- 
naces and other inadequate heat- 
ing systems that need moderniz- 
ing. The theme has become so 
familiar to the public, that 
Strain can spot his posters even 
where his firm name can’t be 
used and people still know 
where to go to “solve the crime.” 
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Chapter 4... continued 


Accessory Bar Pays 2 Ways 


Put them all in one place and 
they’ll sell each other. This gleam- 
ing accessory bar is prominently 
placed and does two jobs: (1) Sales 
from it add extra dollars to a re- 
modeling sale, (2) it attracts cus- 
tomers for an initial small purchase 
that often leads to complete re- 





modeling. The accessories shown 
give the customer a wide choice of 
different items. This display is by 
QO. J. Butts Co., Fort Worth, Tex. 


"Playing Plumbers" 


This band sponsored by Cobb 
Plumbing Co. attracted plenty of 
attention at parades, picnics and 
other civic gatherings in Denver. 
The idea not only provided a civic 
service, but brought Cobb’s com- 


pany into the public eye. 
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Customers Use Idea Center 


An “idea center” like this one at 


the Henry Smid Plumbing Co., 


Cicero, Ill, helps speed up plan- 
ning service for customers. Here, 
Teresa Smid invites prospects to 
sit down, compare ideas and talk 
things over. The desk includes 
pictures and plans for bathroom, 
kitchen and heating remodeling 
jobs and a color chart for fixtures. 
Also included is a clipboard of let- 
ters from satisfied customers. 





Showerheads Come fo Life 


“Turn ’em on and see for your- 
self how they work,” says the in- 
viting faucet and showerhead bar 
displayed at the Jimmie West 
Plumbing Co., Los Angeles, Calif. 
Because the fixtures really work, 
they attract a lot more attention 
than a conventional “‘dead”’ display. 
More important, it helps people se- 
lect their fixtures just as they'll be 
installed, often setting the stage for 
a complete remodeling job. 





The Ladies Go Back to School; and Do Some Buying 


Ever try a cooking school? Pin- 
ski Bros., Great Falls, Mont., took 
advantage of a roomy showroom 
and held the school right in the 
store. This not only established 
the location and firm name in the 


minds of the “students,” but also 


exposed them to store merchandise 
and gave them a chance to do a 
little “wishing,” which led directly 
to kitchen remodeling sales. The 
idea injects a friendly, personal 
element, and follow-up calls find 


the prospects receptive. 
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Just to Make Sure... 


The customer call-back after a 
job is completed is a “must” for 
every remodeling business. When 
it’s done by the boss himself, as it 
is by Wm. J. Sebera, San Antonio, 
Tex., he’s almost certain to get re- 
peat business. Sebera calls on the 
housewife “just to make sure 
everything is perfect and you're 
completely satisfied.” “He leaves a 
handy “notebook of ideas” to help 


her remember his fine service. 





Here's How I+ Will Look 


Three-dimension color pictures 
of completed jobs add a punch to 


the sales appeal and help prospects 


visualize the same setting in their 


own homes. Fred Hummel, Plain- 
field, N. J., keeps viewer and slides 


handy for remodeling prospects. 
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These Ideas Sell Remodeling .. . 


Idea: 


Idea: 


(dea: 


Idea: 


Idea: 


PRACTICES WHAT HE PREACHES: Bill Zoellner 
(Sandusky, 0.) has the automatic heating system 
that heats his building installed in his showroom, so 
that customers can see that he practices what he 
preaches. 


WELCOMES NEWCOMERS TO TOWN: Success 
Plumbing Co., Racine, Wis., sends to newcomers to 
the city a friendly letter of welcome that also ex- 
plains something of the firm’s services. 


GIVES CASH FOR OLD WATER HEATER: The 
San Francisco firm of Brodie’s neatly combines (1) 
the well-tested gimmick of paying cash for a turned- 
in article with (2) the idea of selling a water heater 
as an opening wedge to further and bigger sales by 
(3) offering $5 for the customer’s old water heater 


upon the purchase of a new one. 


GETS PROSPECTS INTO STORE: A. J. Cummings 
of Clinton Plumbing & Heating Co., Clinton, Ia.. first 
makes the acquaintance of many of his big customers 
at a faucet repair bar to which they bring their 
faucets for quick, inexpensive repair. 


HIRES HOME ECONOMIST: To help sell the ladies, 
Bob Schaefer of Home Improvement Co., Cullman, 
Ala., added an authority on both the preparation of 
food and the use of home appliances to his staff. Her 
services: answering questions on cooking and diet. 
explaining the operation of the appliances, a cooking 


school for the public. She also sells in the store. 


ADVERTISES ON BUSINESS ENVELOPE: Mc- 
Mullen Plumbing & Heating, Kansas City, Mo., takes 
advantage of the fact that everybody looks at the 
return address on an envelope received in the mail, 
by boldly adding the identification’ “Headquarters for 


Remodeling!” to the company name and address. 


COUNTS THE CHIMNEYS: An excellent list of 
prospects for automatic heating was started by Ed 
Swanson of Twin City Plumbing & Heating Co. 
(Minneapolis) and his salesmen just by counting the 
chimneys that did not have the six-inch projection 
of chimney liner that identifies most homes with 
automatic heating, then calling on the homeowners. 


INVITES CUSTOMERS TO OWN HOME: Opening 
the plumbing and heating facilities of his own home, 
in Falmouth, Mass., for the inspection of customers 
is John J. Fay’s way of displaying the complete in- 
stallation in the most typical of surroundings. 


(For additional ideas, see page 342) 
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Chapter 4... continued 


Are You Taking Full Advantage of 
Your Opportunity In Remodeling? 


Rate yourself with this remodeling check -sheet: 





Have you remodeled all available space into a neat, attractive, 
well-lighted showroom? 





Do you have big exterior and interior signs identifying your store 
as a “Remodeling Headquarters?” 





Do you stress the “complete package” in your signs and advertising? 





Do you offer financing—and merchandise it with attention-getting 
devices? 





Do you display groupings of fixtures as they would appear in the 
home, rather than individual fixtures? 





Are the groupings priced as a package, with the price marked per 
day, per week or per month? 





Do you use pictures of completed installations, either big prints or 
slides with viewers, in selling remodeling to prospects? 





Do you keep a list of at least a few satisfied customers in various 
parts of town, to whom you can refer new prospects? 








Do you follow up on completed jobs to be sure of complete satis- 
faction—to stimulate word-of-mouth advertising and to keep the 
door open to future sales? 





Do you take full advantage of your “‘free’’ avenues of advertising, 


such as signs on your trucks, labels on installed fixtures, and letter- 
heads that do a sales job? 








Is someone always in the store who can sell—either over the tele- 
phone or on the floor? 





Do your windows display the Hallmarks of Responsibility—such 
as the Qualified Contractor and Plumbing Contractors Assn. decals, 
and your established brand names? 





Have you seriously considered (and accepted or rejécted for good 
reasons) display booths in such mass display areas as county fairs, 
home shows, etc.? 





Do you tie in with national advertising of your brands with local 
advertising or display? 





Does your phone book ad identify you as a remodeling specialist? 





Do you schedule some promotional activity through the year, at 
least for the periods of high business activity such as Spring, Fall 
and Christmas? 





Do you teach your journeymen to sell or get leads, and pay them 
for it, and follow through on the leads? 





Do you answer a complaint call as quickly as a sales call? 





Do you enlist help from your wholesaler or manufacturer for sales 
aids, sales training, promotional material? 





Do you always make every attempt to get into the home where 
you can expand every sales opportunity? 
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Jensen says: 





When selling 
remodeling — 
dont overlook 
re-piping the 
building... 


Undersized and corroded pip- 
ing are the chief targets of this 
remodeling promotion by Hans 
Jensen and Sons of Chicago. 

This attractive sales letter 
(actual size 81% by 11 in.) points 
out that piping, too, can “wear 
out” or become too small for the 
greater needs of today’s water 
using appliances, larger families, 
etc. The appeal is directed to 
homeowners and commercial, 
industrial and institutional 
building managers. The empha- 


sis on piping frequently leads to 
a full scale remodeling job. 
(Copies of the letter will be sent 
to readers upon request.) 
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How important is piping? It is so important that without it, mod 
ern civilization would have an awful problem existing. 





Pipe lines are like people in many respects - well, that is, 48 a 
pipefitter would see it; some are rough and rugged - others, like our 
high pressure steam lines, are truly aristocratic - all dressed up as 
befits their place in life. They are frequently temperamental, They 

a lot of care 
heir service 


often hammer and kick and spit so rhat they requ 
Some of them sing at their work or go on silently, giv 


year after year without murmur or complaint. 








et 





Piping is a special form of transportation tt ts a conveyor of 
fluids from one place to another, Yet, today we transport a great 
variety of materials by means of pipe lines, Steam, water, ail and 
gasses are common in modern industrial plants. Chemicals of every 
description, food products literally from soup to nuts and no end of 
other things go through pipes made of every known metal, Pipe has 
been made as fine as a hair and as huge as 30 fr. in diameter. 





The greatest transportation systems that | know of, are the mam 
moth pipe lines that carry oil and gas all over our country for fantasti 
Jistances 


Our factories, office buildings, even our homes are a network of 
piping. Millions of miles of piping are in service in our great city 


this transportation of vital necessities. 


Who knows, perhaps, even now the pipes installed in your place 
are corroded, badly worn, or inefficiently installed to render the 
service for which they were originally intended. You name it ast 


call BE-7-7800, or if convenient, drop the return card in th 


find Hans Jensen and his crew are prepared with the s 
ally, whether it be repairing, 





handle your needs quickly and economical 


remodeling, or replacement 
Efficiently yours, 


HANS JENSEN & SONS, INC 


vil Fatt | 
FIZ Ctrk. i a eel, oe, 
HJ:ak ae AAians Jensen e 





P.S. if you know of a friend or neighbor wh« y be interested, pi 
pass on the enclosed card for his a] 





HAPPIER HOMES HAVE HANS' HEALTHY HEAT 





Invite the prospect to 
sit down and sell herself 


Wrap up an attractive pack- 
age sale by showing fixtures in 
room groupings instead of indi- 
vidually. D. W. Bell, Bell Plumb- 
ing and Heating, Denver, makes 
this work for him by using 
home-like wallpaper to differ- 
entiate the groupings and adding 
a chair and a mirror at the lava- 
tory. These all add to the pack- 
age idea and invite the prospect 
to sit down and sell herself. She 
may include these extra items in 
the sale because they were sug- 
gested by the display. With the 
package sold, Bell can then sell 
up to ceramic tile walls, and 
other profit-producing extras. 
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Chapter 4... continued 


No Monday morning blues 
in laundry sales here 


“Sales resistance comes out 
in the wash” at Schlegel Plumb- 
ing & Heating, Palo Alto, Calif. 
On Monday morning, a salesman 
calls a housewife, offers to pick 
up her and her washing and do 
the laundry in the firm’s show- 
room. She’s happy to have the 
wash done and Schlegel’s is 
happy for the opportunity to 
demonstrate the convenience of 
modern automatic laundries. The 
idea not only sells washers and 
dryers, but frequently leads to 
big-ticket remodeling jobs, re- 
ports contractor Schlegel. 


Hole-in-the-floor sells 
hot water heating 


This “hole-in-the-floor” tech- 
nique helps sell hot water heat- 
ing systems for Tom Wilderspin, 
Eatontown, N. J. The hole, neat- 
ly covered with unbreakable 
plate glass, is in his showroom 
floor and exposes piping for the 
store’s radiant heating system. 
Seeing the pipes and feeling the 
warmth arouses prospects’ curi- 
osity, and Wilderspin makes sure 
they hear all about the comfort 
and convenience of modern hot 
water systems. The “$10 per 
month” offer helps sell the pros- 
pect on heating modernization. 
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* 10958 S. HALSTED ST... CHICAGO 28, ILL. 
*PHONE PULtman 85-0100 


JOHN C. TURKSTRA LICENSED & BONDED 
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A compelling slogan sells 
“Tomorrows Ideas Today 


By your deeds they shall know you... but 
also by your name, especially if they see it 
often enough. John Turkstra, Chicago, uses 
the attractive signature shown on this call- 
ing card to identify all his promotions, letter- 
head, etc. The remodeling clincher is his 
slogan: “Tomorrow’s Ideas Today.” 


Domestic ENGINEERING, AuGcusT 1956 





~~ 


Ot 











Would you pay $5.00 


j 
for a red-hot prospect? Send us a prospect for one of the following. 
Nis —s ee If we sell him we will send you $5.00. 
rospect cards provide an 1n- (1) HEATING EQUIPMENT — COAL [J GAs [) on O 
> 4 raw a tc (2) AIR CONDITIONING [] (3) ROOFING [) (4) SIDING 
expensive way to get a list of (5) INSULATION [J (6) STORM WINDOWS oO _ 





AN EASY $5.00 FOR YOU! 








live prospects. Montgomery NAME OF PROSPECT —XKDDRESS 
Heating Co. of Covington, Ky., ee ee 
sends the card shown here to 
satisfied customers offering $5 
for each lead that results in a —_— Lae 


sale. Merchandise prizes are Check here if you wish us not to mention your name ["] 


} 
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also’. effective. An “escape 

i clause” allows the customer to anttalnteoeniaeediiematl teatied 

E supply a lead without being a PONE We. 

‘ identified. ADDRESS we pune een 

whole job. Other signs shed as 


much light on Watt’s remodel- 
ing operation as the button by 


Showmanship in Selling: Night owls get a chance 
to try their hand on this kitchen display 


big sign that invites night owls 
to push it and light up the store. names, free estimates and offer- 
The button is a sure-fire gim- ing easy payment terms. An- 
mick for getting attention, as other sign says “One Firm .. . 
the lights go off again when the One Responsibility,” pointing up 
button is released. But the push- Watts’ ability to handle the com- 
button doesn’t have to do the plete remodeling job. 


identifying the store as a re- 


Daytime, night-time, or any- modeling center, stressing brand 


time at all, prospects in Tulsa, 
Okla., can get a good look at the 
remodeling services offered by 
Watt Plumbing and Heating 
Company. A button on the out- 
side wall of the showroom has a 
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Old houses were built to last... 


“This Old House” was built to last, and you 
can “a-Ford” to fix it. That’s one of the many 
bright ideas in the catalog of Henry Ford Plumb- 
ing, Heating & Home Modernizing Co., Phila- 
delphia. It ties in with a popular song and a play 
on words that help recognition and shows how 
salesmanship can be part of a catalog. Ideas like 
this are the difference between the routine and the 
outstanding, and they’re plentiful in Ford’s cata- 
log. (See coming issues of this magazine for the 
complete story of Ford’s fabulous operation.) 


Where to get more information 
on selling remodeling... 


TOP-QUALITY INFORMATION on selling remodel- 
ing is easy to get, both free and at nominal cost. 

No remodeling division is complete without 
DE’s Modernization Sales Kit—240 pieces pre- 
pared specifically for plumbing and heating con- 
tractors. This “desk-drawer advertising agency,” 
priced at $20, contains everything from news- 
paper ads for every week of the year to manuals 
on selling, financing and design tips for bath- 
rooms, kitchens and heating systems. 

Also included is the book “2000 and 1 Prize- 
Winning Ideas,” an unbeatable collection of mer- 
chandising, marketing, management, advertising 
and service ideas for contractors. 

The All-Industry Plumbing and Heating Mod- 
ernization Committee has already mailed an 
excellent kit to contractors. And the Operation 
Home Improvement Kit, at $5, can give addi- 
tional help. (Write Ohi, 10 Rockefeller Plaza, 
New York 10.) 

Many manufacturers in the field offer sales 
promotion help, too. Read their literature care- 
fully and take advantage of what they offer. 
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East side, west side, all around... 


“Call your local plumbing contractor,” shouts 
this sign mounted on a taxi by the Plumbing In- 
dustry Program, Inc., of Miami, Fla. It shows that 
good ideas can be effective on an association-wide 
basis. The poster shows a water heater and chan- 
nels the potential customer’s thinking directly to 
the plumbing industry. It implies related mer- 
chandise by showing a picture of a shower door. 
The sign on wheels also stresses remodeling with 
the idea of “$10 down and $10 a month.” (For 
the full PIP story, see next month’s issue). 
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How to plan... 


REMODELING ADS THAT SELL 


BOOK OF REMODELING PROCEDURE MANUAL 


Chapter Five 


You’RE ALL READY to go into 
the remodeling business. You’ve 
bought showroom improvements. 
You’ve bought stock, signs, a 
manager, everything you need. 

How many customers are you 
buying for the first year? 

That’s right. Customers don’t 
just happen. They are bought. 
They are bought in part with an 
attractive, accessible showroom. 
But most of all, they are bought 
with advertising. That’s what 
advertising is for: To initiate the 
process of turning a remodeling 
statistic into a customer. 

That’s why it needs planning. 
That’s why it is a necessary ex- 
pense item in your budget. 
That’s why it is not something to 
ignore until the last hour on 
Saturday afternoon. It’s one of 
the most important features of 
your remodeling business. 

Planning an ad budget, then, 
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shapes up something like this: 

First, you must establish your 
sales goal. 

Second, you must decide how 
much money you must spend in 
advertising to bring in sufficient 
customers to achieve that sales 
goal. 

Third, you must select your 
media. Radio and TV are good 
media in some cases. Direct mail 
is highly effective to blanket a 
certain area. In many cases, it 
may be best to use direct mail 
for supplementary effect. News- 
paper advertising establishes you 
quickly with a large audience at 
a reasonable cost for the results 
gained. 

Now let’s talk about the ads 
themselves. 

What makes a good ad? When 
a man in his home picks up your 
ad in the paper, for example, and 


says, “Say, that’s a good ad”... 


it is a good ad. But when he says 
“Say, that’s a good buy”... then 
it’s a topnotch ad. 

You gain that effect either by 
appealing to his desires, or by 
creating a desire. The best way 
to appeal to or create a desire is 
to appeal to or underline a need. 

The best way to accomplish 
these ends is to’ keep your ads 
uncluttered, simple, to the point, 
and to emphasize that you are 
trying to make it as easy as pos- 
sible for him to buy. The true, 
immediate objective of your ad 
is to coax him into your store 
where you can do a sales job. 

Remember in planning your 
ads that you are in the modern- 
ization market. You already 
know that the needs exist. Your 
job is to appeal to them, empha- 
size them, dramatize them. 

So you want space big enough 


(Please turn to center of next page) 
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(Continued from preceding page) 


to be seen. You want something 
in that space that will stop him 
on the page, catch his eye. Then 
you want to indicate that you 
can solve his problem easily and 
that you can make it easy for 
him to pay in installments. 

Let’s take a few examples. 

You already know there is a 
widespread need in your com- 
munity for more modern kitch- 
ens, for powder rooms, for sec- 
ond baths, for better heating 
systems, for bigger water heat- 
ers. You know that fewer than 
10 percent of the homes have 
such modern conveniences as 
food waste disposers, dishwash- 
ers, automatic dryers. 

So those are the needs you 
want to appeal to. In planning 
your campaign you'll want to 
alternate. Perhaps you'll decide 
to run one ad on a new kitchen, 
the next on a second bath, the 
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third on automatic heating, and 
the next three on _ individual 
items, such as the disposer, wa- 
ter heater and dryer. This would 
be a good formula. But through 
all of these ads you'll want two 
recurring themes that must 
never be left out: You offer a 
complete package in_ kitchen, 
heating and bath remodeling so 
that one call does it all, and you 
offer easy time payments. 

The value of alternating be- 
tween a full kitchen and a food 
waste disposer is this. Many 
homeowners realize they need a 
disposer, but have never con- 
sidered a full kitchen under the 
impression they can’t afford it. 
So you appeal to the need they 
recognize, then use that as the 
wedge to upgrade this customer 
to a full kitchen, or to a bigger 
water heater or whatever else he 
needs. Your financing plans ac- 
complish this sales job, When 


Chapter 5... continued 


A Portfolio of Ideas 
from the Successful 
Remodeling Ads of 
Six Contractors . . . 


Robert Winchell, Lewis Service 
and Supply Co., Salinas, Calif. 


he finds he can buy a kitchen 
for $16 a month he'll be pleas- 
antly surprised—if he needs it. 

Two other important points: 

1. Use the newspaper ad sales- 
man. He’s experienced and can 
give you a lot of help in plan- 
ning the campaign. Get his ad- 
vice and consider it, and usually 
it is best to let him work up the 
ads themselves as long as he 
doesn’t stray from the points 
listed above, which you must 
insist on. 

2. Your advertising must be 
consistent. Perhaps you can’t af- 
ford to run every day in a daily 
paper, but set two good days— 
such as Wednesday and Sunday, 
for example—when you always 
are in the paper in sizes big 
enough to be seen. Don’t com- 
promise size for consistency, or 
vice versa. Remember, you are 
buying customers. Don’t expect 
them to be cheap. END 
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Show a familiar situation to sell an idea 
--and the remodeling job! 


THE ILLUSTRATION in an ad doesn’t always have to show product 
and sell merchandise. Sometimes it can show a familiar situation and 
sell an idea—and gain a lot from the change of pace. An excellent 
example of this point is this “extra bath” ad by the Scott Co. of 
San Francisco. Everyone who comes from a fair-sized family and 
lives in a one-bath house recognizes and feels again the frustration 
of this morning line-up. And he will be stimulated to do something 
about his own situation when he learns from an ad—as he does from 
this one—how easy it is to do so. Note that Scott points out that 
the firm will help arrange for the financing, with a particular refer- 
ence to FHA, a familiar name to most people. 


VW Tell the commercial prospect how you can 
save him money... 


THIS AD SELLS industrial plumbing and heating. Getting across 
the strong points of his company’s services with specific examples 
is one of the successful advertising techniques employed by Bruce 
Wigle of Detroit. This ad describes a particular water heating mod- 
ernization job that substantially cut costs for the customer. Such a 
savings means a lot to a commercial prospect who is certain to be 
concerned about the size of his fuel bill. The fact that Wigle’s is open 
nights, Sundays and holidays is an important selling point with the 
commercial prospect, to whom 24-hour service is imperative. 





Industrial Plumbing ? 


It’s a PIPE! 


{WHEN YOU KNOW HOW) =\ 





4‘ 
Among the hundreds of \w\ 
industrial plumbing and heat- % 
ing problems laid in our lap 
by factories, office buildings, 
apartments, hotels and stores 
was the problem of reducing the heating bill 
of two adjoining hotels. 

By this carefully designed hook-up, we pro- 
vided ONE hot water 
and circulating system for BOTH hotels. The 
fuel saving was tremendous. 

This problem was solved so efficiently and 
economically because in Bruce Wigle’s 39 
years experience, it has been called upon 





! 
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i 
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to solve every conceivable plumbing and heat- 
ing problem. Put Bruce Wigle “know-how” to 
work on YOUR industrial problem. 


24-HOUR CITY-WIDE SERVICE 





West peti ta es 5-9070 + Bost Side—VAlley 2-9070 


soars | TRinity 5-9070 


Houpays | 

















meect 
an extra 
bathroom? 


SCOTT Co. WILL PLAN IT, 
INSTALL IT, HELP 
ARRANGE THE FINANCING 


Families do grow larger, and 
bathroom facilities do get 
overtaxed. That is the time 
to call Scott Co. A trained 
expert will help you plan the 
extra bathroom you want, 
and choose the fixtures 
which best fit your needs 
and budget. Of course, all 
Scott installations are guar- 
anteed. As to budget, Scott 
Co. will help arrange FHA 
terms. 


SERVICE DIVISION 





The West's leading 
Mechanical Contractor 


GLencourt 1-1937 
San Francisco: YUkon 2-0400 
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AP Bays 5-WAYS tol « 
MO D ERN | Z FI A COMPELLING I1DEA—“It pays 5 ways to mod- 
ernize”—from the DE Remodeling Sales Kit is 


home (5 investor an ine that show in vidends in mm . HW ; ; 
i aapeaaribba bag h = wc yk ghetaaanene Ad ba paying Suidends in care health. spelled out in sub-headlines, pictures and copy in 


ful, comfortable efficient, and economical | , and, Whe any investment, %t should be 


own ”" vem Y Ww om - ™ ° wm vet . bd +4 
paetes ee ee ee ree dridends... CAN gr Dane the Weider Plumbing and Heating Co. ad (Roch- : 





ester, N. Y.). The five ways add up to something d 
meaningful for the homeowner, giving him a 
reason to invest in home modernization. 4 
} 
vV [ 
WuicH way? Fred Hummel of Plainfield, N. J., 
gains tremendously in this neat ad by emphasizing 
the big feature of his service—‘“One call—the 
Hummel way rather than the hard way.” To em- 
phasize his point further, he lists the many op- 
erations the customer would have to carry out to : 
get a job done if he tried to “general” it himself. 





herring 2 moe boseme 








aa at | | 
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We'll Help Make "4 he eee : 


Your Home A 
Better Home 


AT LOW COST! 
ON EASY TERMS | 

















IN GREATER PROPERTY VALUE 
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REMODELING YOUR KITCHEN 















































Sie Se it os ae Backs : WHICH WAY ? 
TO eo | THE HARD WAY THE HUMMEL WAY 
WEIDERPLU ' 495-501 CLINTON AVE. SO a . 
: BAker 8712-4046 CALL ONE CALL 
The Corpenter * Expertly planned and 
The Plasterer aren nstelletions 
The Plumber ! by song. Ea poe , 
, DON’T FORGET & Complete selection @ 
Chapter 5 . . . continued The Electricien COE: eens { 
* Custom built tops of 
j _ Linoleum Layers Formica, linoleum and 
} he Tile Men stainless steel 
The Pointer 
recurs | | TREBLE 
Where to get more information More Confusion, IN LESS TIME 
on remodeling advertising Delays, Money POR LESS MONEY 
There are many sources of additional in- , 
formation on planning modernization ads. GENEVA — Top Nome in Kitchens! | 
A very good one is Booklet No. 3 in Minne- FREE KITCHEN PLANNING ss 


apolis-Honeywell’s “Seven Steps to Greater 


Dealer Sales.” The series also includes FRED A. HUMMEL, Inc. 


manuals on merchandising and manage- 506 ARLINGTON AVENUE 
ment methods. Complete details are avail- . 29 Yeors 8 Continneas Service 
able from DE, or see your supplier. OPEN THURSDAY TILE 9 — AMPLE FREE PARKING 


Tel. PL_6-1400 
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.. to have Buda Plumbing & Heating Co. 
Install a superior new 


American Standard Hot Water, Steam 
or Vacuum Vapor Boiler or a complete 
system in your home! 








wegle 


The Same Home After We Installed a New AMERI- 


CAN STANDARD Gos-Fired, Hot Water Boiler. 
AMERICAN STANDARD gos.) cd ta rior new 


it guarantees c 


Lot ner? Veur OF ' 
US INS prese 
ally apa efficient 


"Highest Quality Workmanship Always" 


Corner Chestnut & Bank Sts Diai 6131 Open Saturday All Day 
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W IS THE TIME 


PLUMBING & 
HEATING CO. 




















LET US REMODEL YOUR 


BATHROOM 
ONE CONTRACTOR—ONE JOB 


COMPLETE DESIGNING 
PIPE WORK—FIXTURES 
TILING—FLOORING 
MEDICINE CABINETS 
RECESS WALL FIXTURES 
ELECTRICAL WIRING 
CARPENTRY WORK 
PAINTING—DECORATING 


ONE J 
PRICE , 


EASY FINANCING WITH SMALL MONTHLY PAYMENTS 
We Sell! We Install! We Service! We Guarantee! 


T. D. Gustafson Co. 


PLUMBING 
& RADIANT HEATING 
PHONE WESLEY 1691 
on * Minneapolis, Minn. 































| FREE ESTIMATES 

























He makes it easy to buy & 

EMPHASIS SIMILAR to Hummel’s (facing page) 
but in a different way is achieved by T. D. Gustaf- 
son Co. of Minneapolis. The ad lists the services 
available at the store, but the attention-getting 
emphasis comes from the “one contractor—one 
job—one price” theme in big, black type. And 
Gustafson never forgets to say, it’s easy to buy— 
on the installment plan. 


a3 


4 Before and after pictures sell too 


ONE OF THE most effective ways available to sell 
modernization—the before and after picture tech- 
nique—is used by Buda Plumbing & Heating of 
Morgantown, W. Va., to make the quality of the 
firm’s heating modernization work stand out in 
exceptional relief. 


Is there a journeyman in your remod- 
eling sales picture? (see next page) 











































Is There 


in Your $ 


GLoTz’s DIME STORE sells a 
million earmuffs a month to a 
mass market wanting to spend 5 
cents to a dollar. But they muff 
another million sales a month be- 
cause the color is wrong or the 
nap is matted, and the mass cus- 
tomers go across the street to 
Woolworth’s. 

But you’re a plumbing and 
heating contractor. Yours are the 
big-ticket sales—from a faucet 
installed to a new heating plant— 
at $10 and up with no Dollar 
Days. It’s a different kind of sell- 
ing; a different kind of market. 
You don’t sell mob merchandise. 
You sell the solution to a per- 
son’s problem. 

That’s why the plumbing and 
heating contractor has, potential- 
ly, the finest sales staff in the 
world: his own journeymen. He 
fails to recognize this sometimes 
because he thinks of salesmen as 
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BOOK OF REMODELING PROCEDURE MANUAL 


people who sell earmuffs at 
Glotz’s, or suits at Sears. 

Essentially, a journeyman is 
someone who knows a plumbing 
or heating problem when he sees 
one, and knows what to do about 
it. When he can point out the 
problem to a housewife and offer 
the solution at a reasonable price, 
he has become a salesman. 

Here are the plain facts: 

1, The basic tenet of big-ticket 
salesmanship is personal contact 
in the home. 

2. The basic element in the sale 
is the element of trust. 

3. The element of trust has 







eemornennemenrnsat os 


redict © Benedict 
JMBING HEATING 
PASADENA 





been proved by the simple fact 
that the customer selected the 
name of Contractor Smith from 
the phone book and invited him 
to her home for repair work. 

The entire world of specialty 
selling looks with envy at the 
plumbing contractor because of 
these advantages that can be 
claimed by no other industry. 

So your journeymen have 
built-in salesmanship. Only a bit 
of training and a sales atmos- 
phere must be added. 

For methods most sales-mind- 
ed contractors agree .on, see the 
following pages. END 


REWARDS SERVICEMEN FOR LEADS: To encourage its journeymen 
to be on the lookout for sales opportunities, the Benedict & Benedict 
firm of Pasadena, Calif., offers cash bonuses for leads that result in sales, 
by means of a clever newsletter that puts the point across graphically. 
The letter depicts a pair of intelligent looking cows in a pasture of dollar 
signs with one bovine saying to the other: “Look Mabel! Do you see 
what I see? And this ain’t hay!” It then lists the commissions. 
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PROVIDE a sales atmosphere with your 
moral support and enthusiasm, and with 
a clean uniform service from a local 
laundry. Talk it up, recognize accomplish- 
ments by posting results. Have contests. 


TEACH THEM the first sales principle: 
To sell advantages of their brand with- 
out knocking other brands. Negative 
knocking destroys trust. 


OFFER an incentive, in dollars or per- 
centage. The amount is not as important 
as the principle. But allow for those who 
don’t work on the finer homes with bigger 
sales opportunities. Pay for leads, too. 


STRESS attitude and courtesy, espe- 
cially on complaint calls. These attributes 
can be easy sales paths. 
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How to Turn Journeymen Into Remodeling Salesmen: 


5 


SCHEDULE meetings weekly or monthly, 
on a regular basis, with compulsory 
attendance. Keep them short—about a 
half-hour—and discuss sales methods 
and failures with actual cases. 


GIVE individual attention. Some will 
learn more in five minutes of individual 
trainings than in a dozen meetings. Let 
them do the talking. 


GET HELP from your wholesaler and 
manufacturers. They'll talk on salesman- 
ship, products, show films and manuals, 
tell how to use literature and other aids. 
Buy the men a meal occasionally. 


INSTRUCT the men on competing prod- 
ucts, too. They must be informed to do 
an effective sales job. 
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IF THE POPULAR CONCEPTION is 
true that journeymen are not 
salesmen and therefore can’t be 
expected to sell on the job, don’t 
anyone tell the fellows at Swifty 

| Connett’s about it. Because such 
| education might ruin a slick sales 
setup. 

Swifty Connett’s plumbing and 

| heating firm of Fort Wayne, Ind., 
is operated by two partners, My- 
ron Meyers and Reuben Hahn- 
ert. They are repair specialists 
and happily accept whatever re- 
modeling business they get as 
a result of their repair work. 
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(Chapter 6... continued 





JOURNEYMEN take sales literature with them, especially 
on repeat calls where they have noted a previous need 
for plumbing-heating remodeling. Note literature rack. 





If you think journeymen can’t sell. . . 


Don’t Tell the Fellows | 


And that turns out to be quite 
a bit, because seven journeymen 
are out every day doing a big 
sales job. They’ve been doing 
it for the past eight or nine years. 
As an indication of their effec- 
tiveness, of the 37 big ticket re- 
modeling jobs done by the firm in 
the first six months of this year, 
10 were sold by journeymen on 
the job. 

There are just four points to 
the Swifty Connett program to 
make salesmen out of journey- 
men. Here they are. 

1. Positive thinking. “This,” 


4 


ings. 


WHITE TRUCKS are kept clean with almost daily wash- 
The firm’s reputation for cleanliness and fast, 
friendly service pave the way for journeyman selling. 


says Meyers, “may look like the 
most abstract point, but actually 
it is the most important one. We 
have always been able to think 
of a lot of reasons why the boys 
couldn’t sell. But as soon as one 
comes to mind either we solve it 
or we stop thinking about it, and 
it goes away. 

“Look at it this way. Up to 
June 1 of this year, we had log- 
ged 7,000 work orders. Those 
are calls for men to go out into 
people’s homes and do work, and 
they don’t include the business ‘ 





(Please turn to top of page 132) 
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PARTNERS: Myron Meyers (left) and Reuben Hahnert feature frequent sales meet- 
ings to teach products and sales methods to their neatly uniformed journeymen. 






















How They Train Journeymen to Sell at Connetts 








“There are plenty of reasons why journeymen can’t sell. Solve them or 
Positive forget them—that’s our formula. We concentrate positively on the work 
thinking orders. In five months of this year, that was 7,000 calls, 7,000 sales oppor- 
tunities. So dispense with negatives and decide journeymen can sell.” 





**How to sell, what to sell, and how to use purchased time for the selling 
Sales —these are the things learned through sales meetings. A customer is 





Meetings charged for an hour even on a 15-minute job—so there’s time he’s paid 
for. Our men use it for selling the things they learned of at sales meetings.” | 





**When a journeyman can log 12 hours of work before 4 p.m. by hustling 


Financial through his jobs, only a sales bonus can induce him to take time to sell. 
Incentive So at Connett’s the men can make up to an extra $100 per month by 


taking the time to survey home needs and then sell to fulfill them.” 





**This has various facets. Providing literature is one, reminding the men 
Company to take it is another. A sales room backs them up, and so does our firm’s 
support policy of clean trucks, clean uniforms, clean drop cloths for the men to 





work on when they are in the customer’s home.” 
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(Continued from page 130) 
that comes in the front door and 
is rung up on the cash register. 

“That means 7,000 sales op- 
portunities, 7,000 times we actu- 
ally had men in people’s homes. 
Consider how much money firms 
spend on direct mail or advertis- 
ing just to get a man in the door 
to talk to customers in their 
homes, and you'll realize how 
important this is.” 


» 2. Sales meetings. These are 
the media through which the 
men are taught what they have 
to sell, how to sell and how to 
take time in the home to make 
sales possible. 

Does it result in wasted time? 
Not at all. At any plumbing and 
heating shop, very many of the 
calls are for simple stoppages of 
plumbing fixtures which require 
only 15 minutes of work to fix. 
But the customer is charged for 
an hour, and many customers 
resent this. 

So some of the sales meetings 
are designed to lessen this re- 
sentment. 

Swifty journeymen are taught, 
for example, to point out to the 
customer that he still has some 
time coming, to ask such ques- 
tions as “haven’t you any leaky 
faucets in the kitchen or the 
bathroom? I sti!l owe you 35 
minutes and you might as well 


get your full money’s worth.” 


This works wonders in getting 
the men into other parts of the 
house where they build good 
will by doing more work, and 
where they have more oppor- 
tunity to see what the house 
needs. And when the journey- 
man is obviously treating them 
so fairly, they are more than 
willing to talk with him and 
listen to his suggestions. 

At other times Meyers and 
Hahnert call in sales representa- 
tives to make full presentations 
on products or on salesmanship. 
For such special meetings a free 
feed usually is included. At other 
times, the meetings are informal 
in the display room, with Meyers 
or Hahnert going over certain 
products, like water softeners, 
and explaining their features 
compared with competing prod- 
ucts, explaining why homemak- 
ers need such items and suggest- 
ing good ways to detect the need 
and bring up the subject. 


«s 3. Incentive. When a journey- 
man can log 12 hours before 
4 p.m., how does one get him to 
slow down long enough to try 
to sell? The sales bonus is the 
obvious answer. According to 
Meyers, the firm still hasn’t fig- 
ured out a foolproof system for 
this. They tried putting a certain 
amount of money in a pot and 
splitting it up at the end of the 
year, but the better salesmen ob- 


If you want more information... 


. .. On journeyman selling, a booklet entitled “A Down-to- 
Earth Approach to Journeyman Selling” has just been published. 
It explores the subject and concludes that journeyman selling 
is possible anywhere, providing the attempt to make it work is 
earnest. The publisher of the booklet also offers a film which 
contractors can use in initiating a journeyman selling program. 
The booklet explains why some journeyman selling programs 
don’t work and lists the essentials that can make them succeed, 
It is available to all plumbing and heating contractors from 


the Plumbing and Heating Division, American-Standard, 50 West 


40th Street, New York City 18. 
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jected. On the other hand, a 
flat percentage of the sale 
brought objections because some 
men, due to natural differences 
in their work, went out on calls 
to $100,000 homes while others 
caught the poorer districts. Cur- 
rently the firm keeps it flexible, 
paying about 5 to 10 percent and 
trying to keep it even. But the 
important point is to reward the 
man for the sale. One water 
heater, for example, bringing a 
bonus of $5 is equivalent to an 
extra call that day and an extra 
hour’s work, and if the salesman 
sells the heater he has the chance 
of selling other items also that 
would run his bonus up higher. 


» 4, Back them up. This in- 
cludes several items. Sales liter- 
ature is one. It must be provided 
and they must be taught how to 
use it and reminded to take it 
with them, Meyers says, espe- 
cially on repeat calls where they 
have already noted sales possi- 
bilities. 

Another is a sales room that 
will help sell. The journeyman 
must feel free to invite custom- 
ers to the display room at any 
time to look at suggested items or 
to talk with the boss. 

All together these points add 
up to sales for journeymen, 
without high pressure, without 
wasted time, and with big extra 


profits. END 
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Chapter 6... continued 





Rupert Uses Leads 


from Journeymen 
to Sell Remodeling 


Two PIECES OF PAPER, properly print- 
ed, can add all that’s necessary to jour- 
neyman salesmanship. That’s the dis- 
covery that brings up to $3,000 per 
month in plus sales to Norman Rupert 
of Rupert Plumbing & Heating, Albu- 
querque, N.M. 

One is printed up as a “Premise Re- 
port” card that provides leads to new 


fixture and remodeling sales automatic- 


ally. The other is printed by the U.S. 


(Please turn to top of next page) 
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How Journeyman Leads Paid Off 
at Rupert’s in One Month... 


Job or Product Amount of Sale 





Bathroom Remodeling.......... ves 





Floor Furnace..................... 


Heating Controls.............0000% 
Sink and Base Unit................ 
Food Waste Disposer............... 
BOP occ cccccccccccess 
3 Water Heaters.......sceccceevees 


House Sewer..................... 


Commission paid to journeymen to encourage bird-dogging for additional leads 


(5%) $155.95. 
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Norman Rupert 


Chapter 6... continued 


(Continued from preceding page) 
Mint and has little numbers in 
the corners that are attractive 
to everyone, including journey- 
men out on a repair job. 

Rupert’s Premise Report is a 
card, about the size of a letter- 
head, to be filled out by the 
journeyman in the customer’s 
home. It represents a survey of 
existing plumbing and heating in 
the home with recommendations 
of work that should be done. 

This comes under the printed 
heading, “Your Home Deserves 








Give Up New Construction? 


Absolutely no, say most contractors who replied to DE’s 
remodeling survey. All of the reasons given in Chapter 
One for setting up a remodeling division will benefit new 
construction work, too. They sum it up this way: 

Diversifying his business through the addition of a full 
scale remodeling division will make it unnecessary for the 
contractor to shave profits “just to get the job.” If enough 
contractors do this, the industry will benefit two ways, the 
survey respondents believe: (1) price cutting pressures in 
new work will be relieved and (2) the additional business 
created through remodeling will be substantial. 











the Best. Our intention is to aid 
you in eliminating future trou- 
bles, May we make the following 
suggestions?” 

The card is in duplicate. One 
stays with the customer, the 
other goes into a file at the office 
where Rupert checks the cards 
daily looking for good leads. The 
journeyman is paid 5 percent 
commission on all such leads that 
result in sales later. If there are 
no immediate recommendations, 
the card goes into a tickler file 
for later reference, for through 


the repair job an entree already 

has been gained to the home. 
Since the incentive is a per- 
centage, journeymen are en- 
couraged to suggest full-scale re- 
modeling as well as repairs. An 
age-yellowed sink, for example, 
could go on the card as a sug- 
gested new sink, but the sugges- 
tion of a new modern kitchen is 
more advantageous to all. Simi- 
larly, a journeyman doesn’t hesi- 
tate to suggest a new bath if he 
notes the only existing one is up- 
stairs. With an incentive, he 
thinks imagina- 



























tively of the cus- 
tomer’s welfare. 
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In this case the 
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GENERAL PREMISE REPORT rather than sell- 

NAME JOB NO. ing. But it pays 

ADDRESS DATE off in sales be- 

"Your Home Deserves the Best” PHONE as cause it is simple 

Our intentions are to aid you in eliminating future plumb- = and easy, and the 

ing troubles. May we make the following suggestions: esrmare i CO sewer ao journeyman is 
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the sales picture 
as the one who 
sells. END 


KEY to remodeling 
sales at Ruperts is 
this “premise re- 
port” filled out by 
journeymen while 
on routine repair 
jobs. Rupert him- 
self follows through 
on the leads. Actual 
size of report is 81 
by 61% inches. 
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BOOK OF REMODELING 
PROCEDURE MANUAL 


Chapter Seven 


ONE OF THE ECONOMIC FACTS 
of life in these United States to- 
day is that consumer credit is an 
essential part of it. The home- 
owner is thoroughly conditioned 
to the idea of buying now and 
paying later — for everything 
from a suit of clothes to an auto- 
mobile or a new home. 

There’s even the case reported 
of a California undertaker who 
has initiated his own “lay-away” 
plan. His slogan: “Pay now .. 
and go later!” 

A remodeled bathroom, kitch- 
en or heating system is certainly 
no exception to this relatively 
new way of life. As a plumbing 
and heating contractor, you must 
be prepared to sell remodeling on 
the installment plan; if you are 
not prepared, you just won’t get 
the business. 

This irrefutable fact, which 
successful remodeling contrac- 
tors know well, was proved by 
DomeEsTIc ENGINEFRING’s survey 
in Bay City, Mich., which showed 
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that 67 percent of the people in- 
terviewed required some means 
of financing in order to go ahead 
with their remodeling plans. 

Most of the contractors inter- 
viewed for this “Book of Remod- 
eling”’ told DE editors that time 
payment plans also must be offer- 
ed and advertised as part of the 
original remodeling package deal, 
not as an afterthought or an al- 
ternative to cash payment. The 
Webster Co. in Washington, D.C., 
reports that 80 percent of its re- 
modeling customers expect and 
want time payment financing 
when they come in. 

In fact, in all likelihood a con- 
tractor will never have the op- 
portunity to accord a second- 
class status to installment selling. 
The prospect who doesn’t know 
before he enters your store that 
he can pay for his remodeling 
job on time, isn’t going to come in 
at all. 

That is point No. 1 to remem- 
ber about financing the remodel- 





Financing: Your Key to 
Modernization Sales... 
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ing job. Point No. 2 is that, to 
your customer, the most impor- 
tant thing is the size of his month- 
ly payment. 

Always quote the cost as so 
much per month, rather than a 
total price in hundreds or thou- 
sands of dollars. The prospect 
will*know at once whether he 
can afford those monthly pay- 
ments. If you cite the total cost, 
the figure may tend to make him 
believe that, just now, he cannot 
afford to remodel after all... 
and you have the additional job 
of convincing him that he can, or 
lose the sale. 

This brings us to point No. 3: 
Let your prospect know, both via 
advertising and when you're dis- 
cussing the remodeling sale, that 
financing can be arranged speed- 
ily and with little red tape. 

Perhaps you need a little con- 
vincing on Point No. 3 yourself. 
If so, turn the page, where you'll 
find a step-by-step account of 
what installment selling involves. 
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NEW BOOKLET featuting the second bath idea and offering easy terms is available from local FHA field offices or D.E. 


How to Use Financing as 
a Remodeling Sales Tool 


SoME conTRACTORS hesitate to 
use financing as a sales tool in 
going after remodeling business 
because they don’t want to tie up 
their capital in consumer credit 
or assume the onus of procedural 
detail that selling on the install- 
ment plan entails. 

Actually, they don’t have to do 
either. It is now possible for the 
contractor to sell remodeling on 
time—(1) Without tying up 
funds in consumer credit, (2) 
without taking on the job of 
checking credit ratings and (3), 
without the extensive bookkeep- 
ing and collection systems that 
are ordinarily associated with in- 
stallment selling. 

Such simplified selling pro- 
cedure is possible, not because 
these essentials of selling on time 
are eliminated but because lend- 
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ing institutions in increasing 
numbers are becoming inter- 
ested in the home improvement 
loan market. 

The several plans under which 
a lending institution assumes so 
much of the burden of financing 
have important variations in de- 
tail, but they are alike in the 
following ways: 

Under all of them the contrac- 
tor: (1) brings his customer and 
the financing agency together, 
(2) he is paid in cash for re- 
modeling work by the lending 
agency just as soon as: the cus- 
tomer’s credit rating has been es- 
tablished, he has completed the 
job, and his customer has certi- 
fied that the work is satisfactory 
and (3), he leaves the job of col- 
lecting the loan up to the actual 
moneylender—not the dealer. 


This help from the lending 
agency costs the contractor noth- 
ing and entails little more than 
filling out a few forms. Here’s 
the way a typical contractor- 
dealer would go about arrang- 
ing to sell remodeling on time: 

First of all, the contractor en- 
ters into a working arrangement 
with one or more reputable lend- 
ing agencies that are interested 
in making home improvement 
loans. 

That is, he goes to the bank of 
his choosing and establishes his 
own business integrity and cred- 
it rating with them. 

When this is done, the agency 
will take care of most of the de- 
tails of financing the remodeling 
loans of the customers that the 
contractor directs to it. 

It’s a good idea for the con- 
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tractor to have such working 
arrangements with several fi- 
nancing institutions in his area— 
his own, because taking such 
business to his agency will en- 
hance his prestige there, and 
several others. 


a The idea is that the contractor 
makes all the arrangements for 
the loan. If the customer sees to 
his own financing, he can spend 
the money where he pleases— 
and that may not be at the con- 
tractor’s store! 

The information the contractor 
must supply to qualify as the 
negotiator for his customer’s loan 
varies somewhat with the financ- 
ing institution. Generally speak- 
ing, however, the requirements 
are similar to those of the Fed- 
eral Housing Authority, which 
asks for such easily given in- 
formation as the following on a 
one-page “Dealer Application” 
form: (1) Firm name, address, 
type of business and owners, (2) 
trade references, (3) bank of 


deposit, (4) whom the contractor 
has discounted paper with, (5) 
sales area, (6) guarantee given 
customer and (7) financial state- 
ment. 

After the contractor-dealer has 
been certified as eligible to ar- 
range for his customer’s financ- 
ing, most lending institutions al- 
low him to initiate the credit 
paper. That is, the contractor is 
supplied with the necessary 
forms, the financing institution’s 
set of rules and rate charts—and 
he’s in business to sell remodel- 
ing on the installment plan! 

Let’s assume now, that he has 
qualified to negotiate such loans 
and has a customer who wants to 
pay for his remodeling on time. 


=» Step No. 1: He agrees with the 
customer on the job to be done 
and what it will cost him; he pre- 
pares a written statement, de- 
scribing the work to be done. 
Next he computes the total cost 
of the job, including cost of ma- 
terials, labor and profit. 
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Then, using the rate chart sup- 
plied by the lending institution, 
he tells the customer what the 
periodic payments will be and 
how many he will have to make. 
He makes sure that the cus- 
tomer understands he is getting 
the loan from the lending agency, 
which will pay the contractor 
for the job, and that his pay- 
ments will be to that institution. 


elf the contractor and his cus- 
tomer agree on the work and its 
cost, he prepares and signs a 
contract or sales agreement on 
his regular form, stating the type 
and extent of the improvements, 
with a brief description of the 
materials to be used. Three 
copies of this contract should be 
made 





one for the customer, one 
for the lending agency and one 
for the contractor. 

Step No. 2 is to have the cus- 
tomer complete a credit applica- 
tion form. The forms currently 
in use, whether FHA or other, 


(Please turn to top of page 139) 






ABOVE: George P. Spiczak is interviewed by a D.E. re- 
porter on modernization financing. Spiczak is vice presi- 
dent of the Home Federal Savings & Loan Assn., Chicago, 
and a member of the FHA all-industry advisory committee. 


LEFT: At the recent Los Angeles Home Show, the Security- 
First National Bank shared a booth with the local plumb- 
ing contractors association to help visitors with their re- 
modeling ideas. Shown is Garrett Hurlbert. D. Z. Albright, 
vice president of the bank, cooperated with D.E. editors 
in the preparation of this chapter on financing. Shown 
on the wall is the Plumbing-Heating-Cooling Month seal. 
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Chapter 7... continued 





What Every Contractor Should Know About the Major Financing Plans: 





FHA Title One 


Tue FHA FINANCING PLAN is the one most cus- 
tomers are familiar with. Its advantages are its 
low discount rate (5 percent); the fact that the 
government insures 90 percent of the loan, there- 
by encouraging lending institutions to make home 
improvement loans and the fact that usually no 
down payment or security is necessary. To 
qualify for an FHA loan the borrower must have 
owned the property for six months. The intended 
improvement must become a permanent part of 
the home. The maximum permissible loan for a 
single-family residence is $2,500, and it must be 
repaid within 36 months. For more information, 
see page 350 of this issue or a lending agency. 


Conventional Bank Loans 


Most LENDING AGENCIES that make FHA loans 
also have their own, so-called “conventional” 
terms. They are patterned after that of the FHA, 
but there are important differences. The ad- 
vantages are that there is no residency require- 
ment for the homeowner; the maximum per- 
missible loan is flexible, depending upon the bor- 
rower’s ability to repay, and there is no limitation 
as to the nature of the intended improvement. 
One disadvantage is that the rate sometimes is 
higher. For further information, see page 350 of 
this issue or your local lending agency. 


Open-End Mortgage 

Ir A CUSTOMER WHO WANTS to make an improve- 
ment om his house is paying on a mortgage and 
cannot take on any more payments, he might take 
advantage of an open-end clause in his mortgage, 
according to which he can borrow an additional 
sum against the mortgage and pay for it over the 
remainder of the life of the mortgage. The obvious 
advantage is that the borrower has more time to 
repay the loan and thereby makes smaller indi- 
vidual payments. The disadvantage is that in the 
long run he will be paying considerably more for 
the loan. For details on this type of financing 
for remodeling jobs, turn to page 350, or consult 
your local lending institution. 


Allied Building Credits 


ALLIED BuILDING CrEpITs, INc., with 37 field 
offices, handles home improvement loans exclu- 
sively and makes such loans to homeowners only 
through dealers with whom it has working agree- 
ments. ABC handles both FHA and its own type 
of financing. The FHA restriction as to the type 
of home improvement eligible does not apply to 
its own plan. The borrower may obtain up to 
$3,500 and have up to 36 months to repay the loan. 
No down payment is required. For further in- 
formation on this plan, contact ABC at P. O. Box 
3426, Terminal Annex, Los Angeles 54. 





INGENUITY: There are a thousand different ways to mer- 
chandise remodeling financing, but even one will help 
do the job. John Kelly, Riverside, N. J., contractor, fea- 
tures a truck sign saying, “If you want it, get it; we'll 
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finance it.” In Miami, Fla., the Plumbing Industry Pro- 
gram of the local contractors association puts signs on 
the back of taxicabs. The one above reads “Do you 
know you can buy an extra bathroom on credit?” 
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(Continued from bottom of page 137) 
are all relatively short and 
simple and ask for the kind of 
information that will enable the 
lending institution to establish 
the customer’s ability to repay 
the loan—such as place and ten- 
ure of employment, salary, credit 
references and present debts, 

Step No. 3 is one of the stream- 
lined features of this type of 
working agreement with the lend- 
ing institution. The contractor 
can mail or take the customer’s 
credit application to the lending 
agency with which the contractor 
and his customer have agreed to 
deal. But he can act even faster 
than that, in most instances. Inas- 
much as he is known to the bank’s 
home improvements loan depart- 
ment, the contractor may supply 
the pertinent information on the 
borrower over the telephone. 

With this type of loan, no se- 
curity is required. All that need 
be established is the customer’s 
personal credit rating. 

The news about the customer’s 
credit rating, good or bad, is then 
telephoned to the contractor. If 
it’s good, he can go ahead. 

Step No. 4 is the contractor 
doing the remodeling job. 

Step No. 5 involves the sign- 
ing by both the customer and the 
contractor of some brief but im- 
portant forms. First of all, both 
sign a completion certificate, in- 
dicating that the work agreed 
upon has been satisfactorily car- 
ried out. The customer also signs 
an installment note that tells 
what the total obligation is and 
what the installments will be. 

This note is made out to the 
contractor-dealer, who endorses 
it in favor of the lending insti- 
tution without recourse. That is, 
the contractor in effect sells the 
note to the lending agency, which 
assumes full responsibility to 
make the monthly collections. 

Step No. 6 is carried out by the 
lending institution. It sends you, 
the plumbing and heating con- 
tractor, its check for the re- 
modeling job. END 











wo 


Charles Thompson 
President, Central Supply Assn. 


A Wholesaler Suggests These 7 Steps 
in Modernization Financing... 


1 Be sure you and others of your company who 
* talk to prospects have a complete knowledge 
of FHA Title I and other types of remodeling loans. 


Be sure to get your own company approved by 
* lending agencies of your own choosing. They 
will help you select the best plans for you. 


Always include other craft’s work in your 
Ye proposal so you can offer the prospect a “pack- 
age” deal with the complete job under your control. 


Always quote your customer on the basis of 
* nothing down and so many dollars per month. 
Keep from quoting him a complete total for the job. 


i) Promote time payment selling through adver- 
* tising in newspapers, window displays, direct 
mail and other media. Also consider an incentive 
plan for journeymen who turn up remodeling leads. 


Remember, installment selling is easy once you 

* start, and your customers want and need your 

help with their financing problem. Remember, too, 
there is no collection problem with financing. 


When the remodeling job is complete, have the 
* customer sign the completion certificate and 
you will get the money from the lending agency. 
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BiG RESULTS are based on small 
margins. The fastest runner in 
the world cannot run more than 
10 percent faster than the av- 
erage good college runner. 

In the vast remodeling market, 
that margin of superiority be- 
longs to the contractor who han- 
dles the complete job, either 
through use of subcontractors or 
with his own crews. 

Here's the situation: 

In some sections of the coun- 


” 


‘specialists” run 


‘ 


try, remodeling 
splashy ads offering to do the 
complete job. In these sections, 
it is necessary to handle the com- 
plete job to compete. 

But in many other sections, 
such specialists have not yet 
gotten started. In these areas, 
consider for a moment the case 
of Mrs. Homeowner. 


# She wants to remodel her bath- 
room. She scouts the phone 
book, finally settles on “General 
Contractors,” tries to find one. 
But they are busy building 
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Chapter Eight 


BOOK OF REMODELING 
__ PROCEDURE MANUAL 
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How to Control 
the Complete Job 


houses. They don’t want to fool 
with her little job. She finally 
finds one who will consent to talk 
to her. 

His first question is ‘““where are 
your drawings?” He won't even 
talk without them. 

So she must find an architect. 
They are busy with new houses, 
too. When she finds one, it will 
cost her $300 to $600 to get her 
plans on paper. 


« And this expense comes before 
she even can get an estimate on 
the job! 

Then the general contractor 
will charge plenty, because her 
job is only derailing his new- 
work gravy train. 

What should be a $1,500 re- 
modeling job is more apt to cost 
in the neighborhood of $2,500. 

That situation underscores the 
need and the opportunity for you 
in the remodeling market. 

It is obvious, then, that han- 
dling the complete job is as logi- 
cal and important as entering the 


remodeling field itself. Says 
Contractor Ralph Guinner of 
St. Louis: 

“Sure, when you handle all the 
job you get all the headaches. 
But you also get all the sales and 
all the profits, and the extra 
profits will more than cover the 
cost of aspirin.” 

Guinner and others who were 
interviewed or surveyed by Do- 
MESTIC ENGINEERING gave a va- 
riety of reasons for their prime 
contractor status. 

One prominent reason is the 
extra profit which is the just re- 
ward for “generaling” a job. 


# More important, perhaps, is the 
fact that it is the only way to 
make remodeling easy for the 
homeowner, thus protecting 
home improvement dollars from 
being channeled into the garage 
in the form of a second car— 
which would remove the home- 
owner from the remodeling mar- 
ket for from three to five years. 
When one call can do it all, with 
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easy payments arranged, the lure 
of modernized kitchen, bath and 
heating facilities can withstand 
any temptation for the dollar by 
the growing competition of out- 
side industries. 


ws Arch DeLancey of T. D. Gus- 
tafson and Co., Minneapolis, 
reported that contractors can 
minimize buyer objections by 
being able to quote one prices, 
rather than a series of prices any 
one of which might discourage a 
prospect. 

Equally important is the con- 
tractor’s ability to offer the prop- 
erty owner one source of com- 
plete responsibility. If he signs 
the contract, the customer has no 
more worries about shopping for 
products and services; he is not 
required to coordinate the crafts; 
and he has a service guarantee 
from only one businessman. 

“If he wants to,” replied an 
Upper New York State contrac- 
tor, “he can go on vacation and 
just let us worry about it.” 
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These contractors also point 
out that packaged remodeling 
not only draws more sales, but 
gives them a bigger share of each 
profit. 

They report that by handling 
the complete job they become 
prime contractors, profiting not 
only in plumbing and heating 
but, to a degree, in all phases of 
the job. 

The contractors differ on how 
the whole job should be con- 
trolled (see an analysis of one 
operation in Chapter 9). 


#Some contractors like Ralph 
Guinner assume direct responsi- 
bility for all skills employed on 
a job. Others like Hill Plumbing 
and Heating, Waco, Tex., control 
their jobs through subcontrac- 
tors. Many contractors use a 
combination of the two tech- 
niques. 

But in all cases they agree a 
formula can be worked out easily 
to assure: 

1—A fair profit from the 





plumbing and heating installa- 
tion. 
2—A “bonus” profit for con- 





trolling the overall operation. 

The contractors explain that 
the added profit is a fair reward 
for creating a fresh market and 
acting as a coordinator of its va- 
rious phases. 


»‘“More sales and more profit! 
You couldn’t ask for anything 
more,” is the way an Indiana 
contractor vjews handling the 
complete job. Some other con- 
tractors say you do get more. 
For example, you can assure 
customer satisfaction which is 
essential to the future of your 
business. Gerard Cowan, kitchen 
manager of the Rockford (IIl.) 
Plumbing and Heating Co., 
stresses the practical nature of 
avoiding piecemeal work which, 
through no fault of the plumbing 
and heating contractor, may 
cause customer dissatisfaction. 
“We have a standing agree- 


(Please turn to top of next page) 
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Chapter 8... continued 


(Continued from bottom of page 141) 
ment with our subcontractors,” 
says Cowan, “that depends on 
their good workmanship. This 
means we can control the quality 
of their work. We emphasize this 


quality control in our selling, and 
we see to it that what we promise, 
we deliver. By controlling the 
complete job, and therefore qual- 
ity, we can be sure we will not 
lose a customer through dissatis- 











Hot Water Heating Industry Sets 
Stage for Biggest Promotion... . 


THE FLUID HEATING AND COOLING industry will have two queens to 
reign during Better Heating-Cooling Week, August 6-11. So close 
was the voting in the “Queen Comfort” contest conducted by the 
Better Heating-Cooling Council that officials have decided to award 
“twin” titles. Louise Riley, left, (Miss Summer Cooling) and Mae 
Conley, (Miss Sunny Warmth) have officially been elected as the 
“Comfort Queens” by contractors and wholesalers across the nation. 
They are pictured above with a new combination water-fed heating 
and cooling unit. Picked from among five glamorous candidates 
(DE, June, page 108), the two queens will make personal appear- 
ances in behalf of hot water and steam heating and cooling. 


Beauty Comes to the Boiler Room 

THE TWO CUTIES ABOVE are not the only beauties being used by the 
heating industry to sell modernization. The growing trend to recreation 
rooms in the basement is helping many contractors introduce glamour 
to their sales effort. How this is being done will be told in a future 


installment of this new series on remodeling. 
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faction. Since remodeling sales 
grow, rather than just end with 
a given job, this is a vital argu- 
ment for handling the entire 
project.” 

Other contractors point out 
the complete job also permits 
easier scheduling. As prime con- 
tractors, they are able to use 
their men at greatest efficiency. 

W. A. Sanderhoff, the Racine 
contractor, is another who has 
built a thriving modernization 
business largely by assuming 
complete responsibility. 


s “The offer of complete mod- 
ernization,” he says, “is the sell- 
ing ‘extra’ that closes the deal. 
Any inconvenience to the home- 
owner can be offset if you guar- 
antee that sinks and other vital 
fixtures will be out of service 
only a short time. The guarantee, 
though, can be made only if you 
have full control over the job.” 

The trend in buying today 
makes it increasingly imperative 
for contractors to handle all 
phases of modernization. Home- 
owners, women in particular, are 
used to “single-point buying.” 
The supermarket and depart- 
ment store have conditioned her 
to expect all services under one 
roof. Husbands, too, expect to 
purchase their needs—whether 
autos or fishing gear—from a 
single dealer. 

Modernization packages also 
lead to further sales, survey re- 
spondents noted. While single 
phases of a job fail to excite buy- 
ing desires, the complete job is 
likely to bring a contractor pros- 
pect calls from neighbors and 


relatives of his old customers. 


« A Kentucky contractor sum- 
med it up: 

“Nobody will ever ask a house- 
wife, ‘Oh, who did your lovely 
piping job?’ She will ask, ‘Who 
did your kitchen?’ and the an- 
swer will send a lot of envious 
housewives off to the plumbing 
contractor who gets credit for the 


overall installation.” END 
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Chapter Nine 
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BOOK OF REMODELING PROCEDURE MANUAL 





Point sy point through eight 
chapters we’ve gone over the 
facts about this shapely lady-in- 
waiting with the million-dollar 
figure—your big remodeling op- 
portunity. 

But even a straight fact can be 
misleading at times, or its appli- 
cation can be obscure. 

There’s often a wide chasm be- 
tween the knowledge of how to 
do it, and the actual doing. 
Throughout we’ve sprinkled 
names and facts gathered from 
our studies of the many con- 
tractors who are winning big 
stakes in the remodeling market. 
But there still remains the major 
story of the cohesion in their 
operations that makes them 
click. 

So the “Book of Remodeling” 
doesn’t stop there. This final 
chapter of the Procedure Man- 
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ual on residential remodeling 
(there’s one more to follow on 
non-residential) actually is like 
your remodeling market: It 
knows no limit, so that apparent 
endings actually are beginnings. 
For this chapter launches a series 
of penetrating studies into the 
actual operations of successful 
contractors who have taken ad- 
vantage of the opportunities. 

In this chapter and in succeed- 
ing issues of DoMESTIC ENGINEER- 
ING, ten contractors have cooper- 
ated to the extent of placing their 
remodeling divisions under the 
editorial microscope. Because 
conditions vary in different 
states, these coming stories will 
represent widely scattered geo- 
graphic areas. They also will rep- 
resent various stages of growth 
of a remodeling division. 

Included will be Henry Ford 


- ntractors Put Their 
‘Divisions Under 


and Harold Jacobson, in Penn- 
sylvania and Connecticut, who 
have progressed to the stage of 
offering roofing, siding and room 
additions to their services. There 
will be William P. Scott Jr. in 
California, Robert Schaefer in 
Alabama, and others. 

The purpose is to provide the 
story of cohesion, to show how 
contractors actually apply the 
principles of the Remodeling 
Manual to their own businesses. 

Launching this series is the 
story of C. J. Erickson of Chi- 
cago, long successful with new 
construction and with no com- 
plaints about it, but who couldn’t 
stand by and see the great re- 
modeling market go to waste. In 
the following pages is the full 
story of how he started in re- 
modeling and how he operates 


his remodeling division. END 


143-PM 













Chapter 9 


. .continued 


bit 4: 
ed 





IN THE CHICAGO AREA, the mod- 
ernization division of the C. J. 
Erickson Plumbing Co. has come 
to be somewhat of a model for 
other plumbing and heating con- 
tractors going into remodeling. 

C. J. Erickson himself, and his 
two sons who help him run his 
business, and Clifford Carlson, 
who manages the modernization 
division, claim there is nothing 
particularly unusual about the 
way they have done things. “We 
aren’t sages,” says Carlson. “We 
figure out the problems as we 
come to them and handle them as 


best we can, and we still have a 
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The Erickson Story: 


How One Contractor 
Succeeds in Remodeling 


long way to go. Moving along 
on this basis, we have made it 
reasonably successful.” 

But DE reporters, probing for 
the pattern of success at Erick- 
son’s, found one factor that 
might well be the skeleton key 
to all obstructing barriers. That 
key is the fresh approach rather 
than the hidebound answer; the 
challenging eagerness to say why 
or why not? Why must a thing 
be done the old way? Why not 
try something different? 

To be specific, here are two 
examples: 

1, Most modernization divi- 





Cc. J. ERICKSON stands beside his firm’s remodeling division headquarters in Chicago. 


sions are set up in the front of 
the existing plumbing and heat- 
ing headquarters, or in a wing at- 
tached to one side. But why must 
the division be at the same site? 
Why not move it a block away, 
or five miles away? Erickson 
asked why, and moved it. 

2. Contractors going into mod- 
ernization frequently look for 
a combination ‘plumber - sales 
manager” to direct the new 
branch, or try to do it them- 
selves. In either case, finding 
the former or doing the latter, 
they are making the immediate 


grade ahead much steeper and 
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The Erickson Story Proves You Can Grow Bigger 


Top right: Parent store on Chicago’s south side was built in 1948. It 
served three years as combination remodeling-contracting headquarters. 


Center right: Window sign on the parent store announces that the firm 
now has a second display room in another part of town. 


Bottom right: New display room built last year has already been out- 
grown as the company’s remodeling business forged ahead. 


Bottom left: As this issue goes to press, new facilities are being built 
that will triple display and office area of the remodeling division. 


harder to climb. So why do 
either? Erickson asked himself 
why and decided his new divi- 
sion would be primarily a sales 
branch, a plumbing and 
heating operation strictly, so why 
insist on a plumbing “expert” to 
head it? He looked instead for 
a salesman, It happened he had 
a son-in-law, Carlson, who was a 
topnotch salesman and whose 
sales performance had _ been 
known to Erickson for years. He 
didn’t know a stack from a waste 


not 


line, perhaps, but he wasn’t go- 
ing to sell stacks and waste 
lines as such. He was going to 
sell modernization and comfort. 
So Erickson made him the boss. 

That’s typical of the up-to-the- 
minute freshness that has made 
Erickson a leader for several de- 
cades in contract work. And 
long successful in contract work, 
it’s the freshness of approach 
that led him to launch a separate 





modernization division. 

So let’s dig in and find out 
what makes this business tick, 
starting at the beginning. 


Why Sell Modernization? 


There are many reasons for 
selling modernization. The profit 
percentage is better per job. It 
helps boost volume in slack per- 
iods. It helps keep all the men 
working. But why did Erickson 
start selling modernization? His 
answer, in his matter of fact way, 
is, “well, why not?” 

Undoubtedly all the 
good reasons at least walked 
through his mind. But the big 
reason was that it “just looked 
like good business.” Erickson 


many 


got to thinking about it nearly 
five years ago. He then climbed 
into his car and started driving 
around his southside area, men- 
tally gauging the potential, not- 


(Please turn to center of next page) 
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C. J. Erickson 


—_ 


Bob Erickson 





Norm Erickson 


(Continued from page 145) 
ing the age of the existing 
houses, noting the indications of 
wear in immediate postwar 
housing, noting the indications 
of continued mushrooming in his 
area. On that basis, he decided. 

He was having no trouble with 
his contract work. It was making 
good money for him. But mod- 
ernization looked like good 
money too, so he decided to get 
into it. 

It has turned out well. Accord- 
ing to Carlson the first year was 
good, good enough to pay all ex- 
penses and make money. The 
second year lapsed, but still did 
better than break even. The third 
year was very good and the 
fourth year began to look like 
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Carl Mahmberg 


How the Erickson Company 


big business. Carlson will make 
no predictions for this year, but 
a store building program has 
been started that will triple his 
facilities. Modernization now 
comprises more than 12 percent 
of the firm’s total volume. 


How They Got Started 


Erickson started feeling out 
the modernization business in 
his own building, sandwiching it 
in with his other work. But even 
a few modernization jobs added 
too much to the congestion there 
to suit him, and he felt this con- 
gestion hurt both ends of his 
business. He decided then that 
the only way to make the mod- 
ernization division succeed and 
at the same time keep it from in- 


terfering with his other activities 
was to remove it to a separate 
store. 

Initially he leased a location 
some five miles distant, farther 
south in the Beverly community 
of Chicago, and put Carlson in 
complete charge of all phases of 
its operation. 

Carlson started his sales job 
with a good, well-lighted display 
of plumbing fixtures in the show 
room. He started an advertising 
program in local neighborhood 
newspapers and selected a near- 
by older-home area for some di- 
rect mail, relying on the long- 
honored Erickson firm name. 

He had no journeyman plumb- 
ers or other workmen to help. 
They stayed at the other address, 


Domestic ENGINEERING, AucusT 1956 








eee 


| 
| 
| 
| 
| 
| 








Domestic ENGINEERING, AuGusT 1956 


Operates = 


on 87th street, and Carlson fig- 
ured on subcontracting all other 
work. His full organization at 
the start was himself, as sales- 
man and manager, and a woman 
in the showroom as salesman, 
clerk and phone answerer. 

“It’s a matter of hard work and 
more hard work, and getting the 
customers one by one at first,” 
says Carlson. “Some folks seem 
to have the idea you open a 
showroom, call the Brinks peo- 
ple to handle the money, add 
some ushers and you're in big 
business. We didn’t know how 
to work it that way. We started 
with one customer and built from 
there, one by one.” 

How does a “non-plumber” 

(Please turn to top of next page) 
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Al Schuh 


John Palmer 


Legend for organization chart: 


The Erickson Plumbing Co. of Chicago (founded in 1914) is 
headed by C. J. Erickson. His two sons, Bob and Norm, help run 
the business. 


The parent store, located on Chicago’s south side, houses the 
firm’s regular plumbing and heating operation. Journeymen 
and estimators are channeled from here to the remodeling 
division as required. 


Cliff Carlson manages the company’s remodeling division with- 
in the framework of policy set by the Ericksons. Working closely 
with him is Carl Mahmberg who acts as general supervisor 
for the remodeling work, scheduling the jobs and seeing that 
the various crews get on and off the job with a minimum of 
disturbance to the customer. 


A separate store, located in the nearby Beverly district, serves 
as headquarters for the remodeling division. From here, Carlson 
manages all phases of the operation. 


Working with Carlson at the Beverly headquarters are two 
salesmen, Al Schuh and John Palmer. Mrs. Betty Reilly serves 
as office manager, bookkeeper and floor salesman when 
necessary. None had previous experience in p-h work. 


The end product of Erickson’s remodeling division, packaged 
remodeling, now comprises 12 percent of the firm’s total vol- 
ume. A building program currently underway will triple present 
facilities of this division. 
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Chapter 9. . . continued What Makes a Remodeling Ad Pull? 


(Continued from page 147) 

fare with this business? This 
was no problem. Erickson first 
arranged with Carlson a pro- 
cedure whereby Carlson would 
work through the 87th street of- 
fice on all estimating and tech- 
nical work. The two conferred 
and selected lists of subcontrac- 
tors for the various types of 
work, including carpentry, tiling, 
flooring and electrical, and made 
agreements with these outside 
firms in advance, determining 
just what could be expected from 
each. Then at the point of sale, 
Carlson would determine what 
was wanted and call in one of 
Erickson’s estimators. If neces- 
sary he also would acquaint 
whatever other subcontractors 
he needed with the job to get 
their estimates. 


#» The journeymen plumbers 
were scheduled from the 87th 
street address, according to the 
needs of Carlson. 

When the lease on the build- 
ing came due it was obvious to 
the Ericksons and to Carlson that 
they had a going business, so 
they decided to build their own 
building. This decision was in- 
fluenced also by the fact they 
had located in a booming area 
and it was apparent that any in- 
vestment in land and building 
would be easily recoverable. So 
they built their own showroom, 
some five blocks from the rented 
building and with more than 
twice the showroom space. It 
still was all showroom and office, 
with no shop and no storage 
facilities. Carlson until now has 
looked on it simply as a remote 
display room, not a_ separate 
business. 

As the business grew and justi- 
fied it, the force was augmented. 
Carlson had a yen to get more 
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control of tne carpentry. He had 
been working with a contractor 
named Carl Mahmberg who did 
all of Carlson’s carpentry and 
tile work. He made an arrange- 
ment with Mahmberg to move in 
with him where they could work 
together and where Carlson 
could gain more control over 
scheduling his jobs, but Mahm- 
berg still could do his own jobs 
as an independent contractor al- 
though Carlson provided a major 
part of his work. Mahmberg, 
then, in effect became a foreman 
and general supervisor for the 
modernization jobs for Carlson, 
but remaining independent he 
still was able to earn the amount 
of money that would be required 
for a man of his high caliber. 

The force now consists of Carl- 
son as general manager; Mahm- 
berg; Mrs. Betty Reilly, book- 
keeper, office manager and floor 
salesman; and John Palmer and 
Al Schuh, both salesmen. Neither 
Mrs. Reilly nor the two salesmen 
ever had any plumbing experi- 
ence. All say it has been no 
handicap. 


Promoting and Selling 


Says Carlson: “We weren't 
smart enough to set any 5-year 
plan and come up with a million- 
dollar business at the end of it. 
We work with what ideas we 
have and develop what we think 
is important as we go along.” 

Plan or not, Carlson has man- 
aged to cover his market area 
and establish the name as a 
leader in modernization work. 
He believes in consistent adver- 
tising in places where it pays off, 
and whatever promotions he can 
think of that will work. 

In advertising he aims for con- 
sistency at the local level. Ads 
in the metropolitan papers would 
waste his money with coverage 


outside of his area, he believes. 
So he sticks to three papers pub- 
lished on a “large neighborhood’”’ 
basis on the south side of the 
city, figuring on appearing 45 
weeks or so each year in each 
of these weeklies. His ads are 
big enough to be seen easily and 
to carry his sales message for 
modernization. A normal size 
would be 2 columns by 8 inches. 
In direct mail he tries to sup- 
plement the advertising. There 
is no regular schedule, and the 
material is usually manufactur- 
er’s literature. The objective here 
is added contact with customers, 
not the promotion of any specific 
item. Carlson will select the area, 
and literature then will be mailed 
out either by him, or the list will 
be sent to his suppliers or the 
manufacturer for mailing. 


# The sales job does not end 
with the sale. They consider the 
sale a beginning. Both Palmer 
and Schuh make it a point al- 
ways to go back and check every 
job about a week after it is com- 
pleted to be sure everything is 
satisfactory. This is the part of 
the sales job that adds to the 
sale later and builds referrals. 

Carlson estimates a good 20 
percent of his sales come from 
such referrals. 

Carlson indulges in sales pro- 
motions whenever he can figure 
one out that he thinks will work. 
One is his offer of a free water 
heater (facing page) with every 
bathroom remodeling job. On 
this he figures that people with 
old baths probably have old 
water heaters, and vice versa, 
and the lure of something free 
will get them in to buy. This is a 
new promotion, not yet assessed, 
but he figures on pushing it in 
his advertising and with plenty of 

(Please turn to center of page 150) 
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D.E. analyzes an Erickson ad 
to see how one succeeds 


because it gives a reason for doing it now. 


THE PICTURE—WHAT MUST BE 
PURCHASED: 

Erickson here wants bathroom customers, 
so the picture of a remodeled bath adds sub- 
stantially to the ad. There’s another good 
reason for the picture: It shows a bath with 
the trade name, which means Erickson gets 
co-op funds to help pay for the ad. 


FINANCING—MAKING IT EASY TO BUY: 


This is one of the ‘two features that should 
be in every ad. The customer must know 


e ‘ : a ahd quiet, efficient Rushing ewien. aew high in value and are available on 
you are making it as easy to buy home im Bathivh hes Ret eatetyber «UF Convenient time payment plan. 
fom—low 14 In. height — Call as soday or, better yet, Ee ie 


provements as the auto dealer is making it 
to buy a second car. 


THE SERVICE—OFFERING TO DO IT ALL: 
The fact that Erickson does the whole job 
is a main selling feature, and also should 


appear in every ad.This, plus time payments, 
makes buying completely effortless. 


THE SIGNATURE—LET "EM KNOW IT’S 
YOU AGAIN: 


Every ad tells who, of course. But there’s 
no use whispering. Signature should be big 
enough to see easily. 











REE! 


"4 THE STOPPER—TO CAPTURE THE 
1D- READER’S EYE: 
d’’ ee . - ioe 
he The word “FREE” will get anyone's eye. 30 GAL. CRANE 
45 Note that it’s big and black to do the job HOT WAT 

h well. A pretty girl can do this job. A good 

. cartoon can. A good price at times can, but ‘ 

re it isn’t as effective. od E A T E R 
ad a 

or THE FOLLOW-UP—TO GET ® 

S. ee PSE 4 Bathroom Remodeling Job ... 
D- aos W hat’s free? The reader wants to At No Additional Cost To You! 
i. know. If it’s something valuable, he’s real 

interested. This now becomes an advertised ( LIMITED OFFER! ) 

ad sales promotion. Notice the firm also in- 

r= cludes the conditions of the offer. ee ees 

e 

S; THE TICKLER—INSTILLING THE SENSE 

c OF URGENCY: 

; Erickson wants the reader to do it now, 

: before he forgets about it. Saying ‘Limited 

1 Offer” is a better way of saying “‘Do It Now” 





A BEAUTIFUL maw 


Cart BATH 


For YOUR Homel 


WITH THESE FEATURES, 
Diol-ese Controls—as easy te 
torn as the diel on your redic. 

Bath and levatory of percé- 
tein enamel en cost ron — 
sleans at the tevch ef « 
demp cieth. 

Toilet of vitreous chine — 


3 FIXTURES, 








@ No need to get along with old, wore- 
out fixtures any longer. You can bring 
new beauty—new convenience—to your 
bome with a Crane quality bathroom. 
Not only are these fixtures aew in sty 
ing, but they possess such important 
engineering features as Diat-ese faucets 
that opea and close at a finger’s touch, 
Best of all, these fixtures represent a” 


and talk oven 


9° THLE & INSULATION 








Our Jobs Are Complete — We Do Everything 
@ Tiling @ Expert Carpentry @ Plastering 
@ Formica Tops 


@ Complete Electrical 








C. J. ERICKSON 


PLUMBING COMPANY 


SPECIALISTS IN COMPLETE KITCHEN 
AND BATH MODERNIZATION 


9837 S$. Western Ave. 


Hilltop 35-7346 


Open Saturday To Noon — Monday Eves. To 9 
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Chapter 9... continued 





THE COMPLETE JOB is easier 
to control, Erickson has found, 
with a work sheet like this. 


9837 South Western Avenue 


C. J. ERICKSON PLUMBING CO. 
Chicago 43, Hlinois Phone Hilltop 5-7346 





It gives detailed instructions 
for subcontractors, each of 
whom gets a copy. 


Give Complete Details for Each Section 


INSTRUCTION SHEET 
Job Begins: November 17, 1956 





Name P. J. Reilly Telephone Hi. 5-7346 
Address 10012 South Western Avenue W- 14622 


Remove three fixtures. Furnish and install Crane Criterion 5° tub left hand with 
shower, Criterion trim, Criterion lavatory with brush satin trim and Criterion 
closet with telescopic seat. 





Carpentry 


Lower ceiling over tub area. Frame in medicine cabinet, build wall with flower 
box between closet and lavatory. Build birch linen cabinet next to tub with four 
doors, two drawers and shelves. 








& 
i 
ie 


Electrical 


Install medicine cabinet, recess light over tub, new bathroom ceiling fixture and 
electromode auxilary wall heater. 








Formica 


Install Criterion lavatory in Formica top approximately 60°’ long and 34°" deep. 
Top to have coved back and Formica edging. 











Other 


Ceramic tile - install unglazed ceramic tile with bull doze cap 5-1/2" high around 
room and 6-1/2’ high at tub area. Remove present wood floor and install ceramic 
tile floor. 








How Erickson Schedules and Controls the Complete Job: 


(Continued from page 148) 
sign material on his windows and 
in the store. If it doesn’t sell 
bathrooms, at least it will get 
more leads to feed to the sales- 
men and they can do the selling. 

There are various methods of 
financing customers for time pay- 
ments, and they are covered else- 
where in this modernization pro- 
cedure manual. The important 
thing here is to point out its use 
as a sales tool. 

Much of the financing at Erick- 
son’s is done through FHA. Some 
is done through banks or credit 
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unions. The point is, the sales- 
men never forget the fact that 
their customer might not have 
the cash, and so they are always 
prepared to give an estimate of 
how much it will cost in low 
monthly payments. 


Handling the Remodeling Job 


Carlson is complete boss of all 
of his modernization jobs. Here’s 
how it works, 

The job gets its start when the 
salesman, following up a lead, 
sells the customer on a complete 
kitchen or bath remodeling job. 


If it is a kitchen remodel- 
ing, the salesman then goes to 
Mahmberg. If it is a bathroom 
remodeling, he goes first to the 
plumbing foreman. This is be- 
cause kitchens usually require 
carpentry work first, while baths 
require plumbing work first. In 
either case, the salesman initiates 
the action. At this point the job 
might be started, or the customer 
might still be waiting for an 
estimate. Salesmen never give 
final estimates on the spot. They 
always refer it back and give the 
(Please turn to center of page 152) 
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STEP ONE: Cliff Carlson fills out instruction 
sheet (facing page) and other forms listing 
the materials that will be needed in a com- 
plete bathroom modernization job he’s sold. 
All such forms will go on file when the job 
is done to help him in future estimating. 





STEP TWO: The sub-contractors are contacted 
by phone to arrange their hour-by-hour 


work schedule. William Burke, tile con- 


tractor, makes notes as Carlson schedules 
one of his tile setters in the well-organized 
framework that marks each step of the job. 





STEP THREE: Erickson’s journeymen receive 
their instructions about the next day’s work 
as they wind up a previous job. By getting 
their instructions the day before, they al- 
ready know tomorrow’s schedule, can save 
time by not checking in each morning. 





STEP FIVE: Carlson checks sub-contractors 
by phone to learn the progress of their work 
and make any necessary schedule changes. 
He knows that periodic checks make the job 
go smoother and that careful record-keeping 
will make future jobs go smoother still. 





STEP FOUR: The journeyman plumber and 
carpenter are the first on the scene. Detailed 
instructions on work and materials required 
have been given to each sub-contractor. The 
materials have been delivered direct to the 
job by the wholesaler to cut handling costs. 





STEP SIX: Tile setting and decorating finish 
the job. The finishing contractor notifies 
Carlson, who visits the homeowner to check 
the finished job and insure customer satis- 


faction. The records of costs, materials, la- 
bor and time are then filed for future use. 
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Chapter 9 . . . continued 





REMODELING 


sales kit put out by 
Domestic Engineering helps newcom- 
ers in the company become familiar 
with the products and services of the 
industry and learn ways to merchan- 
dise remodeling. Kit has 240 pieces. 


(Continued from page 150) 
price at a later appointment. This 
eliminates error. 

In initiating the work, the 
salesman sits down with Mahm- 
berg or Carlson or both and out- 
lines fully what the job is to be. 
He does this with the aid of an 
“Instruction Sheet” which has 
blanks for descriptions of Plumb- 
ing, Carpentry, Electrical, For- 
mica, and Other. This is not the 
original purpose of the sheet. It 
is for the guidance of Carlson, 
Erickson and others on the job. 
But the salesmen find it handy 
for their work too. 

Simultaneously, the salesman 
starts his own “Progress Record” 
which tells him when the job was 
ordered, by whom, other per- 
tinent data, and is filled in later 
with date work starts, ends, and 
date of final check. He doesn’t 
want to lose track of the job, for 
it is of future importance to him 
in referrals. 


s Carlson then figures what 
journeyman plumbers he needs, 
requests them from Erickson 
where there is a pool of 35 
“modernization plumbers” avail- 
able to him. These men work on 
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BOOKKEEPERS can be salesmen, too. 
Erickson’s Betty Reilly serves as office 
manager and bookkeeper for the re- 
modeling division, but also doubles 
as floor salesman, and channels leads 
to Carlson and the other salesmen. 


other jobs, also, so the schedule 
must be coordinated. But that 
coordination is done at Erick- 
son’s, not by Carlson. By this 
time Carlson has made out the 
Instruction Sheet in full and in 
quadruplicate. A fifth copy, a 
half sheet with only the plumb- 
ing instructions, goes to Erick- 
son’s. Carlson retains one copy. 
Other copies go to each subcon- 
tractor involved. 


s Having ordered his journey- 
men, Carlson turns the Instruc- 
tion Sheet over for thé materials 
needed, as filled in previously in 
conference with Erickson’s. 

Having done this, he phones 
his subcontractors for a verbal 
agreement on the jobs to be done 
and the time, and then sends 
them the Instruction Sheets with 
their work outlined. Definite 
times are on the sheets, arranged 
previously by phone. 

Material is delivered to the job 
site one or two days before work 
is to begin, with the job not start- 
ing until all material is delivered. 
Thus if kitchen cabinets are not 
deliverable for one month, for 
example, materials are held up 
until the cabinets arrive. 





DOMESTIC Engineering’s “Fair Price” 
certificate, held here by Cliff Carlson, 
emphasizes the point that remodeling 
work is relatively free of price com- 


petition when the p-h_ contractor 
“generals” the complete installation. 


First to arrive is either the 
journeyman plumber or the car- 
penter, depending on whether 
the job is a kitchen or bathroom. 
Whichever it is, all timing is 
coordinated so there is little 
wasted motion. When the jour- 
neyman completes his roughing 
in he leaves for another job while 
the carpenter and electrician 
continue their work, but returns 
at a pre-established time to set 
the fixtures. 

Tile setters, plasterers and 
painters come last, of course, and 
when the painter finishes he no- 
tifies Carlson the job is com- 
pleted. By this time Carlson al- 
ready is receiving job sheets 
from the other subcontractors 
with their information on costs 
and final installation. While these 
are also employed by others in 
other lines of work, Mahmberg 
always acts as overall super- 
visor making sure the job is 
done right. Mahmberg’s constant 
contact with the jobs also enables 
Carlson to compensate for delays 
or extra-fast work so there is no 
wasted time on the job. If a job 
falls behind, Carlson calls in 
extra men, but with Mahmberg 
on the job most of these potential 
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SALESBOOK contains every conceiv- 
able type of information and litera- 
ture for selling remodeling jobs. 
Included are catalogs, specification 
sheets and illustrative literature for a 
wide variety of individual products. 


trouble spots are headed off. 

Meanwhile the salesman is in 
the act, too. He makes it a point 
to know when work is to start, 
and then he calls the customer to 
ask if they have started. He drops 
in when he has a chance to check 
and talk with the customer. And 
when it is all finished he follows 
up with his later check. To him 
it’s all part of his sales job that 
keeps customers happy and talk- 
ing to their friends. 

Completed forms on the job 
from all sources then become 
part of Carlson’s education. He 
checks them and studies them to 
learn more and more about the 
part of the business he hadn’t 
known before. 


Where Does He Go from Here? 


To Carlson it’s still a step-by- 
step process of growth, one cus- 
tomer at a time. But by now 
those customers come in a lot 
faster as the referrals keep build- 
ing up. 

And with growth, the new di- 
vision has become more than a 
remote display room. The present 
building program will add stor- 
age facilities and a shop and some 
journeyman plumbers will be 
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CALLBACKS are considered essential to good remodeling merchandising by 





Carlson and his salesmen, who say 20 percent of their sales come from 
referrals by satisfied customers. Here, salesman Al Schuh tells the customer 
why she bought the best, pointing out the excellent installation work that 
made it worthwhile to buy from Erickson. This satisfied customer actually 
sold three air conditioners to her friends before Schuh even got their names. 


assigned to the division to work 
along with Mahmberg’s four 
carpenters directly from the 
modernization division. There 
will be private offices. 

In addition there will be a 
“Saturday Plumber’  depart- 
ment. “This is certainly no in- 
dorsement of the do-it-yourself 
business,” says Carlson. “But it 
does represent recognition of 
basic realities. There are a lot of 
people going to other kinds of 
businesses for plumbing supplies 
so they can do minor repairs on 
Saturdays, themselves. I’ve 
found that a lot of such people 
go to a tiling contractor or some- 
one else when they want re- 
modeling work. I want to bring 
them back to the plumbing and 
heating contractor. 

“So we’re moving along step 
by step, feeling our way, making 
our investment fit the business as 
it grows. When we started, we 


didn’t risk bankruptcy, by leas- 
ing a small building with just two 
people in it. When we built, we 
did it realizing that the building 
would be valuable for many 
years to come because of the 
growing area. Now that the 
growth of the business has justi- 
fied it, we have added to the 
building. In doing so we are in- 
creasing its value. We're ready 
for whatever might come. 


=» “As of now, we can only see 
good business for many years to 
come as long as we keep our 
heads and keep selling. The 
potential in modernization ap- 
pears to be.endless right now, 
without even considering the 
many more houses that will be- 
come obsolete each year. So we 
feel there would be good reason 
for optimism—except that we’ve 
been too busy to give it much 
thought.” END 








Next Month: The editorial microscope 
will analyze the remodeling operations 
of other leading contractors ... 
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BOOK OF REMODELING PROCEDURE MANUAL 


Chapter Ten 


What's the Future 
or Non-Residentia 
Modernization . . . 





MARK THIS YEAR—this year of unprecedent- 
ed promotion of the idea that old homes can be 
made new again—as the first year in a new era 
of national recognition not only of the need for 
remodeling homes, but of the vast health, comfort, 
efficiency, economic and competitive importance 
of modernizing every type and kind of non-resi- 
dential structure. 

Mark this year as the year when America’s 
commercial, industrial and institutional slums and 
blighted buildings or areas in cities, suburbs and 
small towns, were tried in the court of popular 
opinion, found guilty, and sentenced to modern- 


ize or submit to demolition. 


«s Mark this year as the year when plumbing, 
heating and air conditioning contractors were 
presented with their greatest opportunity to step 
up their remodeling activity or step in decisively 
to this big-profit, year-round market, for some 
authorities believe that new construction may 
never again surpass remodeling in volume. It 
has already been conclusively established that 
remodeling cannot be outstripped by new con- 
struction in protected profit and in the abolition 
of the industry’s oldest problem, seasons. 

But if new construction has its undesirable 
points, it also has its favorable influence upon 
remodeling, especially in non-residential work. It 
is but one of a widely divergent array of “people, 
places and things” that have figured and will 


continue to figure in the upsurge of activity in 
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non-residential modernization opportunities. 

Henry Ford, first modern advocate of industrial 
decentralization and the “green thumb” for em- 
ployes; the American family’s natural rebellion 
against being “fenced in” in congested, blighted 
or slum areas; faster transportation and better 
roads, the battle of the suburbs and small towns 
to attract the big cities’ business and industry and 
the big cities’ new strategy for fighting back— 
these are but a few more of the factors the 
plumbing, heating and air conditioning contractor 
should be familiar with to understand more com- 
pletely both the why and the how of going after 
non-residential remodeling. 

A single example will serve to illustrate how 
the “competition” of new construction affected 
remodeling in two suburban communities. 

Earl D. Eisenhower, public relations executive 
for Suburban Life newspapers, La Grange Park, 
Ill., tells the story. 


s “There has been an amazing growth in the 
number of industries throughout Chicago’s west 
suburbs,” says Eisenhower. “This has meant, of 
course, a tremendous increase in population with 
an accompanying bigger demand for all the retail 
services as well as for better schools, hospitals, 
restaurants and all the rest. 

“In La Grange Park, as but one typical example 
of all western suburbs, population has risen from 
3,400 in 1946 to 12,000 today. Wm. Joern & Son, 

(Please turn to top of page 156) 
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Chapter 10... continued 
(Continued from bottom of page 154) 


real estate developers, apparently saw what was 
coming seven years ago and announced plans for 
a new shopping center, the Village Market, in 
La Grange Park.” 

The project, housing 34 stores and five suites 
of offices, was completed in 1952 at a cost of 
$2,500,000. 

The adjoining village of La Grange, at the time 
Mr. Joern was completing the Village Market, 
was looking forward to its 75th anniversary which 
it celebrated in ’55. 

The downtown area of the older suburb has 
been the shopping and office “Main Street” for 
residents from miles around for many years. The 
announcement that the Village Market stores 
would be completely air conditioned, efficiently 
heated, provided with modern customer and em- 
ploye rest rooms, that there would be free park- 
ing and numerous other attractions, sent the La 
Grange property owners scurrying for help in 
modernizing their older buildings. 

Thousands of tons of air conditioning were in- 
stalled, heating and plumbing facilities were 
carefully examined, store and street lighting were 
overhauled completely. 

The cost of the remodeling to date must far 
exceed the cost of the new stores in La Grange 
Park, nor have all the older buildings been re- 
modeled as fully as they eventually must be. 

“There are thousands of variations of this 


pattern throughout the country,” Eisennower con- 
tinued. “In big cities and small towns, new 
construction of any kind has an immediate and 
favorable effect upon remodeling and remodeling 
itself has a similar effect—sort of a chain reaction. 

“When one store, bank, office building, indus- 
trial plant, hotel, motel or restaurant modernizes, 
competitors and non-competing neighbors follow 
suit. Those who do not soon find their business 
slumping and their property deteriorating in 
value. 

“Air conditioning is the big thing in remodeling 
today, but many businesses are learning what 
some gas station people learned long ago: smart, 
modern and well-kept rest rooms are smart, 
modern, business-getting merchandising. 

“Many banks, savings and loan associations, a 
few stores and restaurants have also learned this 
lesson, but there are thousands more in almost 
every category of public service institution that 
need to be sold and can be sold if contractors go 
after the business. Modern rest rooms for em- 
ployes are every bit as important, of course, as 
they are for customers—and that goes for all 
non-residential buildings, without exception. 

“T could tell you, too, of a store—a pretty big 
one—in one of our suburbs which not only has 
not air conditioned but lacks properly distributed 
and controlled heat in the wintertime. There are 
parts of that store so hot you have to gasp for 
breath and other parts so cold you’d think you 
were out-of-doors. 

“So, when you speak of opportunity for plumb- 


How the non-residential remodeling study was made: 


"4 DomEsTIc ENGINEERING editors interviewed 
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business authorities and industry figures 
throughout the nation. Here Earl D. Eisenhower, 
public relations director of Suburban Life news- 
papers, and Contractor George Bunt, both of La 
Grange, IIl., trace suburban growth for Domestic 
ENGINEERING reporter Jim Malone. 


An across-the-nation inquiry among news- 

papers and chambers of commerce in 172 cities 
whose metropolitan areas exceed 50,000 in population 
turned up the national pattern. 


Big buildings in downtown Chicago were visited 

« by researchers to get the age and replacement 

factor for plumbing, heating, piping and air con- 
ditioning. (See results on page 157.) 


Trade associations and business papers in key 

* industries provided a “horizontal” check on 

the “vertical” data turned up by the national and 
Chicagoland interviews. 
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big buildings of Chicago: 


Buildings Fully a 
Air Conditioned 


Heating Boilers 
Over 30 Years Old 


Plumbing Fixtures 
Over 30 Years Old § 


Radiation Over 
30 Years Old 


Buildings Planning 


P-H Modernization 


Buildings Planning 
to Air Condition 


Source: These figures 
are based on a check 
of more than 1000 
non-residential Chi- 
cago buildings, in- 
cluding both field 
calls and interviews 
with building man- 
agement authorities. 


ing, heating and air conditioning contractors in 
non-residential remodeling, you’ve got to use the 
word BIG, and that applies to suburbs, cities and 
towns everywhere.” 

The pattern drawn by Mr. Eisenhower for the 
area served by Suburban Life newspapers was 
traced again and again in Domestic ENGINEERING’S 
nation-wide survey and in its penetration study 
of the entire Chicago metropolitan area. 

The nation-wide survey brought to light the 
story of the modernization potential in non-resi- 
dential structures in representative cities where 
key factors, with only slight variations, are similar 
to those of all other communities in their areas. 
They are cities whose metropolitan areas are over 
50,000 population. While not all cities were able 
to supply complete information, the results never- 
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SURVEY REPORT: Here’s the picture of 
plumbing, heating and cooling in the 


mom 
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theless permit a well-rounded point of view. 

Chambers of Commerce and newspapers were 
the chief sources surveyed for “vertical” data on 
the various localities. To cross-check this infor- 
mation on a “horizontal” scale, Domestic EN- 
GINEERING also surveyed business publications and 
trade associations in key industries. 

To further cross-check and pin point the find- 
ings of the national study, Domestic ENGINEERING 
did a penetration investigation in the Chicago 
metropolitan area. Chicagoland was selected 
because within its borders are the nation’s second 
largest city, typical suburban centers, representa- 
tive small towns and cities, and those wholly- 
American farming communities which are still 
largely dependent upon agriculture for their 


(Please turn to center of next page) 
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Here's the biggest chunk of the non-residential market - Institutions! 


THE SINGLE worD that best describes the field 
of mass feeding and mass housing is “Institu- 
tions.” There are some 550,000 existing insti- 
tutional buildings in the country, a great many 
of which have been in operation long enough 
to qualify them as prime remodeling prospects 
for plumbing, heating, piping and air condi- 
tioning. Indeed, large scale remodeling is go- 
ing on in the better of the older Institutions 
continuously. 

Hotels, for example, are spending something 
like $500 million a year for modernization and 
a total of more than $3 billion has been spent 
for remodeling since the war. 

New York City alone is putting a minimum 
of $30 million into hotel modernization this 
year. Meantime, at Cedar Rapids, Ia., plans to 
add 140 new rooms to the Roosevelt Hotel 
have been announced, part of a long-range 
program which has already seen the modern- 
ization of all bathrooms. 

The Deshler-Hilton at Columbus, O., has a 
$2.4 million program underway. In Seattle, 





the Olympia is in the 
midst of big remod- 
eling activity, while 
at Owatonna, Minn., 
a small hotel has in- 
stalled new bath- 
rooms. 

The point is that 
no matter where ho- 
tels are located, no 
matter how large or 
small they may be, 
unless they want to 
pass out of the pic- 
ture, they must keep 
modernizing. 

You can run down the list of all Institutions. 
Not one can afford to ignore the demands of 
the public for every comfort and convenience. 

The opportunity for the heating, plumbing, 
and air conditioning industry in the field of 
Institutions is limitless —C. L. Staples, editorial 
director, Institutions Magazine, Chicago. 





C, L. Staples 








(Continued from bottom of page 157) 
prosperity. In Chicagoland, therefore, are the 
crossroads of city, suburban, small town and rural 
activity and thinking. 

In Chicago itself, authorities envision 10 billion 
dollars invested in new and remodeled industrial 
facilities by 1975 and more than 800,000 new job 
opportunities. 

Chicagoland, through its wide diversification of 
industry, business and institutions service, com- 
pletes the check chart for contractors on non- 
residential remodeling from the biggest to the 
smallest structures. 

In the Domestic ENGINEERING reports will be 
found the answer to the question: What is the 
future for non-residential remodeling? In the 
reports, too, are the answer to many subdivisions 
of this question. 

Let’s begin with the facts and ideas uncovered 
in the downtown Chicago inquiry and fan out 
from there, always remembering that the line 
once so clearly discernible between the needs and 
problems of people in different big cities and 
different small towns or between all big cities and 
all small towns is now quite obscure. 

State Street and Main Street no longer run 
parallel to each other a thousand miles apart. 
They have been merged into a single highway 
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and the people who move along it make the same 
demand of the commerce, industry and institu- 
tions they find along the way. That demand can 
be spelled out in one word, progress. 

An idea, a project or program that means pro- 
gress for Chicago can also mean progress for any 
other city or town in the country. In turn, all 
big cities can learn and have learned much from 
smaller communities. 

How Chicago is solving its slum and non-resi- 
dential remodeling problems may hold an idea 
for your community, whatever its size, whatever 
its location. 

Consider, for example, the statement of John 
S. Knight, publisher of The Chicago Daily News. 

He told Domestic ENGINEERING that the Chi- 
cago area since the 1950 census has witnessed the 
coming of some 200,000 brand new households. 

“This great growth has not flourished in the 
heart of the city where demolitions show an 
actual decrease of thousands of housing units,” 
Knight points out, “and not in the core of Chicago 
where total growth has been only 19 percent. 
The growth has been in the outer reaches of the 
city and through the suburbs where new growth 
has soared to a high of 94 percent. 

“Moreover, new locations of industry have fol- 


(Please turn to center of page 160) 
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Hospital San Juan de Dios, Bogota, Colombia 
Architect, Engineer & Contractor—Cuellar, Serrano & Gomez, 
Bogota, Colombia 


@ A hospital never sleeps. "Round the clock, day in, day 
out, it must be prepared to meet any emergency. And 
the “heart of a hospital” —the vital organ that supplies 
power for all steam equipment—is the boiler unit. With 
human life constantly at stake, the boiler must be in- 
fallible. That’s why the administrators of Hospital 
San Juan de Dios, in Bogota, Colombia, chose Kewanee 
Reserve Plus Rated Boilers with 50% extra built-in 
power. They demanded dependable boiler operation 
with minimum maintenance and lower operating cost— 
higher efficiency. Operating at ‘‘cruising speed,”’ 


Kewanee Boilers, rated on nominal capacity, offer that 


VITAL AS THE SURGEON’S TOOLS... 
“CRUISING SPEED” BOILER OPERATION 


reserve Buln 





measure of protection always ‘fon call’’ no matter what 
the need. And because of “‘cruising speed’’ operation, 
there is no prolonged strain with attendant chance of 
breakdown. Result: higher efficiency at lower cost with 
longer boiler life. Boilers rated on maximum capacity, 
operating wide open all the time, cost more to operate 
and maintain, are less dependable and are subject to 
breakdown. That’s why hospitals all over the world 
prefer Kewanee Boilers. You will, too, if you investigate 
the Kewanee Boiler “cruising speed’ story. Write 
now forfacts. KEWANEE BOILER DIVISION OF AMERICAN- 


STANDARD, 101 Franklin Street, Kewanee, Illinois. 


KEWANEE@)BOILERS 


DIVISION OF Amtnican-Standard 



























Chapter 10... continued 





TECHNICAL editor E. M. Stephenson of D.E. staff visited 
scores of buildings where big job remodeling was under 
way and talked with dozens of contractors active in the 


(Continued from bottom of page 158) 
lowed new locations of people. Indeed, new 
locations for approximately 1,200 industrial 
plants have been developed since the war. The 
majority of these locations are outside the city 
limits. Only 19 percent of this growth is in the 
old ‘central’ manufacturing area. 

“Definitely, therefore,’ Knight continues, “the 
big movement of people, plants and retailing is 
away from Chicago, as of today. What of to- 
morrow? Downtown Chicago is charting its come- 
back. A bold and exciting redevelopment plan 
called The Fort Dearborn Project is part of the 
city’s comeback strategy. 

“The plan is a proposal for the redevelopment 
of a part of central Chicago involving 147.5 acres 
north of the Chicago River and adjoining the 
city’s downtown business district.” 

The existing “improvements” on this huge 
chunk of land average over 50 years in age, ac- 
cording to project originators. The 1950 census 
reports 2,083 dwelling units in the area of which 
63 percent are substandard, considered as beyond 


There are numerous 


reasonable rehabilitation. 


How a Big-Job Contractor Promotes Non-Residential Remodeling . . . p. 178 







Some of his findings are pre- 
Future issues will report his in- 
terviews with some of these big job contractors. 


non-residential market. 
sented in this issue. 


rundown hotels and lodging houses, most of which 
are in a chronic state of disrepair. 

These disreputable “panhandlers” which make 
the biggest demands upon tax-supported munici- 
pal services and make the smallest contribution to 
the cost have mingled with some of the city’s 
better institutions for too many years. 

The Fort Dearborn Project will remove them, 
building a variety of residential and non-resi- 
dential structures in their place. 

Here, then, will be mass execution of the ver- 
dict: Modernize or submit to demolition and an 
eventual happy ending to a story of creeping 
squalor that undoubtedly started with a simple 
case of neglect. 

It is one of the variations of the La Grange-La 


Grange Park illustration. It is one answer, per- 
haps a negative one, to the question: “Is the trend 
of business, industry and population away from 
the big cities likely to continue?” 

It is typical, too, of similar plans under way or 
on the boards in many leading cities where slums 
and blighted areas have contributed so distressing- 


(Please turn to center of page 162) 
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Drain Gap 


Around the clock, American Sanitary works for your increased profits ! 
Research, design and marketing experts at Abingdon, Ill, analyze the 
needs of today’s plumbing industry to create products most wanted by 
your customers. The six large-volume items shown here have all been 
introduced in the last three years. Leading national equipment manu- 
tacturers endorse and recommend them... wholesalers across the nation 
stock them... plumbers by the thousands buy them! 
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Chapter 10... continued 








FACTS AND FIGURES for this article were provided by 
many sources. Among them, were chambers of commerce 
and authoritative business publications in the non-resi- 
dential field. At left, Thomas Coulter, chief executive offi- 
cer of the Chicago Assn. of Commerce, is interviewed by 


ly to the burden of heavy costs for the community. 

Government records show that slums are direct- 
ly involved in 60 percent of all tuberculosis cases, 
50 percent of all other diseases, 45 percent of all 
major crimes, 55 percent of juvenile delinquency 
cases and 35 percent of all fires. 

Non-residential slums are just as much a factor 
in this costly situation as slum dwellings. Such 
slums are not exclusively a characteristic of big 
cities. Every town and village has its slums and 
its slums-in-the-making, whether it be the build- 
ings in a large area, a sprinkling of a few “eye- 
sores” or even a single building. 

What happend to the “north of the river” sec- 
tion of Chicago is one example of what can hap- 
pen when property owners fail to remodel. 

The example contains a suggestion which 
should say to progressive contractors everywhere: 
“Look around. Maybe in your community on a 
smaller or larger scale is the kind of neglect 
which, if corrected now by remodeling, could halt 
the onset of an epidemic of blight that would hurt 
the entire community. 

“Look around at the restaurants, hotels, indus- 
trial plants, hospitals, stores and all other non- 
residential buildings. Are any of them suffering 
internally as well as externally from old age or 
neglect?” 


= If the answer is yes, you are looking at one 
part—the non-residential part—of THE big op- 
portunity of your business career. 

In Chicago’s downtown area where the com- 
petition of new construction, suburbia, small 
towns and new outlying shopping areas has been 
especially tough, and where big building tenants 
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Domestic Engineering’s research director, William Mac- 
Leod, and technical editor E. M. Stephenson. At right are 
R. J. Walther, managing editor of Buildings Magazine; 
R. H. Clements, editorial director, and Marian Von Lackum, 
editorial assistant, who were also interviewed by D.E. 


make continuous demands for better quarters, 
DomMESTIC ENGINEERING nevertheless found some 
surprising conditions. 
The figures for your city or town are not likely 
to be less than those for Chicago where... . 
17 per cent of the plumbing fixtures... . 
15 percent of the piping... . 
11 percent of the boilers... . 
19 percent of the radiation. .. . 
. were new at or before the time Admiral 
Peary reached the North Pole in 1909. 
34 percent of the plumbing fixtures... . 
42 percent of the piping. ... 
33144 percent of the boilers. . . . 
42 percent of the radiation. .. . 
. were installed between the time of Peary’s 
journey and the rise to full bloom of prohibition 
gangsterism in 1925. 


= The figures are subject to adjustment for some 
replacements and additions but on the whole they 
apply to the bulk of the equipment in the build- 
ings surveyed. 

You might conclude that such a record of per- 
formance is a mighty tribute to the quality of 
plumbing, heating and piping. It is, and would 
be an even greater tribute if manufacturers had 
not so vastly improved their products as to make 
all of this venerable equipment more costly to 
continue to operate than to replace, even disre- 
garding all such factors as the competition of new 
construction, suburbia, small towns, etc. 

Here, then, is the core of the answer to the 
question: can non-residential remodeling be mer- 
chandised? It can be—and should be—for its op- 


(Please turn to center of page 164) 
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UNIFORM WELDABILITY 
OF YOUNGSTOWN PIPE 


makes your job easier, 
quicker. ..yet more efficient 














Many plumbing or heating jobs call for 
welding. And, the job is good—the customer 
pleased—when the weld adheres and holds 
uniformly. Control of chemical composition 
in Youngstown Pipe is the first requirement 
assuring maximum weldability. Clean, con- 
sistently beveled ends, uniform wall thick- 
ness and diameter mean the ends line up 
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well. Uniform weldability of Youngstown 









Pipe makes your job easier, quicker.. .yet 
more efficient. Specify Youngstown for your 






next job. 











THE YOUNGSTOWN SHEET AND TUBE COMPANY oie. Sion Velo, 


General Offices Youngstown, Ohio District Sales Offices in Principal Cities 
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THE STAR: Friday, July 6, 1956 





Roger W. Babson 


Says Merchants Must 
Air Condition Stores 


BABSON PARK, Mass.—The recent hot weather sug- 
gests a column on air conditioning. Since we use it here 





in my office, I can speak freely regarding it. Any reader. 



































however, who is interested should 








consult his local agent 





THE WALL STREET JOURNAL 


Thuredey. July 12, 1956 
Dallas Apartments Use 
Pools, Air Conditioning 
To Battle for Tenants 


By Prerer B. Bart 


Staff Reporter of THe WALL Street JOURNAL 


DALLAS — “I'm a photographer's model, 











Stories in the news point up demand for non-residential remodeling . . . 


Says Roger W. Babson, noted business writer in his 
July 6 newspaper column: “I am convinced that mer- 


(Continued from bottom of page 162) 
erating and efficiency economies as well as for 
its health, comfort and “competitive” qualities. 

Here, too, is an answer to the question: Are 
sales possibilities for plumbing, heating and piping 
as good as those for air conditioning? 

In Chicago, as elsewhere throughout the nation, 
air conditioning has reached the status of absolute 
necessity for any non-residential structure. 

Nevertheless, in the buildings surveyed by Do- 
MESTIC ENGINEERING, only four percent are fully 
air conditioned. Over 90 percent of the buildings 
are partially air conditioned, the units of oc- 
cupancy so equipped ranging from a small office 
or room to one of several floors. 

Chicago’s Drake and Palmer House Hotels are 
among the institutions now completely air con- 
ditioned, both jobs having been finished this year. 

The Bismarck Hotel announced July 15 that it 
will begin a one million dollar remodeling pro- 
gram which will include a central year round air 
conditioning, heating and humidity control sys- 
tem to care for all 600 guest rooms. 

The Conrad Hilton, Sheraton-Blackstone, Edge- 
water Beach and LaSalle Hotels have air con- 
ditioning programs in the process stage. 

The Midland Hotel, in converting office floors 
in its combined hotel-office structure to hotel 
rooms, is installing air conditioning floor-by-floor. 
Also involved in this project is extensive new 
plumbing. 

Another last fact from the Chicago downtown 
area survey is that 50 percent of the buildings 
are either now making or planning major changes 
in one or more of the heating, plumbing, piping 
and air conditioning services. 

The new 1,000.000 sq ft, completely air condi- 
(Please turn to top of page 332) 


chants, in order to hold their trade, must universally 
adopt air conditioning. This especially applies to 
downtown ‘Main Street’ merchants who must compete 
with the new shopping centers. Any reader who is in- 
terested should consult his local agent or plumber.” 
Says the Wall Street Journal in its July 12 edition: 
“Dallas apartments use pools, air conditioning to bat- 
tle for tenants.” A typical excerpt from the article 
quotes one apartment owner as follows: “Unless you 
offer tenants a swimming pool, central air conditioning 
and the latest in appliances, they’re not interested. 
Some apartment houses four years old are already 
obsolete. Landlords are remodeling, repainting and 
adding food waste disposers and washing machines 


to keep their tenants.” 


Non-Residential Remodeling Buying Plans of 
Building Management Executives 





Here is how indicative plumbing, heating and 
air conditioning products and equipment fared in 
a recent survey by Buildings Magazine whose 
approximately 6,000 readers manage a total of 
57,900 of the nation’s approximately 80,000 eleva- 
tor buildings (office, loft, apartment, hotels, and 
others) and 27,600 non-elevator buildings in the 
non-residential category. The survey was nation- 
wide and the percentages are number of readers 
responding, thus: 18.1 of reader respondents are 
installing central air conditioning systems in 


1956. 


RoR IDES 350-00 'o nia wos o ees ee aa ee eee Se 37.4% 
EE. 2 ccceczaphecwausaacees 27.2% 
eS Eee? Pare ee ey ee ee Se 24.6% 
Temperature controls ................... 25.6% 
SESH TRITIMOG aviv is os oc vce sens eis 18.5% 
Window air conditioners ................. 26.0% 
Package unit air conditioners............ 19.8% 
Central ‘air conditioning ............:.6%s. 18.1% 
I cins.d..as 5000s k Syke cae 19.8% 


Water coolers 
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ONE SHERMAN POWER DIGGER averaged 


16% cubic yards of excavation an hour, for 8 
hours, for a southwestern plumbing contractor. 
And this figure included time necessary for 
24 location changes! The Sherman is used, 
primarily, for digging water, gas and electrical 
service lines for new homes. 

Here are some reasons why this plumbing 
contractor gets more production from his 
Sherman: Fast operating cycle; high visibility 
around other utility lines; and top-notch bell- 
hole performance. And the local Ford Tractor 
dealer, having sold so many, is equipped and 
skilled to keep his machine on the job, working 
at peak output without costly downtime. 

See your local Ford Tractor dealer TODAY 


for a demonstration or write for Bulletin No. 1345. 


| 


PRODUCTS, INC. 
ROYAL OAK, MICHIGAN 


POWER DIGGERS’ + FRONT END LOADERS © FORK LIFTS 
(Fame 45?) Fitete ae 


*Designed, Engineered and Manufactured jointly by Sherman Products, 
Inc., Royal Oak, Michigan. Wain-Roy Corporation, Hubbordston, Moss. 
























Coutlasting taueles tl 


the modern match for any color scheme 





CARLTON...so natural for O.H.I.” planning! 


Now that you can install Carlton Stainless Steel Sinks at a cost comparable 


to ordinary enamelled sinks, why not recommend Carlton? 


Here is the last word in built-in beauty and efficiency, from Carlton’s 
special rubberized undercoating that reduces dishwashing clatter to Carlton’s narrower 
wall between bowls that reduces splash. And keeping a Carlton Stainless 
Steel Sink spotlessly clean is as easy as washing a glass. Carlton Sinks come 


in standard sizes that require no custom fitting. 


Though built to last forever, a Carlton Double Sink Bowl (32” x 21”) weighs only 

17 pounds, makes installation faster and easier. Stainless Steel’s lightness saves money on 
shipping costs, too. Distributed by Wholesalers of Quality Plumbing Fixtures, 
Coast to Coast. Write for Catalog 99 and the name of our nearest distributor. 

SINK DIVISION, Carrollton Mfg. Co., Carrollton, Ohio. 
renew the 
| HEART 
4 of your home 


= \— PLUMBING 
WEAT ING 


cootme/ Tho bright spot im your hitehon, 
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Why be a bashful plumber... 


when you can be a dashing 
Electric Water Heater dealer ? 


Why be bashful when a customer calls you on hot water trouble? 

When you discuss repairs, that’s your opportunity to tell about the 
advantages of a new Electric Water Heater. There’s more in it for you, 

and more satisfaction for your customer. Just tell him about . . 





THE EASY INSTALLATION 
of Electric Water Heaters, anywhere, with no flue or vent. 












THE ECONOMY AND EFFICIENCY 
short pipe runs, less heat loss. 

















THE AUTOMATIC OPERATION 
trouble-free for years. 











SELL YOURSELF 
on this profitable 
idea. It pays! 





y enema 
0 
YCormew™ 


Send for FREE Foider! This attractive envelope stuffer can 
help sell your customers on Electric Water Heaters. Send coupon for 
FREE sample. 











ELECTRIC WATER HEATER SECTION 

National Electrical Manufacturers Association 

155 East 44th Street, Dept. DE-8-56 

New York 17, N. Y. 

Please send me sample copy of consumer folder—“*YOU NEVER EVEN 
THINK OF ME... yet I keep you in hot water all the time!” 





ELECTRIC); WATER HEATERS 


Good for the plumber and the customer! 














Name 


155 East 44th Street, New York 17,N.Y. “Re Company name 
ALLCRAFT ¢ BAUER ¢ C-E HEATMASTER ¢ CRANE SELECTRIC 
FAIRBANKS-MORSE «© FRIGIDAIRE ¢ GENERAL ELECTRIC © HOTPOINT 
HOTSTREAM « JOHN WOOD * KELVINATOR * LAWSON © MONARCH ¢ NORGE 
PEMCO « REX ¢ RHEEM © SEPCO* A. 0. SMITH * THERMOGRAY * WESTINGHOUSE 


Street & No 





City, Zone & State 
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The Story Behind... 


Our Industry s 
Evolution in Remodeling 


Here's a new version of the old question about the chicken and the egg... 


WHICH CAME FIRST, the chicken 
or the egg? Or to paraphrase this 
age-old question: Which came 
first, the property owner’s recog- 
nition of the need for remodeling, 
or the plumbing and heating con- 
tractor’s recognition of the oppor- 
tunity for sales and public serv- 
ice that the remodeling need 
represents? 

If there’s still some question 
about the one-two status of the 
poultry, there seems little room 
for doubt that it was the plumb- 
ing and heating contractor who 
showed the property owner the 
advantages of modernizing 
plumbing and heating systems 
and keeping them modern. 

Research through past issues 
of Domestic ENGINEERING—span- 
ning three generations—proves 
that industry participation in 
remodeling is far from new. 
While the spectacular dimen- 
sions of the market are more 
clearly defined in 1956 than ever 
before, and industry excitement 
about its potential has reached 
a new high, issues of Domestic 
ENGINEERING over half a century 
ago were heralding the opportu- 
nities in this field. 

Well, times certainly have 
changed, and the dimensions of 
the market have changed, but 
apparently not the publishing 
philosophy which has guided 
DomMEsTIC ENGINEERING through 
the years. 

Then as now, D.E. was spon- 
soring remodeling programs. For 
example, in the Aug. 8 issue of 
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1931 (Domestic ENGINEERING 
was a weekly then), an editorial 
feature on page 56 and a double 
spread on pages 28 and 29 de- 
scribed D.E.’s Remodeling Sales 
Kit of that era. 

The kit included two poster 
designs, one each for plumbing 
and heating. It included a Guide 
to Remodeling Sales—“complete 
directions for helping the con- 
tractor get a slice of the remodel- 
ing business.” The guide told how 
to find prospects, and it covered 
selection of products, organiza- 
tion, advertising, inquiries, fol- 
low-up and closing. 

While it’s a far cry from the 
240-piece Remodeling Sales Kit 


now being distributed by this 
publication, it is apparent from 
our research that the kit was 
then, as today, the most compre- 
hensive assortment of selling aids 
available to the contractor. 

The feature announced that 
over 20,000 of the window posters 
had already been distributed for 
use in showrooms, on trucks and 
so forth. 

And get this! Fifty plumbing 
posters and 50 heating posters 
cost only a dollar! 

Below and on the following 
pages are some of the highpoints 
in the history of remodeling de- 
velopment in our industy turned 
up by this research. 


When public washrooms were the nation’s 





1915 


IT WAS IN THE DAYS before World War I that Domestic ENcrI- 
NEERING began its long series of campaigns to assist contractors in 
emphasizing the health and comfort importance of products and 
services of the plumbing and heating industry. The first effort, in 
pre-war days, was directed at public washrooms, demanding that 
the then intolerable conditions in such places be corrected through 
modernization. 


1919 


NEXT CAME THE BATH-A-DAY CAMPAIGN, notable for many reasons 
not the least of which was that it brought international attention to 
American plumbing progress. This campaign is generally credited 
with bringing about a new consciousness of the health importance 
of daily bathing by everyone. Thousands of copies of Domestic 
ENGINEERING’s “Story of the Bath” were distributed to homes and 

(Please turn to top of page 173) 


pubiic health enemy number one 


Do you remember this? “A Bath a Day 
Keeps You Fit Every Way ” 
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Cold Anticipation 
Heat Anticipation 


Separate Circuits: With its built-in separation Cold and Heat Anticipation: Penn maintains 
of heating and cooling circuits, the Penn Series closer temperature control. Heat anticipation holds 
880 meets all code requirements — without the heat within one degree...cold anticipation limits 
extra cost of a heating relay. cooling variation, keeps relative humidity low. 


PENN HEATING and COOLING THERMOSTAT 


GIVES YOU 3 BIG SALES ADVANTAGES 


No extra heating relays needed... 


easier installation ...and closer 
control of temperatures make 
Penn your best buy! 


Yes, only Penn gives you all these sates advantages. Then, 
too, the Penn Series 880 embodies snap-acting magnet 





contacts, still best for long life and trouble-free operation. 
And, there are many other reasons why more and more 
manufacturers of packaged year-round air conditioning 
choose Penn Controls. 


You can depend on Penn because every control is backed 
by more than 20 years of experience in designing and 
manufacturing both heating and cooling controls. So be 
sure that the year-round air conditioning systems you sell 
and install are equipped with Penn Controls, 


PENN CONTROLS, INC. 


Easy to Install: Just 3 simple steps. First, make all Goshen, Indiana 
connections on mounting base. Then “push” thermostat Automatic Controls For Heating, Refrigeration, Air Conditioning, 
on base and, third, place cover on thermostat. Gas Appliances, Pumps, Air Compressors, Engines 
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Two-wire, direct- 
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Self-aligning, 
full-floating, 


valve disc with 
flannel-backed 
Buna-N face 


assures positive 


gas shut-off 








Built-in manual o 


A glance at the above cross-sectional view of the Penn Series 926 gas valve reveals how 
simple yet efficient this new valve design really is! Note the absence of a plunger and 


kick-off spring which cause noise in ordinary valves. 


LOOK HOW EASY IT 1S TO CONNECT 


It's so simple to connect the Penn thermocouple lead to the valve or relay. Secured with a 
small wrench, the male hex nut makes contact with terminals automatically. There are no 
covers to remove or wires to connect to terminals. Penn Series 814P automatic pilot valve 
is shown at left and the Penn type 850P1 automatic relay with manual reset is at right. 
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—_— GAS VALVE od 





It’s not a solenoid, not a 
diaphragm, but a new design 
idea that eliminates 
slam-bang operation 




















Here’s a compact, dependable gas valve that 
operates so quietly you can hardly hear it. There's 
no more noise because noise is eliminated, not 
merely isolated. So...there’s no more annoying 
slam-bang operation! 


Look at the cross-sectional view and you'll see 
why the Penn Series 926 gas valve is so quiet, 
efficient and dependable. There's no plunger to 

“slap” when valve closes ... no hum or residual en ee eT Pree ers 
magnetism sticking because there’s no magnetic or high voltage applications. Ask your burner 
contact between armature and pole .. . there’s no 
kick-off spring to vibrate or break. You get all 
this plus ample opening force and top capacity 


at the price of a magnetic valve, not a diaphragm. PEnn CO NTROLS r INC. 


_If you want a gas valve that is really quiet, effi- Goshen, Indiana 
cient and dependable . . . and, who doesn’t. . . 
then try the Penn Series 926 on your next heating Automatic Controls For Heating, Refrigeration, Air Conditioning, 


job. It’s available in %”, 2”, and 4” sizes for low Gas Appliances, Pumps, Air Compressors, Engines 














manufacturer or wholesaler for Penn heating 
controls...they’ll operate more efficiently. 





THERMOCOUPLE TO VALVE RELAY AND BURNER 


Penn Series 926 gas valves are normally closed 
and will shut off the gas supply if power fails. To 
open the valve manually, simply push up and turn 
the manual opening knob at bottom of valve. 


Installing the thermocouple tip into pilot burner is 
so easy. Tightening one hex-head male nut properly 
positions and secures the thermocouple in one op- 
eration. Penn Type D-11 pilot burner is shown. 








this is an optical illusion 


this is NO 


optical illusion 


you ACTUALLY SEE more 
than one pump control! 


It’s not a trick. 

There is just one control shown—but it does 
the job of two or more water system pressure 
controls! Combining both narrow and wide 
differentials in one unit, this Penn Series 154 
meets a variety of differential needs. Look at 
the selection this one control gives you... 


At 10 pounds cut-out pressure, there’s a 5 
pound differential . . . at 65 pounds cut-out, a 
9 to 35 pound differential ... and at 40 pounds 


cut-out, as low as 7 pounds differential. 


That's just part of the story. Penn’s simpli- 
fied design makes field adjustments easy... 
contact pressure is greater . . . contacts are 
self-cleaning . .. bounce, closing arc and weld- 
ing of contacts are eliminated. Ask your manu- 
facturer or wholesaler for complete details on 
the Penn Series 154... the pump control that 
eliminates the necessity for you to stock more than 
one model to meet various differential needs. 


PENN CONTROLS UNC. costes, sian 


AUTOMATIC CONTROLS FOR HEATING, REFRIGERATION, AIR CONDITIONING, GAS APPLIANCES, PUMPS, AIR COMPRESSORS, ENGINES 
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Evolution in Remodeling 


(Continued from bottom of page 168) 


school children. Millions more impressions were 
registered in the press, through public health 
agencies and schools as the campaign proved its 
point, “A bath a day keeps you fit every way.” 
The result of this effort which spanned a good part 
of the 20’s was a greatly increased appreciation of 
the products and services of the plumbing indus- 
try and increased use of those products. With this 
new appreciation by the consumer, the modern 
modernization era was well on its way. 


1929 Industry's first remodeling 


sales kit is developed 


IN THE LATE 1920’s and early 30’s, Domestic 
ENGINEERING made it emphatically clear that “The 
Difference Between An Old House and A New 
One Is Plumbing” and “Modern Heating Means 
Modern Homes.” Here was the industry’s first 
remodeling sales kit and distribution of posters 
carrying these plumbing and heating messages to 
the public went well over the 20,000 mark. 


1933 


THE FIRST IN A SERIES of all-industry merchan- 
dising contests was sponsored by Domestic ENGI- 
NEERING. It was designed (1) to stimulate con- 
tractor participation in modernization selling and 
(2) to reward with valuable prizes contractors 
who submitted evidence of their superior accom- 
plishments in merchandising. It was the forerun- 
ner of several such contests, the first two of which 
were instrumental in promoting $300 million 
worth of remodeling during depression years. 
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THE LATEST in the continuing series of mer- 
chandising contests, offering over $12,000 in prizes, 
was sponsored by D. E. in 1950. Robert Schaefer, 
owner of the Home Improvement Co., Cullman, 
Ala., was top winner in a field of 2,000 entries. 
His story of success in modernization selling will 
be part of this new series on remodeling. 
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Tue 2000 anv 1 Book of prizewinning merchan- 
dising ideas was published. It was, and is, a presen- 
tation of the more than 2000 merchandising ideas 


Merchandising contest gives 
boost to remodeling 


From a small Alabama town 
comes a big success story 


Contractors get 2000 and 1 
remodeling sales ideas 








submitted by the 181 prizewinners in the all- 
industry merchandising contest. 


1952 The story that changed 


the face of America 


THE GREATEST definitive study of remodeling 
needs, intentions and abilities-to-buy was made 
by a team of 40 Domestic ENGINEERING research- 
ers in a building-by-building survey in Bay City, 
Mich. Now known throughout the industry as The 
Bay City Story, this survey has given the plumb- 
ing and heating industry a measure of the market 
not enjoyed in such depth by any other field. 

It is credited by many outstanding industry 
authorities as the factor which most influenced 
the spectacular swing to modernization selling in 
this industry during the past four years. 

DomEsTIC ENGINEERING prizes most the many 
statements from the nation’s top contractors that 
The Bay City Story strongly influenced their 
decision to move vigorously into the moderniza- 
tion market. The statements have come from 
many contractors who are now doing upwards of 
a million dollars a year each in remodeling. 


1953 The behind-the-scenes story 
of remodeling is told 


THE 240-precE Modernization Sales Kit was de- 
veloped and sold (for $20.00) to over 600 contrac- 
tors. Over 6000 contractors viewed D. E.’s new 
half-hour remodeling film—The Bay City Story. 

The film, shown mostly at wholesaler meetings 
for contractors and still available without charge 
for any industry gathering, dramatically shows 
what the D. E. team of researchers found in Bay 
City and illustrates, step-by-step, how contractors 
can get started in full-scale modernization selling. 


95 


DomeEsTIc ENGINEERING hammered hard on the 
modernization theme in feature articles through- 
out the year. Case histories of successful remodel- 
ing operations—many of which had been very 
small only a year earlier—were featured. Like 
a chain reaction, they stimulated still other con- 
tractors to become active in modernization selling. 


Like a chain reaction, 
remodeling catches on 


1955 This will go down as the 
/ year of the big plans 
THE PENETRATING CASE STUDIES of remodeling op- 
erations begun in 1953 and 1954 were increased in 
(Please turn to top of page 174) 





















Evolution in Remodeling 


(Continued from bottom of page 173) 

1955. Use of the sales kit and remodeling film con- 
tinued strong. Plans were laid for D. E.’s 1956 
remodeling issue—the one you are now reading. 

On a hot day in Washington, D.C., the All-In- 
dustry Plumbing and Heating Modernization Com- 
mittee was formed at the request of Robert T. Mor- 
rill, then NAPC president. William A. Landers, 
current NAPC president, was named chairman. 
9 5 Even the President gets 

into the act 


THe Aut-Inpustry Modernization Committee 
developed plans for Plumbing-Heating-Cooling 
Month in August. Wilbur Hokom, NAPC vice 
president, was named chairman. Operation Home 
Improvement—an all-industry drive for home im- 
provement—was Officially born January 1. 

On January 16, at the request of President 
Eisenhower, 1956 was officially declared “Home 
Improvement Year” at a meeting of over 500 gov- 
ernment and industry leaders in Washington, D.C. 

Domestic ENGINEERING further intensified its 


Domestic Engineering Salutes: 


coverage of modernization subjects—publishing 
more on the subject than the next two industry 
publications combined. This emphasis was brought 
to a current peak in this issue. 

As the issue was going to press, governors and 
mayors all over the country were proclaiming 
August as Plumbing-Heating-Cooling Month. 


ng Are we on the threshold 


of a Golden Age? 


WiuiaM A. Lanpers, NAPC president, has an- 
nounced that our industry’s modernization com- 
mittee will continue active at least through 1957. 
Operation Home Improvement has changed its 
slogan from “’56, the Year to Fix!” to “Better 
Your Living” so its program can be extended into 
1957. The American Council to Improve Our 
Neighborhoods is increasing its emphasis on slum 
and marginal building rehabilitation. 

DomEsTICc ENGINEERING, too, has some new sur- 
prises in store on the subject of modernization. 

It will be an exciting, rewarding experience for 
the contractor, wholesaler and manufacturer who 
takes part in it. We earnestly urge our readers not 
to miss a single exciting moment of it. 


Today's Leaders in Remodeling 


THE HUNDREDS of successful remodeling con- 
tractors who contributed heavily of their time to 
answering questionnaires and submitting to per- 
sonal interviews so this “Book of Remodeling” 
could be written. Their reward is not in money, 
but in the knowledge they have contributed much 
to the book someone in our industry had to write. 


OFFICERS and others of the National Assn. of 
Plumbing Contractors who have worked tirelessly 
to make the Plumbing-Heating-Cooling Month 
promotion a success. Among them: William A. 
Landers, president; Robert T. Morrill, immediate 
past president, under whose administration the 
All-Industry Modernization Committee was born; 
Wilbur Hokom, vice president; James Binder, 
chairman of the public relations committee, and 


many others. 


WHOLESALERS who have devoted hundreds of 
hours of their own time to the activities of the 
All-Industry Modernization Committee and in 
local-level meetings with contractors. To name 
just a few: Charles Thompson, William Fitz- 


174 


patrick, and James Peery—president, vice presi- 
dent and secretary of the Central Supply Assn.; 
Joseph Pitts, M. W. Dennison and George Under- 
wood, who hold comparable positions with the 
American Institute, and the progressive officers 
and members of the regional associations. Any 
complete list would certainly have to carry the 
names of wholesalers in non-official capacities who 
have striven to make the industry’s remodeling 
programs successful. 


MANUFACTURERS who have contributed of their 
time and money to support the work of the All- 
Industry Modernization Committee and who, 
through their advertising and dealer-help pro- 
grams, are stimulating contractor-dealer parti- 
cipation in remodeling. 


IT IS IMPOSSIBLE, of course, to list the names of 
everyone who has contributed so much to the 
success of this industry’s remodeling programs. 
So to all these, and to those whose names are 
listed above and elsewhere in this issue, the Book 
of Remodeling is dedicated. END 


Domestic ENGINEERING, Aucust 1956 











Iti todays tun... 


MODERN FAMILIES WANT 


WHITE-RODGERS..|. conrtrro.is 


FOR 
The active family of today needs dependable MODERN 
temperature control . . . all through the house. COMFORT! 


To meet their constantly changing requirements, 
depend on White-Rodgers “Controls for Modern 
Comfort.’ They’re engineered for accurate, 
trigger-quick response to temperature changes, 


and to give W-R’s famous extra-best in service 


COMPLETE, COORDINATED HEATING 
CONTROL SYSTEMS... engineered for 


rananor 





WHITE-RODGERS Controls for Modern Comfort 
HEATING «+ REFRIGERATION + AIR CONDITIONING 






St. Louis 6, Missouri * Toronto 8, Ontario 
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West Sit... 
For Those Carefully Planned REMODELING JOBS! 


IMPROVEMENT is the paramount issue in every remodeling job! That is why it is wise to 
specify WARWICK Malleable Iron UNIONS in remodeling pipe lines everywhere. For a 
WARWICK Union assembled pipe line is a marked improvement over ordinary jobs. 
WARWICK Unions are not just made—they’re built ... built with uniform strength 
over all—with heavy, indestructible, large ground ball joint and bronze seat— 
with positive, permanent full ball seal—with strong, square-shouldered nuts to 
withstand wrench abuse. Yes, WARWICK Malleable Unions are built by men 
with special creative skill and experience .. . to make the best showing in 

your pipe-line remodeling jobs. 


The best proof of WARWICK 
quality is that WARWICK 
Unions are stocked and sold by 
leading jobbers everywhere. 


rc 15th 


=< 


The WARWICK 
COMPANY 


IDAHO AVENUE LINCOLN PARK, R. I. 








INTERNATIONAL 
offers you 
all these 


Pickup Features 


INTERNATIONAL 
FRUCKS 
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BIGGEST LOAD CAPACITY 

INTERNATIONAL pickup trucks have the largest standard 61/-foot 
body you can get, up to 11.3 cu. ft. more than other leading makes. 
Widest bodies in their class by more than 6 inches. With these gen- 
erous dimensions you haul bigger, wider, more profitable payloads. 


TOUGHEST BODY 

Only INTERNATIONAL offers you a complete line of pickups with 
all-steel bodies, every one with a third hinge in the center of the 
tailgate. They are extra rigid and rugged, last longer —truly sand- 
tight. Low loading height saves effort and time. 


EASY DRIVING AND RIDING 

With steering linkage ahead of the front axle, you have easier, 
more positive control . . . a natural steering wheel position. This 
INTERNATIONAL design permits shackling at the rear of the front 
springs for a more comfortable ride and longer spring life. 


WIDEST CHOICE 

From the widest choice available, 12 different models, you can 
get the pickup that is best suited to your job for dependable, 
economical performance. You can also get all the equipment you 
need and want including automatic transmission, power steering 
and power brakes. 


FUNCTIONAL, LONG-LASTING CONSTRUCTION 

Roomy Comfo-Vision cab, chassis and every component are de- 
signed and made strictly for truck work. As a result, INTERNA- 
TIONAL Trucks stay on your job longer, cost less to own. There’s 
more—see your INTERNATIONAL Dealer or Branch for complete 
facts and figures. 


INTERNATIONAL HARVESTER COMPANY + CHICAGO 


All-Truck Built to 
save you the BIG money ! 


Motor Trucks * Crawler Tractors * Construction Equipment 
® McCormick® Farm Equipment and Farmall® Tractors 
































SALES LETTER that talks like a 
salesman promotes remodeling 
jobs in non-residential buildings 
for Hans Jensen, head of Jensen 
& Sons, Inc., Chicago merchandis- 
ing specialist in heating and 
piping jobs for half a century. 


_— 


eit ed 


Portrait 
of a \nan 
looking for 


trouble... 
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Woura you like to know 


who's always looking 
for trouble -- your 
industrial engineering 
expert, Hans Jensen... 
definitely no trouble 
maker, but trouble is 
his business. Any 
plant with heating 
problems, iiquid 
handling or any process 
piping difficulties 

Y needs his advice and 

\ his skill. 


Whether your problem 
happens to be high or 
: low pressure steam, 
condensation or Pp S$, boiler setting or mechanical firing 
devices, combus ; 

drying or hnumidi 






daft condition, ventilating or air conditioning, 
on @my other engineering problem <-- he offers 
much more than that. toBfers specisiized experience. The 
organization backing n hgs concentrated on Plant Engineering and 
Industrial Proce.s Pip\jng) For half a century. 


During the ten depressig . ars we specialized in analyzing the 
efficiency of plant opeNggpin, uni saved tne operator the cost of 
alteration in most instances the first year. Aliso, during thewar, it 
became highly essential to reduce fuel cost due to scarcity -- and the 
approaching of armament required expansion and alteration, along with 
economy. 


Here's the solution tu your problems... Call BErkshire 7-7800 today 
for a Hans Jensen survey and estimate, or mail the enclosed post-paid 
return card--no obligation. 


r trouble-free econvumy, 


HANS JENSEN & SONS, INC, 


Af ¢ 
“ae Ir Fema ss 
78 ¢ 





Piping Trouble, that is — 


...how Jensen promotes non-residential remodeling 


Hans JENSEN is looking for 
trouble! In fact, trouble is his 
business .. . or rather other peo- 
ple’s trouble, especially where 
there’s any problem with heat- 
ing, liquid handling or process 
piping in Chicago. 

But Jensen doesn’t wait for the 
people or the jobs to come to 
him ... he’s made a specialty 
of merchandising remodeling 
jobs in non-residential buildings 
and the letter reproduced above 
provides a good example of how 


178 


he promotes non-residential jobs. 


—It opens on a sprightly note, 
almost certain to capture the 
reader’s immediate attention. 

—It has the personal approach attention-getter. It’s addressed 
of a live salesman. 

—lIt’s specific as to the type and 





range of the services Jensen 
Because it’s such a striking let- offers. 


ter, Domestic ENGINEERING edi- —It inspires confidence, thus 
tors have analyzed it carefully 
and find that it measures up in 
every respect to an excellent —It appeals to the reader’s in- 
sales letter. 


selling the company as well as 
products and services. 


terest in economy. 

—Its closing stimulates action on 
the part of the reader. 
Naturally, there’s more to Jen- 

sen’s letter than just being an 


Here’s why we think so: 


to hard-headed businessmen who 
(Please turn to top of page 180) 
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the nicest guy in town, 

























: The TIME saved by NESBITT BASEBOARD 
ie becomes the [VIONEY in your pocket 












“Remember that time is money,” said Benjamin Franklin to a young tradesman. 





cess 

4 | Remember THAT when you select Baseboard Radiation for your next job. 

: The few dollars you seem to save on another make may cost you many in the end. 
wd NESBITT BASEBOARD has the built-in time-savers that make every installation profitable. 

ne, 




















Buy only what you need of packaged components in four standard lengths. 





With these and a fill-in section you can fit any wall-to-wall without cutting. 


The high-capacity element heats most rooms with a one-wall installation. 















The one-piece back plate is anchored to the studding. 
Then, the support brackets and the heating element. 
Tube ends mate for sweat jointing without couplings. 
Louver blade; snap-on front; 1, 2, 3—finished! 
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Every needed accessory is available for quick, easy installation. 











| WANT YOUR ENGINEER TO CALL 





other items checked below: 


Oo 
[] Radiation (Radiant Panel, Baseboard) 


[ 


rar 
QW 


Installing Additional Radiators 


0 


Hand Fired) 


O00 


B & G Forced Flow Circulators 
(] Modernizing Old Heating Systems 


(1 Concealing Pipes in Old Buildings 
[) Belance Heat in Apartment Buildings 


Ask for Mr. a 


Owner 





Boiler Replacement (Gas, Oil, Stoker or 


Outdoor Control, Zone Control, Motorized Valves uJ 
Automatic Hot Water Heaters (Any kind or make) [_] Automatic Controls, Draft Regulators, Fuel Savers 
(]} Inspection of Heating System and Equipment 

_] Cover Boilers, Pipes, Tanks and Breechings 

L (] Humidifiers 

] Combination Storm Windows and Doors 


Converting Gravity Hot Water Systems with 


Conversion to Gas, Oil, or Stoker Firing 


Address___ sedi eins ome ie ee “ a 
HAPPIER HOMES HAVE HANS’ HEALTHY HEAT 


PHONE BERKSHIRE 7-7800-0 


And without being obligated give me full particulars on Certified Heating Plants for new or old buildings and 


om | 


Heating System (Hot Water, Steam, Vacuum) ~} Unit Heaters for Stores, Shops or Garages 


rc) 


] Repair Underground Pipes 


Radiators (Cabinet, Recessed, Cast Iron Tube) _} Welding and Repair Boilers and Tanks 
(} Boiler Brick Setting and Combustion Work 


] Process Piping (Commercial or Industrial) 


[_] Power Plant Construction 


[] Incinerators 


[_} Roof Insulation 
) Fuel Oil Agreements 


Date : 19 
Tel. No._ 


Sate City 


F Pumps (Condensation, Vacuum or any Fivid) 


Time P.M. 


POSTPAID re- 
turn card stim- 
viates action 
on part of the 
prospect; 
makes it easy 
for Jensen to 
follow through 
on live leads. 


A.M. 








How Jensen Promotes Non-Residential Remodeling 


(Continued from page 178) 
want their money’s worth and 
who want to be sure that the man 
who is going to remodel their 
plumbing and heating knows 
what he’s doing. 

Jensen achieves his objective 
by giving the letter a “man-to- 
man” tone. It doesn’t describe 
what Jensen can do. It talks 
about it, the way a salesman 
would. In addition, the large- 
scale line drawing of the man’s 
figure, with the portrait cut of 
Jensen, gives the prospect some 
notion of what the man who 
wants to do business with him 
looks like. 

Hans Jensen, incidentally, is 
the kead of Jensen & Sons, Inc., 
a Chicago heating and piping 
firm that has been specializing in 
plant engineering and industrial 
process piping for half a century. 


« Perhaps the primary reason 
for the success of Jensen’s letter 


is that he recognizes the value of 
a sales letter, When well writ- 
ten, as the one discussed here is, 
such a letter can have the per- 
sonal touch that comes much 
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closer to being a substitute for 
a live salesman than a descriptive 
brochure does—excellent though 


the latter may be. 


s A second point on which the 
letter scores is that it is specific 
in the type of service the Jensen 
firm offers. This accomplishes 
two things: (1) It tells the man 
who is in the market for a cer- 
tain kind of remodeling job that 
Jensen can do the job. (2) The 
wide range of trouble’ shooting 
available conveys an over-all im- 
pression of Jensen’s experience 
and general competence. 

Does the letter inspire confi- 
dence? Again the letter scores 
heavily. It inspires confidence 
not only by the aforementioned 
reference to the company’s wide 
range of activity, but also by its 
mentioning of the fact that Jen- 
sen’s has been doing business for 
a half century and is no fly-by- 
nighter. It inspires confidence 
by its reference to what it has 
done during those 50 years under 
such trying conditions as a de- 
pression and a war economy. 

One of the fundamental requi- 


sites of any sales talk—oral or 
written—is an appeal to econ- 
omy. The type of remodeling 
work sought by Jensen’s letter 
necessarily precludes a reference 
to price or terms, but the appeal 
to economy is there all the same. 
It’s there in the reference al- 
ready pointed out, to the savings 
Jensen’s effected for its custom- 
ers during the depression, when 
the company did what it could to 
help customers save the cost of 
alterations and during the war 
years, when, in the interest of 
fuel economy, it helped cus- 
tomers maintain operations at an 


optimum of efficiency. 


= The letter closes, appropriate- 
ly enough, with an offer to make 
a survey and estimate, with no 
obligation. It makes follow- 
through easy by enclosing a post- 
paid return card on which the 
customer may check one or more 
of nearly 25 different types of 
installation. 

We might add one more point 
to this list. The letter also does 
what every good salesman should 
do—sell not only specified prod- 
ucts and services, but “the 
house” as well. END 
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New Custom i Disposal 


electric food waste disposer 


MODEL MW12 
EASIEST TO SELL 


. because of its combination of 
low price and deluxe features! 








quiet operation... super- 
size rubber "silencer" cushions 
Hotpoint Disposalls in their mount- 
ings. Additional gaskets through- 


. serge 
New Custom out eliminate metal-to-metal con- 
Qui | -To tact and prevent vibration. 


© Turns Disposall on and off more thorough grinding... 


bigger pieces of food waste are 
© Doubles as @ sink stopper ground faster than with ordinary 


eee disposers because cutting teeth 

ES ae . are staggered on walls of hop- 

2 : a per, as well as around flywheel, 
for maximum efficiency. 









rugged construction ... cutting 
teeth, flywheel and hammer arms 
are cast from a super-hard nickel 
alloy that resists corrosion, assures 
long life. 


jam-free design...the two 
hommer arms pivot freely on the 
flywheel, pushing food wastes 
firmly against the shredders. There 
are no springs or gadgets . . . noth- 
ing to stick or fail. 













outstanding performance... ; , 

cutting teeth quickly and easily — —— ry 
pulverize all food wastes—even 
the toughest fruit pits and the hard- 


eZ | oe 
an EASIEST TO INSTALL 


... because plumbers helped design it! 






An ordinary screw driver 
and wrench are the only 
tools needed to mount 
Hotpoint Disposalls se- 
curely to the sink. Lower 
housing, containing drain 
outlet, rotates through 
360° to line up with ex- 


isting drain opening. 














Upper housing, with 
knock-out plug, also turns 
360° to line up plug with 
the dishwasher drain line 
—speeding up installa- 
tion with a pump-drain 
dishwasher. 










Continuous-feed Model MW11 offers same internal features, 


same ease of installation, and chrome-plated sink stopper —all 
at an even lower price than the Custom Model MW12 


‘ te THotpoint the rat a 


HOTPOINT CO . 5600 ‘yee Street, Chicago 44, IIinois 
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e STANDARD SERIES 
e EXPLOSION PROOF 
e TOTALLY ENCLOSED 








e FOR UNDERWATER OPERATION e PORTABLE 
OR STATIONARY 











e WATER OR STEAM OPERATED 


%& Include the positive protection of a 
Penberthy in remodeling jobs. New 
pumps introduce entirely new concepts. 
Write for detailed information. 


FOR EVERY TYPE OPERATION 
@ Home, farm, commercial and industrial @ 
Unmatched quality @ Range of models 


and sizes @ Copper and bronze ®@ ) PENBERTHY MANUFACTURING COMPANY 
Proved design @ Dependable service - Division of the Buffalo-Eclipse Corp. 


© Sim ple installati @ No service headaches 1242 HOLDEN AVENUE, DETROIT 2, MICHIGAN 





There's CERTAIN Satisfaction in PRODUCTS BY 
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Pampered from Packer 
























Finest materials, superior fabrication and rigid inspection 
are all hallmarks of NIBCO products. But, additionally 
... NIBCO follows through. From smallest tee to largest 
valve, NIBCO products are carefully packed in appro- 
priate containers. They arrive at the installation in 
newly-minted condition. It’s an important reason why 
so many plumbing contractors specify NIBCO copper 
fittings and bronze valves on all their jobs. Are you 
taking advantage of this, too? 

















. New 
pts. NIBCO VALVES AND FITTINGS ARE AVAILABLE THROUGH LEADING 
PLUMBING WHOLESALERS EVERYWHERE 
(write for new valve and fittings catalogs) 
ANY 
NORTHERN INDIANA BRASS COMPANY 
—— 804 Plum Street, Elkhart, Indiana 
seeteemienell 
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| You can expect 


MORE COMFORT PER FUEL DOLLAR 


| from ° see 
















Comfort-economy zone 


Outlet air temperatures, velocities and vol- 
umes are correctly related in Modines for 
maximum comfort at reduced fuel costs. 
Exclusive Modine velocity generator pro- 
duces penetrating heat throw, cuts through 
cold air strata near floor . . . improves 
overall heating efficiency. 




























Horizontal delivery type, direct pipe-sus- 
pended, can be installed as recessed or 
fully concealed unit. 


Modine horizontal unit heaters 


Built for steam and hot water service, units 
are available in blow through and draw-through 
types .. . in 36 different capacities. 
For drying and processing applications, 
hot water units with higher fin-to-tube 
ratios may be operated on steam. 


Special Modine HCR anges 
resistance premium models are avail- 


able where resistance to internal 
corrosion is a problem. 





Modine vertical unit heaters 


Offered in 26 different models each 
with choice of 4 types of air deflectors. 
Compact design permits ceiling mounting 
above craneways. Optimum fin 
spacing minimizes condenser 
clogging, especially where 
excessive foreign material is 
present in atmosphere. 


Vertical delivery type. Light weight unit in- 
stalls easier without special ceiling supports. 





Write for free 
Bulletin 155 
Gives you complete unit 
heater details. Write 
Modine Mfg. Co., 1502 
DeKoven Ave., Racine Wis. 











$U-1322 
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Heating-Cooling 
Conference 
Speakers 


Top Left: 
Edward F. Ford 
Bell & Gossett Co. 


Top Right: 
Joseph D. Pierce 
Vulcan Radiator Co. 


Bottom Left: 
Edward Cole 
Crane Co. 


Bottom Right: 
F. Ben Jackson 
Combustion Engineering, Inc. 









‘Consumer Indifference’ Target 
of Heating-Cooling Council... 


THE BettTer Heatinc-Coo.tinc Councit at its 
June 27 editorial conference at New York City 
began its march against “consumer indifference.” 

The Council, launched in February with a small 
group of manufacturers, has grown into an or- 
ganization of 42 producers of water-fed heating 
and cooling systems. 

Its purpose: To inform and educate the public. 

John E. Reed, recently elected president, char- 
acterized the Council’s formation as “a step of 
outstanding significance in this industry. It 
marks the first time in our hundred-year his- 
tory,” he said, “that member companies from all 
four major manufacturer associations in the in- 
dustry have joined in an organization dedicated 
to a single purpose.” 

Reed is secretary of The H. B. Smith Company 
and chairman of Sterling Radiator Company. 

The association members are: 

Convector Manufacturers’ Assn., The Steel 
Boiler Institute, The Institute of Boiler and Radi- 
ator Manufacturers and The Gas Boiler Division 
of The Gas Appliance Manufacturers’ Assn. 


Nine speakers discussed home heating advances 
and new ways to increase livability through cool- 
ing at the Hotel Pierre conference. 

Emphasizing the consumer “livability’’ motive 
was J. D. Pierce, chief engineer of Vulcan Radi- 
ator Company. 

Pierce told the group: 

“Since the end of World,War II baseboard 
radiation has revolutionized the entire hot water 
heating industry, and with good reason: Its per- 
formance, its appearance and economy have set 
a new kind of standard in the heating field. 

“Today, with 60 manufacturers turning out 
baseboard radiation, we have.a new revolution in 
the making—baseboard heating and cooling.” 

Pierce demonstrated the industry’s answer to 
consumer demand for economy, compactibility 
and style. He explained to the group how the 
cooling phase of the dual system works: 

“This system has to provide dehumidified, cir- 
culating, cool air in order to be efficient. 

“First, we run chilled water, 40-45F, through 

(Please turn to top of page 314) 




























































PIONEERED 


DEVELOPED 


PRODUCED 








ALL OTHER MAKES COMBINED 


cannot equal this record | 





MORE THAN EVER... 


Permantas 
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“l always ask for the 
valve in the orange box” 





... Those are familiar words for many contractors. 

They like the idea of‘valves being individually 
packaged ... staying clean, missing the bumps of 
handling, being easy to identify. They also like 
the quality of the product inside the box. 

We know that it takes more than a box to sell 
valves. That’s why we use certifiéd ingot metals, 
the best available disc and packing materials. 
And O-B valves are designed for maximum work- 
ability ... large handwheels, extra threads in 
pipe ends, full-sized ports in gate valves, free- 
swiveling disc holders in globe valves... just to 
name a few advantages. 

This combination of a good valve in a good box 
is undoubtedly why more and more contractors 
are asking for “the valve in the orange box.” 
That’s an O-B valve, of course. 

OHIO BRASS COMPANY e MANSFIELD, OHIO 


@ 


















New Products 





(Continued from page 80) 
Room Air Conditioner 
American-Standard has an- 
nounced a self-contained room unit 
with individual room control for 
year-round air conditioning of 
multi-room buildings. The wall- 








hung units are available in %4 and 
l-hp sizes. Cooling is supplied by 
an air-cooled refrigeration circuit 
in each room unit. Heating is sup- 
plied through use of a steam or hot 
water coil in the unit which can be 
connected to the central heating 
system. Low-speed centrifugal 
blowers in the unit circulate condi- 
tioned air. The unit contains a 
sleeve, faced with an outside grille 
(see illustration), which can be in- 
stalled flush with the outside wall. 
The cabinet projects about 10 in. 
into the room when installed in a 
standard 12-in. wall. It has an 
overall height of 21% in., with the 
supply grille located on top and the 


room air intake with filters on the 
bottom. 

Manufacturer: American Radia- 
tor & Standard Sanitary Corp., 
Piumbing and Heating Div., P.O. 
Box 1226, Pittsburgh 30. 


Submersible Pump Motor 

A submersible pump motor fo1 
deep-well water pumping has been 
developed by General Electric. The 
motor has water-lubricated bear- 
ings and is encased in a factory 
sealed unit filled with a propylene 
glycol-water mixture. To help 
keep foreign particles out, this so- 
lution is kept inside the motor 
under pressure greater than that of 
the water outside, and a sand sling- 
ei acts as a filter in case of well 
water entry. Exposed portions of 





the unit are built of corrosion re- 
sistant components, and the field 
windings are encased in a resin 
which molds the winding into a 
solid piece. 

Manufacturer: General Purpose 
Component Motor Dept., General 
Electric Co. One River Rd., 
Schenectady 5, N. Y. 


Elevating Tailgate Attaches to Truck Bodies | 


An elevating tailgate for pickup 
and express truck bodies has been 
announced by Mid West Body & 
Mfg. The steel, ramp-type tailgate 
has a capacity of 600 lbs and fea- 
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tures a ball bearing lifting mechan- 
ism. The 175-lb unit is shipped com- 
pletely assembled. 

Manufacturer: Mid West Body & 
Mfg., Paris, Illinois. 


Gas Water Heater 

White Products has added a 30- 
gal., table-top gas water heater to 
its line. Available in both glass- 
lined and galvanized units, the 
heater provides a 30,000 Btu input 
with recovery rating of 25.2 gph 
in the high input series. A 5,000 
Btu input with a recovery rating of 








4.2 gph is provided in the low input 
water heater. 

Manufacturer: White Products 
Corp., Div. Lamb Industries, Inc., 
Middleville, Mich. 


Electronic Range 

Kelvinator has introduced an 
electronic range, available as either 
a stack-on unit in a_ polished 
chrome shell or as a built-in model. 
In cooking, microwaves are carried 
forward from a magnetron through 





@ wave guide and refleeted down- 
ward into the range cavity. A 
stirrer, or four-blade fan, dis- 
tributes the waves. A high-speed 
browning element may be operated 
simultaneously with the microwave 
cooking. Other features include a 
perforated metal screen door for 
viewing foods and venting, a door 
handle with power cut-off, two 
indicator lights, four controls, and 
an aluminum oven interior. The 
range operates on 220-v. The over- 
all dimensions are 235%-in. wide, 
2%-in. deep, and 2614-in. high. 

Manufacturer: Kelvinator Div., 
American Motors Corp., 14250 Ply- 
mouth Rd., Detroit 32. 

(Please turn to page 192) 
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SEE your Wheeling 





FOR WHEELING 


~ sorlite 


GALVANIZED SHEETS 


Here’s the tightest coated galvanized sheet yet 
produced. So tight, you can use it to make any- 
thing that can be made of steel sheets. The 
coating won’t crack or peel. Your Distributor 
has it. Ask him for Wheeling SOFTITE! 


FOR WHEELING 
CONTINUOUS WELD 


PIPE 


Here is steel pipe with a stronger, cleaner 
weld, greater ductility, and more uniform out- 
side diameter. It’s made of *Wheeling’s own 
controlled-analysis steel. Your Distributor has 
it. Ask for Wheeling Continuous Weld PIPE! 





DISTRIBUTOR 
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The Wheeling distributor in your area is a 
good man to know. Not only for prompt de- 
livery on all Wheeling products he handles, but 
also for the technical assistance he offers you. 
He’s the best man to call when it comes to 
recommending the best product for the job. 


IT'S WHEELING STEEL 


DISTRICT SALES OFFICE—Atlanta, Boston, Buffalo, Chicago, Cincinnati, Cleveland, 
Detroit, Houston, New York, Philadelphia, St. Louis, San Francisco, Wheeling. 


For information, for assistance, for a reliable, 
dependable source of quality products, see your 
Wheeling distributor. For the name and ad- 
dress of the Wheeling distributor nearest you 
write to Wheeling Steel Corporation, Wheeling, 
West Virginia 


























6 
MORE AND MORE CONTRACTORS ARE INSTALLIN 





In CONVENTIONAL 
furnaces, Maid-O’-Mist’s 
exclusive trough design 
allows air to flow between 
super-absorbent pads. 


LESS AIR 
RESTRICTION 


IN PLENUM 


In COUNTER FLOW " j as 2s 
furnaces air flows down- , 

ward freely surrounding j TALLATION 

each pad, giving 1/3 % 

more evaporation surface { , 


than ordinary units. 


AUTOMATIC HUMIDIFIERS . » » » » » » » WATERLINE CONTROLS 
AUTO VENTS e « « HEATING AND AIR CONDITIONING SPECIALTIES 


3217 NORTH PULASKI ROAD . CHICAGO 41, ILLINOIS 


ORE EVAPORATION AREA! 


IN THE PLENUM! 





On low pressure 
steam systems— 


“8 


automatic HUMIDIFIER 


Here’s the inexpensive, efficient, QUIET way to keep 
the air freshened and comfortable. It discharges 1 
pint of water vapor per hour at 1 lb. steam pressure 
. enough for 2000 cu. ft. Easy to install... just 
remove air vent valve from radiator and screw No. 41" high, 
95 in its place. 214" diameter. 


On hot water 
or steam radiators 


a 


OL’ FAITHFU! 
automatic HUMIDIFIER 


Heavy copper twin troughs, each 

5/16” wide by 2” high are concealed 

in loops inside the radiator sections I Dattht sos tied liao 

io Bie ides A'constanteratst ane OF, Faithful uses water from 
is maintained automatically in the tors or from nearest supply 
troughs by a float controlled water 61, <team installations. 
valve. Patented corrugated evapora- , wa 

tor pads extend 3” above water line Three sizes: 

in troughs. 18”, 24” and 34” lengths. 


Complete range of sizes! 








For either cast iron or copper 





convector radiators... 5 
; lengths, 2 and 4 water 
: troughs. Constructed of heavy 
4 copper, the water troughs are 
ae ; 3g” wide, spaced 1” apart for 
Fi . unrestricted air flow. Each 
5 trough is automatically sup- 
: plied with water from radia- water is taken from nearest 
e tor by No. 59 float control supply thru copper tubing. 
i valve. On steam installations, Shipped assembled. 

Pa asta 








3217 NORTH PULASKI ROAD - CHICAGO 41, LL. | 























New Products 





(Continued from page 188) 
Shower Head 
A multi-stream, ball-joint ad- 
justable shower head has been in- 


troduced by Gyro Brass. The 





shower head is finished in chrome. 
The unit is designed to permit flow 
adjustment from flood to needle 
sprays. 

Manufacturer: Gyro Brass Mfg. 
Corp., 51 Urban Ave., Westbury, 
i i i; FY. 


Warm Air Furnace Line 

Three models of _ residential 
forced air furnaces have been an- 
nounced by Day and Night. An 
80,000 and a 90,000 Btu model have 
been added to the upflow line, and 
an 80,000 Btu model to the down- 
flow line. In the upflow series, 
sizes are now available ranging 


from 75,000 to 135,000 Btu. Features 


include stainless steel pilot tips and 
orifices, factory-tested built-in 
blower and limit controls, dynam- 
ically balanced blowers, and a 
welded steel heating element. 

Manufacturer: Day & Night Div. 
of Carrier Corp., 700 Royal Oaks 
Dr., Monrovia, Calif. 


Jet Pump Line 

A line of shallow and deep well 
convertible centrifugal jet pumps 
has been announced by Lancaster 
Pump and Mfg. The pumps are de- 
signed for operation on shallow 
wells up to 25 ft and are convertible 
for deep well operation up to 80 
ft. The pumps include self-priming, 





four-volute construction, and me- 
chanical seals. They are available 
individually and with standard ver- 
tical tanks. 

Manufacturer: Lancaster Pump 
and Mfg. Co., Inc., Lancaster, Pa. 


Westinghouse Presents 1957 Laundry Line 











Westinghouse has announced 
three washer and dryer twins, a 
combination washer and dryer, and 
a duplex washer and dryer as its 
1957 line of laundry equipment. The 
twin models incorporate a washer 
with tumbler washing action, a 
loading door which acts as a weigh- 
ing scale, color glance controls, a 
flexible washing cycle which per- 


mits the user to stop, start, skip, or 
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repeat any phase of the washing 
cycle, and a 9-lb load capacity. The 
dryer features a direct air-flow 
drying system, a heat selector dial, 
and a lint filter. It operates on 115 
or 230 v. The washer-dryer com- 
bination incorporates the features 
of the twins in a single appliance. 
It uses hot and cold water connec- 
tions and drain, and features a con- 
denser to carry away lint and mois- 
ture. Overall dimensions are 37 by 
32 by 2714 in. In the duplex model 
washer and dryer (illustrated) the 
dryer is mounted directly on top 
of the washer, if desired. Storage 
bins can be installed below the unit 
when the appliances are mounted 
side by side. (See cut.) This model 
has the same features as the twins 
except for an 8-lb load capacity. 
Manufacturer: Westinghouse 
Electric Corp., Electric Appliance 
Div., 246 E. 4th St., Mansfield, O. 


Stainless Steel Sink Bowl 
Carrollton Mfg. has added small- 
er flat-rim bowls, in single or dou- 
ble compartment models, to its 
line of stainless steel sinks. The 
bowls are designed for a variety 
of installations including home 


hars (see illustration), boat galleys, 
trailer homes, and professional of- 
fices. 

Manufacturer: Carrollton Mfg. 


Co., Sink Div., High St., Carrollton, 


Ohio. 


Industrial Roof Ventilator 

An industrial roof ventilator with 
airfoil-type blading has been an- 
nounced by Detroit Blower. The 
ventilator is constructed so that 
exhaust air, on leaving the fan 
blades, spins upward where it is 
caught by special guide vanes and 
spun out into the atmosphere. The 
overall height of the ventilator does 
not exceed 114-ft. Fan blade di- 
ameters range from 9 to 48 in. The 





totally enclosed motors are mount- 
ed on rubber vibration isolators 
and supported by heavy gauge pipe. 
Motor-fans are designed to exhaust 
350 to 34,430 cu ft of fumes, smoke, 
and dust per minute. 
Manufacturer: Detroit Blower 


Corp., Franklin Park, Ill. 


Baseboard Cover 

A baseboard cover designed for 
use with both 1l-in. and %-in. 
tubing has been announced by A. 
Brown Products. The neutral 
styling of the unit makes it adapt- 
able to a room of either period or 
modern decor. 

Manufacturer: A. Brown Prod- 
ucts Corp., 97-12 Metropolitan 
Ave., Forest Hills, L.I., N. Y. 


(Please turn to page 198) 


Domestic ENGINEERING, AuGUsT 1956 


















~~ | 


—s aie ( SSS = 


YS, 
>f- 


fg. 
mn, 


r 1956 













LIFE ad 
kicks off big | 
Sales drive | 


for Grane = Slee 


Dealers Guarantee’ 
a0 years 















Full-color, 
full-page ad 
Sept. 17, features 
the only boiler 
guaranteed 
20 years 






You are featured in this full-page, full-color LIFE ad. As in all Crane Heating ads, 
it says, "See your Crane Heating Dealer." Dealers who use the Crane name in 
their own advertising and selling efforts have a long head start on competition. 






September 17th... put a big red circle around _ance of satisfaction for twenty long years, 

it. That’s when 26,450,000 LIFE readers will To help you make the most of this powerful 
get the story on the one and only boiler guar- ad, Crane has prepared a complete kit of tie-in 
anteed 20 years—Crane Sunnyday. sales aids: Posters, banners, mailing pieces, 


Look at your big profit opportunity. You'll etc. And, they’re all free! 


be able to offer this exclusive, best selling Why not get complete details from your 
feature ever... worry-free heating, and assur- Crane Branch or Crane Wholesaler today? 


CRANE CoO. Generat oftices: 836 SOUTH MICHIGAN AVENUE, CHICAGO 5 
VALVES «© FITTINGS e¢ PIPE ¢@ KITCHENS ¢ PLUMBING ¢ HEATING 


Q2 
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FOR NEW, MODERNIZED OR ANY HOME, 
OR WHEREVER SHOWER HEADS ARE USED, 








sroan watve COMP 





SLOAN Act-O-Matic SHOWER HEAD adver- 
tisements (see advertisement on opposite 
page) are read by many of your present and 
potential customers. The facts they carry 


Widest Choice 
of Models 
Now available is this new, file-size 
SLOAN Act-O-Matic SHOWER HEAD 
catalog. This data-packed catalog 
contains complete details on 41 mod- 
els—18 for use on standard shower 
head arms and 23 for institutional 
installations. Photographic illustra- 
tions and selection charts are in- 
cluded, and many variations and 
adaptations are presented. With it 
you can easily select the model that 
will best meet any need or prefer- 
ence and assure greatest customer 
satisfaction. 
Many 
Exclusive Features 

Clearly presented are the many ex- 
clusive advantages which make the 
Act-O-Matic outstanding in benefits 
to building owners and shower users. 
Because these features give buyers 
greater satisfaction they also bene- 
fit you. You can recommend and sell 
the Act-O-Matic with complete as- 
surance that your customers will ap- 
preciate your judgment and service 
to them. 


Sloan Advertising Helps You 


will interest you. Read the ad shown here. 
Then fill in and mail the coupon below and 
you will receive your catalog. It will help 
you sell your next shower head customer. 


SLOAN VALVE COMPANY, 4300 West Lake Street, Chicago 24, Ill. 


Please send me at once a copy of your new Act-O-Matic Shower Head Catalog 


Your Name 


Firm Name 


Street Address. 


City and State 
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THERE’S NO OTHER SHOWER HEAD LIKE 
THE SLOAN Act-O-Matic 











Ea 
\4 


ELE-CLEANING EACH TIME IT’S USED 


oN nt turned OFF, the instantaneous response 
ic has two important and exelusive benefits 


\for every Owner, every user 


First, when the water is turned ON, ties F / i | Second, when the water is turned OFF, 
the disc moves downward @ _ 4 the disc moves upward into drain 

= ~ \ se. 
automatically into spray position, fea! rei position. By this automatic action 
delivering a cone-within-cone — = f care the Shower Head drains instantly, 
spray of maximum efficiency. am \ discharging all water-borne 
The bather experiences greater ; substances that clog ordinary 
enjoyment and satisfaction from a shower heads. Its spray is never 
the evenly distributed spray ae? distorted—never spreads outward 
which can be directed as desired, we to walls, shower curtains 


and its volume is easily controlled. DISC DOWN 
SHOWER ON 











SHOWER HE) 
1S AUTOMATICA 


When water is tut 
of the Act-O: 


or onto a lady’s hair. 





DISC UP 
SHOWER OFF 


In addition to greater bathing pleasure, the exclusive features of the 
Act-O-Matic combine to prevent waste. When water is saved, fuel is saved, 
money is saved. Also, because this shower head never clogs it requires no serv- 
icing, and is longer lasting. Specify Act-O-Matic. Your plumber will recommend 
and supply it. INSTITUTIONAL MODELS AVAILABLE. 


SLOAN VALVE COMPANY « CHICAGO « ILLINOIS 
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SAFETY RELIEF VALVES 









A.S.M.E. and NATIO! 
RATED and APPRO 










Improved Diaphragm 
Positive Opening and Closing 






Special Silicone Seat . . . Can’t Stick 







Low Fall Back . . . Sensitive 
Operation 



















"46" Series Oil 


ak 4 
ak 
3% Valve Shuts Off Tightly 
Ww 
x 


Works Like a Water Relief Valve Heating Boiler 
Should, yet has the Capacity for (Wet leg type). 
High Discharge aeeeeecece 









1” Outlet 
Low Cost Protection 
W HERE SAFETY is concerned, only the best is 


good enough. This new high pressure Thrush Relief 
Valve is rated and approved by American Society of 
Mechanical Engineers and the National Board of 
Boiler and Pressure Vessel Inspectors. Being very 














sTorace 























te 2 sensitive to pressure differential, it closes quickly to 
eg prevent excessive loss of water. Pressure settings 
: ous from 30 lbs. to 125 Ibs. Primarily a water relief 
SaFeTY valve, it serves a dual purpose . . . relieving not 
a only water, but steam as well, should critically high 
temperatures occur. The special silicone seat will not ieicanil 
stick or be adversely affected by extremely high 
temperature. Here’s a safety relief valve you can 
install with confidence. pre 
See your wholesaler for more 









(both cc 
radiato 


seed i information or write Dept. A-6 


H. A. THRUSH & COMPANY 
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Specialized Boilers Cast Iron Boilers for Automatic Firing 
Exclusively for Oil Firing and Oil Heating Units 


8 
i. |] 
<< 
—_— 
—_ 


: 
12” Series Boilers “27” Series Boilers #37" Series Boilers 


"46" Series Oil #20” Series Oil 25" Series Oil Heating Boiler “10” Series Boilers 
Heating Boiler Heating Boiler (Wet base type). 
(Wet leg type). (Wet base type). 

¥ SOSSHSSSSSSSSHSSHESHSHSSHSSHSEHEHHSSHESHSESEHEHEESHHEHSEHEEHO SEES 


NATIONAL-U. S. PACKETS ... 


Steel Boilers 
and Oil Heating Units 
a 








“17" and “24” Series “26", 29" and “39” Series 
Residential Steel Oil Heating Units Residential Steel Oil Heating Units 
Model “K" Packet 


All types of modern, National-U.S. Heat Distributors work 
effectively with oil-fired boilers—Baseboard and Convectors 
(both cast iron and non ferrous); Cast iron tubular and wall 
radiators and Fintube radiation. 

















New Products 





(Continued from page 192) 
Shower Floor 
Superior Shower Co. has an- 
nounced a line of one-piece shower 
floors with built-in drain. All 
models feature a metal flange seal 
between wall and floor and are de- 


f { Mm, 


signed for use with tile, plastic or 
glass walls. They are available in 
30, 32, 36 and 40-in. squares, and 
36 and 40-in. corner models. 
Manufacturer: Superior Shower 
Co., 37-06 57th St., Woodside, N.Y. 


Combustion Chamber Line 

A line of oil burner combustion 
chambers has been announced by 
Grant Wilson. The combustion 
chambers are available in 15 sizes 





varying from .6 to 12 gph, in both 
pear shapes and round shapes. A 
pre-cast refractory is designed to 
provide added impact resistance. 
Manufacturer: Grant Wilson, 
Inc., 141 W. Jackson Blvd., Chicago. 


Valve Manifold Cluster 
Worthington Corp. has developed 
a three-valve manifold cluster for 
use with its induction circulators. 
In this cluster, the inlet and out- 
let stop valves and the by-pass 
valve are combined into one cast- 
ing. The unit may be adapted to 
left or right hand connections of 
the coil by rotating the two main 
connections 180 deg. The assembly 
is shipped complete with flare nuts 
to mate on coil ends. The manifold 
connections are available with flare 


ends or O.D.S. The clusters are 
alco available for use with pneu- 





matic (illustrated), manual or self- 
operating type automatic control 
valves. 

Manufacturer: Worthington 
Corp., Worthington Ave., Harrison, 
N. J. 


Automatic Dishwasher 

A 30-in. automatic dishwasher 
for residential applications has been 
announced by Youngstown Kitch- 
ens. The unit features a jet spray 
which is attached to the center of 


Jet Pumps Convert from Shallow to Deep Wells 


A series of convertible jet pumps 
available in two sizes with three 
different jet body assemblies for 
varying well depths has been an- 
nounced by A. Y. McDonald. A 44- 
hp model is manufactured in ca- 
pacities of 740, 483 and 309 gph, 
and a %-hp unit is offered in 
capacities of 875, 507 and 364 gph. 
The pumps are converted to deep 
well operation by removing the jet 
assembly from the pump and plac- 
ing it in the well. Maximum depth 
of service for the 4%-hp models is 
70 ft; for the %-hp models, 80 ft. 
The pumps are available with top- 
mounted, 6-gal. tanks, mounted on 
10 and 25-gal. tanks, or with 42- 
gal. or larger vertical tanks. The 








Rac aa tetas 

capacitor type, ball bearing motors 
with built-in overload protection 
operate on single phase, 115-v lines 
for the 1443-hp models, and on dual 
voltage (115/230) for the %-hp 
units. 

Manufacturer: A. Y. McDonald 
Mfg. Co., Dubuque, Ia. 


the porcelain enamel tub backwall. 
The dishwasher is available as a 
free-standing unit, as an under- 
counter built-in or for work-level 
installations. It is offered in a 


choice of three colors and white. 
Manufacturer: Youngstown 


Kitchens Div., American-Standard 
Corp., Warren, O. 


Hot Water Air Vent 


Ra-Rich Mfg. has announced an 
automatic hot water air vent de- 


signed so that valves may be vented 





manually. The unit is chrome 
plated and engineered for hot water 
heating systems, convectors, free 


standing, baseboard, and panel 


radiation. 

Manufacturer: Ra-Rich Mfg. 
Corp., Holtsville, N.Y. 
Foot Valve 


A foot valve announced by Dem- 
ing has a tapered, perforated brass 


strainer designed to facilitate in- 





stallation. The brass valve, which 
contains a stainless steel stem guide 
and a rubber “O” ring, is offered 
in %, 1, 1%, and 1%-in. sizes. 

Manufacturer: The Deming Co., 
543 Broadway, Salem, O. 


Water Heater 

A glass-lined, automatic storage 
water heater has been announced 
by Day & Night. The unit is avail- 
able in 20, 30, and 40 gal. models, 
with input ratings of 27,000, 30,000, 
and 30,000 Btu respectively. Other 
features include automatic controls, 
a magnesium anode rod, an over- 
size access door, and a plastic 
sleeve on the thermostat tube. 

Manufacturer: Day & Night Div. 
of Carrier Corp., 700 Royal Oaks 


Dr., Monrovia, Calif. 
(Please turn to page 202) 
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KOHLER 
PLUMBING FIXTURES 


“oe Modeonigs 























Cosmopolitan Bath 


Hampton enameled iron lavatory 
Superior designs— First quality — 
Complete size-and-type range 


It’s easy to meet any requirement of space, taste or 
budget when you modernize with Kohler fixtures and 
fittings. Kohler quality insures satisfaction. Special 
mounting features simplify installation. 

The Cosmopelitan enameled iron bath, available in 
414’, 5’, and 5%’ sizes, permits many bathroom ar- 
rangements. Other Kohler baths are graduated from 
3% to 5% feet in length; 29 to 44 inches in width. 

Kohler lavatories, of enameled iron and vitreous 
china, include the popular Hampton in both 22x19” 
and 19x17” sizes—and a range of built-in, wall-hung, 
leg and pedestal models with shelf, ledge, flat slab or 
back, and for corner or dental use. Closets of consistent 
design insure attractive matched sets—in pure lus- 
trous white or soft pastel shades. 

Kohler sinks, of acid-resisting 
enameled iron, afford a complete ccinatl ? 
dimensional range, for counter-tops tee ee 
or cabinets. Kohler fittings—all-brass, —— 
chromium-plated—match the fixtures 
in style and quality. 





Delafield Sink 











First Quality Only 
Each Kohler lavatory casting is in- 
spected, before enameling, to make sure 
it is smooth and sound. All Kohler 
products are inspected thoroughly after 
every manufacturing operation. 











Kohler Co., Kohler, Wisconsin. Established 1873 
KOHLER or KOHLER 
PLUMBING FIXTURES e HEATING EQUIPMENT e ELECTRIC PLANT 


ONTROLS 
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SERIES GB SERIES GF 
Normally Normally 
Open Closed 








; }) 


mee) // 






NEW, OU iy, 


" MAGNETIC BASOTROL VALVE 


MAGNETIC “a * Powerful a.c. electromagnet. 
- Nota solenoid. 


OPERATOR Electrical parts not in gas stream. 
~ Molded rubber valve discs. 


No plunger to rattle and hum. 


























Mounts in any position, positive, strong closing. 
















Fits into confined space. 





TWO 3s 115 v., 60c., a.c., 5w., 0.06 a. 
VOLTAGE TYPES 20 v., 60 c., a.c., 5 w., 0.28 a. 





Normally Open for’clock controlled gas range ovens. 








Two MODES Normally Closed for clothes dryers and room heaters. 
Two Series GB, 7%'’ Compression Coupling. 
TAPPINGS. | Series GF, 32’’ F.P.T. 
‘ F , 
CAPACITY Series GB, 52,000 Btu./hr. with Mfd. Gas. 


Series GF, 55,000 Btu./hr. with Mfd. Gas. 








MILWAUKEE GAS SPECIALTY CO. 


Dept.SD-1 
MILWAUKEE 1, WISCONSIN 
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AUTOMATIC AIR VENTS 
out-perform all others... 


(tte 


POSITIVE, easily-controlled manual 
action saves installation time. 


AUTOMATIC action means perma- 
nent freedom from cold, air-bound 
radiators. 

NO SCREWDRIVER NEEDED... 
easy to vent from any angle. 








A size and style to meet every venting need. 


a) 


i 
fa’ 





SIMPLEST DESIGN .. . no intricate 
parts to clog . . . noiseless operation. 
DUOVENTS are priced among the 
lowest . . . out-perform all others. 

OVER ONE MILLION IN SUCCESS 
FUL OPERATION 
URES, NO RETURNS 


NO FAI 






THE KEENEY MANUFACTURING COMPANY 
Newington, Connecticut 


Since 1923, Manufacturers of Plumbers’ Brass Goods and Heating Specialties. 




































New Products 





(Continued from page 198) 

Unit Heater 

An industrial unit heater with 
fresh air supply has been an- 
nounced by L. J. Wing. The unit 
incorporates a motor and fan, a 
heater section which provides al- 
ternate heating and by-pass pas- 
sages, and a distributing outlet. 
Fresh air enters through either the 
heating passages or the unheated 
by-passes, and passes across ex- 
tended surface steam coils. Blended 
air is discharged at constant tem- 
perature and volume by means of 
volume contro] dampers which are 
located on all passages. 





td 


fh Hal 


Manutacturer: L. J. Wing Mfg. 
Co., Vreeland Mills Rd. and Fern- 
wood Terrace, Linden, N. J. 


Ceiling Diffusers 

A line of commercial, industrial 
and residential ceiling diffusers has 
been announced by the Carnes 


t 





Yl 


Corp. ‘I'he units employ inner cones 
that may be positioned to provide 
four-way, three-way or two-way 
corner discharge patterns by ad- 
justing the inner vanes (see cut). 
The diffusers are available with 6 
by 6-in. or 8 by 8-in. square neck. 
An integral opposed blade damper 
adjustable from the face of the dif- 
fuser is also offered. 

Manufacturer: The Carnes Corp., 
S. Main St., Verona, Wis. 


Seal-Fitting 

A seal-fitting designed to elimi- 
nate leaks at pipe thread connec- 
tions for various types of piping in- 
stallations has been announced by 
Flick-Reedy Corp. The seal-fitting, 
for use on both dry seal or standard 
pipe thread, is threaded on the pipe 


Peerless Announces Convertible Jet Pump Series 


A convertible jet pump for deep 
or shallow well applications has 
been announced by Peerless Pump. 
The unit incorporates a pump mo- 
tor with a stainless steel shaft, a 
mechanical shaft seal, a bronze im- 
peller, and a cast-iron pump case. 
For shallow well operation (1000 
gph rating), a shallow well ejector 
and a bronze iet tube fit into the 
pump case (see cut at right); for 
deev we'l overation (840 gph rat- 





ing) a deep well ejector is substi- 
tuted for the shallow well ejector 
(see cut above). Both shallow 


202 





and deep well units are designed 
for over-the-well or offset opera- 
tion. Motors are available in '%, 
1%, and %-hp sizes. The shallow 
well unit can accommodate a 4-gal. 
tank mounted on a side bracket or 
it can be mounted on top of a 12- 
gal. tank. The deep well unit also 
accommodates a 4-gal. and a 12- 
gal. tank or can be used with the 
standard 42-gal. vertical tank. 

Manufacturer: Peerless Pump 
Div., Food Machinery and Chemi- 
cal Corp., 301 W. Ave. 26, Los An- 
geles 31. 








or fitting, screwed to the desired 
position by hand, and then tight- 
ened with a wrench. The seal 
fitting is available in a number of 
sizes for lines with operating tem- 
peratures from -100 to 500F and 
pressures to 3,000 psi. 
Manufacturer: Tru-Seal Div., 
Flick-Reedy Corp., 2040 N. Haw- 
thorne Ave., Melrose Park, Il. 


Rodding Machine 

Flexible Plumbertools has de- 
veloped an electrically operated 
rodding machine to which two 
wheels and a handle may be at- 
tached to make it mobile. The ma- 
chine is supplied with a choice of 
two drum models—one with 100 ft 
of snake, and the other with 50 ft 
of 3g-in. snake. One man can oper- 
ate the machine by use of a foot 
switch. The frame base is designed 


to tilt back for overhead cleaning. 








Other features include rubber leg 
tips, a reversing switch and inter- 
changeable drums. 

Manufacturer: Flexible Plumber- 
tools Inc., 3782 Durango Ave., Los 


Angeles. 


Sump Pit Cover 

Zoeller Co. has added two larger 
sizes of lightweight sump pit covers 
to its line. Both 24 and 27-in. di- 
ameter models are available, fin- 
ished in corrosive-resistant sheet 
aluminum. The covers are made in 





two different styles, for upright and 
submersible pumps. 
Manufacturer: Zoeller Co., 3280 
Millers Lane, Louisville 16, Ky. 
(Please turn to page 204) 
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“The cold facts — 


Ford’s new F-100 Panel saves you money every day on the job. 155.8 cu. ft. 
cargo space; payload up to 1,535 lbs. New Short Stroke engine design in your choice 
of 138-h.p. Six or 167-h.p. V-8. Fordomatic Drive available at extra cost. 


~ 


MECHANICAL 
HEAT & COLD 


Says MR. WALTER LOEBL 
Mechanical Heat and Cold Inc. 
Detroit, Michigan 





















: FORD TRUCKS COST LESS to run | 
" rT 
and have LESS DOWN-TIME 
“Eord’s been our choice since 1948— day on the job. Yet, in city traffic or on open road 
Ford’s gas-saving, Short Stroke engine has plenty 
because FORD TRUCKS GIVE US MORE of power to get us where we want to go quickly. 
DEPENDABLE OPERATION ARE We're convinced you can’t buy better for big 
ees performance with low maintenance and operating 
WORTH MORE AT TRADE-IN TIME!” costs. And Ford’s reputation for long life means 
I can count on a higher price at trade-in time.” 
Mechanical Heat and Cold Inc. Fords carry 1 short—F ord Trucks cost less. 
air-conditioning equipment for Servicing clients When you take everything into consideration 
throughout Michigan. Six of their eight Fords —_ ghort Stroke engine design for low oil and gas 
i are F-100 panels, averaging yearly 10,000 miles — consumption . . . Ford’s stronger chassis for longer 
each under full load. Here’s what Mr. Loebl says _jife (life insurance experts prove Ford Trucks last 
about Ford. longer) . . . and Ford’s high resale value, you’ll 
“We feel our Fords are the toughest trucks agree Ford Trucks cost less. See your Ford 
around. They take a tremendous beating every Dealer soon. 
Big fleet owners buy more FORD TRUCKS than any other make | 
1956 Domestic ENGINEERING, AuGusT 1956 203 | 
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New Products 





(Continued from page 202) 

Ratcheting Chain Wrenches 
A ratcheting chain wrench de- 
signed to handie work on pipe, con- 


duit, or bars, round, hexagonal, or 


octagonal, in close quarters has 
been announced by Nye Tool Co. 





Less than 5¢-in. clearance is needed 
for inserting the chain. A _ full 
swing of the tool is possible through 
the ratcheting action, which allows 
a new bite without removing the 
wrench from work. 

Manufacturer: Nye Tool Co., 4120 
Fullerton Ave., Chicago 39. 


Pipe Tool Unit 

Beaver Pipe Tools has announced 
a pipe tool unit which combines an 
abrasive cutting machine and a pipe 
and bolt machine on a pneumatic- 





tired trailer. The abrasive cutting 
machine has a cutting capacity up 
to 6 in. pipe or shapes; and 214-in. 


solid stock. The pipe and bolt ma- 
chine has a capacity from % to 2- 
in. pipe and '%4 to 2-in. bolis (up to 
12-in. with a drive shaft operating 
geared pipe cutters and threaders). 
The unit contains accessory storage 
springs and extra outlets for small 
electric tools. The cutting head is 
powered with a 8.3-hp gas engine 
or with a 5, 7% or 10-hp motor. 

Manufacturer: Beaver Pipe Tools, 
Inc., 368-400 Dana Ave., Warren, O. 


Slotted Air Diffusers 

Connor Engineering has an- 
nounced a series of slotted air dif- 
fusers for installation in rooms 
where space limitations make a 














Eee: 


end fiaonge hinged directional vanes 











linear outlet necessary. An ad- 
justable grid-type damper regu- 
lates air volume, and hinged, ex- 
truded aluminum vanes can be pu- 
sitioned for various angles of ai 
discharge. Both single air streain 
discharge models in 3% and 6-in. 
widths, and multi-directional dis- 
charge models in 12-in. widths are 
available. Capacity is from 50 to 
300 cfm. Both models are made in 
2, 3, 4 and 6-ft. modules, 

Manufacturer: Connor Engineer- 
ing Corp., Shelter Rock Rd., Dan- 
bury, Conn. 


Duro Co. Water Softener Also Removes Iron 


A multi-valve water softener has 
been announced by Duro Co. The 
unit is available in four sizes 
ranging from 15,000 to 60,000 grains 
per regeneration. In addition to re- 
moving hardness, the softeners are 
also designed to remove iron from 
water in solution up to 10 parts per 
million. Features include galvan- 
ized steel tanks, large lids to allow 
introduction of salt, and _ brass 
valves for reconditioning. Fittings 
are all %-in. Dimensions vary 
from 60 by 17 by 13-in. in the larg- 
est model, to 47 by 13 by 9-in. in 
the smallest model. 









Manufacturer: Duro Co., 537 E. 
Monument Ave., Dayton, O. 





Span Bar Level Line 

A line of magnesium span bar 
levels designed to read various an- 
gles, slopes and pitches, plus ver- 
ticals and horizontals, has been 
developed by Pickett Products. 
The semi-floating plumb bob is 
sealed in non-freezing liquid plas- 
tic to dampen oscillation. The 
reverse side is calibrated in in. rise 





| 


per ft. Sizes are 18, 24, 30, and 
48-in. 

Manufacturer: Pickett Products, 
Inc., 1109 S. Fremont Ave., Alham- 
bra, Calif. 


Fuel Oil Transfer Pump 

A line of fuel oil transfer pumps 
designed to boost oil supply to the 
burner where pipe sizes are too 
small to supply sufficient oil at re- 
quired low vacuum has been an- 
nounced by Sun-Ray Burner. The 
pumping unit is made in three 
styles: pump and motor on base: 
pump and motor on base mounted 





to the reservoir but detachable, 
and pump and motor on base, de- 
tachable from reservoir. The latter 
has a special delayed action or 
standard relay so the pump runs 
only when required. Features in- 
clude a 50 gph capacity pump de- 
signed to raise No. 1 through No. 
5 oil up to 300 ft; a %-hp, over- 
load-protected motor and a one- 
piece, %-in. pressed steel base. 
Other features include a standard 
relay or a_ special low-voltage- 
actuated switching relay with built- 
in, 30-sec. delay, and 1%-gal. 
capacity reservoir. 

Manufacturer: Sun-Ray Burner 
Mfg. Corp., 139 Queens Blvd., Ja- 
maica 35, N. Y. 

(Please turn to page 208) 
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Red Hot 54” Sink Special 











































































at new low price! 
bar Light the fuse to sizzling summer sink sales 
n- with American Kitchens great new Model 
"Gq ESA-5400 Sink Special—at a new low retail 
“a price of only $89.95. 
“ts Just look at the outstanding features you 
is can offer your customers at this fabulous 
s rice: 
\s- P | | 
he @ Double drainboard—white acid resisting tita- j 
ise nium porcelain top. | 
@ Roomy sink bow! with basket strainer! 
@ Chrome plated ledge-mounted swing spout 
faucet. 
@ 4 doors ... 2 seamless drawers —2 removanaie 
shelves! 
Backed with powerful local newspaper ad- 
vertising mats and factory sales promotion 
tools, this 54” sink will send your sink sales 
soaring . . . and you can always trade up to 
deluxe sinks and complete American 
Kitchens. 
Why not call your American Kitchens 
distributor today! Suggested retail 
d 2 
Only & 95 
MODEL ESA-5400 SINK SPECIAL a @ , 
3 
| 





AMERICAN KITCHENS } 
SIZZLING SUMMER SINK SPECIALS! |; 


Traffic Stopping 42” Sink Special! “#) — 


Here’s the Sunday punch of American Kitchens I 

great summer Sink Special Promotion—the new = == i! 

Model ESA-4200—42” Sink Special at a sensa- a === i} 

tional new retail price of $69.95. 
Watch the traffic grow and sink sales jump my 

when you offer such famous features as these = A cum 


at this low price: 





© Big Right or Left hand drainboard . . . acid resisting 
titanium porcelain top! ¢ 

@ King-size sink bow! with basket strainer! 

© Chrome plated ledge-mounted swing spout faucet! 

















® 3 doors... 1 big seamless drawer . . . handy shelf! = 
®@ Giant undersink storage compartment! . Ka | : | 
All this you can offer at the low, low price of \ 

. h 











LIMITED TIME OFFER! CALL YOUR , 
AMERICAN KITCHENS DISTRIBUTOR Gis 
TODAY AND CASH IN ON THESE 
SIZZLING SUMMER SINK SPECIALS! 








MODEL ESA-4200 SINK SPECIAI 


— Amenivan Kilthons 


DIVISION (Aico) (Aico) CONNERSVILLE, INDIANS 













STEP AHEAD WITH 
Amoriton Kilchens 


WRITE. WIRE OR 
PHONE YOUR I 


TRIBUTOR TODAY 
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Worthington’s FLEXI-COOL fits them all! 


‘saves floor space for other 


Only FLEXI-COOL has exclusive sectional con- 
struction—is so easy to install in homes with 
central heating systems. Look how many 
places it fits: 


For warm air systems: 


Attic: Install low cost cooling cycle in attic 
and use with existing furnace blower and fil- 


ters. 

Crawl space: Hang FLEXI-COOL from floor 
joists in crawl space. Connects easily to warm 
air heating system. 

Basement: Use blower package cooling cycle 
(blower optional) with basement furnace. 


Over closet: Put FLEXI-COOL cycle in attic 
directly over closet containing furnace. Con- 


nects easily... 
uses. 


Remote installation : Place cooling coil in duct 
work over furnace and connect to outdoor air 
or water-cooled condensing unit! 


For wet heat systems: In ranch houses, com- 
plete unit fits in attic ... distributes cool air 
through low-cost ducts to ceiling or sidewall 
grilles. In two-story houses, separate fan, 
coil and filter units are installed in attic and 
basement. Both are connected to outdoor air- 
cooled condensing units. 

For complete details on this profit-making line, 
write Worthington Corporation, Air Condition- 
ing and Refrigeration Division, Harrison, New 
Jersey. Aé.114 


WORTHINGTON 
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CLIMATE ENGINEERS TO INDUSTRY, BUSINESS AND THE HOME 


FLEXI-COOL air conditioning 
can -be installed vertically or 
horizontally in almost any 
space. Offers choice of air or 
water-cooled system. 
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Section of system ready for paving. 


Leak-free joints made easily with torch and solder. 


Milwaukee Gas Light Company 


MAKES SNOW GO 


with Chase Copper Water Tube! 


Blizzard snows and freezing rain don’t stand combination is unsurpassed for easy, fast in- 








a chance around 626 East Wisconsin, in Mil- 
waukee! The Milwaukee Gas Light Company’s 
sidewalks are always free of snow and ice— 
thanks to an efficient snow removal system 
of Chase copper tube! 

The contractor, John S. Jung, used both 
Chase Type L copper tube and Chase copper 
solder-joint fittings in the installation. This 


stallation plus trouble-free performance over 
the years! You see, corrosion-resistant Chase 
copper tube comes in long lengths that are 
easily bent into position and require fewer 
joints. Tube and fittings are made for each 
other, so leakproof solder-joints are assured. 
They expand and contract as one unit with 
temperature changes! 





Snow everywhere ... but not around Milwaukee Gas Light Co. building: 


= h a S ce P The Nation's Headquarters for Brass, Copper & Stainless Steel 
Atlanta Mansepet pocsranen 


BRASS & COPPER CO. tei 


Bestoa 
Charlotte 
WATERBURY 20, CONNECTICUT + SUBSIDIARY OF KENNECOTT COPPER CORPORATION 
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New Products 





(Continued from page 204) 
Gas Heating Unit 
A residential packaged gas heat- 
ing unit that also supplies domestic 
hot water has been developed by 


es 


Patco Mfg. The unit features a 
copper tankless coil, a high head 
circulator and front facing controls 
and access doors. Units are fur- 
nished in baked green enamel. 
Manufacturer: Patco Mfg. Co., 
231 N. Bread St., Philadelphia 6. 


Abrasive Saw 

A lightweight abrasive saw for 
cutting metal or pipe has been 
announced by Ccllins Machinery. 


The saw is designed to cut several 
pieces of metal, of various sizes 
and types, at the same time. Fea- 


tures of the unit include a foot- 
operated wedge for holding ma- 
terials down, double row protective 
ball bearings with an air seal ring, 
a full-length removable chip and 
dust tray and a protective head for 
operator safety. 

Manufacturer: Collins Machinery 


Corp., Los Angeles 32. 


Submersible Pump 

A 3000 gph pump for automatic 
intermittent operation and for con- 
tinuous submerged duty has been 
announced by Kenco Pump. The 
pump has a 2600 gph capacity at 5 
ft, 2000 gph at 10 ft, and 1100 gph 
at 15 ft. Chief features of the model 


include a built-in check valve, an 


air lock eliminator, a switch control 
actuated by air pressure created 
by liquid level, and thermoplastic 
cord and cap. The shaded pole 
motor and bearings are bathed in 
insulating oil and mounted in a 
bronze case sealed with ceramic 
and carbon. The model is 744-in. 
high, 10-in. wide, and weighs 25 
Ibs. 

Manufacturer: Kenco Pump Div., 
American Crucible Products Co., 
1305 Oberlin Ave., Lorain, O. 


Water Cooler 

A water cooler for hook-up to 
the home refrigerator has been an- 
nounced by Stryker Mfg. An all- 


Furnas Develops Four Refrigeration, A-C Controls 


Air conditioning and refrigera- 
tion controls in four sizes, 20-30-35- 
50 amperes, have been introduced 
by Furnas Electric. The ampere 
sizes are intended to match single 
and polyphase starter requirements 
for current rated motors through 
550-v. Features of the control in- 
clude molded contact boards re- 
sistant to fungus and arc erosion, 
silver cadmium. oxide contacts, 
terminals incorporating pressure 
connectors, low-wattage magnets, 
poles connected in series to carry 
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full current, and a solenoid assem- 

bly floating on a synthetic bushing. 
Manufacturer: Furnas Electric 

Co., 1000 McKee St., Batavia, III. 


brass, 5-qt tank finished in baked 
porcelain enamel is placed in the 
refrigerator and connected with the 
cold water service line to provide 
a constant supply of chilled water. 
The model illustrated is recessed 
about 1 in. for installation on plas- 
ter or dry wall construction. An- 
other surface mcdel is adaptable 


¥ 


for masonry or concrete block con- 
struction. 

Manufacturer: Stryker Mfg. Co., 
100 N. Defiance St., Stryker, O. 


Water Vent Valve 

A float-type hot water vent valve 
for relieving air from hot or cold 
water systems has been announced 
by Flair Mfg. The valve features 
xu metal-to-metal seat, is all-brass 


construction and has no hydro- 
scopic washers. The vent valve is 


available with 4%-in. male connec- 
tion; 14-in. male connection, or 34- 
in. male by %-in. female connec- 
tion. A drain tube is optional. 

Manufacturer: Flair Mfg. Corp., 
1720 Atlantic Ave., Brooklyn 13, 
ae 


Shut-Off Valve 

A bonnet-type shut-off valve 
provided with back-seating for re- 
packing under pressure has been 
announced by Cyrus Shank. It fea- 
tures a swivel and self-aligning 
seat made of soft metal alloy, full 
capacity ports, and proportioned 
hand wheels. The valve is available 
in both globe and angle types, for 
1%-in., 1%4-in., 2-in., and 2%-in. 
pipe sizes. 

Manufacturer: Cyrus Shank Co., 


4646 W. 12th Pl., Chicago 50. 
(Please turn to page 212) 
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the first things 

I learned was this: 
you can always 


depend on 
a Field Control” 


You have put your faith in more than 15,000,000 times 


FIELD CONTROL DIVISION of H. D. CONKEY & COMPANY, MENDOTA, ILLINOIS 
s| CONCO BUILDING PRODUCTS, INC. «© Brick, Tile, Stone CONCO MATERIALS HANDLING DIVISION © Cranes, Hoists 


OHI: 


Affiliates 




















month after month... 
1512 million’ men and women‘“live by the book” 


...and the book is Better Homes and Gardens! 


4.250,000 DELIVERED COPIES EACH MONTH 














ee 
— 
—_— 





One example of how BH&G readers live by their favorite magazine: 9,400,000 referred to one or more 
back issues, 4 to 12 months old, within the past 4 weeks. BH&G lives with the family — judged by its 
usefulness instead of its date. 


*15,500,000 people read an average issue of during the year... 

BH&G! One-third of the 123,800,000 people ™ 

10 yethicahuguend chder ta the UR ventions 1, of America reads 
or more of every 12 issues. That’s 44,150,000 


people—and over 40% of them are men! Better Homes and Gardens! 


Meredith Publishing Company, Des Moines 3, lowa 
*A 12 Months’ Study of BH&G Readers, Alfred Politz Research, Inc., 1956 
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NON-OVERFLOW 
WATER CLOSET 
HAS WHISPERING 

a FLUSH! 






































Here is the most wanted, most trouble-free water closet tested, with the whispering flush that’s already known 
you can offer. It’s the famous CASE Non-Overflow throughout the industry. 

—— One-Piece* that hushes rushing water down to a 

WHISPERING FLUSH. Every time you install a FOR EXTRA PROFITS, SELL COLOR! 

' CASE Non-Overflow One-Piece, you'll build your pro- REMEMBER, ONLY CASE MANUFACTURES 
fits and your reputation because it’s the finest water COLORED FIXTURES WHICH CORRESROND 
closet available. IN COLOR TO THE COLORED FIXTURES 

PRODUCED BY LEADING COMPLETE.-LINE 
Look at these sure-fire sales features. Non-overflow righ ly pele bn chia a: Cen Chae 
bowl; safeguarding antisyphon ballcock; healthful seat Brae Ld AS 
ds height; streamlined, up-to-the-minute design, time WHOLESALER OR WRITE: 
*PATENTED 
CASE MANUFACTURING CORPORATION 
1956 


33 MAIN BUFFALO 3, NEW YORK 








STREET, 
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New Products 





(Continued from page 208) 

Food Waste Disposers 

Two food waste disposers for sin- 
gle load or continuous operation 
have been announced by Westing- 
house. The units can be fitted into 
wall drain outlets 74-in. below the 
underside of the sink and feature 
motor housings that can be rotated 
horizontally and tail pipes that 
swivel vertically for connecting to 
plumbing. Both models can be in- 
stalled in sink openings of 3% to 
4 in. with adapters available for 


Boiler-Burner Units 

A line of boiler-burner units for 
a variety of forced hot water heat- 
ing systems has been announced by 





Fitzgibbons Boiler. The units are 
available in four sizes with capaci- 
ties from 74,000 to 149,000 Btu. The 
largest model is rated at 5 gpm. 
The control system is engineered 
to provide higher flow rates than 
previous models. The units have 
a square flush jacket with an op- 
tional separate jacket extension. 

Manufacturer: Fitzgibbons Boil- 
er Co., Inc., 101 Park Ave., New 
York City 17. 


larger openings. Both models are 
powered by a %4%-hp motor. The 
units incorporate a shredding ring 
with three primary shredding teeth 
and 40 secondary slots at the bot- 
tom that serve as strainers. A man- 
ual switch reverses the direction 
of the flywheel, which is perforated 
for water drainage. Both the motor 
housing and shredding compart- 
ment are made of aluminum alloy 
casting. 

Manufacturer: Westinghouse 
Appliance Divisions, Mansfield, O. 


Cooling Tower Series 

Cooling towers in sizes from 15 
to 50 tons have been added by 
Master-Bilt to its refrigeration line. 
The new 15, 20, 25, 30, 40, and 50 
ton sizes supplement the previous 
line of 3, 5, 74%, and 10 ton sizes. 
The new models feature a recessed 
fan venturi, removable redwood 
decking, and a propeller-type fan 
with 440 pitch, V-belt drive, and 
pivot-mounted motor. Other fea- 
tures include exterior lubrication 





fittings, and adaptability to indoor 
or outdoor installation. 

Manufacturer: Master-Bilt Re- 
frigeration Mfg. Co., 920 Palm St., 
St. Louis 7. 


Water Heater To Be Used With Clothes Washers 













An automatic storage gas water 
heater to meet demands of auto- 
matic clothes washers has been an- 
nounced by Ruud Mfg. Three 
models, at 42,900, 50,000 and 60,- 
000 Btu ratings, operate automat- 
ic clothes washers which have hot 
water requirements of 36, 42 and 50 
gph respectively. All models have 
a solid aluminum alloy tank and a 
two-temperature fixture designed 
to provide water supplies at both 
180F and 125F. 

Manufacturer: Ruud Mfg. Co., 
2025 Factory St., Kalamazoo, Mich. 





Soldering and Brazing Torch 
Modern Engineering has added 
an air-acetylene soldering and 
brazing torch to its line. The torch 
features a poppet valve in the 
handle that gives the operator 
thumb tip “on-off” control. Torch 
tips are available in six sizes. The 


T= + 
oat 


flame reaches approximately 4,000F 
for silver-soldering, brazing, and 
soft-soldering jobs and for sweat- 
ing solder-type joints on copper 
pipe. 

Manufacturer: Modern Engineer- 
ing Co., 3415 Pine Blvd., St. Louis 3. 








Gas-Fired Furnace 

A line of gas-fired furnaces for 
closet or alcove installations has 
been developed by Delco Appli- 
ance. The units are available in 
75,000, 105,000, 130,000 and 160,000 
Btu capacities. The factory-wired 
units are engineered for use with 
natural, manufactured, mixed or 
L-P gases. Other features include 
a steel cabinet finished in beige and 
tan, and multi-radiating heat trans- 
fer sections. 

Manufacturer: Delco Appliance 
Div.. General Motors Corp., 391 
Lyell Ave., Rochester 1, N. Y. 


Air Filter 

An electrostatic air filter for use 
with air conditioners and other 
equipment in which heat does not 





exceed 160F has been announced 
by Stoddard Industries. The filter 
is bound in flexible green plastic 
reinforced with brass plated corner 
pieces. It has a tension frame of 
rustproof wire that keeps the plas- 
tic-woven mesh taut. 
Manufacturer: Stoddard Indus- 
tries, Chicago 22. 
(Please turn to page 214) 
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Motorists who get around agree that the Fram- 
ingham Motor Inn at Framingham, Massachu- 
setts, is one of the finest and most modern motor 
courts in the country. 

It isn’t surprising that the heat and hot water 
for this 102-unit paragon of repose are supplied 
by two H. B. Smith boilers. Nor is it surprising 
to those who know boilers that the two boilers 
selected for the installation already had served 
for a quarter-century in a Rhode Island hospital! 

After 25 years of day and night service, con- 
ventional boilers would be ready for retirement 
... but H. B. Smith boilers are still going strong. 
This is because they have vertical cast iron water 
tubes which are an integral part of the boiler, 


After 25 years 
in a hospital — 


Here are the two H. B. Smith 60 Series Boilers as they 
looked in the boiler room of the hospital during their 
first 25 years. 


Ee 









Here ore the two H. B. Smith 60 Series Boilers as they 
look today in the boiler room at Framingham Motor 
Inn. 


and are highly resistant to fuel acids and feed- 
water impurities. 

H. B. Smith boilers respond quickly, and 
maintain high efficiency with. minimum atten- 
tion. Maintenance costs are negligible and new 
sections can be added to provide greater heating 
capacity as a building is expanded. 

Framingham Motor Inn can look forward to 
another quarter century of service from these 
boilers. After all — they’ve had experience! 


HB. th, CAST IRON BOILERS 
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H.B. SMITH CO., INC., WESTFIELD, MASSACHUSETTS @ Established 1853 
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(Continued from page 212) 
Duct Fitting 
A telescopic connector fitting for 
installing flat duct and fittings for 
warm air heating or air condition- 
ing systems has been announced by 
Duc-Pac. The adjustable, sleeve- 





type titting is designed to eliminate 
cutting, notching, and joining of 
“fill-in” sections of stack duct. It 
is installed by telescoping the fitting 
to fill the opening. Internal and 
external flanges assure tight con- 
nections. The fittings are available 
in several adjustable lengths. 

Manufacturer: Duc-Pac, Div. 
Swett Bros., 78 Island Pond Rd.. 
Springfield, Mass. 


Tubing Cutter 
A 3-in. tubing cutter for copper, 
brass, and aluminum tube from %- 





in. to 34%-in. OD has been added to 
its line of tools by Capewell Mfg. 
The tube cutter features a heat- 


treated, tool-steel cutting wheel in 
a malleable iron mount; double 
steel rollers; a steel scroll-screw 
with knurled handle, and a heat- 
treated aluminum alloy body. The 
unit weighs 2% lbs. 

Manufacturer: The Capewell 
Mfg. Co., 60 Governor St., Hartford 
2, Conn. 


Tube Piercing Valve 

A tube piercing valve for instal- 
lation on copper, aluminum or brass 
tube carrying liquid, gas or air 
has been announced by Madden 
Brass. The valve is designed for 
use with 36, %s and %-in. OD tube 
sizes. It features a one-piece brass 
body made from extruded bar, and 
a recessed sealing gasket. The unit 
can be installed while the lines are 
in actual oneration. 





Manufacturer: Madden Brass 
Products Co., 948 Oliver Ave., Au- 
rora, Il. 


Central A-C System 

A 5-ton water-cooled air condi- 
tioning system for remote installa- 
tions has been announced by Arm- 
strong Furnace. The unit is de- 
signed to allow interchanging the 
firm’s 5-ton air-cooled evaporator 
or two of the 3 or 2-ton evapo- 


Safety Relief Valves Feature Expanded Sizes 


A line of safety relief valves for 
hot water boilers, heaters, and stor- 
age tanks has been announced by 
A. W. Cash Valve. The previous 54 
in. size has now been expanded to 
consist of four sizes, 34 in. to 2 in., 
inclusive. The relief capacities of 
this series vary from 365,000 
through 14,400,000 Btu. The pres- 
sure relief range is from 30 to 150 
lbs. Three types are available: with 
female inlet and outlet for screwed 
connections; with male inlet and fe- 
male outlet, and with side-mounted 
temperature protective fusible plug 
which melts at 210F. Other features 
include cast bronze rust-resistant 





bodies, heat resisting seat discs, 
stainless steel springs, and high-lift 
design. 

Manufacturer: A. W. Cash Valve 
Mfg. Corp., 666 E. Wabash Ave., 
Decatur, Ill 





rators with the new condenser. The 
system features a condenser with a 
coiled-tube design for chemical 
cleaning. The condenser also has 
a low water and refrigerant pres- 
sure drop. It is shipped charged 
with 12 lbs of refrigerant. The con- 
densing unit is equipped with a 
spring mounted compressor and a 
liquid receiver with liquid level 
test port, a pre-wired control panel, 
and receiver. 

Manufacturer: Armstrong Fur- 
nace Co., Columbus 8, O. 


Oil Burner Filter 


Three oil burner filter elements 
designed to remove particles down 





to .0005 in. in size from fuel oil 
have been announced by Purolator 
Products. The elements are also 
designed to filter 100 gph, and are 
made of resin impregnated cellu- 
lose. 

Manufacturer: Purolator Prod- 
ucts, Inc., 970 New Brunswick Ave.. 
Rahway, N. J. 


Water Heater Control 
Robertshaw-Fulton has an- 
nounced a compact, automatic con- 
trol for gas water heaters with a 
full shut-off safety feature. Other 
features include connections which 
are straight down and _ parallel, 
temperature and gas cock dials 





which can be read from both top 
and bottom, a push button for re- 
setting of the pilot, large pilot gas 
passage ports, and a large capacity 
filter cartridge. The magnet assem- 


bly, filter cartridge, and valve 
assembly of this model are inter- 
changeable with those of the com- 
pany’s other automatic controls. 

Manufacturer: Grayson Controls 
Div., Robertshaw-Fulton Controls 
Co., Long Beach, Calif. 

(Please turn to page 218) 
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ACTIVE SINKS are important to you because of their distinct advantages: 


1. They’re of seamless construction. 2. They’re coated with acid resisting White 
Titanium Porcelain Enamel. 3. They’re functional in design in that they offer both 


full capacity plus easy cleaning contours. 4. They’re DESIGNED RIGHT. 


WRITE TODAY 5. They’re MADE RIGHT. 6. They’re PRICED RIGHT. 
FOR FREE There’s an Active sink designed to fit your remodeling needs, so ask your JOBBER 
CATALOG about ACTIVE Quality Ware. 
and remember... You'll be glad tomorrow you acted wisely today. 
IF IT’S AN ACTIVE STAINLESS STEEL (18-8 TYPE 302 NICKEL BEARING) 


.. IT’S ATTRACTIVE! Here shown are just two of the many Stainless Steel models available from ACTIVE. 

Stainless Steel by ACTIVE assures you of the finest stainless steel sinks money can buy. 

Active Stainless Steel Sinks are beautiful when new and become more beautiful as time passes. 

IN YOUR KITCHENS. 


If you're installing QUALITY . . . you'll install ACTIVE Quality Ware 


ACTIVE QUALITY WARE iatve%to0r « ss. co 


888 CLAIRPOINTE ° DETROIT 15, MICHIGAN 
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This cab lets you 


TAKE IT EASY 
on tough jobs! 

















Modern features in new Chevrolet truck 
Flite-Ride cabs make your work easier 
and safer than ever before .. . give you 
the pleasure and prestige of style that 





equals many passenger cars! 


Those numbers in the picture (right) point out 
features that make business almost a pleasure 
when you work behind the wheel of a modern 
Chevrolet Task-Force truck! Here are some of 
the reasons why hauling in a Chevy is easy on you: 


@ Concealed Safety Steps—located inside the 
doors—stay clear of snow, mud, and ice, give 





you firmer, safer footing. @ Spacious leg room 
helps keep you comfortable all day long, brings 
you home fresher and more relaxed. @ Nu-Flex 
seat design means comfortable hauling! Jack- 
stringer springs give ideal body support; seat 
back adjusts easily. @ High-Level ventilation 
system keeps the cab interior clean, cool, 
comfortable. Intake is at the bottom of the 
windshield—away from road heat and dust. 
© No-Glare instrument panel, with handsome 
two-tone finish, puts instruments and controls 


windshield provides a full 1000 square inches of 
forward viewing area to make driving safer, 
easier. @ Full-View rear window* adds to safe, 
convenient viewing as well as truck style. 


And you’ll find bright, stylish interior 
appointments that add to your sense of 
pleasure on the job. If your work calls for long 
hours on the road, you’ll enjoy life more in a 
Flite-Ride cab! Check one over for yourself at 
your Chevrolet dealer’s. . .. Chevrolet Division 


within easy sight and reach. @ Panoramic of General Motors, Detroit 2, Michigan. 


These fleet, nimble light- 
duty Chevies help you get 
more done more easily! 


Staying ahead of tight hauling 
schedules is a breeze in these 
modern trucks! Efficient short- 
stroke V8’s* get you where 
you’re going faster—and with 
good economy. Ball-Gear 
steering saves you time and 
work in traffic. And for the 
ultimate in easy going, there 
are power brakes,* power 
steering, * Hydra-Matic trans- 
mission! * 

*Optional at extra cost. 








NEW CHEVROLET 
TASK:FORCE TRUCKS 


Anything less is an old-fashioned truck! 
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65-year test 


directs choice of valves for new Rochester home of | 


WILMOT CASTLE COMPANY 





























































ae a 
Architect: Cant L. Traver  Gencral Contractor: Joun B. Pixe & Son, INC. 
Heating Contractor: Howe & Bassett Co. Plumbing Contractor: BaktttAM CONTRACTING Co, 





JENKINS VALVES 


qualify on long record of reliable performance as 
standard equipment on Castle Sterilizers since 1890. 


The Wilmot Castle plant at Rochester, N. Y., completed in 1955, 
was planned with the same exacting standards applied to design 
of Castle’s fine products — sterilizers and surgical lamps for 
hospitals, laboratories, and the medical and dental professions. 

In selecting valves for the plant, the company could depend 
on their long experience with the faultless performance of the 
valves used on Castle Sterilizers, recognizing that all Jenkins 
Valves — bronze, iron, steel, and corrosion resistant — are made 
to the same high standards. 

For both plant and product, the time-proved extra value of 
Jenkins Valves is dependable assurance of lasting efficiency, 
safety, and operating economy. Jenkins Bros., 100 Park Ave., 
New York 17. 


THE HOSPITAL LABORATORY AUTOCLAVE illus- 
trated is one of the many types of Castle Sterilizers 
used in hospitals and laboratories, and shows 
typical use of Jenkins Valves on the steam, water 
supply, and drain lines. Valves are renewable com- 
position disc type, and have special heat-resistant, 
non-staining Bakelite handles, with each valve’s 
function moulded in the top. Jenkins Valves provide 
the sturdy construction, safety, and good appear- 
ance required. They also permit quick, easy mainte- 
nance, since the renewable discs, made also by 
Jenkins Bros., are available anywhere from Jenkins 
Distributors. 





SOLD THROUGH 
PLUMBING-HEATING 
AND INDUSTRIAL DISTRIBUTORS 
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(Continued from page 214) 

Well Point 

A one-piece well point of forged 
steel construction has been devel- 
oped by Clayton Mark. The well 
point is treated during manufacture 
to reduce electrolysis, corrosion, 
deterioration and _ discoloration. 


Other features include a high water 
capacity and plated threads de- 


Oxidizing Agent 
A material for eliminating cor- 
rosive oxygen from the feedwater 





ot low pressure heating boilers in 
multi-unit buildings has been an- 
nounced by Olin Mathieson Chem- 
ical Corp. The project is a 35 per- 
cent water solution of hydrazine. 
To introduce hydrazine into the 
boilers, a double-valved pipe con- 
nection is fitted to the outside of 
the boiler at a point above the 
water line. The upper valve is 
opened and the correct amount of 
hydrazine is poured into the pipe. 
By closing the upper valve and 


signed to eliminate leakage. The 


units are shipped individually 
wrapped and labelled. 
—_— arse 


‘ 


Manufacturer: Clayton Mark & 
Co., Dempster St., Evanston, II1. 


opening the lower one, the mate- 
rial is dropped into the boiler. 
Hydrazine is added in this manner 
at regular intervals as required. 

Manufacturer: Olin Mathieson 
Chemical Corp., 460 Park Ave., 
New York 22. 


Soap Dispenser 

A basin-type soap dispenser for 
installation where wall space is 
limited has been announced by 
American Dispenser. The unit is 





installed by inserting the shank of 


the dispenser through a 1-in. hole 
in the basin, with the globe under 


the basin. Units include “straight 


Armstrong Humidifier Attaches to Heating System 





A residential humidifier that can 
be attached to either wet or warm 
air heating systems has been de- 
veloped by Armstrong Machine 
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Works. The humidifier picks up 
moisture from warm water and 
distributes it throughout a room. 
To operate the unit, a room humi- 
distat is set for the desired humid- 
ity. When relative humidity drops 
below the setting, the 24-v humidi- 
stat circuit closes, starting the cir- 
culating pump and blower fan. For 
basement installation, sheet metal 
ducting is required. The unit in- 
corporates covered tanks, coils, 
float valve, blower, duct connection, 
humidistat and transformer-relay 
box, and is shipped ready for in- 
stallation. 

Manufacturer: Armstrong Ma- 
chine Works, 816 Maple St., Three 
Rivers, Mich. 


liquid” or “lather-forming” soap 
valves and 3-in. or 4%-in. shanks 
to fit all basins. Globe dispensers, 
filled from the top, are available in 
glass or chromium plated metal. 
Steel parts in contact with soap are 


stainless steel. 
Manufacturer: American Dis- 


penser Co., Inc., 115 East 23rd St., 
New York City 10. 


Boiler-Burner Unit 


A gas-fired boiler-burner pack- 
age has been announced by Federal 





Boiler Co. Tne burner is of the 
single port, inshot type with a flame 
spreader for uniform flame distri- 
bution. The boiler features 240 gph 
tankless coils, and an input range 


from 105,000 to 175,000 Btu. 
Manufacturer: Federal Boiler 


Co., Inc., Granite & West Sts., Mid- 
land Park, N. J. 


Cooling Tower 


Dover Mfg. has announced a ver- 
tically-induced, packaged cooling 


tower designed for both interior 





and exterior installations. Air in- 
take and outlet are located on the 
same side to permit placing the 
unit flush against a wall. Capacity 


is from 5 to 100 tons. Other fea- 
tures include centrifugal blower, 
counterflow design and a water dis- 
tribution system that produces a 
square spray. 

Manufacturer: Dover Mfg. Co., 
3117 Weatherford Ave., Independ- 
ence, Mo. 

(Please turn to top of page 220) 
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SAVE WITH WESTINGHOUSE 


Your distributor cap show you how these 
competitively-priced heaters save you time and 
trouble to plumb-in and service. All models carry 
10-year. Protection Policy. Quick recovery models 
available. 
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TROUBLE-FREE TO INSTALL 


You're in and out in a hurry with a Westinghouse installation. These electric 
water heaters are light to handle, easy to set in place, and they install from 
the top front. Recessed channels permit flush-to-wall positioning. Both hot 
and cold water connections are easy to see, easy to reach. Location is no 
problem ... they can be installed anywhere—even in a closet. 
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New Products 





(Continued from page 218) 

Boiler Water Filter 

A continuously operating water 
filter for residential steam boilers 
and hot water equipment has been 
developed by Purolator Products. 
The extended area filter element is 
made of resin-impregnated cellu- 


lose designed to last one full heat- 
ing season. The filter is installed 
at the bottom of the water level 
sight gauge. Inlet and outlet con- 
nections on the housing are tapped 
3g-in. ips. 

Manufacturer: Purolator Prod- 
ucts, Inc., 970 New Brunswick Ave., 
Rahway, N.J. 


Gas-Oil Burners 

A line of combination gas-oil 
burners for industrial applications 
has been announced by Iron Fire- 
man. The combination burners are 
made for use with No. 6 or lighter 
oil (at ratings running from 9 to 
125 gph) or with natural or manu- 
factured gas (at capacities ranging 
from 1.65 million to 18.75 million 
Btu). The burners feature a se- 
lector switch to effect change-over 
from one fuel to another, electron- 
ic shut-off controls and a program- 
ming control to schedule the se- 
quence of burner operations. A 


ring-type gas burner with multiple 
tubular stainless steel jets threads 
in‘o the heat-resistant cast iron 
manifold ring. Other features in- 
clude an automatic magnetic start- 
er switch for the oil burner motor, 
and an optional factory-wired con- 
trol panel. 

Manufacturer: Iron Fireman Mfg. 
Co., 3170 W. 106th St., Cleveland 
11, O. 


Soot Destroyer Spray 

S.O.S. Products has announced a 
soot destroyer packaged in a 16 
ounce spray can. The liquid is 
sprayed on soot and then ignited. 
Burning paper is then placed in 
contact with soot and the soot burns 
from the flues, smoke stack, and 
breach of chimney. 


e 


soot 
STROVE 


Manufacturer: S.O.S. Products 
Co., Inc., 346-350 Cumberland St., 
Brooklyn 38, N.Y. 


Cast Aluminum Lavatory 

A lavatory for industrial and in- 
stitutional applications has been 
announced by Dupps Co, The unit 
is self-contained and requires only 
water and drainage connections for 
installation. Features include a 


Haws Announces Three-Bubbler Drinking Fountain 


A three-bubbler, wall-mounted 
drinking fountain of glass fibre 
construction has been introduced 
by Haws Drinking Faucet. The 
fountain features angle stream 
fountain heads which are raised, 
shielded, and mounted to the re- 
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ceptor, automatic stream control 
valves and polished chrome plated 
brass fixtures. The unit is available 
in five colors and white. 

Manufacturer: Haws Drinking 
Faucet Co., 4th & Page Sts., 
Berkeley 10, Calif. 


pedestal of cast aluminum and a 
bowl of stainless steel, a trap with 
cast aluminum base, foot controlled 
valves which induce hot and cold 


water separately or mixed, and a 
high spray-head and soap dispens- 


er. The lavatory is also available 
with a drinking fountain bubbler 
with self-closing valve. 

Manufacturer: The Dupps Co., 
Germantown, O. 


Room A-C Filter 

A filter designed to fit a variety 
of window-type room air condi- 
tioners has been announced by the 
C.L.B. Co. The filter is made of 
vegetable material treated and 
bonded to form a pad of uniform 
density. The filter measures 15 by 
24 in. and may be cut with scissors 
or knife to fit the air conditioner. 

Manufacturer: C.L.B. Co., 4000 
Gulf Freeway, Houston, Texas. 


Lever Hoist 

A %-ton lever hoist for angular, 
horizontal or vertical lifting has 
been announced by Thern Machine. 


A 'g-arc movement of the lever 
enables the hoist to operate in lim- 
ited quarters. Two ratchet pawls 
are in constant contact with the 
ratchet wheel to keep the wheel 
under control. The hoist features 
aluminum alloy components and a 
welded steel alloy, 64-in. chain. 

Manufacturer: Thern Machine 
Co., Winona, Minn. 

(Please turn to page 222) 
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HOFFMAN VENTING VALVES 


KOR EVERY STEAM and HOT WATER SVSTEM 
NO. 1A and NO. 1B VENTS 


With Choice of 6 Vent Ports to Fit Every Venting Requirement 


NO, 75 MAIN VENT 


a wpe J reneasy surnct 


| SHOLAD BE 
Lf si Lo 
' 


eS ta 








NO. 79 water VENT 


NO. 791 


« WATER SYSTEM VENT 


WOFFMAN 
VENT VALVE 


MOFFMAN 
CORCULATING PIPE 





50 SERIES FLOAT and 
F. & T. TRAPS 





COMPLETE LINE OF STEAM AND HOT WATER HEATING EQUIPMENT 


For either one-pipe or two-pipe steam, hot water, residential or industrial heating— 
Hoffman assures you the correct Vent Valve for each specific requirement. For the 
hard-to-balance radiators, the Hoffman line includes adjustable-port valves, available 


for vacuum and non-vacuum systems. It is not too early to order adequate stocks of 
Main and Radiator Vent Valves for modernizing jobs. Call your Wholesaler. 


WRITE FOR CONDENSED CATALOG 
HOFFMAN SPECIALTY MFG. CORP. « 1700 West 10th Street, Indianapolis 7, Indiana 
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New Products 





(Continued from page 220) 
Oil-Fired Boiler Series 
A series of oil-fired, cast iron 
boilers for residential and small 
commercial installations has been 
announced by Thatcher Furnace. 
The line is comprised of six units, 





3 each for steam and water, at out- 
put ratings from 97,000 to 168,000 
Biu. Features include permanent- 
ly sealed tongue and groove joints, 
5-way fire travel and extended fins. 
An extended casing to conceal the 
oil burner is optional. 

Manufacturer: Thatcher Furnace 
Co., Garwood, N. J. 


Bathroom Accessory Panel 
A bathroom accessory panel that 
revolves into a recessed housing in 











the wall has been announced by 
Miami Cabinet. A soap dish, a 
tumbler, and four toothbrush hold- 


ers are mounted on the front panel 
of the unit. When revolved into the 
housing, the brass, chromium 
plated back panel is exposed. 

Manufacturer: Miami Cabinet 
Div., Philip Carey Mfg. Co., Cin- 
cinnati 15, O. 


Laundry Tray and Cabinet 
Laundry tray and cabinet units 
designed to supplement residential 
washer-dryer facilities have been 
announced by Enamelite Steel 
Products. The laundry utility tray 
is wall-hung and supported by two 
legs. It measures 24% in. wide, 
20% in. front to rear, and 35 in. 
high, with a 12-in. deep sink. Units 
are available with the tray cabinet 





combinations or with the utility 
tray alone. The tray is 16-gauge 
porcelain enameled steel construc- 
tion. 

Manufacturer: Enamelite Steel 
Products Co., Inc., 9940 D St., Oak- 
land 3, Calif. 


Central A-C System 

A line of air-cooled central air 
conditioning systems for residential 
applications has been developed by 
Westinghouse. The system features 
a condenser specifically designed 
for use in areas where water supply 





John J. Nesbitt Redesigns 


John J. Nesbitt, Inc., has an- 
nounced a redesigned line of unit 
heaters that feature wrap-around 
rectangular heating elements for 
steam or hot water applications. 
Thirty-four models are offered with 
capacities ranging from 34,000 to 
684,000 Btu. The units can be in- 
stalled in either horizontal or verti- 
cal positions and include male pipe 
connections on opposite sides to 
permit installation close to the ceil- 
ing. The motor can be removed 
through the fan outlet without dis- 
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Unit Heater Line 





turbing the mstallation. A variety 
of deflector attachments are avail- 
able. 

Manufacturer: John J. Nesbitt, 
Inc., State Rd. and Rhawn S&t., 
Philadelphia 36. 








is limited. Other features include a 
multi-row condenser coil, a double- 
inlet centrifugal fan and a fan- 
motor housed within a metal cab- 
inet. The same system is also avail- 
able without a compressor for use 
in converting existing water-cooled 
systems to air cooling. Both the 
system itself and the condenser 
are available in 2, 3 and 5-ton 





capacities. Remote attachments to 
forced warm air heating systems 
are also possible. 

Manufacturer: Westinghouse 
Electric Corp., Air Conditioning 
Div., Staunton, Va. 


Leg and Towel Bar Set 

A lavatory leg and towel bar set 
of brass tubing construction with 
polished chrome finish has been an- 
nounced by Jamaica Brass. The 
lavatory legs are adjustable up to 
3 in., with bolt attachment available 


SH 
{ : 








j WR | 
for a variety of basin models. The 
sets are packaged 25 pairs to the 
carton. 
Manufacturer: Jamaica Brass 
Mfg. Co., 1209-1223 DeKalb Ave., 
Brooklyn 21, N. Y. 


Pipe Threader 

A series of ratchet pipe threaders 
has been announced by Toledo Pipe 
Threading Machine. The dies and 
handle of the threaders feature a 
rust resistant finish. The dies, 
which are released by pulling the 
pawl, are changeable from \% to 2- 
in. sizes. 

Manufacturer: Toledo Pipe 
Threading Machine Co., 1445 Sum- 
mit St., Toledo 4, O. END 
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A COMPLIMENT 
TO ANY KITCHEN 
The national trend is toward single 
handle faucets ... and the single 
. handle trend is for DELTA .. . the 
ONLY FAUCET with ONLY ONE iii itil ‘oie. 
) MOVING PART. plete variety of models 
, DELTA is competitively priced... for both deck and wall 
simply installed (actually easier installations. 
than old fashioned faucets)... 











and literally TROUBLE-FREE. 


DELTA is available through your JOBBER. SEE HIM TODAY... 
ond pick up your DELTA counter display . . . it will help you to 
cash in on our NATIONAL ADVERTISING in HOUSE BEAUTIFUL 
and HOUSE & GARDENS, etc. 


ONLY aaa —y 
ONE 

MOVING 
PART... 





This one moving part is a specially 
hardened, precision ground ball 
operating in a ball socket joint. 
With one movement of the hand 
the temperature and volume of the 
water is controlled. 


Delta was proud to receive the 
DESIGN NEWS AWARD for 
“modern design and mechanical 
excellence.” 


IN CANADA: 


Empire Brass Mfg. Co. Ltd. 
16 Branches across Canada 


Delta raucer 








DIVISION MASCO SCREW PRODUCTS CO 


12825 Ford Rd Dearborn, Michigan 
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During the 1955 season, the Kansas 
City Athletics played to 1,400,000 


baseball fans in their handsome new 








SEND FOR YOUR COPIES—The American- 
Standard “Better Rest Room Guide” and 
the Zurn Booklet, “You Can Build It for 
Less a New Way.” 

Just fill in and mail the coupon today. 


American-Standard 
Dept. D-86 
Pittsburgh 30, Pa. 


5 
| 
| 
| 
! would like to find ovt more about the sim- | 
plified FLOOR-FREE design for modern rest I 
rooms. Please send me your special booklets. 

| 

| 

| 
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WALL-TYPE FIXTURES 


home stadium shown above. De- 
signed for low-cost maintenance, 
customer convenience and comfort, 
all public and private washrooms in 
this modern stadium have American- 
Standard plumbing fixtures, sup- 
ported by the Zurn System. 
Because of the floor-free design 
of these washrooms, made possible 
by the smart combination of Zurn 
and American-Standard, two men 
can clean all washrooms at the amaz- 
ingly low cost of $1.50 per game per 
washroom. This economy is doubly 
amazing because these washrooms 
include a grand total of 102 urinals, 
91 water closets and 61 lavatories... 
all American-Standard and Zurn. 
But improved sanitation, lower 


AMERICAN-STANDARD PLUMBING & 


Pittsburgh 30, Pa. 
J. A. ZURN MFG. CO. (Plumbing Division) Erie, Pennsylvania 


reduce stadium washroom maintenance 





supported on ZURN SYSTEM provide economical floor-free design 


maintenance, and an always modern 
look are not the only advantages of 
using American-Standard wall-type 
plumbing fixtures, especially when 
vou specify that they be installed on 
the Zurn System. This combination 
of superbly designed, handsomely 
stvled fixtures and the Zurn System 
which rigidly supports them from 
behind the wall (thus relieving the 
wall of all the stress ), also makes for 
easy, time-saving installations, 


Architect: HARRY L. WAGNER & ASSOCIATES. 


Consulting Engineer: J. R. DE RIGNE & 
ASSOCIATES, 


Mechanical Contractor for Kansas City 
Stadium: WALDO PLUMBING & HEATING 
COMPANY. 


HEATING DIVISION 
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Announcing =i <a<é<‘(t ’ 
the Newest Addition to the } 
Myers Top Quality 

Water System Line... 


EK. Bete 
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¥, and 4% horsepower 
Capacities to 800 GPH 


Both deep- and shallow-well 
models offered 




































i 
1 i 
4 a ABSOLUTE QUIET . . . FREEDOM FROM VIBRATION—The only moving part in ONLY I} 
the deep-well pump is the dynamically balanced all-bronze impeller (1). In a 
the shallow-well pump, the nylon venturi (2) rotates with the impeller. 1 | 
RESISTANT TO RUST AND CORROSION— Pump case (3) lined with tough epoxy — i | 
resin paint. Diffuser (4) made of glass fibre filled plastic . . . extremely resist- 1 | 
ant to shock and wear. The shallow-well rotating venturi (2) made of strong, including motor, controls, 1h 
wear-resistant nylon. The leakproof, rotary seal (5) features an easily replaced 11-gallon tank, f.0.b. Ashland, O. 
d ceramic face and carbon washer . . . highly resistant to sand abrasion. The ere ead h 
modern durable, nylon, shallow-well nozzle (6) contains a stainless steel insert tip. Here's Pig news in the water 
ages of 2 ; : system industry! It’s Myers new 
ages PEAK PRESSURES FOR BETTER SERVICE—Can be set for high pressures without “HK” Ejecto Shallow Well 
ll-type fear of operating difficulties. Provides plenty of pressure for satisfactory pump with advanced rotating ven- 
, when operation of modern home appliances. turi design. And the new “HK” 
lled on FASTER PRIMING SAVES TIME AND MOTOR WEAR—The rotating venturi (2) is offered at easy-to-sell prices. . 
inati feature promotes minutes-faster priming even where there is a long, hori- Take an inside look at the many 
ination zontal offset suction line. . "jaa ; ; "S 
somely high-quality features that dis- 
‘ SIMPLE DESIGN SPEEDS SERVICING AND REPAIRS—Dismantles completely in tinguish the Myers “HK” Ejecto 
System five minutes! Impeller mounts directly onto the stainless steel shaft (7). Drain look-ahead design.’ It gives you 
1 from plugs (8) permit complete drainage without disconnecting pipes. Pressure the opportunity to broaden your i 
the regulator (9) needs no diaphragm or spring .. . nothing to wear. Perforated market for high quality pumps | 
the f c brass screen (10) prevents troublesome clogging of the nozzle. among prospects whose main 
os SOF COMPACTNESS FOR VARIETY OF INSTALLATIONS—Offered with 11-, 21-, 42- or consideration is price. So get 
. 4-gallon tank which is small enough to permit installations under a kitchen ready for your biggest water 
sink. Available in both deep- and shallow-well models. system sales year. 
CIATES, | 
IGNE & poo-o ee 5 
! | 
| 
s City | PLACE YOUR INITIAL ORDER TODAY WITH YOUR MYERS | 
EATING 
; | | 
| DISTRIBUTOR AND ASK ABOUT THE EXCITING NEW 
| 
y WATER SYSTEMS |  pROMOTION PLANNED TO INTRODUCE THIS NEWEST | 
POWER SPRAYERS AND WATER SOFTENERS 
The F.E. Myers & Bro. Co., Ashland, Ohio | ADDITION TO THE MYERS HIGH QUALITY COMPLETE LINE | 
; | 
» In Canada: | | 
Kitchener, Ontario i cia ti hes linemen newlines aad il 
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SPECIAL trains unloaded vis- 
Hors near pottery where they 
were met by Kohler Co. rep- 
resentatives. Tours through 
the company’s factory were a 


highlight of the visit. 


NEWLY elected president of 
the NAPC, William Landers 
(center) is shown chatting with 
Herbert V. Kohler (left) presi- 
dent of Kohler Co., and O. A. 
Kroos, executive vice presi- 
dent, during the recent visit. 


Two THOUSAND plumbing con- 
tractors and their guests, trade 
press representatives and others 
associated with the plumbing and 
heating industry recently were 
guests of the Kohler Co. at its 
plant in Kohler, Wis. 

Following the National Assn. 
of Plumbing Contractor’s con- 
vention in Milwaukee, about 1,- 
500 of the guests boarded special 
trains routed directly to the 
Kohler plant, while others ar- 


rived by private automobile. 
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000 Contractors Take a Trip... 


They visit Kohler Co. facilities following NAPC Convention 


Their visit was planned since 
January when Herbert V. Kohl- 
er, president of the firm, ex- 
tended invitations to convention 
delegates. 


s Kohler Co. officials were on 
hand to greet the visitors, and 
105 guides were assigned to tak- 
ing groups on 90-minute tours 
through the plant. The tours 
started with the company’s pot- 
tery and continued through the 
brass division, foundry, enamel- 













ing shops and main office, lasting 
until noon. 

After a picnic luncheon, the 
visitors were taken in 45 buses 
to Kohler Village. Upon comple- 
tion of these tours, the guests 
boarded the special trains for 
return to Milwaukee. 

A similar tour of Kohler’s fa- 
cilities by NAPC members was 
conducted in June, 1931 upon the 
invitation of the late Walter J. 
Kohler, then president of the 
firm. END 
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when it comes to automatic heating and cooling... 







REMEMBER these four 
highly important points 
when you choose a heating 
and cooling line...look first 
to HEIL, first in heating! 


Write today for full 
information on the complete 
HEIL line, and for 
important news concerning 
territories available. 

The Heil Co. is o member of 


OHI, GAMA and an associate 
member of NHWA. 
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HEIL OFFERS A COMPLETE LINE! 


Name the purpose, name the price . 


HEIL has a highly-efficient unit to fill 12 Oil Furnace-Buraer Units \ 
any central heating or cooling need... Bonnet Capacities from a 
your dealer can always recommend the right 80,000 to 224,000 BTU 


unit for any job! ty 


— 









6 Oil Boiler-Burner Units & Gas Boiler-Burners 
Gross Output Ratings from Gross Output Ratings from : 
93,000 to 252,000 BTU 60,000 to 160,000 BTU | 


14 Gas Furnace-Burner Units 
A.G.A, Input Ratings from 
80,000 to 200,000 BTU 











12 Summer Air Conditioners 5 Conversion Oil Burners 6 Conversion Gas Burners 
Rated from 24,000 to 36,000 BTU Maximum Unit Output Ratings A.G.A. Input Ratings from 
from 162,000 to 592,000 BTU 87,000 to 300,000 BTU 


HEIL OFFERS A DEPENDABLE LINE! 


HEIL’s proved more efficient operation . . . meticulous factory assembly 
and inspection ... and low guarantee-service history let you assure your 
dealer fewer service headaches and less service expense! 


HEIL UNITS ARE EASIER TO SELL! 


HEIL’s famous name and fine reputation sell heating and cooling units fast... 

and HEIL’s pioneered system of pre-assembling and pre-wiring units before i 
shipment saves time, effort and money. HEIL units, too, are completely guaranteed 
and fully approved for safety with the A.G.A. and UL label. 


HEIL SuPPoRTS You ! 


The heating wholesaler performs a valuable, economical and needed service... | 
and because of this, HEIL is dedicated to the wholesaler method of marketing 
heating and cooling equipment; and backs its wholesalers to the fullest measure. 


ILco. | 


Milwaukee 1, Wisconsin Hillside, New Jersey 


SALES OFFICES: Unien, N.J.; Atianta, Ga,; Cleveland, Ohio; Chicago, IIl.; Milwaukee, Wis 
Kansas City, Mo.; Denver, Colo.; Dallas, Texas; Los Angeles, Calif.; Seattle, Wash 
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modern sewer pipe 











BERMICO 


Streamlined modern construction methods call for 
the most efficient and most easily installed prod- 


ucts. That's why plumbing supply wholesalers 
and dealers recommend—why more architects are 


specifying —Bermico Sewer Pipe. 

And it’s why more and more plumbing con- 
tractors are using this lightweight bituminized 
fibre pipe —root- proof and corrosion- proof — for 


house-to-sewer or septic-tank connections, 
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Bermico Sewer Pipe and Bermiseptic® Perfo- 
rated Pipe for septic-tank disposal beds are 
produced in 8-foot lengths, from 2” to 6” in di- 
ameter. And only Bermico has a complete line of 
fittings made of the same material as the pipe! 
Send today for information about this modern 
Pipe. 

Brown Company, Dept. AB-8, 150 Causeway 
St., Boston 14, Mass, 
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Get the Complete Remodeling Job with 
REPUBLIC STEEL KITCHENS 


Why be content with only the sale of a sink, when so many 
of your prospects these days are interested in a completely 
new, modern steel kitchen? The trend to built-ins, the popu- 
larity of color, new concepts in convenience-planning, all have 
created a rich, untapped market for full kitchen remodeling. 

With Republic Steel Kitchens—the modern, complete line— 
you can install built-in ranges and ovens (every leading brand) 
in stock cabinets of fire-resistant steel. Easily and economi- 
cally! Three lovely go-with-everything colors in pink, yellow 
and turquoise are yours to offer at the same price as white. 
Republic’s complete line of cabinets, designed with dozens of 
pace-setting features, give you complete planning freedom right 
from stock units. And all readily available from your distributor! 


REPUBLIC STEEL CORPORATION ~ BERGER DIVISION + CANTON 5, OHIO 


SOUND PLANNING—A maple counter top between range and oven, STAINLESS SINK CENTER—ENDURO”® Stainless Steel can never chip, 
which are safely lodged in fire-resistant steel cabinets. Whisper-quiet flake, or wear through, won't tarnish. You'll find its carefree satin finish 
inner sliding drawers organize cupboard space below. Note the slim, becomes even lovelier with use. Door and drawer pulls, counter trim, 
Space-saving drawers in the cabinet to the right. and range hoods also are made of easy-to-care-for stainless steel. 
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The Man in Line: 





BADEAU'S BEST PROSPECT! 





"Waiting-for-the-Bathroom Blues” is the unhappy theme song of 35 
million families. Here's how on2 contractor changes their tune... 


Wuat Does THE Man in line 
think about as the minutes tick 
by? Probably he’s wishing he 
had some place, any place, where 
another bathroom, even a half 


bath, could be 
added to his 
home to elimi- 
nate his imme- 
diate problem. 

The stagger- 
ing total of a 
billion man- 
hours (and boy 
and girl hours, 
too) is wasted 
annually wait- 





ing for Junior to brush his teeth, 
father to shave and sister to wash 
her hair. In most cases those in 
line are in a hurry to get to work 
or to schcol; but in any case, a 
traffic jam in the bathroom 
causes inconvenience, short tem- 
pers and lateness. 

L. K. Badeau and his brother 
Dewey, of the Badeau Plumbing 
and Heating Co., Madison, Wis., 
have solved this problem for 
many of their customers. They’ve 
added an extra bathroom where 
customers have thought it im- 
possible. In fact, their custom- 
ers, who by the way are their 


AFTER READING this news feature on adding an 


extra bathroom, this woman called a homeown- 
er mentioned in the story and got the plumbing 
contractor's name—Badeau. 





best salesmen, tell their friends, 
“If you think you have no place 
at all for an extra bath, call 
our plumbing contractor, Mr. 
Badeau.”’ 

The Badeaus, long-established 
in Wisconsin’s Capitol city, de- 
cided that a good way to sell 
bathroom remodeling jobs is to 
pick some good, promotable an- 
gle and then push it. So they 
made a specialty of the “nook 
and corner” extra bath, especial- 
ly for the older home. The re- 
sult is an “extra bathroom” sale 
per week at a rough average of 
$500 each—and they are baths 
that sell themselves on the word- 
of-mouth, referral system. 

The Badeau brothers’ shift of 
emphasis to bath modernization 
work came when _ customers 
started mentioning the subject 
and asking their advice on how 
to go about it. Never slow on the 
uptake, their immediate reply 
was, “You don’t want to fool 
with a lot of different contractors. 
Let’s work out what you want 
to do and we'll handle the whole 
thing for you.” Thereupon, with- 





out the need for any changes in 
their organization or methods, 
the Badeaus began to shift to- 
ward modernization contracting, 
hiring subcontractors when 
needed for such jobs as electrical 
and carpentry. 

But their program assumed 
major proportions because of 
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their tech- 
nique of adding a second bath in 
homes that had no space. Badeau 
explains it this way: 

“With a lot of business-building 
methods, you can say you spent 
so much money in a certain way 
and it got so many jobs at so 
much profit, But ours doesn’t 
work that way. We aren’t statis- 
ticians and we aren’t account- 
ants. All we really know is that 
if there’s a way to do a plumbing 
job in the home, we can do it. 


“Space Specialists” 





THOUGH HIS NAME isn’t men- 
tioned, Badeau was the source 
of this feature. It led to sev- 
7 eral dozen inquiries. For the 
: full text of the story, see the 
end of this article. Other con- 
tractors may wish to adapt it 
for release to the newspapers 
of their own community. 
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“A day comes when a faucet 
starts leaking and she calls us. 

She mentions the problem to me 

on the phone, so I go out to take 

a look. I find a place and do the 

} job for a reasonable price. 

“When the job’s finished, a big 

problem has been solved for her. 

She’s happy and tells her friends. 

Then a couple of them call, and 

the ball has started rolling. And 

it won't stop rolling and grow- 

ing as long as we do the job ata 
reasonable price. You start get- 

ting a reputation for bath mod- 
ernization and then the 
newspaper editor calls and wants 

to run a story 

tures section on second baths, 

and the whole thing mushrooms. 


work 


in his home fea- 


1 , 
That’s the whole system.’ 


s Persons mentioned in the news 
story received calls asking who 
did their work. They 
Badeau’s and “several 
dozen” others had him do similar 
jobs for them. 

What’s Badeau’s system for 


finding space where there isn’t 


gave out 


name 


i 


If it’s some other job, we know any? He has four favorite spaces 


how to find another guy who can for the second bath. They are: 

do it. 1. The stairwell in older 
“So Mrs. Jones wants a bath homes. 

downstairs. She’s getting too old 2. The pantry in older homes. 


3. A closet, where space for 
storage can be retained with 


to keep running up and down 
stairs all day long. She has an 
old house, and try as she will, 
she can’t figure out where she 
wants to give up any room. 


shelving above. 
4. Between 


(Please turn to center of next page) 


rooms, cutting 
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Need An Extra Bathroom? 
It May Be Easy to Add 


new homes to be built this year|the entire family was home with) to fit the situation,” he added. 
are including two bathrooms in/the flu at one time,"’ the mother) 
their plans, or a full bath and/explained. “We knew we would 
adjacent powder room. have to provide additiona) bath-jinches to 6 feet. 
But what about existing homes'room facilities with a growing /narrow as 28 inches. 

where a second bath or powder|family.” 
room is needed? In installations, bath- 
“It's getting to be a common|reoms have been constructed in 
thing to have someone call me open space anderreath stairs, 
and ask if 1 could ont + bathtub i end-of-the-hall area, which are| available from 12 by 12-inches on} 
adison|ssually v ite ferjup and water closets can be used) 





age tub is 5 to 5% feet in length.! 








in their pantry,” 














Many of the people planning|the powder room put in was when! |now a matter of picking the tub pani, 
at 


Six different lengths of bath-|et tl 
tubs are made, ranging from 38-| she i 
Some are as| 
Some are 
square, with built-in seats andjent | 
diagonal bathing area. An aver-| tub. 


Wash basins and |avatories are) nari 
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(Continued from preceding pages) 
partially into two so the space 
sacrifice isn’t great in either one. 

The stairwell and pantry are 
important because most of his 
second-bath jobs are in older 
homes with big stairways to a 
second floor, and they almost al- 
ways have pantries. 


s When neither area is available, 
Badeau looks for the closet. But 
closets usually are wanted by 
the homeowner, so the last alter- 
native is the fourth method. It 
also is the most expensive (de- 
pending in all cases on stack lo- 
cation) because it usually re- 
quires more finished wall con- 
struction. 

Badeau figures he can put a 
minimum 3-fixture bath in 4 by 
5% ft of space, but this is much 
too cramped except in extreme 
emergency. It’s a matter of 
checking the specs of available 
fixtures and then fitting them in 
with the smallest 42 by 30 tub. 
A space of 4 by 8% ft is ample 


99 
232 





Where Badeau Recommends 
Putting the “Extra Bath” 








In a stairwell in older homes. This space is almost 
always ample for a 3-fixture bath. 





In the pantry in older homes. These are often quite 
large and are usually used as extra closets. 





In a closet. Plenty of storage space can still be 
retained by installing shelves above. 





Between rooms. Cutting partially into two rooms 
doesn’t detract too much from either. 





In end-of-the-hall areas. This location is usually 
well situated for bathroom conversions. 





for a good installation, Badeau 
believes, and that much space is 
available in just about any stair- 
well he has encountered. Much 
more common is the request for 
just a half bath, which of course 
can go in still less space. 

In contracting for such an in- 
stallation then, his first job is to 
find the space. Having found it, 
he then checks plumbing lines, 
and if they are not easily at hand 
he looks for an alternate space. 
There is good reason for this. The 
business is built almost entirely 
on referrals, and that means 
the customer must have a prob- 
lem solved at a reasonable price. 
Badeau never quotes a price on 
an installation, however perfect, 
if the plumbing is distant, with- 
out quoting also on an alternate 
location near the plumbing lines. 


s “This is our doorway to mod- 
ernization work,” says Badeau. 
“We start with the second bath, 
and that creates a loyal customer, 
and to her that new bath is the 





Making two baths out of one. Large, older bathrooms 
can be split up to double the facilities. 


prime topic of conversation for 
months. Then comes the re- 
modeling of the original bath, or 
the kitchen, or the heating sys- 
tem, or all three.” 


» But, cautions Badeau, the busi- 
ness is based on referrals, and 
that means: 

“1. The price must be fair. It 
will do little good to solve a bath 
problem by replacing it with a 
payment problem. 

“2. The customer shouldn’t be 
burdened with a lot of worrisome 
details. She has enough of a 
problem to start. Don’t give her 
more in the selling job by loading 
her down with a lot of complica- 
tions. As a modernization con- 
tractor, just tell her you can give 
her a bath at Location A for $400 
or at Location B for $750, and let 
it go at that. Leave her mind 
clear for the relieved expansive- 
ness that gets more customers. 

“3. Always check back. Go 
back in a week to make sure 
everything is fully satisfactory; 
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fix it if it isn’t. And do it your- 
self, It’s too important to entrust 
to anyone else. Then you’ve got 
yourself a walking, talking ad 
who will do your best sales job 
for you.” 


The full text of the news story 
on adding an extra bathroom 
that appeared in the Wisconsin 
State Journal on Sunday, March 
25, 1956, is reproduced here. It 
may be of help to contractors 
who want to submit similar 
stories to their own local papers. 


Need An Extra Bathroom? 
it May Be Easy to Add 


Many of the people planning new 
homes to be built this year are 
including two bathrooms in their 
plans, or a full bath and adjacent 
powder room. 

But what about existing homes 
where a second bath or powder 
room is needed? 

“It’s getting to be a common thing 


to have someone call me and ask 
if I could put a bathtub in their 
pantry,” one Madison contractor 
(L. K. Badeau) said. 

You'd Be Surprised 

“And you'd be surprised at the 
number of Madison homes that now 
have attractive little baths in a 
converted pantry, closet, or work- 
space,” he added. 

Mrs. Thomas Lyman, 149 N. But- 
ler St., said that it was a choice 
between converting a downstairs 
bedroom closet or the pantry into 
a bathroom. 

“It was the radiator in the closet 
that was the deciding factor,” she 
said. 

Very Convenient 

“Now we have a very convenient 
bath downstairs complete with tub, 
water closet, lavatory, and linen 
closet,” she said. A special narrow 
tub, only 28 inches wide, had to be 
used. 

A Nakoma family recently had a 
powder room installed in a 4-by-5- 
foot closet off the living room. 





It contains water closet, vanity- 
lavatory with storage, and _ tiled 
floor and walls. 

“The deciding factor in having 
the powder room put in was the 
entire family was home with the 
flu at one time,” the mother ex- 
plained. “We knew we would have 
to provide additional bathroom 


facilities with a growing family.” 

In other installations, bathrooms 
have been constructed in the open 
space underneath stairs, in end-of- 
the-hall areas, which are usually 
very well situated for bathroom 
conversion, and in back-to-back 
closet areas. Half baths or smaller 
powder rooms have been put in 
these areas, as well as in even 
smaller nooks. 

“In older homes, it many times 
is possible to design two separate 
baths, by dividing the larger bath- 
rooms in these homes and re- 
arranging fixtures,” the plumbing 
dealer said. END 

For another story on the 
second bath, see page 242 


How Badeau Solved a Typical 2nd Bath Space Problem: 


THIS CUSTOMER had a problem: She wanted an extra 
bath but had no space for it. Badeau suggested the area 
in an unused stairwell, which was wasted space. The solu- 











tion: a new wall and lowered ceiling to hide the upper 
part of the stairway, a new lavatory and water closet and 
plenty of room for storage. Result: a very happy customer. 




























2 MINUTES WITH BERGIE! 





By Hal Bergdahl. manager of dealer sales, Crane Co., Chicago 


These Wouldn't Appear if the Public Really Knew 


Most wrRITEers sooner or later 
get around to quoting the Wall 
Street Journal—and who am I to 
be different? 

Of course, the stuff they print- 
ed about us not long ago makes 
me mad, because most of it just 
isn’t so. Here are some quotes: 
—There’s the case of the New 

York City suburban house- 
holder who spotted trickles of 
water in his basement. “Our 
dog sleeps down there,” the 
home owner relates, “and we 
were beginning to be suspi- 
cious of his behavior. Even- 
tually it turned out the jour- 
neyman who put in our dish- 
washer hadn’t put in the drain 
pipe properly.” 

—The California man... Says 
he: “I called a plumbing con- 
tractor to put mixer-type fau- 
cets in the kitchen sink. The 
guy messed around for half a 
day on a 20-minute job and 
gave us a $20 labor charge on 
top of the bill for the faucet. 
Now that’s what I call down- 
right crooked.” 

—Anyone holding that the “for- 
getful plumber” is simply an 
imaginary character would be 
disputed hotly by a Dallas 
housewife. “We had a leak in 
the frontyard hydrant about a 
foot underground,” she says. 
“We started calling the plumb- 
ing contractor about the mid- 
dle of September and have 
been calling him ever since. 
Each time he comes out, digs 
a hole around the hydrant and 


looks at the leak. Then he says 
he has to get something or 
other, and never comes back. 
We must have called him four 
or five times. Finally we want- 
ed to plant a garden and had to 
cover up the hole. The hydrant 
still leaks.” 

—A Portland, Ore., family, for 
example, blames a contractor’s 
stalling in repairing a leaky 
toilet for an expensive plaster 
job they now must do on their 
living room. The contractor 
took three trips to fix the toilet, 
says the disgruntled Portland- 
er. “So what began as a small 
water spot on the ceiling down- 
stairs grew until the plaster 
started to fall off. The contrac- 
tor stood by his original bid of 
$50 for the repair job, but says 
it’s hands off so far as fixing 
the ceiling goes. He claims it 
isn’t his fault the toilet took 
three trips to fix. He said, “The 
trouble with your toilet was 
different from anything Id 
ever run into before.’ ” 

—A St. Louis housewife still 

steams over a $75 bill she got 

from a plumbing contractor 
for installing a sewer pipe. 

Says she: “Why a voung high 

school boy did all the dig- 

ging, and the contractor was 
here only a few hours.” The 


contractor’s answer: “The 
housewife didn’t consider the 
overhead, travel time and oth- 
er costs connected with every 
job—costs which must be met 
even though they don’t show 
up on any ‘hours worked’ list- 
ings.” 

The nicest thing said about us 
in the article was this: 
—‘People wait till the last min- 

ute then expect a plumbing 
contractor to be just sitting 
here waiting, like a clerk in a 
department store,” says a San 
Francisco contractor. “A wo- 
man will call at 4:00 P.M. and 
say, ‘My husband has been 
trying all day to fix the sink 
and can’t. Will you send some- 
one over right away?’ When 
we tell them we haven't any- 
one available right away, and 
that night work costs overtime, 
they hit the ceiling.” 

I understand way back in Bib- 
lical times, there was griping 
about tradesmen, but I believe 
the Good Book says that a 
tradesman is “worthy of his 
hire,” and this I believe. If the 
public knew more about the 
great lengths to which our indus- 
try goes in training good mechan- 
ics and designing and manufac- 
turing superior products, they 
would not be so apt to jump to 
these incorrect and inaccurate 
conclusions that tend to frustrate 


and disquiet. END 





See page 93... 


How to Finance Remodeling 
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They know it’s so clean to live with! 


Clean, draft-free, natural heat circulation doesn’t blow dust and dirt into — 
and around — the house . . . means less dusting, less scrubbing, less work for 
the little woman. She can clean right to the walls, can for that matter 
Carpet wall-to-wall. And walls and drapes stay so much cleaner. 

Let us help you convince your customers that they can enjoy these 
advantages, and many more, with today’s finest heating system, because 
its installed cost is surprisingly low. 


Our Catalog No. 302 gives you the 
facts. Write for it today. 





















Anybody for tennis...or hockey? 
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Dual rink-court freezes ice fast 
with 10 miles of steel pipe 


What is in summer a court for tennis and other 
sports and in winter an artificial ice rink - - the 
first in Vermont -- is the proud acquisition 
of Middlebury College. In the huge memorial 
Field House and Gymnasium, about 52,000 ft. 
of 1-inch steel pipe assures rapid, solid freezing 
of the 85’ x 185’ rink when the asphalt topping 
of the sport court is flooded with water. 

As at Middlebury, most of the collegiate and 
professional ice rinks of the country depend on 
steel pipe to carry the refrigerant . . . additional 
demonstration that steel pipe is first choice for 
plumbing, radiant heating, fire sprinkler systems, 
snow melting, structural applications, oil, gas 
and water lines. In fact, steel pipe is the most 
widely used pipe in the world! 

Several interesting booklets are available for 
the asking . . . “Steel Pipe in American Life,” 
“‘Radiant Panel Heating with Steel Pipe’ “Steel 
Pipe Snow and Ice Removal Systems.” 



















Committee on 
STEEL PIPE RESEARCH (REM 

AMERICAN IRON AND STEEL INSTITUTE s Farek Choice 

150 East 42nd St., New York 17, N. Y. 
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Bigger Pro 


FROM SMALL HOME NEW HEATING AND REPLACEMENT JOBS! | 


a er 
| a win Bi 


FPK PACKAGE BOILERS 


Luxurious Hot Water Heat... Plus Year Round 
Domestic Hot Water Supply from oversize built-in | 
tankless coils! 
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PRE-PIPED — Completely pre-piped . . . actually installs in 
minutes. Allows your men to do more jobs per day at lower 
costs. 





PRE-WIRED—Pre-wired . . . and equipped with all nationally | i 
advertised controls. Taco circulator and specialities used 1 | 
exclusively. 


PRE-ASSEMBLED — Packed in sturdy wire bound crate which i. 
rigs through 30” doors and skids into place in minutes. 


| 
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BRING UP SERVICE WIRE... ISAs IT’S DONE! 














You'll find an open door to bigger new home heating and Xe EE 
replacement profits with Federal Series FPK Packaged 
Boilers. A pioneer in packaged boilers, Federal combines 
top quality with engineering design into a completely pre- 
piped, pre-wired, pre-packaged steel hot water boiler that 
you can install at amazingly low cost. All necessary controls 3 
and accessories are installed at the factory . . . by experts in a alae oe heating with installation ease. 


the wet heat industry . . . Federal’s only business. Your customers go for FBC Baseboard Radiation 

...your men will install more lengths per day. Pre- 
cut and packaged, FBC Baseboard gives you more 
profits on every new home and replacement job. 






FBC BASEBOARD 
. .. THE PERFECT 
PROFIT-MATE FOR FEDERAL BOILERS | 





SOLD THROUGH PLUMBING AND 
HEATING WHOLESALERS ONLY 























oon, 
NS | 
GRANITE & WEST STREETS, ‘AgmN- i 
BOILER CO., INC. StANite s west sim e. | 
“Ye, & | 
PRODUCING AND SELLING MORE STEEL BOILERS THAN ANY OTHER MANUFACTURER or 
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WINNERS of the Dealer 
Pledge Campaign were se- 
lected by special committee: 
Chairman V. J. Killian, for- 
mer NAPC president; James 
H. Peery, secretary, Central 
Supply Assn.; Norman J. 
Radder, secretary, Plumbing 
and Heating Industries Bu- 
reau, and Hal A. Bergdahl, 
Crane Co. 





Winners in the Dealer Pledge Campaign for 
industry salesmen have been announced by Wil- 
liam A. Landers, chairman of the All-Industry 
Plumbing and Heating Modernization Committee 
and president of the National Assn. of Plumbing 
Contractors. Landers also announced that his 
committee will function at least through 1957. 

While the date of the Plumbing-Heating-Cool- 
ing Month promotion for next year has not been 
set, indications are that it will probably be held 
earlier in the year than this year’s special month 
in August. (Committee members meeting in 
Washington, D. C., last January generally favored 
a late spring or early summer month.) 

Salesmen employed by wholesalers and repre- 
sentatives of manufacturers participated in the 
nation-wide contest which was set up for the 
purpose of alerting contractors to the significance 
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PLEDGE to support Plumbing- 
Heating-Cooling Month pro- 
motion was mailed to all p-h 
wholesalers, whose salesmen 
then called on contractors to 
have them sign up. The 
pledge was first announced to 
the industry on the cover of 
D. E.’s June issue. 


Name Winners of Plumbing- 
Heating Month Contest 


Also revealed: Promotion will continue through 1957... 


of Plumbing-Heating-Cooling Month in August. 
Each salesman was supplied with pledge forms. 
Contractors were asked by the salesmen to sign 
the pledges promising their active participation 
in Plumbing-Heating-Cooling Month. 
The nation was divided into four regions. Dupli- 
cate prizes were awarded in each. 
The winners of the four grand prizes are: 
Midwest: Jerry Fogarty, Plumbers Supply Co., 
St. Louis. 
East: A. Lake Yocum, Busser Supply Co., 
Lewisburg, Pa. 
West: H. R. Anderson, Southwestern Supply 
Co., Pueblo, Colo. 
South: E. F. McDonald, Noland Co., Inc., Mont- 
gomery, Ala. 
As grand prize, each of these four salesmen was 


(Please turn to top of page 329) 
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POSITIVELY GUARANTEED 


with an | unqualified guarantee} that’s a 


fact from LAWNDALE and it applies to 
any unit of Plumbing-Ware that bears 


the original Lawndale factory applied label 


Your Lawndale jobber isn't kidding when he tells you that every 
unit of Lawndale Plumbing-Ware carries an unqualified guar- 
antee. He really means business and backs it up with action. 
When you buy Lawndale Plumbing-Ware you really get positive 
protection against loss from damage—no questions asked! 
So there’s no reason to accept anything less than what Lawn- 
dale offers. 


GET ALL THE FACTS FROM YOUR NEAREST LAWNDALE JOBBER 


LAWNDALE ENAMELING CO. 


1137 W. 14th Street — Chicago 8, Illinois 
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PACKAGED 
OIL FIRED 
HOT WATER 


CAST IRON BOILERS... 


Rew .U 8. Pat Of 


CUT INSTALLATION TIME FROM 


DAYS ze HOURS! 


Here, in one single package...at one purchase price...is a completely 
assembled, fully equipped, automatic oil fired hot water boiler that 
saves days and dollars of uncontrollable “on site” boiler and burner 
assembly time and costs. 

Lex-Pak Boilers are made of cast iron, the lifetime metal, proved best 
for enduring, trouble-free service. Each boiler section is tested under 
high pressure, then assembled and tested as a complete unit. 
Exclusive honeycomb design combined with wet base construction 
provide more prime surfaces in a smaller, lighter boiler. Integrally 
cast fins, in offset arrangement, retain the hot gases of combustion 
until all usable heat is picked up by prime surfaces and quickly 





































transferred to boiler water. 


an == Provision is made for year ’round automatic hot water for domestic 





Boilers, in flush or extended cabinets, are smartly styled, finished in 
warm two-tone, baked-on blue enamel that blends with surrounding 
colors. Don’t delay, write to factory for prices and catalogs. 

* * * 
Lex-Pak Boilers eliminate the slow, costly physical activity of part- 
by-part boiler, burner and control assembly, confusing wiring diagrams, 
extra parts inventories, shortages, and interruptions that all add up to 
needless costs that cut deep into your profits. 
Just position the Lex-Pak Boiler, hook up radiation and fuel piping, 
connect electrical source to clearly marked terminals, and it’s ready 
for dependable, fully automatic operation. 
Lex-Pak Boilers are shipped in sturdy, skid bottom type crates for fast, 
easy handling, space-saving storage. Boiler is protected from dirt and 


moisture by plastic covering, assuring arrival in showroom condition. 


DUNKIR 





RADIATOR 
CORPORATION 


DUNKIRK, NEW YORK 


use by built-in tankless heater coil that delivers a full 3 GPM flow of 


hot water. Saves extra cost of storage tank and separate fuel. 
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Lawns 









Doing 4 jobs in the home... 



















































Transite -_ 
Building Sewer 
Pipe 





« Can be installed easier, 
quicker 

+ Can be assembled 
without tools 

+ Protects against root 

_ clogging 

+ Ring-Tite Couplings 
assure tight joints 











« Strong—corrosion-resistant 


+ Full line of fittings and | 
adapters | 








Transite 
etely Plumbing Vent 
ihe 5: —— Pipe | 
irner + Low initial cost 
» Low installed cost 
+ Neat appearance on house 
+ Wide choice of lengths 
best +» Standard calked lead joints 
+ One length usually 
ider sufficient 
tion Transite 
ally Gas Vent 
Pipe 
‘ion 
« Easy to handle on the job 
kly * Tough and strong 
» Can be supported 
anywhere along barrel 
. « Corrosion-resistant, can’t 
Stic rust | 
+ Full line of round and | 
of oval fittings 


« Listed by Underwriters’ 
Laboratories, Inc. 


Warm Air 
Duct 


+ Serves in-slab heating and 
cooling systems 

« No encasement in concrete 
needed 

+ No tying down necessary 
« Simple, efficient joints 

« Long lengths 

« Will not rot or give off 
odors. 


Pe ... Earning & profits for you! 


Aaa up all of these installation and perform- _ pare, you'll find Transite way out front. 
ance advantages of Johns-Manville Transite® Write for further information today. Address | 





Transite | 








ee 
€ 


a apres 


Pipes for the Home. Then—ask yourself what Johns-Manville, Box 60, New York 16, N. Y. 
other material can give you so much in both In Canada, 565 Lakeshore Road East, Port 
profit and satisfied customers. When youcom- Credit, Ontario, 
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| Johns-Manville TRANSITE PIPES for the HOME 


MADE OF ASBESTOS-CEMENT Hi 
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@® What does this contractor see 


in the new homes of his town? 


He Sees Prospects for 
Remodeling Right Now 


“MODERNIZATION is as impor- 
tant in a new area as in an old 
one. The selling approach may 
be a little different, but the po- 
tential is the same.” 

With these words, Philip 
Ragusa and Eugene Zurlo of the 
Lynbrook (N. Y.) Plumbing and 
Heating Co. summarize the atti- 
tude with which they view the 
large number of comparatively 
new homes in their town. These 
words—and the sales philosophy 
that prompts them—explain why 
Ragusa and Zurlo have been able 
to build a $250,000 modernization 
operation devoted almost exclu- 
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sively to installing second baths 
in homes less than 10 years old. 
They explain, too, why the two 
men sell about 500 second baths 
a year. 

When Zurlo 
opened their 
years ago, they told each other, 
“We can’t wait until a service 
as durable as plumbing is out- 
moded. To prosper, we’ve got to 
something besides ‘new- 


and Ragusa 


business seven 


sell 
ness.’ ”’ 

The two men found that they 
can use the proved techniques of 
selling modernization in old areas 
just as successfully in newer 


EDITOR’S NOTE: This ac- 
count of the way two con- 
tractors sell 500 “second 
baths” a year is based on a 
previous stcry. Because it is 
one of the best case histories 
we have seen on selling 
modernization in relatively 
new homes, we feel portions 
of it bear repetition in 
this “Book of Remodeling.” 


ones. But instead of selling 
“modern” installations they sell 
“further” installations. And in- 
stead of selling “new” fixtures, 
they sell “additional” fixtures. 

Zurlo and Ragusa are selling 
“further” installations and “addi- 
tional” fixtures because they 
have correctly evaluated the po- 
tential in homes 10 years old or 
less—the homes that were built 
mostly after World War II at a 
time when new families were be- 
ing formed, economy was a factor 
and materials were scarce. 

The homes built then were 

(Please turn to center of page 245) 
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ALL PLASTIC PIPE IS 
ROUND, BLACK AND 
HAS A HOLE IN IT... 


THERE IS A 
DIFFERENCE 






GUARANTEED-QUALITY FLEXIBLE PLASTIC PIPE 
Is MEASURED and MARKED 
Every FOOT and 10 FEET... 


- <n oe Nivea . 
You save selling time .. . your customers save a Guarabieed by 
installation time . .. because every coil of CRES- Good meuschoupng 
LINE Flexible Plastic Pipe is carefully measured and lus or 45 sovranseo 1H 
| clearly marked every foot and every 10 feet. It’s just p : 
one measure of CRESLINE’s superiority. CRESLINE 
is made with the finest 100% virgin materials sup- Ld 
plied by two of the biggest names in plastics — Du Taliate! ] 
Pont and the Bakelite Division of Union Carbide and 
Carbon Company. CRESLINE is manufactured under 
the strictest quality controls in the industry and 
every foot is guaranteed right in writing. Every order 
} is shipped within 24 hours. Add these to CRESLINE’s 
effective dealer support 
and “packaging for NSF APPROVES CRESLINE 
— pana ey OF CRESLINE NT, 75# 
readily see why CRES- 1002 and Double Jet are SY 
LINE gives you big- approved by National 
profit, big-ticket sales. Sanitation Foundation 
Write for literature and hs ape ney of 
the name of your 
CRESLINE representa- 
tive. 


MADE TO SPECIFICATIONS OF THE THERMOPLASTIC PIPE 
DIVISION OF THE SOCIETY OF THE PLASTICS INDUSTRY @ & 


dy FREE TO JOBBERS 
. 6 a 


a a a oo ee 








SLIDE RULE DATA CHART. Quickly helps WATER- 
i you find answers to such problems as HOTTERS 
Cae sai 
s” friction loss, pressure drop, GPM flow, 
Le etc. Write for details on how to get 
OF ies aa - 
pa your free plastic pipe ‘‘Data Chart. 





CRESCENT PLASTICS, INC. 
Dept. E-6 955 Diamond Ave. @ Evansville 7, Ind. 














1956 
Domestic ENGINEERING, AuGusT 1956 











IT’S NEW! THE MOST 
MODERN BATHROOM HEATER 
ON THE MARKET TODAY! 


The beautiful API Radiantglass No. 2200 is the most advanced bathroom heater you 
can find anywhere. Here are just some of its outstanding features. 








@ Easy to install, operates on 120 volts @ Decorator gold finished aluminum con- 
AC. trol panel has built in night light with 
off-on switch, thermostat, pilot light, 
plus 120 volt convenience outlet. 

. p = @ Beautiful two-tone finish. Extruded 

@ Overall size is 41” nigh by 127%” wide. anodized aluminum, outer section sil- 

ver. inner section gold Fuily rust and 
tarnish proof 


@ Ra-Grid glass pane furnishes 700 watts 
of heai. 


No 200 


Remodeling is sound business! No longer are you dependent 
upon the old fashioned central heating system. With indi- 
vidual API heater panels you provide thermostatically con 
trolled heat for remodeled or added rooms, and for correcting 
heating in cold rooms. For example. No 1700 (right can 

be conveniently mounted on wall and connected to any 120 : 
volt outlet. 


Models like the INo 2100 shown at right are ideal for 
use under windows 01 above baseboard. Can be used 
singly or in combination with other sizes, depending 
upon required wattage. With room thermostats 
21AG61-32, each API heated room is zone controlled 
tO exact temperature selection. 





| WRITF TODAY for free Bulletin 256 for complete 
information about our entire line of UL approved wall 
moum and portable electric heaters. Guaranteed? 
Certainly—§ veat Capital Stock Co. insured factory 
warranty on ali glass panel heater units. 





No. 2100—1500 Watts 
“REMEMBERANY SEASON IS REMODELING TIME” 
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These Ads Sell Bath Installations 2 Ways: 









EXTRA BATHROOMS 
OUR SPECIALTY 


Installed In Your 
Attic, Basement or First Floor 


These 3 Beata stares Const oh As Low As 


@ iS’ recess . 
32037", itt *Ledgewood 3 hell 
type modern basin, |—F2100 water 

ioset, tenk on bow! ty; 

© These fixtures are ait Fics grade 
American Stenderd; colored 
slightly higher. 

@ All waste, soll and water 


fines instatted comnpiete. extras. 
© Your satisfaction is our greatest 0 Fe ee has oe ; 
advertisement and our goal. 
@ Our know how will give you one 
of the finest bethroom instatiations. 























\ OOK WHAT CAN BE DONE 
To AN OLD BATHROOM 


za hatd to believe that a short time ago this strikingly 


wdhoc atresia ake pesvs cone aee: 


a difference remodeling with new Crane fixtures makes. 
ah ibe ind of bechroom Yo ‘a be proud to have in your 


NOW Is THE TIME To 
© LOW MONTHLY, PAYMENTS UNDER P.#.A. 


. EC, HILKER, INC. 


SOS—18th St. " Phone 5108 


BATHROOM oR 














“EXTRA BATHS our specialty” says this Lynbrook ad and 
goes on to tell the complete sales story—where to put it, 
a description of the fixtures, how much it will cost, what 
terms are available. It offers a choice of styles and colors 
and a one year guarantee. Suggesting where to put the 
second bath is also an extremely strong selling point. 





“LOOK WHAT CAN BE DONE” exclaims this ad of E. C. 
Hilker, Palm Beach, Fla. And the housewife with an old- 
fashioned bathroom reacts just the way Hilker wants her 
to... with a mental picture of what she’s got and the 
marvelous things she could have. The ad also tells her 
“now is the time to remodel” and offers monthly terms 
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(Continued from page 242) 
necessarily small, to fit the cir- 
cumstances, but in 10 vigorous 
years, those circumstances have 
changed and so have the people 
who live in the homes. 

“The young families that were 
building 10 years ago now have 
three or four children,” says 
Ragusa. “Many of the children 
are now going to school and 
competing with dad for the bath- 
room. Dad himself is a little 
surer of his finances than he was 
10 years ago and is ready to be 
sold on something that will pro- 


vide the comfort and convenience 


his bigger family needs.” 

That’s the cause-and-effect 
part of Lynbrook Plumbing and 
Heating’s second-bath bonanza. 
But there’s another side of the 
picture to be considered, Ragusa 
and Zurlo will tell you. “Cus- 
tomers don’t tell you what they 
need anymore, as they used to. 
You tell them.” 

Ragusa and Zurlo “tell them” 
with a heavy advertising sched- 
ule in three New York area 
newspapers (typical ad above), 
backed with a steady stream of 
direct-mail advertising. 

But they take an even more 


direct approach. “There’s noth- 
ing like keeping an ear cocked 
for the wails of the community’s 
endless procession of new babies. 
More than any other factor, the 
large family has created a need 
for the second bath.” 

City hall statistics, school rec- 
ords, newspaper announcements 
and even local diaper services 
provide the leads on expanding 
families and their growing needs. 

They back up their claims to 
quality with colored slides of in- 
stallations and offer the names 
of satisfied customers whose 


homes can be inspected. END 
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ASK 


PLANTS IN DETROIT, MICHIGAN, AND DECATUR, ALABAMA. SALES OFFICES IN PRINCIPAL 


5371 
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FOR WOLVERINE ROLL-O-TUBE: 


Asking for Wolverine Roll-O-Tube is like hiring another man. You get more work done— 
get it done more easily than ever before. 


The Roll-O-Tube carton is round—can be rolled to and from the truck or wherever 
needed. It has a convenient center hole for easy over-the-arm or shoulder carrying. 
Large easy-to-read content description and approved color coding make content 
identification easy. Opening requires only a tug on the gummed tape around the 
carton’s outer edge ... and the tube is ready for easy installation. 


When laying a line of tube you can use Roll-@-Tube as a reel. Just make your con- 


nection at one end and roll the carton back. It's fast, easy and gives you a straight, 
kink-free line. Unused tube remains in the carton protected against both damage 


and dirt. 
In addition to these helpful features, Roll-O-Tube also gives you highest quality 


Wolverine copper tube. 


Next time you order copper tube ask for Wolverine Roll-O-Tube—it's the easiest 
to use. WOLVERINE TUBE, 1403 Central Avenue, Detroit 9, Michigan. 


BUY FROM YOUR WHOLESALER 


Division 


CALUMET @ MECLA, INC WOLVERINE TUBE 
CALUMET DIVISION LJ 
WOLVERINE TUBE DIVISION @ Division of Caltumet 4&4 Hecia, inc. 





CANADA VULCANIZER 
& EQUIPMENT CO. LTO 
FOREST INDUSTRIES DIVISION 


GOOOMAN LUMBER CO pity Cantrotied T ga Ext ed Aluminum Shapes 


EXPORT DEPARTMENT, 13 EAST 40TH STREET, NEW YORK 16. NEW YORK. 


CITIES 
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the Versatile Pumps that Convert from Shallow 
to Deep Well Simply by Moving the Jet! 


For customers who have a falling water level problem, 
F & W gives you the most complete and flexible line of all 
multi-purpose pumps. It offers both standard and econ- 
omy models . . . package units or with standard 42-gal. 
tank ,.. regular or high pressures . . . single of two-stages. 
It’s easy to change this pump from shallow to deep well 
by taking the ejector off the pump and moving it down 
into the well. And, by substituting a high pressure ejector, 
you can get higher discharge pressures, or use it on even 
deeper wells. All pumps are individually tested and certi- 
fied for rated capacities and pressures. 


Maximum Sales .. . Minimum Inventory 
With these highly flexible, multi-purpose pumps, you get 
maximum sales with minimum investment. Just a few 
models meet so many different needs. This means faster 
turnover and higher profit. Not only that, they're na- 
tionally advertised, fast-moving, dependable, and trouble- 
free. Profits are not eaten up by service ¢alls. So send 
today for our new Catalog Folder No. 507, or ask your 
F & W distributor for full information on these outstand- 
ing Multi-Purpose Centrifugal Jets, as well as the rest of 
the F & W quality line. 


FLINT & WALLING MANUFACTURING CO., INC. 


876 Oak Street, 






F & W Multi-Purpose 
Ya, %, | H.P. Motors. Single- 


stage pressures to 40 Ibs. and 
330-810 GP.H. @ 15 ff 


2 NG 
20 P.S.1.; 2-stage to 100 ibs. and 380-680 
G.PH. @ 15 ft. & 20 PS). Available as 
package unit with 12 or 30 gal. tank, or 
conventional unit with 42 gol. tank. 


Kendallville, Indiana 







F & W Economy 
Multi-Purpose 
The economical, multi-purpose 
jet equal in capacity to any 
ge ce pn A i 4, H.P., 480 
G.P.H. & Ya H.P., 750 GHP. @ 15 ft. Avail- 
able as package system with either 6, 12 
or 30 gal. capacity tanks. 





FeW means Flowing Wat by Flint & Wallinc 
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Questions and Answers 


(Continued from page 28) 
balance the venting rate of each 
radiator so all radiators will be- 
come heated equally. The radiator 
vent valves are designed to relieve 
the air in the runouts and radiators 


only. 


s Main line vents are very impor- 
tant for a well balanced and fast 
heating one-pipe system. While 
there is no percentage in relieving 
air faster than the boiler can gen- 
erate steam, it is advisable to make 
sure that you have adequate vent- 
ing capacity at the end of all dry 
returns. The proper location of a 
main vent line is at the end of a dry 
return, just below the elbow drop- 
ping to the wet return. 

In addition to Mr. James’ recom- 
mendations, Domestic ENGINEERING 
suggests as a final step that the oil 
burner be checked once again. A 
copy of D. E.’s Oil Heating and Oil 
Burner Servicing Booklet, which is 
available to all subscribers, may 
also be of some help to you, in this 
and future jobs. 


To the Editor: 

Air forming every day in a 30- 
gal. automatic storage water heater 
installed in a doctor's office is cre- 
ating a problem for us. It is an 
electric heater with upper and 
lower elements and is installéd on 
a ground floor over a crawl space. 
The hot and cold lines form a loop 
at the top of the heater. 

What can we do to remedy this 
condition? 


Indiana L.. 3. D. 


To the Reader: 

Your customer, being a doctor, 
undoubtedly demands sanitizing hot 
water so the tank is set up for a 
high temperature. Members of the 
medical profession have widely 
fluctuating needs for hot water and 
yet there can be long periods of 
time when there is no demand on 
the water heater. 

High temperature in a storage 
tank is ideal for the release of gases 
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from the water. Inactive periods 
allow these gases to accumulate at 
the top of the tank. This is not 
an abnormal condition, however in 
most cases such as normal house- 
hold service, the gases are kept 
from accumulating simply by the 
frequency of the draw-offs. 

Some water supply systems cre- 
ate more aeration than others. 
While this condition is not always 
noticable in the cold water service, 
it does bother the hot water service 
because as water temperature in- 
creases, oxygen escapes at a greater 
rate. 

Exceptionally gaseous waters oc- 
cur in some locations. Also, where 
anodic protection is provided in a 
storage water heater, some nitrogen 
gas is released. The amount of gas 
released is dependent on the rate 
of reaction of the water with the 
sacrificial metal. The products of 
the reaction are a metallic oxide 
and a free gas (nitrogen). 

In the job under discussion, you 
may have one or a combination of 
the foregoing conditions present. 
Without making any other change, 
you can add an air eliminator or 
vent valve of the high pressure 
type at the point shown on Fig. 2. 
This will vent the gas, regardless 
of the source. 


Miscellany 


Those Texas Breezes 

One out of every 10 centrally air 
conditioned homes in the nation is 
in Texas. By 1957 the total is ex- 
pected to increase to nearly one- 
third. 

William Bynum, president of 
Carrier Corporation, says that 
35,000 homes are completely air 
conditioned in Texas now, and 
10,000 more will be serviced by the 
end of the year. 

Although Texas leads in the field, 
the market is only 2% percent sat- 
urated, and the nation itself is only 
about 143 percent saturated. 

Bynum cites this as added proof 
of the tremendous sales possibilities 
in central air conditioning. But he 
also points out that there is still an 
even greater untapped market—the 
industrial field which Bynum says 
is “on the way to becoming the in- 
dustry’s biggest market for large 
central-system air conditioning.” 





USE FLOAT TYPE 
AIR ELIMINATOR 


USE TEMPERATURE AND 
PRESSURE RELIEF VALVE 


SHUT-OFF 
VALVE 





USE PRESSURE 
REGULATOR, IF 
NECESSARY 











LI 
2 5 




















tig. 2: Air in hot water tank causes 
splashing at fixtures. This trouble can 
come from several sources. Gaseous 
waters are one common source. 


If the operating pressure of the 
air eliminator is not higher than 
the operating pressure, be sure to 
install a pressure regulator at point 
X on the cold water inlet (see Fig. 
2). And always be sure to use 
a temperature and pressure relief 
valve for safety purposes. END 


Outstanding Management 

Two heating and air conditioning 
firms have been cited for outstand- 
ing management by the American 
Institute of Management. 

Carrier Corp. was praised for the 
selection, active participation and 
contribution of its board members. 

Trane Company was mentioned 
for its growth, reputation and con- 
tribution to the national economy. 

Both ranked high in corporate 
structure, health of earnings, re- 
search and development and sev- 
eral other categories. 


Name Fund Chairman 

William J. McBurnie of the 
Johns-Manville Corp. has accepted 
the chairmanship of the Plumbing 
& Heating Division of Manufactur- 
ing & Industry Section ef The 
Greater New York Fund. 

McBurnie will aid the Fund in 
its efforts to collect $10 million for 
425 affiliated hospitals and welfare 
agencies. END 
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RMC Gauges are featured in famous 
Murphy Automatic Safety Switch 


Systems on unattended engines at 
drilling locations and pumping sites. a~anp 
PETRO CHEMISTRY 
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Rochester gauges indicate liquid 

levels in bulk oil storage and LPG tanks. 
Rochester gauges are used to give 
important incoming and outgoing 

fluid temperature readings at pumping 


stations. They protect pumping 
equipment by helping to watch cooling 
systems and bearing temperatures. 


“You Can Rely On Rochester’’ 


LIQUID LEVEL, 


ROCHESTER MANUFACTURING CO., INC. 
19 ROCKWOOD STREET 
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REFINING 


AND 





TEMPERATURE and PRESSURE 





4 120 180 . 
a - 


90 180 








RMC’s thermometer line above has 
found literally hundreds of uses in this 
important part of the industry. 

They give spot readings on: vapor and 
steam lines, pilot plant lines, 

water cooling and water condenser 
lines, fractionating tower lines, 

to name only a few. 














DOMESTIC OIL HEATING 


Rochester has for years set and 
maintained the standard for fuel oil | | 
tank gauges. Men.in the industry rely || 
on Rochester to deliver the best | 
value in accuracy, trouble-free 
performance, and long, lower cost 
gauge life. Their home owner customers 
are equally pleased. They always 
know where they stand on fuel. 





INSTRUMENTS 


















ROCHESTER 10, N.Y. 


















































IF YOUR TARGET IS MORE WATER HEATER SALES 





“7 

of 

@ | 

age 

pla 

fou 

you 

e oe ! 

... the Alumilux water heater o 
7 e,°e 

is the ammunition you need! vee 

® no rust—ever... because aluminum boi 

can't rust! cb 

i e 

¢ heats water to 180°—and heats it faster! ( 

® no tank lining to chip or flake. yo 

® no anode rod needed—in any water. th 


¢ heats more gallons of water per hour 
at the lowest per gallon cost! 


Shoot for profits. Write for proof—today! 
Clayton & Lambert, 1701 Dixie Highway, 
Louisville 10, Ky. 


3 cy... 


THE WATER HEATER OF RUSTPROOF ALUMINUM 
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“Jim—look at these figures, 


this Progress package really 


puts 




















us in the chips!” 


NEW Progress package eliminates 
“scatter buying’ and installation delays 


of built-up jobs 


e Contractors profit with Progress pack- 
aged boilers because they simplify boiler 
planning, purchase, and installation in 
four important ways: (1) Save time — 
you place one order . . . at one source 
... get one delivery ... make one instal- 
lation. (2) Avoid confusion — you end 
“parts” buying and tedious on-job as- 
sembly. (3) Eliminate call-backs — you 
install a fully fire-tested, smooth running 
boiler at the outset! (4) A Finished 
Package — you know it’s built and back- 
ed by a single responsible manufacturer. 

Get the complete facts — find out for 
yourself how to make more money with 
the new Progress “package.” 







Cleaver-Brooks 


Progress 


Packaged Boiler 
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FIVE SIZES 


Up to 1,340,000 BTU Output. Steam 
or Hot Water, Gas or Oil Fired. 
Sold through Wholesalers Only. 


Shipped direct to the job — ready for 
immediate installation. Base frame sets 
solidly on any floor. Completely wired — just 
make service connections. Cleaver-Brooks start- 
ing service representative places boiler into 
operation and trains attendant. 


Contractors, engineers, architects, users—write NOW 
for full details on America’s most modern boiler — 
in step with progress . . . way ahead in design. 
Ask for catalog AD-157. 


CLEAVER-BROOKS COMPANY 


DEPT. J, 333 & KEEFE AVENUE 
MILWAUKEE 12, WISCONSIN 















Backed by the Unmatched 


Experience of Building 
Many Thousands of 


Successful Packaged Boilers 


e PROGRESS boilers are prod- 
ucts of Cleaver-Brooks Company, 
originators of packaged boilers 
— the first boilers in their class 
built to quality standards of cost- 
ly industrial boilers. Featured 
are: four-pass, forced-draft de- 
sign, electronic controls, soft- 
flame start, clean-burning, quiet 
operation, guaranteed 80% effi- 
ciency. You benefit from special- 
ization in every phase of design, 
manufacture, quality control and 
final testing. 





The ‘‘scatter-buying’’ way—multiple 
components. Wastes time and causes on- 
job confusion, With built-up boilers you 
have no single centralized responsi- 
bility —- consequently call-backs are 
more frequent. 





The Progress way to more heating 
profits. A completely integrated pack- 
age — boiler, burner, controls and in- 
sulation — ready to install, Complete 
unit approval — bears the Underwriters 
Laboratories label, 





Free starting service. After installa- 
tion — final check and adjustment of 
boiler are made by authorized service 
representative. Attendant is also train- 
ed in operation and maintenance — at 
no extra cost. 
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...and SHERWOOD gets you in! 


There is one thing certain in the Modernization picture. 
SHERWOOD Ball Cocks are going to figure strong in remodel- 
ing opportunities. Many old homes, flats and apartments . . . 
even the room down the hall in old office buildings . . . are in 
need of new, modern and quiet operating flushing equipment. 
Going after this business will, on the law of averages, open the 
way to many needy repairs and new installations. Thanks to 
SHERWOOD Ball Cocks. 

And speaking of SHERWOOD reminds one of their famous No. 
86-A . .. the non-syphoning, water saving ball cock that’s so 
smooth and efficiently operating, you'll 
never forget it. For there is a long-lasting, 
dependable ball cock if there ever was one. 





SHERWOOD No. 77 
and 1 PIN ASSEMBLY ORDER SHERWOOD BALL COCKS 
Elevated pattern for low FROM YOUR WHOLESALER 


tanks with 1 inch brass Manufactured Only By 


hush tube over cast supply 
Can be furnished with life 


' time hard rubber hush tube 
at slight additional cost. 
One pin holds all parts in 


pees” See ae Oe 6331 E. JEFFERSON AVE. DETROIT 7, MICH. 
Established 1903 






cts 5 
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fF you can cut it, thread it, 
' fit it...right on the job with 
Pol aol iat-ia aeiole) t-mre) m ial 


reliclial>Mmig-(e(—H 


CAST IRON 
ad td — 


Clow I.P.S. cast iron pipe is centrifugally cast in steel molds, and is heat treated. Therefore it is 
readily machinable, can be cut, threaded, and fitted on the job with ordinary tools 
of the piping trade. Being free-cutting gray cast iron, it threads fast and easily. 


Contractors find great flexibility in operation because on-the-job facilities can be used to 
speed installations. I.P.S. cast iron pipe is available in size 3” through 10” in 18-foot random lengths; plain 
end, threaded, hub end, or flanged to meet any installation requirements. Threaded pipe 
can be used with regular drainage fittings; plain and hub end pipe are used with extra 
heavy soil fittings. Couplings and adapters are also available. 


Men responsible for modern construction find long 
length, long life Clow I.P.S. pipe is an economical, 
permanent installation. Long lengths mean fewer 
joints; fast, time-saving installation. Long life for 
permanent, trouble-free service. For schools, 
hospitals, commercial and industrial construction you, too, 
will want to figure I.P.S. pipe. Why not write 
for free literature? No obligation, of course. 


. . —— ee ane Gee ee ee oe ee 
STATE OFFICE BUILDING, SPRINGFIELD, ILLINOIS *Iron Pipe Size O. D. 


Director Dept. Public Works and Buildi ELAR 
Supervising Architect: Louis H. Gerding 
Associate Architect: Lankton and Ziegele 
General Contractor: W. E. O'Neil Construction Company, Chicago II!. 
Piumbing, Heating and Air C c 
Economy Piumbing and Heating Company, Chicago, I. 


James B. Clow & Sons, inc. 

201-299 N. Talman Avenue 

Chicago 80, Illinois 

Please send me, at no obligation, further 
information about Clow I. P. S. (threaded) 
Cast Iron Pipe. 


Name 








free literature 


JAMES B. CLOW & SONS, Inc. 





| 
| 
Write today for | 
| 
| 
} 


Manufacturers of Cast Iron Pipe Address. 
201-299 North Talman Avenue * Chicago 890, Illinois Wholesalers of Plumbing and 


Heating Supplies 





City. State 
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| The new housing codes: 


| SOWNERS OF SIX 
| BUILDINGS SUED 








Baltimore Enforces 
New ‘Bathtub’ Law 


Inspectors from the housing bureau of 
the Baltimore City Health Department 













































THEM have been conducting an intense drive to 
. enforce the city’s recently adopted “bath- Plaines’ 4; 
' REP AIR ub laws.” ' e in 29 veartst Mew ci 
t aws. Senteq years wil] y 
—— These require that at least one bathtub Monday” the City Co eheit 
: . ‘ or shower b j i ie 
Charnes Violations | indexed 
Job for 23 of 


|| CODE ADOPTED BY COUNCIL mas 
City Forges Powerful Weapon): 
In Its War Against Blight 


The only exception will be 
instituticnal buildings such 
as convents, YWCA or YMCA 
dormitories. ; 
Minimum requirements - also 
apr for toilet and bath fa- 










BY JAY McMULLEN : 
using code by the City 
powerful new weapons 
















| Adoption of the ho 
| Council gives the city 
in the fight against slums. 
| Under major new provision 
—Due to its retroactivity, it P 

in the city under its jurisdic 
—Specifies that so-called glass 


Are They a Shot-in-the- 
Arm for Modernization? 


12-city study shows our modern cities aren't so modern after all. 






are 








Typical clippings from nation’s newspapers show publicity given to 
new housing codes. Code authorities say this makes enforcement easier. 





















WITH THE HELP of qualified 
plumbing and heating contrac- 
tors and the other building 
trades, the new housing codes 
passed in many major American 
cities recently can make massive 
changes in the living conditions 
of millions of people. 

The 1950 Housing Code re- 
ported 859,402 non-farm dwell- 
ing units with no running water. 
Another 560,283 had piped run- 
ning water on the outside cf the 
building only. Over nine million 
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units had no piped hot water. 

Forty-one percent of the non- 
farm units had no central heat- 
ing. Total: 16,290,000. 

Twenty-four percent of the 
units had no private bath or 
shower. Total: 9,412,000. 

More than 21 percent had no 
private toilet. Total: 8,404,000. 

Nearly 1% million had no ac- 
cess to a kitchen sink. 

Including farm units in the 
total, the Census Bureau further 
reported that approximately 13 


million units lacked a private 
water closet, and 14 million units 
lacked a private tub or shower, 
which was a reduction of rough- 
ly 2 million in each category in 
the period 1940-1950. Allowing 
for remodeling which has taken 
place since 1950, slum demoli- 
tion, and new construction, it is 
still safe to say that there are 
well over 12 million dwellings 
which are without adequate 
water closet and bath facilities. 
All this adds up to a massive 
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Plumbing-Heating 
Requirements of 
Chicagos New Code 


DATE OF CODE; 1956 
NO. OF DWELLINGS: = 1.650,357. 


HEATING: 60-68F temperatures 
required at specified seasons and 
hours. 

21.7 percent of dwelling units have 
no central heating. 


KITCHEN SINK: 1 required per 
dwelling. 


WATER CLOSET, LAVATORY, 
TUB OR SHOWER: 1 required per 
dwelling except smallest units may 
share (2 units per fixture). 


9,098 units have no toilet facilities. 
44,951 units have privy or other 
non-flush toilet. 126,239 have no 
tub or shower. 


FACILITIES MUST BE: In good 
working order, properly connected 
to water and sewer systems. Must 
be connected to both hot and cold 
water, to a water heater, and pro- 
vide 120F hot water at all times. 


RUNNING WATER: 21,307 units 
have no running water. 165,308 have 
cold water pipe only inside building. 


ENFORCEMENT: Occupants in- 
cluding tenants are held respon- 
sible for compliance on both oper- 
ating condition and existence of 
plumbing facilities. Owners and 
landlords are held responsible in 
addition and without regard for 
tenant or occupant liability. 


consumer need. But simply need 
without either desire or ability to 
pay never creates effective eco- 
nomic demand which can result 
in increased business. Where is 
the desire coming from? What is 
the basis for ability to pay? 
With urban blight confronting 
city administrators as well as 
private citizens as the most im- 
portant single problem of our 
decade, city councils in most of 
our major communities have 
gone to bat and revised building 


INTERVIEW: DE representative Ed Mottershead (second from left) interviews 









officers of the Plumbing Contractors Assn. of Chicago on the effect of the 
new housing code on the plumbing and heating industry. Shown from left 
to right are William Readey, secretary; Clyde Neer, president and John 
Dorsey, chairman of the association’s legislative committee. 


Contractor Assn. Interprets New Codes: 


According to the Plumbing Contractors’ Assn. of Chicago: 
“Plumbing and heating contractors can have a bonanza if they go 
after remodeling work now. Nationwide slum clearance activity 
has resulted in ACTION becoming active in every community. 
Proof of why the plumbing and heating contractor should go 
after modernization work is contained in the new Chicago Housing 
Code passed by the City Council June 20, 1956. There are thou- 
sands of buildings in which additional plumbing fixtures will have 
to be installed. Remodeling of kitchens and bathrooms, creating 
additional bathrooms, installing extra lavatoriés, new heating 
plants, new water heaters, and new water service piping to 
comply with the codes, creates a multi-million dollar opportunity 


for Chicago contractors.” 


Here’s Where We Got the Facts for This Article: 


U. S. Housing Census, 1950 


Urban Renewal Bulletin No. 


3, Provisions of Housing Codes, 


Housing and Home Finance Agency, 1956 
D.E. survey of individual housing codes (Chicago, Philadel- 
phia, etc. For complete list, see following pages). 


and housing ordinances, fre- 
quently lumping them together 
in their revised form in a “hous- 
ing code.” 

Requirements have been tight- 
ened on the availability of what 
we all consider to be the essen- 
tials: water closet, tub or shower, 
lavatory, kitchen sink, hot and 
cold running water, adequate 
heat, and other matters pertain- 
ing to health and _ sanitation. 
Highlights of the codes in repre- 


sentative cities across the nation 


. 


are shown in the accompanying 
pages, together with local plumb- 
ing and heating needs as shown 
by the 1950 Housing Census. 
Not only have requirements 
been tightened, but the proce- 
cures of enforcement have been 
simplified and strengthened so 
that inspecting officials may force 
entry to inspect, may order re- 
pairs and alterations, may con- 
duct hearings and make deter- 
minations themselves, may en- 
force the repairs or actually seize 
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A Shot-in-the-Arm for Modernization? ... (continued) 


the building long enough to in- 
stall repairs forcibly. Or, they 
have emergency powers to en- 
force the vacating of the prem- 
ises, may placard it as unsafe 
and dangerous and in some in- 
stances have power to tear it 
down. 

Some cities have set up spe- 
cial courts to handle housing 
cases and expedite enforcement. 
Alert judges across the country 
have come to realize that the 
usual legal processes of delays 
and postponements work an un- 
usual and unnecessary hardship 
on the tenants who are forced to 
live under conditions involved in 
a code violation, and hence speed 
up the actual prosecution of 
cases in court. 


s Other enforcement provisions 
of the new codes include such 
various devices as empowering 
the city to make repairs and col- 
ect costs through a lien against 
the building, placing the building 
in the hands of a receiver who 
will collect rents and make re- 
pairs until the building is 
brought up to conformance, 
heavy fines for violators, jail 


terms for repeated violators, and 
a new law in at least one state 
which permits a neighboring 
property owner to file a damage 
suit and collect his attorney and 
court costs from the defendant 
upon a successful suit against 


the violator. 


= The new Chicago code even 
makes tenants jointly responsi- 
ble with landlords in both main- 
taining and securing facilities to 
conform to standards of plumb- 
ing facilities set forth in the code. 

Where is the money coming 
from? 

FHA Title I loans for home 
improvements, of course, are 
available in most communities 
for amounts up to $2500. In areas 
of blight or decay which have 
been declared redevelopment 
areas by the Federal Govern- 
ment, loans are available under 
FHA Section 220 up to roughly 
85 percent of appraised value, 
and under varying conditions as 
to size of building and number of 
apartments, with specific pro- 
visions that a minimum portion 
of the mortgage be devoted to 
modernization of the property. 


The plumbing and _ heating 
contractor who is set up to do a 
complete remodeling job is, of 
course, in the best position to 
capitalize on the urge to reno- 
vate created by the codes and 
the available forms of financing. 
It is almost always easier to ar- 
range financing to cover a com- 
plete package than to pay for a 
single installation in an other- 
wise still substandard building. 

Of course, thousands of the 
worst buildings with the greatest 
number of plumbing and other 
violations have either fallen be- 
fore the bulldozer, or are waiting 
demolition to make way for a 
new housing development or 
super highway program. How- 
ever, the total experience of this 
country to date is that slum 
clearance itself, without ade- 
quate relocation housing, has al- 
ways created more slums in ad- 
jacent areas through overcrowd- 
ing, doubling up of occupants, 
subleasing of rooms in apart- 
ments, and other devices fre- 
quently beyond the city police 
power and even beyond the cap- 
abilities of many landlords to 
control. 

Thus it would be short-sighted 
indeed, if contractors were to 


(Please turn to center of page 260) 


How Philadelphia merchandises its housing cede: 
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THE BENEFITS, requirements, responsibilities and penal- 
ties provided for in the Philadelphia Housing Code are 
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clearly presented in this 4-page brochure (actual size, 
8'2 by 11 inches), It makes code enforcement easier, 
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How to sell a replacement water heater 
Here’s how one alert plumber does it 





Attract the buyer with promotion. This plumber 
prefers to sell Heatmasters. He knows Heatmaster 
runs national consumer ads that help pre-sell cus- 
tomers. He uses Heatmaster co-op ads, displays, 
mailing pieces, and other aids to locate people in 
his_town who are ready to buy a water heater. At 
his showroom he shows how attractive a water 
heater can be when it’s a Heatmaster table top. 























Emphasize features the customer wants. Most 
replacement customers are thinking “this time I'll 
make sure”. Then the Heatmaster dealer is in a 
perfect spot. He sells a whole family of features. 
He stresses the look of quality; rugged tank con- 
struction, available in glass-lined, galvanized or 
stone-lined; all the features that mean long life and 
abundant hot water service. 














Demonstrate feature by feature. Heatmaster is 
so deep in quality features the dealer’s main con- 
cern is how to remember all of them. He ticks off: 
dustproof base; controls tested three times are 
guaranteed accurate; thick insulation blankets over- 
lapped on top prevent slipping and “hot spots”; 
trouble-free burners in which each port is drilled by 
hand; baked-on white enamel. 

















Close the sale, provide immediate delivery. This 
dealer uses the Heatmaster warranty to close a 
sale, he can give 3 to 20 year Protection Plans to his 
customer. He’s ready to provide an easy payment 
plan, since about 50% of his appliance sales are on 
time. Most important, he keeps a basic inventory 
for immediate delivery. Why not call your plumb- 
ing wholesaler now. Sell Heatmaster! 


Heatr aste 


AUTOMATIC WATER HEATERS 


a full family of water heater 





\____— GLASS-LINED 
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GALVANIZED 


s with a full family of features 








STONE-LINED } 


C-E Heatmasters carry the AGA seal of approval for all gas models; the Underwriters’ Laboratories approval and listing for electric models. 
factured, or Liquefied Petroleum (bottled) gas. Available in all models and sizes, both gas and electric. 


Manufactured by COMBUSTION ENGINEERING, INC. Home Equipment Division, Chattanooga 1, Tennessee 
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Ancient vintage oil heating equipment ... like the “horse- 
less carriage” of bygone days ... belongs in museums. Yet 
how many thousands of obsolete oil burners are still in use, 
struggling to meet today’s heating standards but succeeding 
only in wasting fuel ... and your customers’ dollars! 









Now is the opportune time to concentrate on the big and 
profitable replacement market with U.S.-Carlin, the oil 
burners that are properly designed to burn today’s higher 
B.T.U. fuel oils efficiently, economically ... and with mini- 
mum service. 


MODEL 
150SF-2 





Remember, every home owner or business operator with 
an outmoded oil burner is paying for a new one. Why not 
sell him a modern U.S.-Carlin ... and provide the best in oil 
heating at lowest cost! 





You'll find it pays to team up with U.S.-Carlin. Complete 
specifications and engineering data are yours for the asking. 
Contact your heating wholesaler or write us today. 















illustrated are three of ten models which 
comprise the U.S.-Carlin line. Capacities 
range from 0.50 to 20.00 G.P.H. High Tem- 
perature Combustion Head (Shell Head), 
vernier flame control, opening 
oil valve are standard on all “S’’ models. 









It 
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NEW 


ALL-PURPOSE 
LOW PRESSURE © 


PIPE INSULATION 


.gives you better-looking 
plumbing and heating jobs 
... Saves space, time, money! 














(50°F. to 25C 
e hot water 
e cold water 


e low pressure ‘ 
steam 



























IT'S VERSATILE! it’s EFFICIENT! NO SHRINKAGE! EASY APPLICATION! SAVES MONEY! 





Use on any hot or 
cold water or low 
pressure steam 












Thermal efficiency up 
to 40% greater than 
many pipe insulations! 







Never shrinks open at 
section joints; won't 
buckle orsag! Retains 


Not brittle or fragile! 
Standard 3-foot sections 
easy to cut and quick to 


Ease of fabrication, 
top insulating quali- 
ties, long life offer 







| 

| 

| 

| 

( ) Check here if you want the name of your nearest supplier. | 

OWENS-CORNING | 

pera Dlg iat Mame | 

FIBERGLAS iE | 

dd ae ; 

#T-M. (Reg. U. 8. Pat. Off.) 0-C.F. Corp. a ck al lh cai i i ces di in ei eel na en cess a ni a 
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line —50°-250° F.! Can’t rot or corrode! **just-applied”’ look! fit ...no bands needed! impressive savings! 





















Here’s the first all-purpose insulation designed for cold water, hot water or low 
pressure steam lines—new Fiberglas* Low Pressure Pipe Insulation, with universal 
jacket. It’s pleasant to handle, easy to apply, covers all low pressure needs with 
top efficiency. You'll enjoy important warehouse savings—easier scheduling 
and handling to and on the job—and faster installation with less labor. Result: 
extra profits for you . . . better-looking jobs for your customers! 























WHITE The resilient core of molded Fiberglas Insulation is faced with a universal 
UNIVERSAL jacket of white kraft paper over a laminated vapor barrier of aluminum foil, 
JACKET 





resisting condensation when used on cold piping. The creped paper surface 
needs no painting—or can be color-painted in a single coat without sizing. This | 
insulation is also available—on request—in a factory-applied canvas jacket. 





Aluminum foil 
vapor barrier 


Attractive white 
creped cover 









Owens-Corning Fiberglas Corporation 

Dept. 172-H, Toledo 1, Ohio 

Please send me the complete descriptive booklet Fiberglas Low Pressure Pipe Insula- 
tion. No charge, no obligation. 


It’s amazing the difference Fiberglas makes! 
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12-City Study Shows Remodeling Opportunities 
Created and Enforced by New Housing Codes... 


Pittsburgh 


DATE OF CODE: 1954 





NO. OF DWELLINGS: 628,470. 


HEATING: Requires 70F heat when temperature 
is 10F outside. 


26 percent of units have no central heating. 
KITCHEN SINK: 1 per dwelling unit. 
WATER CLOSET: 1 per unit. 8 may share. (In 


rooming house 6 may share.) 


LAVATORY: 1 per unit. 8 may share. (Does not 
apply to existing building.) 


TUB OR SHOWER: 1 per unit. 8 may share. 


3,005 units have no toilet facilities. 68,945 have 
privy or other non-flush toilet. 98,192 have no tub 
or shower. 


FACILITIES MUST BE: In good working order, 
properly connected to water and sewer systems 
and to potable water. Must be connected to both 
hot and cold, to water heater and provide hot water 
at all times. 


RUNNING WATER: 26,341 units have no piped 
running water. 2,577 have cold water pipe only on 
outside of building. 74,228 have only cold water 
pipe inside building. 


ENFORCEMENT: Enforcing official may enter and 
inspect. Written notice with facts and reasonable 
time for compliance. Board of Housing Appeals 
hears and determines. May order to repair, vacate, 
or demolish. May make repairs, force vacating of 
premises or demolish building. Can recover costs 
by lien. 


Milwaukee 





DATE OF CODE: 1955 


NO. OF DWELLINGS: 253, 384. 


HEATING: Requires 70F heat when temperature 
is 10F outside. 


17 percent of units have no central heating. 


KITCHEN SINK: 1 per unit except rooming houses 
and apartments. 


WATER CLOSET: 1 per unit; 8 may share, except 


rooming houses and apartments. 
LAVATORY: No requirement. 


TUB OR SHOWER: 1 per unit; 16 may share, ex- 
cept rooming houses and apartments. 


1,612 units have no toilet facilities. 5,237 have privy 
or other non-flush toilet. 18,900 have no tub or 
shower. 


FACILITIES MUST BE: In good working condi- 
tion, properly connected to water and sewer sys- 
tems and to potable water. Must be connected to 
both hot and cold water and to water heater, pro- 
viding 100F water at all times. 


RUNNING WATER: 3,143 units have no piped 
running water. 984 have piped cold water out- 
side of building only. 22,378 have only cold water 
pipe inside building. 


ENFORCEMENT: Enforcing cfficial has power to 
inspect, must issue written complaint allowing 
reasonable time for compliance. Power to hear and 
determine vested in enforcing official. May order 
to repair, vacate, etc. 

(12-City Study continued on page 319) 


The new codes, vigorously en- 


A Shot-in-the-Arm for Modernization?...(continued) 5... .25 "in Grive recple to epend 


(Continued from page 256) 


money simply to comply with the 


baths, kitchen facilities, lava- law, even if not for the sake of 


feel that simply because various 
clearance activities are taking 
place in their communities, the 
vast needs shown by the U. S. 
Housing Census of 1950 no 
longer exist. New shortages of 
water closets, tubs, shower 
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tories, hot water heating equip- their own convenience and com- 


ment, food waste disposers, and 
the whole range of appliances 
and devices handled by the up- 
to-date merchant of convenient 
sanitation are created as fast 
as old buildings are torn down. 


fort. A careful look at the local 
remodeling market can pay big 
dividends to the plumbing and 
heating contractor who is pre- 
pared to handle modernization 
work efficiently. END 
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Wholesalers everywhere will agree 
with this: Every item in Bridgeport’s 
complete line is of highest quality 
construction. Full-gauge brass tub- 
ing is made in our own modern mills 
...chrome finish over nickel plate... 
with lifetime durability. 
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Deal with Bridgeport and enjoy 
the advantages of direct factory con- 
tact through factory salesmen, whose 
only job is to serve you! 

Bridgeport tubular plumbing goods 
are specified by quality-conscious 
contractors...stocked by quality- 


Bridgeport Plumbing & Heating Products 


Bridgeport Brass Company, Bridgeport 2, Conn. Offices in Principal Cities 
In Canada: Noranda Copper and Brass Limited, Montreal 








For Tubular Plumbing Goods* rely on 
one dependable source... BRIDGEPORT! 


minded wholesalers nationwide. Call 
or write your nearest Bridgeport 
Sales Office today for complete in- 
formation! 

A SUGGESTION ... Order by the car- 
ton for even faster delivery of all 
stock orders! 





*Either-Way® Con- 


nection Traps; Strain- 
BRASS ers, Stoppers and 
B Wastes; Basin, Bath 


and Tank Supplies; 
Traxrod® Shower 
Curtain Rod. 


a 













































Other Rheem Products: WATER HEATERS 
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[ Division of Rheem Manufacturing Company, 16 Pearl St., Metuchen, N. J. 





RICHMOND 


THE FASTEST GROWING NAME 
IN PLUMBING FIXTURES 


The colors, the styling, the quality 
your customers demand are found in 
Richmond’s complete line of plumbing 
fixtures. Nationally advertised, 
extensively promoted, these fixtures 
have an important place in your profit 
plans in the residential, commercial 
or industrial fields. 

Illustrated: The Bromley Lavatory; 
The Empress “Hush-Quiet” Water 
Closet with elongated or round front 
rim; The Breslin Recess Tub...allin JAM 
seven sparkling pastels or Richmond’s 4a 
famous whiter-white. 


WRITE FOR ILLUSTRATED CATALOG. 


RICHMOND. 


PLUMBING FIXTURES 


Richmond Creates the Finest Bathroom and Kitchen Plumbing Fixtures, Heating « Cooling Equipment 
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WATER SOFTENERS *- WEDGEWOOD GAS RANGES AND CLOTHES DRYERS ~* STEEL AND FIBRE CONTAINERS 
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Ruud has everything! 


Ruud has the product and the promotion to help you sell 
more gas water heaters. It’s the line that \/ins and holds 
customers. It’s a complete, full-coverage line of both resi- 
dential and commercial water heaters. One line to learn, 
stock, advertise, promote and sell. One complete line for a 
simplified, streamlined water heater program that will do the 
big job for you. 

Ruud has water heaters of all types, sizes and prices... 
for all gases, water conditions and hot water demands. 
Models with Enameline (‘‘glass-lined’’), Monel or Alcoa® 
Alloy non-ferrous, rust-proof, long-life storage tanks. Ruud 
Laundry-Rated* models to match the demand of any auto- 
matic clothes-washer made. Models with greater gas input 
to deliver greater hot water output, so necessary for modern 
home needs—and all this without increased tank size. 

Ruud has two-temperature water heaters for residential use 
that simultaneously provide 180° water for the automatic 
clothes-washer and dish-washer—125° water for other house- 
hold needs. Water heaters for commercial use that simul- 
taneously provide 180° water for dish-washers and 140° 
water for other general-purpose demands. 

All these are RUUD—the magic selling word in automatic 
GAS Water Heaters. 


*Trademark R) Aluminum Co. of America 


RUUD GAS WATER HEATERS 


Kalamazoo 24, Michigan ® Toronto 14, Ontario 
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MORE TAKE-HOME & KEEP-HOME PROFITS WITH RUUD 


The **Ruud-has-everything” line has a gas water heater for 
each and every one of your customers . . . the right type, the 
right size, the right price. 

Ruud is sold at profit-prices. Your customer gets perfect 
hot water service, made-to-the-measure of his home, family 
and pocketbook. You get greater take-home and keep-home 
profits. 

Mail the coupon so your Ruud representative can show 
you the big Ruud Full-Coverage Portfolio. 


Get the new, big Ruud etary. Fill out 
and mail the coupon below —today! 


MAIL THIS COUPON TODAY 





RUUD MANUFACTURING COMPANY 
2025 Factory Street, Kalamazoo 724, hMichigan—B-8 


Send me further information on the new ‘‘Ruud-has-everything”’ 
line. 


Have a Ruud representative show me the new Ruud Full-Coverage 


NAME POSITION 
BUSINESS NAME 


BUSINESS ADDRESS 


ceo eT OO Ere 


| 
| 
| 
| 
| 
| 
Portfolio. | 
| 
| 
| 
| 
| 
| 














































NEW! 


ARMSTRONG 1 


‘A practical, fully automatic controlled humidifier for 


WET HEAT as well as WARM AIR INSTALLATIONS 





LIVING ROOM —an attractive heavy gauge metal enclosure 
is available for the Humid-i-maker. 
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BASEMENT — Humid-i-maker is UTILITY ROOM—Humid-i-maker 
suspended from ceiling or floor is floor mounted with or without 
mounted. enclosure 





BOILER HOOKUP—Humid-i-maker HOT WATER HEATER HOOKUP 

heating coils supplied with water —warmair heated residences can 

from hot water or steam boiler. use Humid-i-makers, too! See 
Table for load on heater. 


i ‘ Cubic 
Coil | Load on | Tank Moisture Feet | Humidified 
Water | Heoter -| (8-foot 
T . F.) Gols/hr -lIbs/hr fied* 


0.5 112 
ame ir: : 8690 | 1086 
12 130° A , 10150 1270 
1 1 
148 1 


6 
18.5 > 1 17.5| 2.11 | 21150| 2644 
. 1 
20 : 64 | 26000] 3250 


20.5 150 3781 
21 190° | 27.0 | 3.32 | 32650 4081 
*Assuming outdoor temperoture zero degrees and 75% R.H.; indoor temper- 


ature 70° with 40% indoor relative humidity and two air changes per hour; 
50° water entering humidifier tank. 











The Armstrong Humid-i-maker is a high capacity 
automatically controlled central humidifier for 
residential as well as commercial use. Forced air 
is circulated over the surface of heated water and 
through a single short duct into the living quarters 
or other space to be humidified. 


There are no water droplets, no impurities to settle 
out in the air. The moisture is carried in the air 
as “distilled” vapor. The Humid-i-maker eliminates 
“dry air” but creates no feeling of dampness because 
it is accurately and positively controlled by a sen- 
sitive room humidistat. Humidity is automatically 
maintained according to the owner’s wishes exactly 
as room temperature level is maintained by a 
thermostat. When the Humidistat calls for moisture 
the fan and circulating pump start. When moisture 
demand is met they stop. 


High Capacity. A single Humid-i-maker can 
handle an average 10-room house. The high capacity 
is secured by the heating coils in the Humid-i-maker 
tank. (Example: air will pick up 3.3 times more 
moisture from 158-degree water than it will from 
112-degree water!) See Table at lower left. 


High Quality. Tank and cover are heavy 
gauge stainless steel. Coils are copper tubing. Float 
valve parts are bronze. 


Thoroughly Proved in Service. Two years of 
field testing have established the complete depend- 
ability of the Humid-i-maker. Names of owners 
available. 

Guaranteed. Workmanship and materials are 
covered by a two-year guarantee. 


For Complete Details, Prices and Discounts, write: 


ARMSTRONG 
MACHINE WORKS 
844 Maple Street, Three Rivers, Michigan 


Manufacturer of Armstrong Steam Traps 


Established 1900 


ARMSTRONG HOT WATER HEATING CONTROL 


..-@n improved control that maintains room tempera- 
ture within one degree of thermostat setting without 
requiring outdoor anticipators, electronic circuits or 
other plicated el ts. ASK FOR BULLETIN. 
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HOT WATER 
HEATING COILS 


HOW IT WORKS 


Forced air, circulated over heated water, picks up moisture 
and carries it to the space to be humidified. 


- Model C-532 Humid-i-maker 

















‘ THE BASIC UNIT—shown with tank 
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| | removed to expose submerged 


heating coils. 
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Practical Design. Compact... A Complete Package. Ready to 
lifetime materials . . . eye holes install. Basic unit includes tank, 
for ceiling suspension .. . safe. . . coils, blower, float valve, duct 
neat appearing ... all parts easily connection, humidistat and relay EASY MAINTENANCE—tank can be 
accessible. wiring box. dropped for inspection or cleaning. 


Floor stand shown is optional extra. 
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ARMSTRONG MACHINE WORKS 


Three Rivers, Michigan 
Send literature, prices and discounts immediately. 
(] HUMID-I-MAKER C[]) HEATING CONTROL 


FREE BULLETIN— 
Complete details—no obligation 
Inquiries Invited 
from Contractors, Wholesalers, 
Agents, Architects, Engineers. 
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State 
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Notebook of Ideas 


for Your Non-Residential Jobs 


(Based on Case Studies of Recent Installations) 


Hosiery Mill Ups Production 
With Comfort Cooling 


Air Filters Cut Building 
Upkeep $18,000 a Year 


Indianapolis Hotel Cuts 
Heating Costs 15 Percent 


Packaged Boiler Saves $1,752 


on Fuel Costs First Year 


Filling Station Adds Glamor 
with Vanity Installation 


City Cuts School Fuel Costs 
50 Percent by Remodeling 


New York Hotel Gets 
Unique Cooling System 


To Save Space, Church Puts 
Cooling Plant in Steeple 


How Notebook Can Help You Prove to Prospects That Remodeling Will Save 
Them Money, Increase Patronage, Improve Employee Relations 


Much oF THIS issue is devoted 
to DoMmesTICcC ENGINEERING’S 
“Book of Remodeling” Procedure 
Manual. It shows the reader how 
contractors who have succeeded 
in remodeling appeal to the 
homeowner’s pride of ownership 
and desire for comfort, conven- 
ience and beauty. 

However, selling remodeling 
to the non-residential building 
owner or manager is different. 
The basic appeals mentioned 
above, with few exceptions, do 
not apply. 

What the building owner 
wants gives the contractor an 
even stronger selling argument. 
He wants to save money and in- 
crease revenue. He wants to 
boost efficiency and improve em- 
ployee relations. Plumbing, heat- 
ing, cooling and piping can help 
him accomplish these goals. 

The problem for the contractor 
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then becomes, “How can I get 
this story to the building owner 
in convincing fashion?” 

If this is your problem, per- 
haps the chief thing you need is 
sales ammunition to, put into 
your letters, brochures and other 
appeals. To find this ammuni- 
tion, brush the dust off your 
“closed” files; they probably con- 
tain just about the best convinc- 


ers any merchant ever had to 
work with. From your past jobs, 
you can prove to the non-resi- 
dential operator that moderniza- 
tion doesn’t cost—it pays! 

If your problem is one of in- 
terpreting remodeling benefits to 
prospective customers, read on. 
The case studies in these pages 
show how it was done in repre- 
sentative jobs. 


Case Study: Tennessee Hosiery Mill Increases 
Production 29 Percent with Comfort Cooling 


THE EXPERIENCE of one Ten- 
nessee manufacturer with air 
conditioning and humidity con- 
trol deserves prominent mention 
in the sales memos of the con- 
tractor who did the job. 

On the first day after the new 
air conditioning system was 





turned on in a plant making la- 
dies’ nylon hosiery, the piece- 
work employees upped their 
production by 29 percent. One 
department increased its output 
by an average of 33 percent, This 
was proved by actually compar- 


(Please turn to center of page 268) 
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MAINTENANCE COSTS DROPPED approximately 80 percent and output rose 
29 percent after this Tennessee hosiery mill installed air conditioning. 


(Continued from page 266) 
ing individual records of the 
same employees before the air 
conditioning was installed. 

The over-all efficiency of the 
plant was improved to the point 
that the firm was able to reduce 
the length of the plant’s workday 
and to eliminate Saturday and 
other overtime work. 

The system consists of four 15- 
ton packaged water-cooled units 
tied into two duct systems that 


exiend the length of the factory. 
The ducts also serve for heating. 

During the heating season, 
spray type humidifiers provide 
moisture, and between seasons. 
one air conditioner in each duct 
system provides de-humidifica- 
tion. Reheat controls tempera- 
tures under these conditions. 

The installation was made by 
Central Heating and Air Condi- 
tioning Co., South Nashville, 
Tenn. 


Case Study: How One City Cut Its School Fuel 
Costs 50 Percent Through Modernization 


THE ORIGINAL Elgin (IIll.) High 
School, completed in 1910, was 
heated by a system now obsolete. 
When the Elgin school authori- 
ties began planning to double the 
size of the school through con- 
struction of two new additions, 
they learned that heat loss cal- 
culations indicated that two extra 
boilers would be needed for the 
added load. 

The existing boilers were bare- 
ly adequate for the old building 
and no space was available in 
the boiler room for additional 


boilers. Too, there was a prob- 
lem of smokestack capacity that 
would be expensive to solve. 

Other problems with the old 
system included lack of tempera- 
ture controls in individual rooms, 
overheating and excessive drafts. 
Parts of the equipment were 
nearing the end of their useful 
life, increasing repair and main- 
tenance costs. 

Solution of the dilemma was 
found in the complete removal 
of the obsolete heat distributing 
system and installation of a new 


Case Study: New York 
Hotel Gets Unique 
Air Conditioning System 


A HIGH VELOcITYy electronic 
air conditioning system is being 
installed in the Barbizon-Plaza 
in New York City at a cost of 
over $1 million. 

The new summer cooling sys- 
tem will draw fresh air in at the 
top of the 40-story building. The 
air will be filtered, dehumidi- 
fied, chilled to 46 degrees, and 
pumped rapidly down to two 
main insulated 36 in. ducts. From 
the ducts the air will be slowed 
down by diffusers and fed noise- 
lessly to 1100 guest rooms 
through 2% miles of small ducts. 
Stale air will be exhausted out- 
side. Each room will have indi- 
vidual temperature control. 

Heart of the air conditioning 
operation consists of two chillers, 
each having a 300-ton capacity 
and weighing 15% tons. This 
equipment must be hoisted to the 
top floor of the building for in- 
stallation. Chilling will be ef- 
fected by constant recirculation 
of a water and antifreeze mixture 
kept to a 35-degree temperature. 
The system is being installed by 
Abbott, Lester & Co., Inc. 


vacuum steam system to supply 
the entire institution. The new 
load included 101 classroom and 
four auditorium-type unit venti- 
lators, 39 convectors, 11 exhaust- 
ers and several fan type unit 
heaters. 

Prior to the remodeling and 
construction of the two new ad- 
ditions, the fuel requirements 
for the old building had averaged 
704 tons of coal annually. In 
contrast, the total enlarged facil- 
ities now average only 735 tons 
annually. As heat loss for the 
old building now amounts to 
only 51.7 percent of the total 
heat load, a fuel savings of ap- 

(Please turn to center of page 272) 
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Barnes Water Systems open the door 
1 to more sales— greater profits 





—advanced design coupled with |! 
new low price promises plenty | 
of extra sales from your most i 
budget-minded prospects! 
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CAPACITIES U uP TO 10,500 GPH. DEPTHS TO 740 FT. HERE'S THE BARNES FULL LINE OF PROFIT-PACKED PUMPS 














Barnes Packaged Comet Barnes Meteor Barnes Packaged Rocket Barnes Reciprocating Pump: 
Up to 505 gph. 2 Models—525 and 840 gph. Up to 400 gph. 
Booths to ia Depths to 25 ft. Depths to 25 ft. Depths to 25 ft. 





Barnes 
Packaged Line 
of Shallow-Deep 
Convertible Jet Pumps 





Barnes 
Horizontal Jet Systems 
7 Models Shallow-Well. Up to 


Barnes Single-Stage Jet Syster 


Barnes Packaged Econovert 14 Models Shallow-Well. U 


29 Models for Shallow or Deep- ‘ . 5400 gph. 42 Models Deep- 
2 Models—up to 735 gph. 2200 gph. 31 Models Deep-Well. “ ~s 
Depths to 80 ft. ink. Up to 2200 gph. Depths to Up to 1650 gph. Depths to 130 ft. Up to 3550 gph. Depths to 1 


Barnes 
Submersible 
Pumps 


Up to 1500 gph. 
at 500 ft. depth 








Barnes Multi-Stage 
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BARNES MANUFACTURING CO. 


Mansfield, Ohio Oakland 21, Calif. 
Write Department N-86 for details 
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Installation can keep ahead of building construction. The lightweight, long lengths 
of copper tube make it possible to complete much of the roughing-in work ahead of other 
construction—as in this school building addition. Note preassembled unit high on wall. 


Only 


All-copper plumbing gives great freedom of design. Locate 
bathrooms and utilities where they belong without compli- 
cated, expensive construction to provide extra space tor 
installation and maintenance. 


All-copper plumbing saves time. Contractors report that 
installation time has been reduced one-third to one-half 
because it is so easy to install. This means better utilization 
of skilled manpower and faster completions. 


All-copper plumbing lasts. It never rusts and it resists 
corrosion. The smooth inside surfaces of copper tubing and 
fittings minimize the possibility of clogging. Hide it in the 
wall—bury it in the ground—and forget it. 

Anaconda Copper Tubes are available in all standard 
wall thicknesses—Type K, L, M and the new lighter weight 
Type DWV Copper Drainage Tube. Type K has the thick- 
est wall and is used for underground lines. Type L is recog- 





Easy to cut. The standard 20’ lengths eliminate many 
joints in long runs. For shorter lengths, tubes are cut 
easily, accurately by hack saw or tube cutter. 


gives you all these advantages 


nized as the standard weight for interior water supply and 
heating lines, and for sanitary drainage lines buried under- 
ground within the building. Types M and DWV are used 
for all above-ground lines of a building’s sanitary drainage 
system. 

Anaconda wrought and cast solder-joint fittings ‘are, 
available in a wide range of sizes and types. 

Write for descriptive literature on ALL-COPPER plumb- 
ing. Address: The American Brass Company, Waterbury 
20, Conn. In Canada: Anaconda American Brass Ltd., New 
Toronto, Ont. 
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COPPER TUBES AND FITTINGS 


Available Through Plumbing Wholesalers 
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Easy to install in tight spots. The light weight of copper tube 
and fittings—the ease of making solder joints—make installation 
simple and fast, even in cramped working areas. 


Where plumbing shows, copper says quality. Owners and buyers recognize 
copper as a sign of quality—of long life with low maintenance, and assurance 
of higher resale value for the property. 
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ATTRACTING PUPILS to class no longer is the job it used to be, say Elgin, Ill., 
school officials. The school recently installed a new vacuum steam system that 
employs 101 classroom unit ventilators. The new system heats double the 
area and still provides a 50 percent savings in fuel over previous system. 


(Continued from bottom of page 268) 
proximately 50 percent has been 
effected. The new system uses 
only 380 tons of coal annually 
as compared to the old yearly 
average of 704 tons. 

This huge economy has been 
achieved in spite of increased 
after-hours use of the buildings. 


Case Study: Hotel Ups 
Operating Efficiency 


A NEw GAS and oil fired heat- 
ing boiler and the conversion of 
an existing boiler from coal fir- 
ing to gas and oil burners has 
increased operating efficiency 10 
percent at Chicago’s Hotel Sher- 
man. 

Before remodeling, the hotel 
had four water tube boilers. Be- 
cause two of the boilers had out- 
lived their usefulness it was de- 


cided to replace one boiler and 
to activate the standby boiler by 


conversion to gas and oil firing. 
This provided a method of using 
any two boilers with the alter- 
nate of gas or oil, depending on 
availability and cost of fuel. 


On the strength of demon- 
strated fuel economy plus flexi- 
bility of air conditioning through 
individual classroom control, the 
Elgin school authorities have in- 
stalled similar equipment in 
eight other schools. Contractor 
on the Elgin High School was 
A. J. Ironside. 





INCREASED EFFICIENCY of this new hot water heating system resulted in a 


Case Study: How Air 
Filters Cut Building 
Upkeep $18,000 a Year 


AN OFFICE BUILDING owner in 
Boston was shown how air filters 
effectively used with an air con- 
ditioning system would ultimate- 
ly be more economical. Nine self- 
cleaning electronic precipitator 
systems were installed and with- 
in 2% years the total cost of 
equipment and installation was 
completely amortized. 

By complete removal of heavy 
dirt and fine dust load from nine 
fresh air inlets in the 10-story 
building, the office equipment, 
walls, drapes, and other appoint- 
ments are kept dust free. 

Cleanliness of filtered air en- 
abled the owner to reduce the 
night staff of building cleaners 
by 20 percent. This savings in 
labor alone amounts to $18,000 
per year at the current wage 
rate. 


The nine filter systems for 


handling 200,000 cfm of clean air 


for the air conditioning were in- 
stalled by Beurkel and Co. 
(Please turn to page 276) 





10 percent saving in operating costs at the Hotel Sherman in Chicago. 
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wHY PUMP INSTALLERS PREFER 


The BIG ONES 














Rapidayton Dolphin* Submersible 


Sets new high standard of performance and 
dependability. Exclusive design and use of 
new and better materials insure maximum 
efficiency and abrasion resistance. Impeller 
made of tough nylon, stage case of stainless 


steel. A pump equal to the toughest instal- 
lation, 0 to 500 feet. (Pat. pending.) 


Rapidayton Twin* Champion 


The really “big one” among modern jet 
pumps. The Twin has two impellers and so 
much reserve power it loafs along while 
pumping full capacity at 40 Ibs. pressure! 
Converts for shallow or deep wells; goes 
down to 150 feet. Has exclusive Quick-Con- 


nect flange and efficient Quad-Volute design. 


Rapidayton Super Champ 


A truly outstanding multi-stage pump. Uses 
axial flow principle; up to 20% more effi- 
cient than pumps of similar horsepower. 
Super deluxe features, including ALL-BRASS 
internal construction and jet body. Reaches 
to 200 feet and develops up to 80 Ibs. 
pressure, Two or three stages. 





The big, profitable jobs come your way when you 
handle the “big ones” in the Rapidayton line: the 
sensational new Dolphin submersible, the incom- 
parable power-packed Twin Champion, and the All- 
Brass Super Champ. 

These systems, representative of the complete Rap- 
idayton line, are “big” in every sense of the word: 
big capacity, high pressure, maximum efficiency and 
dependability. Each has solid, “sellable” features, 
many exclusive with Rapidayton. Each is designed 
for easy installation, and parts are readily accessible 
should service be necessary. All Rapidayton pumps 
are designed to operate well within the range of their 
standard heavy-duty motors. 

Make the big, important sales with the Rapidayton 
“big ones” and pocket the extra profits. It’s easy 


* TRADEMARKS 
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to sell up with these high-quality, top-performing 
pumps and water systems. Get our consolidated cata- 
log today, which shows the entire Rapidayton line, 
including water softeners and cellar drainers. 


Get complete profit-making story 
on the fast-selling Rapidayton line 





THE TAIT MANUFACTURING COMPANY 
Established in 1908 as Dayton Pump & Mfg. Co. 
Dept. 195, Dayton 1, Ohio 


Please rush catalog showing complete 
Rapidayton line and give full profit details. 
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With this August issuc “The BOOK OF RE- 
MODELING DOMESTIC ENGINEERING 
brings to its readers a complete, definitive, how-to-get- 
the-job-done manual covering all aspects of this subject 
from prospecting to promotion; from financing to in- 
stallation 
This issue inaugurates another of the many dynamic, 
all-out, all-industry editorial campaigns which, year- 
after-year, keeps DOMESTIC ENGINEERING consist- 
| ently in the forefront . . . and by a wide margin. . . 
in the plumbing, heating, air conditioning and related 


AIR CONDITIONING - PLUMBING - HEATI 
COOLING - INSULATION - 


Industrial - Commercial - Institutional 


Residential 


NEW HOMES...1,300,00 





LOOKING AT THE 


0) 
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Here are the tools you need to 
in the big, profitable 


appliance field. 
“The BOOK OF REMODELING” serves as the initial 
step in a continuing, long-range program devoted to all 


phases of modernization in the light of its importance 
to, and the interests of the thousands of plumbing and 


heating contractor-dealer subscribers who are depend- 
ent upon DOMESTIC ENGINEERING for their busi- 
ness guidance and assistance. During the months to 
come, this subject will continue to be explored and 


presented in a manner that will keep the interest of 
these readers keyed to a high pitch. 
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take a more active part 
remodeling boom..... 


Now, in furtherance of the widespread enthusiasm this 
program has already generated, DOMESTIC ENGI- 
NEERING’s editors are writing ‘50-TO-1 YOU 
WIN,” a guide for manufacturers of plumbing and 
heating products, showing how they can cash in on the 
remodeling boom and the trade interest in moderniza- 
tion built by DOMESTIC ENGINEERING editorial, 
and showing how they can insure that their products are 
made available in the right way and in the right places 
to get their full share of remodeling business. 
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1801 PRAIRIE AVENUE, CHICAGO 16, ILLINOIS 


33 cents 


is spent for plumbing and heating! 


OLDER HOMES.. 
50,000,000 


Of this 50,000,000, 50% 
are over 30 years old and 


65% are over 20 years old 


THESE 2 GUIDES 


TO THE BIGGER SALES AND 
BIGGER PROFITS OF MODERNIZATION 


are published as another of its many services to the plumbing 
and heating industry by DOMESTIC ENGINEERING, the 
pacesetter and 25-year Jeader of this field. 

Until the present limited supply is exhausted, additional copies 
of “The BOOK OF REMODELING” are available at $1.00 
per copy. Copies of “50-TO-1 YOU WIN” will be sent to 
manufacturers in this field or to their advertising agencies upon 


request 


OUT OF EVERY REMODELING DOLLAR 
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A 40 PERCENT saving in fuel costs was chalked up by a Memphis apartment 
building after installing this multi-coil hot water heater in the basement. 


Case Study: Memphis Apartment Building Saves 
40 Percent with New Water Heating System 


WHEN A DECREPIT domestic wa- 
ter system serves 84 families, a 
change is in order. Owners of 
the Darold apartment building in 
Memphis learned that modern- 
izing with a new water heater 
helped themselves as much as the 
tenants. 

With the old water heater the 
gas bills were high. Repairs 
were needed to combat the dam- 
age of heat and corrosion. Stand- 
by loss was also considered ex- 
cessive. 

Replacement was made with a 
multi-coil gas-fired water heater 
having high heat copper transfer 
coils connected to hot and cold 
water manifolds. Less than five 
gals. of water are stored in the 
waterways of the heater. 

A circulating pump was in- 
stalled to move the lower tem- 
perature water from the bottom 
of a 1500 gal. tank to the inlet 
of the multi-coil heater. Opera- 
tion is regulated by a thermo- 
static control in the storage tank. 

After being heated to approxi- 
mately 160F, the circulator re- 


turns the water to top of tank. 
As soon as the new system was 
in operation, a 40 percent re- 
duction was noted in fuel costs. 
The contractor for this job was 
George R. Jones Plumbing Co. 


Case Study: Hotel 
in Indianapolis Cuts 
Costs by 15 Percent 


Tue 800-room Marott Hotel in 
Indianapolis is saving money two 
ways with its new heating plant. 
Not only is the hotel much clean- 
er inside and out since replacing 
outmoded boilers with four new 
packaged units but, for practical 
purposes, air pollution by smoke 
and ash is virtually eliminated. 

The end results are lower 
cleaning costs of walls and fur- 
nishings and an all-important 
saving in fuel costs of about 15 
percent. 

Three of the units generate 
125-hp and operate on low pres- 
sure steam; the high pressure 











Case Study: Packaged 


Boiler Saves $1,752 on 
Fuel Costs First Year 


INCREASED PRODUCTION at re- 


duced fuel costs has been 
achieved by a North Carolina 
ladies’ hosiery manufacturer 
with the installation last winter 
of a packaged steam boiler. 

The firm, Hudson Hosiery Co., 
Charlotte, N. C., first purchased 
the boiler as a standby unit to 
supplement a coal burning boil- 
er. But the new unit, using low 
cost No. 6 oil as fuel, proved so 
efficient and economical that it 
was pressed into full time serv- 
ice. The hosiery mill estimates 
the boiler installation has low- 
ered its fuel costs by $1,752 a 
year. 

Supplying heat for the build- 
ing is not the only function of 
the boiler; it also supplies 
process steam for pressing hos- 
iery into shape and drying it. 
Thus it operates for twelve 


months running. 
The installation was made by 
Industrial Piping, Inc. 
(Please turn to page 278) 





~ 


SPRUCED-UP: Since installing four 
packaged steam generators, the Ma- 
rott Hotel reports both interior and 
exterior are cleaner, more attractive. 





steam unit generates 90-hp. 

The installation was made by 
the T. W. Woelfing Plumbing and 
Heating Co. 
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Saves your Customers 
Future Headaches! 


@ Building authorities agree that the one method of 
installing a bathtub to minimize the effect of the 
shrinkage in lumber is to hang the tub from the wall. 


Recognizing this method as one that also cuts in- 
stallation costs, all AllianceWare tubs are equipped 
with anchor lugs designed to fasten over two hori- 
zontal supports nailed to the studding. This wall- 
hung method is fully protected by AllianceWare 
U. S. Patent No. 2237272 —a feature exclusive with 
AllianceWare. The back of the tub is held firmly 
against the wall line by means of the anchor lugs 
and is supported by the two 2” x 6” vertical members. 
The front of the tub is fully supported by the apron. 
At no time can the tub pull away from the wall, be- 
cause the anchor lugs prevent shifting. This method 
eliminates the need for any other supporting devices. 


Added to the advantages of this method is the 
AllianceWare tub-to-wall seal obtained from the 
integral flange that extends a full inch from the rim 
of the tub where it joins the wall. The AllianceWare 
wall-guard flange prevents water from seeping over 
the rim and damaging wall or floor behind the tub. 


ALLIANCEWARE, INC. « Alliance, Ohio 
Bathtubs + Lavatories « Closets + Sinks 
Plants in Alliance, Ohio; Colton, California; Kilgore, Texas 
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The AllianceWare Method of Bathtub Installation 
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BATH TUB SUPPORT 
Sketch reproduced from construction 
details issued by Federal Housing Ad- 
ministration showing recommended 
wall-hung installatjon. 
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continued .. . 


Case Study: Filling Station Adds 
Glamour with Vanity Installation 


A TOUCH OF GLAMOR in the form of a vanity- 
lavatory has been installed in the women’s rest 
room of an automobile service station in Cayce, 
S. C. It represents one of the first, if not the 
first, filling station to have such a fixture and 
points up a unique opportunity for contractors 
to sell to other service stations desiring to in- 
crease traffic from women customers. 

The unit is a 48 in. model encased in Formica 
with gray pearl finish selected to match interior 
decor. Installation was made when the station 
originally was built. 

To the best of the contractor’s knowledge, 
this is the first time a service station has taken 
the pains to provide this comfort feature to 
please its feminine clientele. 

Joseph D. Miot, Jr., of the contracting firm 
handling the installation, says, “The vanity- 
lavatory is so attractive and so easy to keep 
clean, that I’m sure other service stations defi- 
nitely will be interested in installing a similar 


unit.” 

GLAMOROUS YET PRACTICAL, this vanity-lavatory installed oe i 
in the women’s room of an automobile service station in The fixture was installed by the Carter-Miot 
South Carolina brings customers back. Co., of Columbia. 








SWELTERING summer tempera- 
tures, excessive humidity and 


loud street noises created a big 

problem for a little church in Case Study: To Save 
Morehead City, N. C. Attendance 

was highest in the summer when _—_ S Ch h p 

vacationers and _ week-enders pace, urc uts 

came to the coastal resort town, - ° . 

but large congregations were 3 ~—>- Cooling Plant in Steeple 
being discouraged by high tem- % 

peratures and lack of ventilation. 

The answer obviously was air 
conditioning, but the church had 
no ductwork and no space avail- 
able to install packaged cooling 
units. 

The contractor solved the di- 
lemma by installing a reciprocat- 
ing compressor with a 25 ton 
cooling capacity inside the stee- 
ple. An overhead duct system 
also was located in the steeple 
and an evaporative condenser 
was installed on the roof of the 
adjacent Sunday School. Con- 


“4 1 ae RB hE 
— wn ene 





tractor f j y s 
1 " _ the job was Stahl SANCTUARY FROM THE HEAT is provided the congregation of this church 
Rider Kinston, Inc. END in North Carolina by a cooling system installed in the church steeple. 
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WESTIE THE WALRUS SAYS; 





... one of 6 reasons why it's easier to sell 


Westinghouse Water Coolers! 


Push-Button and Foot-Pedal Control ... a costly “extra” with 
other coolers . . . but standard equipment on most Westinghouse 
models. And, for even better control, easier adjustment .. . there’s 
the Automatic Stream Height Regulator. 

Along with all these other more saleable features, Westinghouse 
Water Coolers give you the advantage when you're bidding: 

Patented Pre-Cooler and Super Sub-Cooler mean more cold 
water for less money . . . leak-proof Solenoid Water Valve seals 
water in, trouble out .. . E-Z Clean Strainer prevents water stop- 
page due to pipe scaling . . . Complete Line of 13 Coolers offers 
a right type and size for every need. 

Start making bigger profits the easier way . . . call your Westing- 
house Water Cooler Distributor today. He’s listed in the Yellow 





Pages of your Telephone Directory. 


YOURS FREE! “How To Judge” booklet packed with 
profit-making facts . . . makes you an expert on water 
coolers. Ask your Distributor for a free copy or write 
direct to Westinghouse Electric Corp., Electric Appli- 
ance Division, Springfield 2, Mass. 


WATCH WESTINGHOUSE 


WHERE BIG THINGS ARE HAPPENING FOR vour 
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= quire 
This handy fitting saves | _ Good Reading 7 
k . . (Continued from page 45) pe 
money on kitchen remodeling costing tower catalog. Twelve o 
page catalog describes and illus- ae 
trates the firm’s line of packaged from 
cooling towers and vertical and state 
horizontal induced draft towers Ax 
Shows typical installations and dis- Kite 
cusses features and construction War 
‘ Includes specifications, dimensions 
capacity tables and _ engineering Pe 
P data. Rev! 
° Available from: Dover Mfg. Co.., line 
3117 Weatherford Ave., Independ- recil 
ence, Mo. indu 
or } 
; Axial roof ventilator bulletin. chil 
Describes and illustrates firm’s axi- nect 
al roof ventilator. Includes per- vari 
formance tables and explains ex- 2 
ea See ree 204: 
H 
mal 
ual 
: cul 
pecsar m0 
| ce K P| = ] = 
ten 
| Util-TY : 
hez 
The above photograph was taken in a remodeled me 
kitchen where a single sink had been replaced with a bas 
double sink cabinet containing a garbage disposer. To = 
avoid erecting another vent stack, a “K” Util-TY drain 7 
fitting was substituted for the previous TY. This saved " 
at least $75 on the installation. haust dissipation. Discusses fea- Di 
tures step-by-step and has holes | 
Such a saving is a big help in selling additional kitchen punched for insertion in three-ring Dr 
appliances. binders. | 
— Available from: Detroit Blower co 
Ask your wholesaler or write for complete information. Co., 9867 Pacific Ave., Franklin tr: 
Park, Ill. 
Centrifugal pump bulletin. Eight- 
page, three-color bulletin describes 
firm’s line of centrifugal pumps. 
Discusses separate parts and gives 
numbered cutaway views indicat- 
ing name and construction mate- 
rial on table below. Contains four, 
full-page performance charts with 
composite ratings. Includes table 
of specifications and line drawings 
showing discharge positions. 
Available from: Goulds Pumps, 
Inc., 240 Fall St., Seneca Falls, N. Y. 
Kitchen cabinet and appliance 
Util-TY with 2” threaded hub; Util-TY with integral unthreaded hub. specification booklet. Sixteen-page d 
inlets and outlets, 11/.”. Also made with removable hub to get booklet gives specifications on the s 
into tight places. Sizes are straight firm’s line of cabinets, cabinet sinks, f 
pes , ond 2° or reducing 1% x dishwashers, disposers and built-in j 
Ve and2 x 1%". A ft P Ms 
cooking equipment. Describes and R 
illustrates various models and in- c 
cludes line drawings showing di- 
THE KUHNS BROTHERS CO. mensions. Inside back cover con- 1 
tains four charts to simplify calcu- ] 
1800 McCALL STREET, « DAYTON 1, OHIO _ations for FHA minimum  re- 
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quirements. The first shows FHA 
kitchen minimums (lineal footage) 
for various size homes. The other 
three give lineal footage of each 
piece of firm’s equipment. After 
planning, the total can be figured 
from charts and checked with 
stated requirements. 

Available from: Youngstown 
Kitchens Div., American-Standard, 
Warren, O. 


Packaged water chiller bulletin. 
Revised bulletin covers the firm’s 
line of 10 through 150-hp packaged, 
reciprocating water chiller units for 
industrial and commercial, comfort 
or prccess applications. Discusses 
chiller inlet and outlet water con- 
nections and presents new data for 
various models. 

Available from: The Trane Co., 
2043 Cameron Ave., La Crosse, Wis. 


Heating and air conditioning 
manual. Simplified procedure man- 
ual presents sections on load cal- 
culation, basic engineering with 
nomenclature and techniques, psy- 
chrometrics, air distributing sys- 
tems and other phases of sizing, es- 
timating, installing and servicing 
heating and air conditioning equip- 
ment. Contains a special section on 
basic selling, presenting proven 
successful techniques and methods. 
Includes a 24-load calculation form 
for simplifying procedure. 

Available from: Day & Night, 
Div. Carrier Corp., 700 Royal Oaks 
Drive, Monrovia, Calif. 


Power digger catalog. Eight-page, 
colored catalog describes and illus- 
trates a heavy duty backhoe unit 





designed for attachment to Ford- 
son-Major tractors. Photos show 
features of the digger and on the 
job operation. Two-page center 
spread outlines digging angles and 
depths. Includes specifications. 
Available from: Sherman Prod- 
ucts, Inc., 3200 W. 14 Mile Road, 
Royal Oak, Mich. 
(Please turn to top of page 282) 
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LOW-PRICED...QUALITY 
MIDGET LEVELOMETERS 


GIVE DEPENDABLE INDICATION 
OF TANK CONTENTS 


Midget Levelometers provide home owners and plant engineers with 
reliable, easy-to-read, trouble-free indication of fuel supply. The 
dangers and inconvenience of old-fashioned dip sticking and taping 
methods are eliminated. In the plant, fire and labor hazards are cut 
. . costly shut-downs caused by lack of fuel are avoided. 
Levelometers operate on an adaptation of the hydrostatic principle. 
They establish a balance between the height of the liquid to be 
measured and an indicator. Dial type indication provides maximum 
readability. Levelometers are precision built, rugged, easy to install 
and constructed of the finest materials. Approved by UL, FM and 
BSA, New York, they are used for gaging fuel oil, diesel oil, gasoline 
and a variety of other liquids. 


Levelometers are available in several sizes for a 
MA wide variety of applications. For complete infor- 


\ / mation write Dept. p 


THE LIQUIDOMETER corp. 


SKILLMAN AVENUE AT 36TH STREET, LONG ISLAND CITY 1, N.Y. 





































































































a 
telioducitep a new concept in 


style-setting 





ost-saving 
S UNIT HEATER 


tEHEGRYY cae 
Itittteny the 


ee. ae 


mS ENUVUIIE Magnificent 
TUNNVTIVE . 

iad. pe A) OPS Bibi See cat i 

muir!) (lode 


ODINE held nothing back in 
creating this magnificent new 
gas-fired unit heater. Nationally 
famous designer Jean Otis Reinecke 





@ STEPPED-UP PERFORMANCE 
— Improved stainless steel 4 
burners . . . choice of stain- set the style . . . used sparkling, 
less or aluminized steel heat 
exchangers. 


polished chrome, plus a restful gray- 

green finish to enhance the distinc- 
emaptiae grnas cd ag” tive modern lines. And Modine en- 
silient mountings minimize gineering held unit weight down to 
noise level. . 2 

produce a unit heater up to 50% 
Eek rn ee “ed lighter than other makes. This 
310,000 Btu. For natural, weight reduction means lower ship- 


manufactured, mixed, LP 


Sul a oir cont Galina ping costs for you . . . a unit that 


is definitely easier to handle and 
easier to install. 





GET FULL DETAILS FROM THIS BULLETIN 











MODINE MFG. CO. 


1502 DeKoven Ave., Racine, Wisconsin 


1 would like to know more about the new style-setting 
Modine Gas Unit Heaters. Please send me free Bulletin 656. 


ee P 


GU-1320 
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Good Reading 


(Continued from bottom of page 281) 

Duct insulation bulletin. Four- 
page, two color booklet describes 
and illustrates insulation for air 
conditioning and heating ducts. 





| Provides illustrated instructions for 


applying spun mineral wool duct 
insulation. Includes tables of ther- 
mal efficiency and sound absorption 
and discusses physical, chemical, 
mechanical and handling proper- 
ties. 

Available from: Baldwin-Hill 
Co., 500 Breunig Ave., Trenton 2, 
N. J. 


Heating and cooling coils catalog. 
Colorful 36-page catalog covers 
firm’s line of heating and cooling 
coils. Presents illustrations, dimen- 
sional and selection data for di- 
rect expansion, water, and steam 
heating coils, and suggests piping 


HEATING 
COOLING 





FOR EVERY 
HEAT TRANSFER 
NEED 





methods for various types. Four- 
page fold-out contains two psy- 
chrometric charts with dry bulb 
temperature graphs. Includes per- 
formance tables according to fpm 
face velocity and degrees of suction, 
heat transfer and friction graphs, 
and capacity tables. Gives ordering 
instructions. 

Available from: M. Blazer & Son, 
173 Market St., Passaic, N. J. 


Duct sizing calculator and in- 
struction manual. Twelve-page 
manual presents method for sim- 
plifying heat gain calculation and 
air duct sizing. Features a back- 
cover pounch for the calculator and 
explains the calculator’s use. Con- 
tains a practice problem. 

Available from: Armstrong Fur- 
nace Co., 851 W. 3rd Ave., Colum- 
bus 8, O. 


Steel boiler catalog. Colorful, 
eight-page catalog describes the 
firm’s line of oil-fired steel boilers. 
Four carton-type drawings illus- 
trate installation benefits and a cut- 
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away view shows construction. 
Lists 18 sizes with steam ratings 
ranging from 4,250 to 60,710 sq ft, 
and water ratings from 6,800 to 
97,140 sq ft. Tables, charts and di- 
agrams give sizings, ratings, in- 
stallation and engineering data. In- 
cludes performance curves, smoke 
test, draft loss, stack temperature 
data, roughing-in dimensions and 
a chart showing quality of steam 
versus the output rate. 

Available from: Pacific Steel 
Boiler div., National-U. S. Radi- 
ator Corp., 944 Ash St., Johnstown, 
Pa. 


Centrifugal pump bulletin. Re- 
vised eight-page bulletin describes 
the line of centrifugal pumps for 
air conditioning systems. A num- 
bered cutaway view indicates pump 
features. Contains tables of ratings 
and speeds, sizes and dimensions 
and 14 rating curve graphs. Two 
colors. 

Available from: Worthington 
Corp., Worthington Ave., Harrison, 
N. J. 


Air conditioner specification 
sheets. A pair of two-colored 
specification sheets describe and il- 
lustrate remote air conditioners for 
installation in combination with 
central forced air heating systems. 
Line drawings indicate installation 
from front and side view. Gives op- 
erating features and tables of di- 
mensions, specifications and capa- 
cities. Lists approximate shipping 
weights. 

Available from: Sequoia Mfg. Co., 
1000 Brittan Ave., San Carlos, Calif. 


Finned tube applications booklet. 
Colorful eighteen-page booklet de- 
scribes and illustrates company’s 
integrally finned tube as used in 
various industries. Divided in ten 
sections, it presents different type 
installation problems with solutions 
and results. Pictures show tubes 
alone and in installations. Includes 
diagrams and dimensions. 

Available from: Wolverine Tube, 
Div. Calumet & Hecla, Inc., Guar- 
dian Bldg., Detroit 26, Mich. 


Water heater service manual. 
Contains material required for 
properly installing and servicing 
gas water heaters in the field. Pre- 
pared by the American Gas Assn. 
and published in 1953, the 248-page 
manual is now being offered at re- 
duced prices. 

Available from: American Gas 
Assn., 420 Lexington Ave., New 
York City 17. END 
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THE NEW 


BE ASVER 
POM Mite 


+ Super Dsuve. 


THE WORLD'S LIGHTEST 4-LEGGED POWER DRIVE! 
TREMENDOUS POWER AND RUGGEDNESS! 
WEIGHS ONLY 84 POUNDS! 


@ A one-man unit with four-legged stability . . . gears 
lubricated for life . . . lighter but more rugged . . . entirely 
new throughout . . . faster, more powerful, completely new 
greatly improved motor . . . quick-acting Power Grip Wrench- 
less Chuck .. . positive grip forward and reverse 
-.. instant and accurate, easy setting rear guide 

eliminates double chucking . . . motor and 
switch fully protected . . . all parts accessible 
for minimizing upkeep and maintenance... 
power to spare to drive geared tools up to 
12” . . . smooth, streamlined, polished alu- 
minum housing. 


THREADED PIPE 
it’s Tight—It’s Best—Costs Less 











Get all the facts about 
the New Beaver Porto-Mite 
Super Drive. Write for 
Bulletin No. PM 56 Now? 






PIPE 
220-400 DANA AVE. . WARREN, 0., U.S. A. 


"55 Years of Highest Quality” 
















































How one 
contractor 
makes a million 
dollars worth 
of remodeling 
publicity work 
for her... 


TALKING IT OVER: Ter- 
esa Smid (left) tells re- 
modeling prospect how 
Henry Smid Plumbing 
Co. can make her dream 
kitchen become a real- 
ity. Story in a consumer 
magazine planted the 
idea in the prospect's 
mind, prompted a visit 
to Smid’s showroom 
where product selection 
and design are settled. 












Where Does the Modernization 


According to Mrs. Smid, it begins in the mind of the prospect...but it 


IN THE OPINION of Teresa Smid, 
of the Henry Smid Plumbing 
Co., Cicero, Ill., today’s modern- 
ization sale begins when Mr. 
Homeowner gets up from the 
dinner table and settles down to 
read the evening paper. It be- 
gins when Mrs. Homeowner pe- 
ruses the pages of her favorite 
magazine. 

It begins, perhaps, with a cas- 
ual remark, “How would you 
like to have a kitchen (or a bath- 
room or heating system) like this 
one?” And one or the other part- 
ner holds up a colorful story or 
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advertisement from one of the 
magazines or newspapers. 

In short, the modernization 
sale begins in the mind of the 
prospect, says Mrs. Smid. 

And today, as never before, 
there are many forces at work 
to stimulate desire and demand 
for modern bathrooms, kitchens 
and year-round comfort living. 

Operation Home Improvement, 
ACTION and our own industry’s 
modernization program have re- 
sulted in an _ unprecedented 
amount of consumer publicity, 
specifically designed to stimulate 


the public’s interest in improv- 
ing their homes. 

For the alert plumbing and 
heating contractor, it means an 
unprecedented opportunity to 
put these millions of advertising 
and publicity dollars to work for 
him. 

How does he do it? Simply by 
identifying himself with this na- 
tional publicity and the prod- 
ucts featured. 

Let’s look in at the Smid’s 
store in Cicero, IIl., a suburb of 
Chicago, to see how it’s done. 

Mrs. Smid, one of the nation’s 
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few women who are licensed master 
plumbers, has for many years been in- 
terested in design, color and layout of com- 
plete remodeling jobs. 

“We have found that making good use 
of manufacturers’ display materials, in- 
cluding trade and consumer magazine 
pages with advertisements or articles, is 
one of our most effective selling tools,” 
Mrs. Smid told a D.E. reporter. 

“We try to keep our display windows 
filled with these materials at all times. 
The pages from consumer magazines are 
particularly effective since they have im- 
mediate recognition value.” 

This provides the Smids with the op- 
portunity they’ve been waiting for. “Once 
desire has been stimulated, the sale is 
half made,” says Mrs. Smid. “We have 
plenty of pictures, as well as an ‘idea cen- 
ter’ to encourage that desire. Most of our 
prospects want and need help with their 
remodeling problems. We try to impress 
upon them that, as plumbing and heating 
contractors, we are the logical ones to 
specify the right product and design to 
meet their need and their budget. 

“In short, we show them how we can 
make their dream come true.” 

The Smids have found that most people 


Sale Begin? 


ends in the contractor's store 


don’t want to be bothered in dealing with 
a half-dozen different contractors. 

“In selling from advertisements of com- 
plete bathrooms and kitchens, we always 
point out that we can handle the complete 
job—everything they see in the picture. 
More often than not, this is the one thing 
which cinches a sale,’’ Mrs. Smid declares. 

The Cicero contractor also uses regu- 
lar newspaper advertising and direct mail 
promotion to sell remodeling. The firm 
has won several contests in merchandising 
sponsored by manufacturers, and feels that 
plumbing-heating-cooling month affords a 
big opportunity to take another step up 
the merchandising ladder. END 


Trade Advertising + 
Consumer Publicity + 
Contractor Ideas 

= Remodeling Sales 


Teresa Smid, of the Henry Smid Plumbing 
Co., Cicero, Ill., has this to say about the 
plumbing and heating contractor’s role in 
selling remodeling: 

“We rely heavily on our business maga- 
zine to keep us up to date. Its advertising 
pages keep us abreast of new products and 
designs; its features teach us business tech- 
niques and selling methods. Add to this 
the desire for modern conveniences stimu- 
lated by millions of dollars of consumer pub- 
licity, plus our own ideas, and you have an 
unbeatable combination. In the final analysis, 
however, it is the plumbing and heating con- 
tractor who specifies the products and helps 
in every way to make the customer’s remod- 
eling dream—frequently planted by consum- 





er publicity—come true.” 








KITCHEN LAYOUTS in the women’s and shelter magazines are 
the basis of this discussion between Mrs. Smid and her remod- 
eling prospects. While the desire for remodeling frequently 
begins in this way, Mrs. Smid emphasizes that product selection 
and design are important functions the contractor must retain 
if the finished job is to conform to the customer’s needs. 
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continued ... 


SEE THIS 
SATURDAY 


se 


o 


TIE-IN: R. W. Reed, La Grange, Ill., contractor, makes 
certain he’s strongly identified with the NAPC’s public 


Use National Publicity to 
Boost Remodeling Sales... 


Reed 
Says: 





R. W. REeEp, of La Grange, IIL, 
is another contractor who knows 
a good thing when he sees it. 

For the past few months, Reed 
has been carrying out a carefully 
planned tie-in with national pro- 
motions to sell more remodeling. 

His first step was to make 
good use of materials available 
through the public relations pro- 
gram of the National Assn. of 
Plumbing Contractors. Huge 
window banners were strung 
clear across the front of the 
store to call attention to adver- 
tisements in the Saturday Eve- 
ning Post. For double impact, he 
had huge blowups made and 
posted six of them in his show- 
room window under the banner. 

In addition, his fleet of trucks 
also carried the message through- 
out La Grange and nearby areas. 
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PLUMBING AD 
EVENING | 


This effort was augmented by 
weekly ads in the local paper 
and a direct-mail campaign. 

“I won’t say the results are in 
any way spectacular,” Reed told 
D.E., “but I will say that tie-ins 
with a national program like this 
do help sell remodeling.” 

Reed’s next step is a strong 
tie-in with Plumbing-Heating- 
Cooling Month. He plans to use 
as much promotional material as 
he can get and right now is co- 
operating with a manufacturer 
in using banners, point-of-sale 
displays and other promotional 
material to call prospects’ atten- 
tion to his store as remodeling 
headquarters. 

Reed also is announcing his 
store as headquarters for the 
Better Homes and Gardens 
magazine modernization contest. 





relations program by using huge window banner and 
blowups of advertisements appearing in the SatEvePost. 


Contest entrants are invited to 
come to Reed’s to register their 
entry. They will, of course, be 
exposed to his services and help 
with their project. 

“T am strictly in the remodel- 
ing and repair end of the busi- 
ness,” Reed says, “and any help 
I can get in the way of promo- 
tional materials will certainly be 
put to good use.” 

Reed has alerted his journey- 
men to the opportunity to sell 
more remodeling and encour- 
ages them to turn in leads when- 
ever they spot a good prospect. 

He plans to continue his edu- 
cational campaign to the public 
in the months to come, identify- 
ing his name as the “qualified 
contractor” who is best equipped 
to handle their plumbing and 
heating remodeling needs. enp 
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SINCE 1911 





Ost. 
© 
NO. 558-X 
8” Automatic Spout Diverter 
to Emblem of 
ir with shower 
> . Business Character 
p : . RICE LEADERS 
The No. 558-X Automatic Spout Diverter OF THE WORLD 
‘ is so constructed that it eliminates the use ASSOCIATION 
% Represents High Standing 
) of a reversed elbow and the extra length ss WiaieGibhean Setbes 
: 3," pipe. Individual security INSURES FREEDOM and 
> Ys P P LIBERTY and Secial Security leads to Real: 
mentation and LOSS OF LIBERTY. 
It is an automatic diverter to shower and It's @ privilege to live in a Republic. Only 
God can help the people who live in De- 
has the use of !/," pipe for the complete sete | 
assembly, thereby, eliminating extra cutting — 
and installing of pipe inside the wall. if 









THE INDIANA BRASS CO., Inc. 


FRANKFORT INDIANA 
“MANUFACTURERS OF PLUMBERS BRASS GOODS” 
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ruc ww WEIL: McLAIN No. 72 


featuring an utterly new design 
for more efficient heat transfer 





TOP CLEAN-OUT PLATES 


Top clean-out plates are especially con- 
venient for easy cleaning of the boiler. 





NEW DESIGN GROOVED 


PUTTY STRIP 
Asbestos rope inserted in the 


grooved putty strip keeps boiler 
tight, allows ample expansion and 


contraction and will last the life 


pee ly SHORT DRAW-ROD ASSEMBLY 
Multiple short draw-rods make assembly 
quicker, easier and assure a strain-free 
assembly. 











Utilizes all of the secondary 
heating surfaces 

In its new No. 72 Boiler for Oil and Oil Heating 
Unit, Weil-McLain presents a revolutionary 
advance in boiler design. This boiler introduces 
an entirely new method for obtaining more 
efficient heat transfer by utilizing all of the 
secondary heating surfaces. 

Self-regulating, turn-around flue gas travel, the 
new principle developed in the Weil-McLain 
No. 72, involves breaking the hot gases leaving 
the combustion chamber into many small 
streams, each of which contacts the cooler sides 
of the firebox. The thorough coverage and 
scrubbing action of the multiple gas streams 
results in greatly increased heat transfer. 

This new design eliminates need for either a 
flame spreader or flue baffle and also assures 
equal performance with front or rear firing. 
The efficiency curve is practically a straight line 
through all boiler sizes—the smallest boiler can 
be fired with the same high efficiency and 
economy as the largest. 

The Weil-McLain No. 72 Boiler is available 
for hot water and steam in net I-B-R capacities 


from 161,000 to 331,000 BTU. Write for com- 


plete information. 


WEIL: Mc LAIN WEIL-McLAIN COMPANY 


BOILERS - RADIATORS 


MICHIGAN CITY, INDIANA 


Address literature requests to Dept. A-86 
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Here's What the Magazines Are Doing 
to Help You Sell Remodeling... 


(Editors Note: To learn how contractors are 
making effective use of the general magazine re- 
modeling programs described in this article, turn 
to the story beginning on page 284.) 


In THE WoRLD or Mystery and intrigue, the by- 
word has long been “cherchez la femme”... . 
look for the woman. In the world of moderniza- 
tion. it’s not only “look for the woman,” but 
“sell the woman.” 

The theory being, of course, that Mrs. Home- 
owner has more time than her busy spouse to 
peruse magazines and look at the pretty pictures, 
and if she can be sold on improving her home, it’s 
a foregone conclusion that she’s going to sell 
friend husband on the idea. 

Many women’s magazines and shelter books are 
pursuing this theory to such an extent that plumb- 
ing and heating contractors are getting a lot of 
help in the form of a pre-sold market for their 
products and services during Plumbing-Heating- 
Cooling Month. 


s These magazines are particularly effective at 
interesting potential customers because their sales 
talk is indirect and their audience is predispdsed 
to listen. 

The popular homemaking and shelter maga- 
zines like Better Homes and Gardens, for exam- 
ple, cater specifically to the interest the home- 
owner has in maintaining and beautifying his 
property. They offer a constant flow of ideas for 
bringing up to date and rendering more efficient 
and attractive every nook and cranny in the 
house, including, it goes without saying, the kitch- 
en, utility room and bathroom. 

Women’s magazines like McCall’s feature the 
bathroom, kitchen and utility room in their col- 
umns regularly. They help to make every home- 
maker with an old-fashioned, unattractive or in- 
efficient kitchen or bathroom dissatisfied with 
what she’s got. 

Here is where you, the P-H contractor, can 
enter the picture: You can take advantage of the 
way these publications—with entree into millions 
of homes—are softening the market for you. You 
can let the lady who longs for a new, up-to-date 
kitchen know that she can afford it—if not for 
cash, then on the installment plan and that you’re 
the man to do the job. 

Currently, many magazines are getting behind 
the nationwide Operation Home Improvement 
program either directly, by featuring the Ohi seal 
in their columns, or indirectly, by promoting 
remodeling. 


Getting down to specifics, here’s a sampling of 
(Please turn to top of page 290) 
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HOT WATER system Vents 
that are really automatic 


Here are automatic hot water system air 
vents that mean more profitable heating 
installations and more happy customers. 
Put on Vent-Rites and forget about them. 
They provide positive, automatic venting 
and better, more economical heating. You 
save time and money for you aren’t both- 
ered with unnecessary service calls. 


There are 3 types of Vent-Rite Hot 
Water System Vents . . . No’s. 10, 20, 30 
. a vent for every class job. 


Check these features: 


simple and trouble-free 

fast, automatic venting 

convenient to use 

no critical adjustments 

easily installed on any hot water system 


Order from your wholesaler 
for your next job. 


Vent-Rite No. 10 


Best because scientifically 
by the pioneers in vent 
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(Continued from bottom of page 289) 
how you, the P-H contractor, are directly affect- 
ed by what the consumer publications are doing 
and how you can use it to your advantage. 

(1) To provide an incentive for home improve- 
ment, Better Homes and Gardens has been run- 
ning a two-pronged contest all year. There’s a 
contest for your customer, with $25,000 offered in 
cash prizes, and another one for you, the con- 
tractor, with $1,000 at stake. The $25,000 will be 
divided among winners for improvements to the 
home and surrounding property in one of four 
divisions: exteriors, kitchen-utility area, additions 
to the existing structure and improvements to the 
interior. The last two divisions include the bath- 
room but obviously exclude the kitchen-utility 
area. 

The magazine is actively soliciting contractor- 
dealers (and financial institutions) to become offi- 
cial “contest headquarters” and to sell remodel- 
ing jobs that their customers can enter in the con- 
test. A sales kit is available to interested dealers. 
It includes window and store display materials, 
advertising aids and an operation booklet telling 
the dealer how to promote his store as home im- 
provement contest headquarters. 

At last count there was a total of 97,632 entrants 
in the contest, of which 42,888 were in the kitchen- 
utility category. 

The dealer contest involves good use of the 
materials in the Better Homes and Gardens sales 
kit, use of newspaper advertising showing effec- 
tive incorporation of BH&G mats, giving informa- 
tion on help rendered to two customers and stat- 
ing how the contest helped the dealer gain in 
traffic and sales. 

Both the consumer and the dealer contests end 
December 31; so there is still ample time for in- 
terested persons to participate. 


# (2) Saturday Evening Post will back Ohi with 
‘a special fall “Home Improvement Fair’’ issue 
(Sept. 29). Contractors who want to tie in with 
the promotion can obtain a 40-piece display kit 
and an “Idea Planbook” that includes suggestions 
for radio and TV spot and newspaper advertising 
and point-of-purchase merchandising ideas. 

(3) Each month since February, American 
Home Magazine has used the Ohi seal with sev- 
eral remodeling stories, a number of which have 
been on the kitchen and bathroom. Its current 
issue is featuring remodeling in 44 pages. 

(4) Home Modernizing magazine cooperated 
with a major soap manufacturing company in 
sponsoring a $100,000 home improvement idea 
contest that ran several months, concluding June 
30. The magazine’s spring-summer issue high- 
lighted modernization in 10 categories. Included 
among them were the bathroom, kitchen, laundry 
and heating and air conditioning. END 
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HARD WATER PROBLEMS? 


THERE’S NO 
LIMING HERE ! 
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No Liming Problems 
with TETER ELECTRIC 
...... Water Heater 


Wide even distribution of heat with TETER Perimeter 


ELECTRO BELT gives economical fast recovery with no 
hot spots to encourage liming. TETER Perimeter ELEC- 


TRO BELT can’t lime up because it never touches the water. 


TETER Water Heaters are heated from the sides. . . 
sediment at the bottom cannot affect heat transfer. Even in 
areas with the hardest water you can offer the assurance 
of a long lasting, efficiency when you sell TETER Electric 
Water Heaters. 











prema 














TETER Standard TETER Table Top 
Electric automatic Water Heater. 20 Water Heater. 3 to heads on both ends 
upright Water to 30 gal. capacity 20 gal. capacity for greater strength 


Heater 
See Your Jobber or Write Today for Complete Line Catalog 


13839 
SOUTH 
INDIANA 
AVENUE 
(74 CHICAGO 27 
@ ILLINOIS 
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TETER Bantam TETER Tank plus | 


remodeling calls for 
Modern Sanitary Plumbing - 





MORE SANITARY 
EASIER CLEANING 
IMPROVE APPEARANCE 
LOW MAINTENANCE G@ 






MAKE WALL HUNG INSTALLATIONS 
ptume-cASY 


ADJUSTABLE COMBINED FITTINGS 
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PLUMBERS’ AUDITORIUM in Chicago was the scene of this 
modernization meeting held July 10. Over 800 contrac- 
tors, wholesalers, manufacturers and journeymen turned 


Cl 


\ 





‘ 


out to launch Chicago’s participation in the National 
Plumbing-Heating-Cooling Month and Operation Home 
Improvement remodeling promotions to increase sales. 


How Wholesalers and Contractors Can Team Up: 


Stage a Modernization Meeting 


ALL AROUND THE COUNTRY con- 
tractors and wholesalers are get- 
ting together to launch local 
promotions to tie in with Plumb- 
ing-Heating-Cooling Month and 
Operation Home Improvement. 

The stage is being set for these 
remodeling drives by special 
meetings sponsored jointly by 
contractors and wholesalers and 
organized by local trade promo- 
tion committees. 

From the outline appearing on 
the opposite page and from re- 
ports of typical programs held re- 
cently in Chicago and Dayton, 
O., come ideas for staging simi- 
lar meetings to get started on the 
road to remodeling profit. (For 
details of the Dayton meeting, 


see DE for June, page 106.) 

The Chicago program was 
launched by the Plumbing In- 
dustry Trade Promotion Com- 
mittee of The Chicago Metro- 
politan Area, chairmanned by 
Ludwig H. Koepke, who also is 
vice president of the Illinois 
Plumbing Contractors Assn. 

To get the program underway, 
a letter was sent over Koepke’s 
signature to contractors, whole- 
salers, manufacturers and jour- 
neymen “in the area urging them 
to actively participate in the 
P-H-C Month promotion. 

The letter pointed out how 
Operation Home Improvement is 
getting support from President 
Eisenhower, who proclaimed 





1956 “Home Improvement Year,” 
from Governor Stratton, who 
proclaimed August P-H-C Month 
for the state of Illinois, and from 
Richard Daley, mayor of Chica- 
go, who proclaimed P-H-C 
Month for the city of Chicago. 

It also emphasized how the na- 
tional, state and local advertising 
and publicity programs, and the 
increasing enthusiasm of home 
owners for new bathrooms, 
kitchens, water heaters and ap- 
pliances, were combining to 
create an unprecedented demand 
for remodeling. 

The letter concluded: “Attend 
this meeting—and find out how 
you can get your share of mod- 
ernization business.” 
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When the meeting was official- 
ly opened at the Plumbers’ Au- 
ditorium, over 800 persons were 
on hand to learn details of Op- 
eration Home Improvement and 
P-H-C Month and how they 
could lend their support to these 
programs. 

In his welcoming address, 
Stephen M. Bailey, business 
manager of Local 130 of the 
U. A., pledged the support of his 
members and announced his lo- 
cal is ready to contribute $100,- 
000 for the program. He then in- 
troduced Koepke, keynoter of 
the program, who spoke on the 
Ohi program and its signifi- 
cance to the industry. 

Following Koepke’s remarks, 
William M. Readey, executive 
secretary of the Plumbing Con- 
tractors Assn. of Chicago, read 
excerpts of a speech given at the 
NAPC convention by Peter T. 
Schoemann, general president of 
the United Assn. 

Readey concentrated on Schoe- 
mann’s warning that apprentice 
training programs are failing to 
replace the skilled journeymen 
lost to the industry each year. 
Unless something is done to im- 
prove the quality of training pro- 
grams, Readey quoted, the short- 
age of trained craftsmen will be- 
come even more acute in years to 
come, particularly in periods of 
technological change and boom- 
ing construction. 

The next scheduled speaker 
was Clyde F. Neer, president of 
the Picmbing Contractors Assn. 
of Chicago and member of the 
National Assn. of Plumbing Con- 
tractors Trade Promotion Com- 
mittee. Although Neer was not 
able to be present to give his 
speech, he was introduced to the 
gathering immediately following 
the meeting. 

A highlight of the program was 
a talk on “Today’s Golden Op- 
portunity” by James Peery, ex- 
ecutive secretary of the Central 
(Please turn to center of page 294) 
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How to Conduct a Meeting: 


eis “To further local participation by contractors and whole- 
us ‘ides in remodeling, the National Trade Promotion Com- 
_ mittee (of the plumbing and heating industry) has 
a prepared an outline on how to conduct joint modernization 


Highlights of the outline are listed below: 


Whe should sponsor meetings: 


Local plumbing and heating contractors and whole- 


ryt 


_ When and where meetings should be held: 
Begin at 8:00 p.m. and close promptly at 10:00 p.m. 
‘Select your meeting place according to expected crowd. 


the meeting, serve simple refreshments. 


Whom to Invite: 


_ All interested groups such as: P-H contractors and 

_ wholesalers, journeymen, general contractors, home build- 

_ ers, bankers, savings and loan association representatives, 
building commissioners and inspectors and the press. 


. Agenda for the meeting: 


1, Explain full meaning and intent of Operation Home 
Improvement. 










A. Inform the audience of its origin by President 
Eisenhower, who declared 1956 “The Year to Fix.” 


B. Discuss the work of the Plumbing and Heating 
Modernization Committee. 


_ ©. Emphasize the business, potentials for those who 
: tie in with remodeling. 
die (Please turn to top of next page) 
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August is Plumbing-Heating 


OUR INDUSTRY'S GREATEST SALA 


IT’S A TEAM JOB: Wholesalers, manufacturers and journeymen get to- 
gether to make Chicago’s remodeling drive pay off. From left: James 
Peery, executive secretary, Central Supply Assn; Hal Bergdah!, manager 
of dealer sales, Crane Co.; Clyde Neer, president, Plumbing Contrac- 
tors Assn. of Chicago, and S.M. Bailey, business manager, Local 130,U.A. 
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TO ADD PRESTIGE to your meeting 
invite the Mayor and other local dig- 
nitaries. In Dayton, Mayor Henry 
Stout addressed the contractors, en- 
dorsing the remodeling drive. For 
the complete story of the Dayton 
meeting, see D. E. for June, p. 106. 


continued ... 


Supply Assn. and secretary of 
the All-Industry Plumbing and 
Heating Modernization Commit- 
tee. 

Peery pointed out that there 
still are 13 million homes in the 
U.S. without bathrooms and 
seven million homes with no 
kitchen sink, indicative of the 
vast sales opportunity that lies 
ahead for the p-h industry. 

Peery then outlined what 
wholesalers, contractors and 
journeymen can do to realize the 
most profit from “ ’56, the year to 
fix.” The wholesaler, he said, 
can help create new business by 
urging his contractor-customers 
to participate in the Ohi pro- 
gram, he can help by informing 
the contractor of sales leads and 
he can contribute ideas and 
material help to his customers. 

The contractor, Peery contin- 
ued, can profit by offering the 
homeowner a_ package deal 
which would include all plumb- 
ing, electrical work, wood work- 
ing and painting. 

Peery also suggested the con- 
tractor offer the consumer easy 
(Please turn to top of page 297) 
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How to Conduct a Meeting... 





(Continued from page 293) 


D. Discuss the importance of betterment of our neighborhoods 
and the role the home plays in our community. 


. Cover financing methods for selling remodeling. 


A. Stress the importance of proper consumer financing. 


B. Analyze the methods available for financing, such as banks, 
savings and loan associations, FHA, etc. 


. Emphasize the necessity for financing the packaged remodel- 


ing job. 
A. Details of the contractor’s packaged plan. 
B. How to coordinate work. 


C. The importance of hiring dependable subcontractors. 


. Discuss the part showrooms play in building remodeling sales. 


A. Techniques contractors can use to improve showrooms. 
B. How to use the wholesaler’s showroom. 


C. The importance of hiring dependable subcontractors. 


. Explain how to increase remodeling sales. 


A. Techniques contractors can use to improve showrooms. 
B. How to close a sale. 

C. Journeyman incentive selling. 

D. Hiring salesmen. 


E. How to simplify and ready paperwork. 


. Suggest products to be promoted in remodeling sales drive, 


emphasizing importance of being able to sell all items the home- 
owner wants for remodeling. 


. Present ways to tie in with national publicity on local level. 


A. How to conduct newspaper, radio and TV advertising 
programs. 


B. Build up August as Plumbing-Heating-Cooling Month. 





WAKE THE TOWN AND TELL THE PEOPLE about Plumbing-Heating-Cooling 
Month and your remodeling campaign. They did it in Dayton by spotting 
“'56 the Year to Fix” signs all over town, such as the one shown here. 
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Step 1. Securing back section of Dunham Baseboard to floor. Complete 
Dunham Baseboard Enclosures are packaged in easy-to-use and stock carton. 
Enclosure includes 6’ front and back; splice plate and two wire element hangers. 





Step 2. Speed Nut Positioning. Speed nut 
on end of wire element hanger is “‘spun’’ to 
desired position in seconds; hanger then slips 
between fins to support threaded or sweated 
elements. 





Pies. Step 3. Snapping On one-piece front enclos- 


ure. Normal hand pressure is all you need to 
secure a snug, tight fit between back and front. 
Finishing cap, not shown, will be snapped in 
place next on end of enclosure. 


Three pictures tell the whole story 
of Dunham Baseboard installation 


It’s a short story, too. Three simple steps and your job 
is done—when you install Dunham Baseboard Radi- 
ation. 

Step 1. You nail the back section to the wall with 
roofing nails on which hollow spacer sleeves have been 
placed to form double head. 

Step 2. Slip the “hooked” end of wire element hanger 
between the double heads of these nails, position speed 
nut, slip hanger wire between fins of element. 





EQUIPMENT 






RADIATION * CONTROLS * UNIT HEATERS * PUMPS ¢ SPECIALTIES 
C. A. DUNHAM COMPANY ¢ CHICAGO © TORONTO « LONDON 
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HEATING & COOLING 





Step 3. You snap on Dunham’s one-piece front en- 
closure and accessories under normal hand pressure. 

And the job is done. All fins and pipe are concealed. 
No place for dust to be concealed under Dunham Base- 
board since it fits flush with the floor. 

Flush and recessed 10” residential models—flush and 
recessed 12” commercial and institutional models avail- 
able. See your Dunham Representative for full infor- 
mation, or clip coupon. 


Cc. A. DUNHAM COMPANY 

Dept. DE-8, 400 W. Madison St., 
Chieago 6, Illinois 

Send me Dunham Baseboard literature. 
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THE “SALESMANAGER™ 


with the least worries is 
the one who supplies his 


trade with these 


Trant | /ilson 


PRODUCTS 


ASBESTOS AIRCELL PIPE COVERING: 


For low pressure steam, hot water and vapor system pipe lines 


. low cost, fuel saving! Pre-shrunk. 


Complete with canvas 


jacket and bands. Three foot lengths fit all standard pipes. %” 


and 1” thick. 


WOOLFELT PIPE COVERING: 


For cold water and return lines .. . 
Pre-shrunk. With uni- 
Standard 
%” and 1” 


sweating, rusting. 
versal liner, canvas jacket, bands. 
3-foot lehgths fit all pipes. %”, 


thick. 


ANTI-SWEAT PIPE COVERINGS: 


A special moisture-resistant felt in tele- 
scopic construction . . . no sweating or 
dripping. Three foot lengths fit all standard 
pipes. %” and %” thick, single shell. 1” 
thick and up, double shell. 





Also Frostproof Pipe Covering: 
36” sections split longitudinally. Easy to install. Combines 1%” 


Hairfelt, %” Woolfelt—saturated tar liner. 
jacket and bands. 


ASBESTOS INSULATING CEMENT: 


Insulation for all boilers, fittings and tanks. 
. drys to smooth white 


ciency . . . saves fuel. Easy to apply. . 
finish. Comes in 10, 50 and 100 Ib. packages. 


ASBESTOS FURNACE CEMENT: 


Makes an excellent smoke-tight, gas-tight 
and fireproof seal on all types of heating 
upits. A high temperature refractory in 1, 
2, 5, 10, 25, 50, 100 Ib. metal containers— 
also half Bbls. and Bbis. 


gaskets, etc. 18” and 





ASBESTOS MILLBOARD: 


Fireproof . . . can be sawed, die-cut, 
punched, nailed and painted. Standard 
sheets 42x48” (other sizes to order). All 
thicknesses 1/16” and up. 





See Your Grant Wilson Wholesaler or 
Bulletin 856-D 


Complete with canvas 


Increases boiler effi- 





ASBESTOS INSULATING FELT PAPER: 


Use in every basement . . . ideal for wrap- 
ping furnace pipes and casings, for fire- 
proofing combustible constructions, making 


36” wide. 25, 50 and 


100 Ib. rolls in all standard paper weights. 





COMBUSTION CHAMBERS: 


Range of sizes (.75 to 12 G.P.H.) and shapes 
for every job. Thin-wall and tongue-and- 
groove construction . . . efficient, long- 
lasting! Easy to handle and set up . 
individually packaged with everything nece 
sary for installation. 


Write Today for 





no 






WHAT! NO 


STANDBY LOSS? 





THAT’S RIGHT— 


JO-BLAST 


POWER-GAS BURNER 


ELIMINATES THE FUEL WASTE CAUSED 
BY UNCONTROLLED DRAFT 


When an atmospheric gas burner shuts off, the rush of 
draft air through the boiler or furnace carries heat with it 
up.the chimney...causing a serious waste of fuel. 


Since a burner is turned on and off several times an hour 
by the thermostat, a typical heating plant operates only 
about 2,000 hours of a & 900 hour heating season. Hence, 
with an‘ordinary burner, “‘standby loss” occurs two-thirds 
of the time. 

In contrast, the Lo-BLAST Power Gas Burner does not 
depend upon natural draft, but upon air supplied by a 
small, quiet blower. It provides combustion air only when 
the burners on! When the burner shuts off, only enough 
air for pilot combustion is admit- 
ted. The'heating plant retains 
much of its heat between operating 
cycles. 

That's why Lo-BLAST Burners 
average 10% less in operating 
cost. Capacitiés of 75,000 to 
20,000;000 BTU give complete 
coverage of residential, commer- 
cial and industrial fields. 








Lo-BLAST ECONOMITE 

Send today for complete The. sestGential 

O- urner— 

information on the capacities 75,000— 
Lo-BLAST Power Gas Burner $00,000 BTU. 


MID-CONTINENT 


Means FRODUCTS CO 
1960 N. Clybourn Ave., Chicago 14, Il 
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; (Continued from bottom of page 294) 
financing to help build remodeling sales. “Remove 
the financial barrier to big sales by offering a “no 
down payment” plan and “easy terms,” he 
emphasized. 

“But the person who is in the best position to 
make profitable business is the journeyman,” said 
Peery. “He can make the difference between suc- 
cess and failure of the whole modernization pro- 
gram, Peery declared, because he gets into the 
customer’s home, sees what should be done and is 
in the best position to make recommendations to 
the homeowner. (For a separate story on journey- 
man selling, see page 126, this issue.) 

“The journeyman operates closest to the real 
source of business for all of us—he is in the key 
position to make Ohi a profitable business year for 
everyone in our industry,” Peery concluded. 

“Your Part in Plumbing - Heating - Cooling 
Month” was the theme of a speech by Hal Berg- 
dahl, manager of dealer sales for Crane Co. 
Bergdahl emphasized the benefits of tying in 
strongly with P-H-C Month and Ohi. 

He urged contractors and wholesalers to use 
the industry’s seal whenever possible to identify 
themselves with the national program. 

Illustrating his talk with slides, Bergdahl 
showed several examples of how other industries 
are promoting home modernization. 

“This only makes the job easier for us,” Berg- 
dahl said, “by continuing to make the public 
modernization conscious.” 


= He concluded by emphasizing the advantages 
of selling the packaged deal. “The days of the 
‘three fixtures’ are gone,” he declared, “Think in 
terms of completed rooms financed at $12.95 a 
month. Sell packages! That’s the way the public 
wants to buy.” 

The major role financing is playing in increas- 
ing sales was discussed by Bernard Ingersoll, 
credit manager of the South Town Service Bu- 
reau. Ingersoll said the banks, lending institu- 
tions and the government lending agencies want 
to join the plumbing and heating industry’s team 
in this home modernization program. 

Ingersoll suggested contractors use the avail- 
able lending sources as a sales tool in selling 
modernization. “Financing plans are open and 
available to any qualified contractor,” he pointed 
out, “Just stop in and ask for this accommodation, 
almost every bank will be more than happy to do 
business with you.” 


Ingersoll predicted that terms of no down pay-|_ 


ment and 60 months (five years) soon will be 
available to pay for jobs over $800. 









Guest speaker Robert E. Murphy, a former 
president of the National Assn. of Plumbing Con- | 
tractors, concluded the program by urging the| 
audience to work together to make a success of 
the home modernization sales drive. END 
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... The 
( B Rt ( () N I R () L forme 8 eee 
Provides INSTANTANEOUS Hot Water! 


1 
USED EXCLUSIVELY IN PATE 600 AND 900 BOILERS) 


HERE’S HOW IT OPERATES: When domestic hot water is needed, | 
this completely automatic CB3 control instantly stops circulating ! 
water to the radiation system; supplies full heating capacity to the 
tankless coil. The result is MORE INSTANTANEOUS domestic hot 
water than any comparable size boiler. When the need for hot water 
is satisfied, the CB3 control automatically actuates the circulator for 
home heating. The domestic hot water and home heating loads are 
always carried separately. Therefore, NO allowance need be made 
for domestic hot water. 


| 
and Here’s Another PATE Plus... 


Every PATE Boiler is completely assembled and jacketed—there is) 
NOTHING TO ADD OR BUY—simply hook up to water, electricity, 
fuel and connect to flue. IT’S AS SIMPLE AS THAT—you’'re — 
to “Fire.” 








This means: 
e Less Installation Time 


e Less Trouble 


} (Backed by 30 years’ engineering experi 
ence.) | 


| e More Profit for You 


find out more about this unusual boiler 

pe Send coupon today for specifications and de 
= tails on PATE 600 and 900, with the Prof 
re Producing CB3 Control. 





THE PATE 
IMPERIAL 


Table-top model, CB3 control 
(Pat. Pend.) produces IN- 
STANTANEOUS domestic 

hot water and home heating. T H E C a j N 
Comes completely assembled, , 
jacketed, ready to install. 


DARBY, PENNA. 






















t —— ee Ne gee ee 
| MAIL COUPON FOR DETAILS 


| THE PATE CO., INC. i! 
\P. ©. BOX 108, DARBY, PENNA. 
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Remodeling 
Now Will Turn 
Unused Space 

into an Extra Lava- 

tory and Relieve that 
“Morning Pressure” on the 
Single Bathroom in the Family Home 








The Vanity, a 

vitreous china lava- 

tory with generous bowl 

area, recessed soap dish and 

a handy shelf. Features the Mansfield*® exclusive 
Splash Rim and Concealed Front Overflow. Ideal 
for the remodeling or replacement installation! 


Simplex 





Mansfield* Simplex, Close Coupled Washdown 
Combinations have the famous Mansfield Pat- 
ented 3-point cushioned Hitch which permits 
perfect tank alignment and reduces the risk of 
tank breakage to a minimum. 10-, 12-, or 14-inch 
roughing-in. 

All Mansfield* Vitreous China Ware is the Fin- 
est. Whitest, Brightest—has an extremely hard, 
smooth surface that is so-o-o easy to clean and 
remains unaffected by acids, medicines or strong 
cleansers. They last a lifetime. 


* Registered Trade Mark 


MANSFIELD sanitary portery, Inc. 


143 First St., Perrysville, Ohio 








News ... continued from bottom of page 58 


western division of the Union Malleable Mfg. Co 
Kates, who has been in charge of sales and ware- 
housing in the west for three years, will supervise 
sales, distribution and warehousing of the firm’s line 
of pipe fittings. 

John V. Hurford has been appointed national sales 
manager for the building products division of Cutler 
Metal Products Co. In his new post, Hurford will be 
responsible for setting up a national sales organiza- 
tion for metal toilet partitions. 

Grabler Mfg. Co. has promoted William C. Lind- 
quist to executive vice president, R. H. Stackhouse, 
Jr., to vice president-manager of sales, and Saul Z. 
Cole to assistant manager of sales. 


Gas Appliance Manufacturers Assn., New York 
City, reports shipments of gas-fired boilers during the 
first five months of this year showed an increase of 
29.7 percent over the similar 1955 period. May 
sales of 6,200 units were up 10.7 percent over the 
same month last year. 

Sales gains were also reported in other major cate- 
gories of gas equipment. Warm air furnace sales 
were up 5.8 percent for the five month period and 6.9 
percent in May. Conversion burners showed a 5.1 
percent increase over the first five months, although 
sales in May were down 8.1 percent. 

Gas range shipments dropped 13.7 percent in May 
and 9.9 percent over the five months. GAMA points 
out, however, that May sales were 600 units ahead 
of April, and built-in models, which are not included 
in these totals, are accounting for an increased share 
in production. 


United States Air Conditioning Corp. has moved 
its main offices and plant from Minneapolis to Phila- 
delphia, it was announced recently by David E. 
Feinberg, president. The Philadelphia operations have 
been established in the plant acquired by the firm in 
January, when it purchased the Jordan Refrigerator 
Co. A program of plant additions and alterations is in 
progress to provide under one roof the necessary 
facilities for the U. S. Air operation as well as the 
expanded production of Jordon home freezers. 


Waste King Corp., Los Angeles, has reported sales 
of $11,740,923 for the fiscal year ending March 31, 
1956, an increase of 12.6 per cent over sales for the 
previous year. Samuel Given, president, told share- 
holders that more than $500,000 was spent in the past 
year on product development. Included were ac- 
quisitions of the incinerator line, broadening of the 
commercial line of garbage disposers, creation of 
supermarket disposer systems, and the final develop- 
ment of an automatic dishwasher which was intro- 


duced in April. 


General Controls Co., Glendale, Calif., recently held 
an open house in a new building in San Francisco. 
President William A. Ray, vice president John F. Ray, 
and district manager W. M. Lewis and their wives 
greeted nearly 500 at the cocktail reception. En- 
compassing 4400 sq ft, with office quarters located on 
a level above the auto driveway, the building provides 
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test facilities and adjustable-size rooms for service 
Mig. Co. schools and sales meetings. 
nd — Black & Decker Mfg. Co., Towson, Md., has opened 
ra ag a new service sales division, which will be in opera- 
firm’s line tion by October 1. John P. Spain has been appointed 
manager. The new division has been formed to work 
onal sales toward increasing the scope and quality of business 
of Cutler in Black & Decker’s repair branches. be 
rd will be S . 
organiza- Powers Regulator Co., Skokie, Ill., has opened a = = 
branch office in Portland, Ore. Evan D. Graham, Bese J 
C. Lind- formerly of the firm’s Seattle branch, has been named_ | w AN % FE ELD’S 
ackhouse, manager in Portland. The office will handle sales g 
1 Saul Z. and engineering for contract installations (heating 
and cooling) and for industrial process applications. | BR DI-PAK 
| 
ew York Manufacturers Corp., Mansfield, O., has completed | Use Mansfield’s new sturdy corrugated cartons —attractively 
uring the a new plant located at Crestline, Ohio, 12 miles from | mare x gO Fi be Aer a 
ag ag the company's mnin office. G. E. Leadbetter, presi- | The new ania is a bi a with aac snc 
od. May dent, reports the plant is equipped to extrude plastic | In this deal you get 6 individually boxed No. 09 Ballcocks 
over the pipe in all sizes. | in a shipping carton. There is also the standard pack of 
| 24 individually boxed No. 09 Ballcocks to a shipping 
jor cate- Carrier Corp., Day & Night Div., Monrovia, Calif. | piety available in bulk packing (not boxed) 24 to 
ce sales has announced plans for construction of a $6 million | ‘ 
1 and 6.9 plant in Puente, Calif. The new facility will encom- MANSFIELD No. 09 BALLCOCK 
1 “11: e MAKE MANSFIELD Combining features not found in 
ed a 5.1 pass over 4% million sq ft of manufacturing, research YOUR CHOICE higher priced fittings—quality 
although and office space for its water heating, heating and air | there are no better values to workmanship throughout. Popu- 
conditioning lines. Completion is scheduled for 1957. | be had. larly priced. 
, in May 
A points | 
ts ahead | 
included 
ed share | 
| 
; moved 
0 Phila- 
avid E. | 
ms have No. 205 
‘fir in | muaw.oure | Rey 
igerator 
ons is in | 
cessary 
| as the 
S. 
2d sales 
reh 31, 
for the 
share- 
he past 
re ac- 
of the | 
tion of 
»velop- “According to this speedometer on the wall, 
intro- your house is going 75 miles per hour.” 
Wolverine Tube Div. of Calumet & Hecla, Detroit, = 
ly held has opened a new mill depot in San Francisco to stock CLOSET SPUDS 
ncisco. its copper water, refrigeration and automotive tube. | ; ie , 
r. Ray, It wat tee operated = Van D. Clothier, Inc., west | Check with your favorite jobber or write 
_ coast agents for the firm. | ee ReeEre 
 En- | 
ted on The Trane Co., La Crosse, Wis., has announced | MANSFIELD SANITARY POTTERY, INC. 
ovides construction plans for three buildings to be completed 144 First St. Perrysville, Ohio 
(Please turn to top of page 300) 
T 1956 
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| ~ BASEBOARD RADIATION 


REACHES A NEW PEAK 


OF BEAUTY & EFFICIENCY 


SPARTAN 
BASEBOARD 





2%" deep x 8%4"' high 
available in 4’, 6, 





& 8’ sections 


The combined skills of SPARTAN engineers and designers have pro- 
duced a one pipe Baseboard that’s really advanced, The new 
SPARTAN BASEBOARD is not a face lifting job or a rehash—it is 
a completely revolutionary design. It incorporates advantages that 


heating men and users have long hoped for. 


Not only is this new SPARTAN BASEBOARD superior outwardly— 


it’s operating performance has proved under the most rigid testing 
that it leaves the field far behind. In addition—it is easiest fo install 
. factory mounted brackets—just measure off and screw to wall. 





CLEANER 
Curved corners 
lop and bot- 
tom. No place 
for dust to col- 


lect. Easy to 
clean. 





UNIVERSAL 
DAMPER 
Holds desired 
position any- 
where between 


full open or 
full closed. 





CAM-LOCK FRONT 


Flip the lever 
—Iit's off ... 
Flip the lever 
—Front is 
back on se- 
curely. Never 
too tight .. . 
never too 


loose, 


SAFER 
No sharp cor- 
ners or front. 
Children can't 
hurt them- 
selves. Nothing 


to tear clothes. 





Spartan Coast-to-Coast 
Warehouse Service 





STRONGER 
Rugged brack- 
et support pre- 


vents sagging 
and bending 
even with child 


standing on it. 








FLOATING COIL 
Vinyl grom- 
ments support 
coil. Eliminate 
noise when 
coils expand 
or contract. 


Illustrated literature on the new 


SPARTAN BASEBOARD as well as 
Spartan Convectors and Shower 


Stalls, available on request. 


SPARTAN 


CONVECTOR CO., INC. 


Division of Spartan Shower Stall Co., Inc. 
52-55 74th ST., MASPETH 78, N. Y. 
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News .. 


. continued from bottom of page 299 


by February of 1957. The projects include a 5,040 s: 
ft addition to the firm’s research and testing labora- 
tory, a 45,000 sq ft warehouse and 4,800 sq ft pain: 
storage building. Cost of the buildings and equipment 
is estimated at over $455,000. 


Air-Way Industries, Div. Lamb Industries, Inc., 


Toledo, O., has acquired Alumatic Corp. of America, 


Milwaukee, manufacturer and distributor of alumi- 
num products. Air-Way has acquired 100 percent of 
the Alumatic stock on an exchange basis and will 
operate the firm as a subsidiary. 


Cordley & Hayes, New York City, recently awarded 
its NAPC convention prize of a water cooler to Adolf 
G. Marz of the Marz Plumbing Co., Milwaukee. The 
winning ticket was drawn by Jack Irwin, new na- 
tional secretary of the NAPC, and the presentation 
was made by Frank Best, sales engineer for the firm. 


In-Sink-Erator Mfg. Co., Racine, Wis., recently held 
a three-day sales promotion session in Milwaukee to 
unfold its new advertising and merchandising cam- 
paign. Purpose of the program is to pre-sell the 
firm’s disposer units and to promote good public re- 
lations for the plumbing contractor. The two-pronged 


campaign will consist of a series of ads scheduled for 


national women’s magazines, and national publicity 
and merchandising tools. 


McDonnell & Miller, Inc., Chicago, has announced 
that 24 men from its various sales organizations in 
this country and Canada attended a five day sales 
training school recently. The curriculum covered the 
company’s line of boiler water level controls, pump 


controls, and relief valves. 


National Assn. of Domestic and Farm Pump Manu- 
facturers, Chicago, tied in with National Farm Safety 
Week recently by reminding water system dealers to 
sell running water for protection against sudden fire 
on the farm. 
for farm fire losses, representing buildings, equipment 
and livestock destroyed, is currently running over 


$140 million. 


It was pointed out that the annual bill 


National Heating & Air Conditioning Wholesalers 
Assn., Columbus, O., has announced a 64 percent in- 
crease in membership since April of 1955. The 
association has published a list of new members, but 
reports that at present this list does not contain the 
complete membership. 


Penberthy Injector Co., Div. Buffalo-Eclipse Corp., 
Detroit, has changed its named to Penberthy Mfg. Co.., 
effective this month. The change was made to better 
identify the line of products manufactured by the firm. 


Plumbing and Heating Industries Bureau, Chicago, 
reports an unprecedented volume of newspaper pub- 
licity in connection with the recent NAPC convention 


and exposition. News stories and photofeatures 
(Please turn to top of page 303) 
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WATER COOLED 
UNITS 










COMMERCIAL 
UNITS 


= ie summer air conditioning, | 
Majestic has the ideal, econom- 
ical answer for your needs — 2, 













3, or 5 ton self-contained water- a THENUM 
_ cooled units or remote air-cooled CABINETS 






Be ‘models, in matching twin units 
or for add-on installations. These 
“are quality units, designed for 
simplified installation and de- 
_ _pendable operation. 


PLUS HARD-WORKING AIDS | 
Majestic furnishes att kinds of 














GAS OR OL 
FURNACES 


cat d ee 


purchasing. You owe it to your. 










REMOTE 
AIR COOLED 
UNITS 





COMPLETE 


the Majestic (o., Inc. Aigner 


400 Erie Street, Huntington, Ind. 
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Say ‘‘Goodhye”’ to Service Calls 


xhilo flo 100" 


AUTOMATIC HUMIDIFIER 








A Unique, Original 
Principal of Operation 


No FLOAT No DRIP No CLOG 


The humidifier with the most sell- 
ing features, for more sales and 
profits, with less servicing. No 


moving parts to adjust .. . stick 
or wear out, guaranteeing years of 


trouble free service. Evaporator 
plates with patented drain clips 


that prevent water dripping, The 
easiest humidifier to install, only 
one opening to cut, fits all furnaces 


—any type bonnet. Factory guar- 
anteed for one year. 


LS) Ge dell met lelesy was hit FUEL OIL 
FOR THE NEW FILTER 


AUTO-FLO CORP., 12085 Dixie St., Detroit 39, Mich. 


Please send me full information on: 
Auto-Flo Fuel Oil Filter 
Auto-Flo “100” Automatic Humidifier 

















City Zone State 




















































To assure free-sliding, proper 
operation every time, 


Russeliline lift wires pid 
Sharp right 


L 
arge eyes ‘“ 


Clean surface—no 

nicks or tool marks 
Full length 
as specified 
— Measured 
Full length under head. 


straightness 


Do Your 


. ve 
“Ine om 


bing SP 


yyssexu{INt 


Cystomer- “hee ping 
Quality? 


plum 


Actual 
size photo 


As a test, check to see 
how your upper and 
lower lift wires 
measure up to these 
typical Russellline 
Heavy Diameter, . 
116” wire—(Min. quality products. 
For 6-32 thread) 
assures proper fit 
in ball cock. (Under- 
sized wires of .110” 
or .112” diam. can 
cause failure by 
working loose from 
ball cock). 


Risdon gives you 
manufacturer-controlled 
quality and prompt 
delivery, too! 


Write for your FREE copy of 
the complete, 8-page RUSSELLLINE CATALOG. 





THE RISDON MANUFACTURING CO. 
John M. Russell Division—Est. 1904 


Naugatuck, Conn 
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Housewives Prefer 
/ORMAN 


Cathhing 




















% doors keep floor dry, 
make housework easier! 


Norman Bathking’s gleaming metal doors keep 
water where it belongs . . . inside the shower cabi- 
net. No messy floors, no soaked bath mats, no 
mildewed shower curtains. Yet Bathking is sur- 
prisingly low in cost! Is it any wonder Bathking is 
a universal favorite with housewives? Ask your 


jobber today about Norman Bathking. 


The W. F. NORMAN Sheet Metal Mfg. Co. 


Dept. DE, Nevada, Missouri 
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News . . . continued from bottom of page 300 


amounted to nearly five full pages. A running story 
on the convention and exposition detailed the history 
of the NAPC, its aims and record of accomplishment 


in protecting public health and welfare through safe | 
plumbing installations. Additional coverage was pro- | 


vided by radio and TV. 


Bryant Div., Carrier Corp., Indianapolis, Ind., re- 
ports a 200 percent air conditioning sales increase 
over a year ago during the three-month period begin- 
ning February 1. Causes for this success, the firm 
states, stem from a pre-season promotional campaign 


touched off by trade publication advertising and the | 


offer with each 2, 3 or 5-ton system of a $225 tempera- 
ture control set consisting of an electronic control, 
outdoor and indoor thermostats and a timer clock. 
Display kits, broadsides, envelope stuffers and ad mats 
added impetus to the drive. About 50 percent of in- 
stallations during the campaign went for new home 
construction. 


Champion Bronze and Paint Co., Chicago, has re- 
ported that the architectural design of its new plant 
and office in Chicago has resulted in doubled produc- 
tion and storage facilities for the company with only 
a 50 percent increase over previous factory floor 
space. The $300,000 project included remodeling of 
an older building on the site and construction of a 
new 10,000 sq ft addition. 


Goulds Pumps, Inc., Seneca Falls, N. Y. has an- 
nounced the formation of a new corporation, Goulds 
Pumps Western, Inc., Portland, Ore. The enlarged 
facilities for assembly, testing, and stocking a broader 
line of pumps is intended to better serve customers 
in the west coast area. R. W. Clarke has been named 
vice president and H. W. Winfree secretary of the 
new organization. 


Pioneer Mfg. Co., Los Angeles, has announced that 
the construction of a new million dollar plant on a 
29-acre industrial site in Puente, Calif., will begin in 
90 days. The plant will eventually consist of a factory 
with 175,000 sq ft of manufacturing space, a second 
factory unit, and an office building. It will be devoted 
to the production of water heaters, garbage disposers, 
wall furnaces, air conditioning equipment, and gas 
appliances. 


Flexible Tubing Corp., Guilford, Conn., has an- 
nounced a general expansion of operating facilities to 
handle its increasing business. First step will be the 
addition of approximately 5000 sq ft of warehouse 
space to the Guilford plant. Plans are also developing 
for expanding its Western operations in Los Angeles 
to include manufacturing of additional types of duct- 
ing used in the aircraft field. 


Carrier Corp., Syracuse, N. Y., has announced that 
ground has been broken for a new Administration and 


Research Center in DeWitt, N. Y., the major project | 


in the company’s $12 million expansion program in the 
(Please turn to top of page 304) 
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with Packless Valives 





No. 500-15 No. 500-31 


No. 500-1 No. 500-18 


e Universal Sink! 


e Traps 
Baskets | 


e P.O. Plugs 
e Continuous 
Wastes 


K sutt Information 


e Sink Strainers 


Michigan Brass Cé 


Grand Haven, Mich. 
Stace 1896 


Universal 
Sink Basket 

















' when DIESEL’ 
engine first 


— 


became famous... 


¢ ¢ 


FANNER 


was already 


A 





known for FINE CASTINGS 





When Rudolf Diesel perfected his 
now famous Diesel engine, in the 
early 1900's, the name FANNER 
was already an accepted source 
for fine castings. FANNER's special- 
ization in the manufacture of fine 
malleable iron products for over 
half a century give Fine FANNER 
Fittings the extra strength, clean 
threads and smooth chamfering 
that means quicker starts and 
faster finishes, FANNER malleable 
iron is tough, rugged, pressure-’ 


tight — the kind that makes 


“he-man” connections, 


CONTINUOUSLY GROWING TO MEET YOUR DEMANDS 


The Fine FANNER Line of fittings is being expanded 
every day to meet the needs of the industry. New 
fittings of the “wanted” types and sizes are con- 
tinually being added to keep pace with the de- 
mand. Now, more than ever before, you can turn 
more of your pipe connecting time into profit by 
using Fine FANNER Fittings on all your jobs. Com- 
pare them and see! 


THE FANNER MANUFACTURING CO. 


Brookside Park * Cleveland 9, Ohio 
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Syracuse area. Initial contracts totaling $500,000 we: 

announced for excavation, filling, piling, and othe 
miscellaneous preparatory work. This covers the ne\ 
administration and research buildings, a 180,000 sq ft 








addition to manufacturing facilities of the Unitary 
Equipment Div., and the 49-acre Carrier Recreation 
Center. Another major project in the DeWitt expan- 


| sion program—creation of Unitary Equipment Divi- 


sion laboratories—is well under way and expected to 
be in operation by late summer, at an estimated cost 
of $750,000. Additional laboratories for the Machinery 
and Systems Div., to be located in an existing build- 
ing, are in the designing stage. 


William Wallace Co., Belmont, Calif., has reported 
that a week-long sales school and clinic, attended 


| by over 40 representatives from various cities in the 





United States, was concluded recently at the company 
headquarters in Belmont. The representatives attend- 
ed lectures and seminars on the principles of venting, 
operation of a gas vent, practical application of vent- 
ing principles, sales tools and promotional activities. 
Company-sponsored social activities for both the 
representatives and their wives were held throughout 


| the week, culminating in a banquet on the final day. 





























“After we've used our thirty gallons of hot 
water, do we call you back?” 


Fedders-Quigan Corp., Maspeth, N. Y., has an- 
nounced that it will fly some 5,000 U. S. sales repre- 
sentatives and their wives to the Caribbean this fall 
for expense-paid vacations won in a sales contest. 
One-week vacations at El Embajador Hotel in Ciudad 
Trujillo, Dominican Republic, are being offered as 
awards in a sales incentive campaign to its dis- 
tributors, dealers, and salesmen, according to Salva- 
tore Giordano, president and chairman of the board. 


American Air Filter Co., Inc., Louisville, Ky., has 


| announced that its sales personnel in the Special Mili- 


(Please turn to top of page 307) 
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imated cost beauty! 


Machinery “ ; 


duratub 


Appliance Styled to Match 
Modern Laundry Equipment 


Outstanding Feature of 
Standard and Deluxe 
Model duratubs 


sting build- 





Stainless trim — built-in 
as reported soap dish 

>, attended 
ities in the 
ie company 
ves attend- 


of venting, 


Bonderized electro- 
galvanized steel, white 
baked enamel finish 


Fiberglas® tub — won't 
crack, chip, stain, mar or 
dent-20 gallon capacity 





Top cover for additional 
counter space 





- of vent- 3 purpose Handidrain* 
activities. vo ald need for 
both the 

ee ° ° Large Storage 
hroughout Just the right size iene 
final day. sink for my kitchen, 


bath, powder room and 
laundry!” Naturally . . . they’re 


The new deluxe 
Model 9TD dura- bacdat STO: piciored 
tub eliminates hose Patents Pending 
handling, puts hoses where they 

belong ... out of sight. Washer hoses perma- 
CROWN -NATIONAL nently attach to exclusive Handiflo* double 
drain at back of tub and are trouble free. Hoses 


Formed-Steel are not handled or seen during suds re-use or 


waste water draining. Top cover extends over 


entire top of tub... can be left in place while 
a LAT- R] pe Si N KS tub is being used with washer. duratub’s deluxe 
Model 9TD is also ideal for single hose wash- 
ers. Drain hose is permanently attached... 


























VITREOUS PORCELAIN ENAMEL on steel... eliminates need for additional drain. 
L acid, scratch and heat-resistant! Designed so that Simple installation, light weight—makes your work easy. 
eee : ! duratub’s beauty and quality pleases your customers. 
‘R all the roomy space is in the bow] itself! dsih tee anal esees. 
Te Keeps your customer coming to you for other fine plumb- 
STAINLESS STEEL, heavy gauge type 302, 18-8 ing work. 
‘ F ss A A high profit item it pays you to carry and recommend. 
for carefree, gleaming, lifetime service and beauty! 
DIAGRAM OF HANDIFLO CONNECTIONS 
—_ = 
x Pied FOR SINGLE 
SPACE-SAVING SIZES al = wou 
j & AUTOMATIC WASHERS 
pe Ye) es i hn d ft . hed j 
U for every purpose... =) 
easy to install including . 
hot new lavatories and mm) 
bathtubs FOR SUDS SAVER 
TYPE AUTOMATIC 
has an- WRITE FOR lien 
Ss repre- The standard Model 9TC duratub has al 
‘ ves Catalogue and of tas Has kcacen of the Sotons duratut 
this fall Price Lists except the Handiflo double drain. 
contest. The original and fastest selling 
Ciudad Fiberglas Laundry Tub. 
| Nationally 
ered as 


duratub * 


Model 9TC For Complete details write 





ts dis e--) CROWN-NATIONAL COMPANY 





Salva- 137 SOUTH WATER MARKET, CHICAGO 8, ILLINOIS 

» board. Telephone TAylor 9-4041 E. L. MUSTEE AND SONS, INC. 
6911 Lorain Avenve Cleveland 2, Ohio 

cy., has 

al Mili- Also National Distributors for 





HUDEE frames for sinks 
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9. ‘Contractor Designed’’ 





REMEMBER THESE 5 REASONS. 
WHY YOU SHOULD ALWAYS SPECIFY 


SLANT-FIN 


BASEBOARD 



















1. Track Hanger Stops Noise 


Exclusive “track hanger’ supports heating element 
and slides on track, permitting free, noiseless 
thermal expansion. No metal-to-metal contact of 
element with either front or back panel . . . does . 
away with friction noise. 


2. Finger-tip Damper Control 


No chains! No knobs! Damper operates 
on a pivot at the touch of a finger... 
in any position . . . closed, quarter 
closed, half closed or fully open. Damper 
may be added at any time by snapping it 
into place. 


3. Higher Heat Output 


Slant-Fin's improved fin designs in- 
crease heating surface, resulting in 
higher I-B-R approved ratings. This 
greater heat capacity means less ma- 
terial is required . . . less installed. 
Both material and labor costs are 


4. Tighter and Stronger Fins 


The strongest mechanical union of tube 
and fin results from an exclusive Slant- 
Fin process. Tubing is forced through 
undersize holes in the fins. No weakening of tube by expansion 
or by fins cutting into walls. In addition, loosening and buckling 
of fins are prevented by wide and interlocking flanges. 


















72 FP - if 
s 9% 





Snap-on components (no screws, no 
tools) . . . four packaged lengths of 
heating elements and enclosures (no 
on-the-job cutting, no waste) make 
possible faster, easier and lower cost 
installations. Profits are greater. Custo- 
mer satisfaction is assured. 








Specify Slant-Fin for every job. From a single source, you 
can get a complete line of hot water and steam heating 
products — both residential and commercial — plus many 
Slant-Fin exclusive features. Catalog No. 1000 describes 
all details. Write today for your copy. 


SLANT-FIN RADIATOR 


87-490 130th Street, Richmond Hill 18, New York 
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WESTINGHOUSE Speedheaters 
in 3 Models... 28 Sizes. . . give 


QUIET, INSTANT HEAT 


. Westinghouse 


Today’s outstanding heat value . . 
Speedheaters give you: 


Low Cost, Quiet Heat — Instantly. 
Check These Big Speedheater Values: 





1. Pliable steel hanger straps included with every unit. 
2. Choice of connections simplifies installation. 

3. Multiple-cone diffusers on Downblast model give 
positive heat control; especially desirable for buildings 
with high ceilings. 

Readily available in Horizontal, Downblast, and AGA- 
approved Gas-Fired models. 

For complete application service, call your Westing- 
house Speedheater Distributor, or your nearest Sturte- 
vant Division Sales Engineer . . . or write for Catalog 
1521-25, Westinghouse Electric Corporation, Sturte- 
vant Division, Department 17H, Hyde Park, Boston 
36, Massachusetts. 


WESTINGHOUSE AIR HANDLING 


vou cane sunt..wnt Westinghouse 


4-80583 
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News - ++ continued from bottom of page 304 


tary Products and Commercial Portable Heater De- 
partments have moved from Moline, IIl., to Louisville. 
The transfer, made on June 18, brought together all 
of American Air’s sales departments with the excep- 
tion of its three subsidiaries—Famco, Inc., Illinois 
Engineering Co., and AAF of Canada, Ltd. Making 
the move were George Rodgers, James Fish, Robert 
C. Koehring, and Don Pfau. 


Chase Brass & Cepper Co., Waterbury, Conn., has 
moved its St. Louis warehouse and office from 3815 
Market St. to modern and larger quarters at 4641 
McRee Ave. The new plant has about 40,000 sq ft of 
warehouse space equipped with overhead tramrail 
conveyor systems; about 7,500 sq ft of air conditioned 
office space; and 50-ft truck docks to accommodate 
six trucks at a time. In addition, the land area is 
large enough to permit a 100 percent expansion of 
building and still leave ample parking space, it has 
been reported. 


Names in the News 


Automatic Washer Co., Newton, Ia.— John F. Hor- 
vath elected vice president and general manager. 


Amana Refrigeration, Inc., Amana, Ia.—Lloyd L. 
Goodwin appointed service representative. 


American Kitchens Div., Avco Mfg. Corp., Con- 
nersville, Ind.—Ear] Collins named Cleveland district 
sales manager. 


The Charles Machine Works, Perry, Okla.—Howard 
Worthington named sales manager. 


Crane Co., Chicago—Appointed branch managers 
are Harold H. Stift in Chicago; Frank R. Perry in Los 
Angeles; Harold L. Goll in Harrisburg, Pa.; Frank B. 
Chappell in Fort Smith, Ark.; William C. Frazier in 
Corpus Christi, Tex., (succeeding A. J. Norre who 
becomes special representative servicing industrial 
accounts); Thomas D. Kelly in the midwest, and 
Darrell R. Nordwall on the east coast. Robert J. 
McMillan appointed office manager in Detroit, and 
Charles H. Lovelace manager of valve and fitting 
sales. Named assistant branch managers are Donald 
R. MacCrimmon in Chicago; Leo F. Regan in Spring- 
field, Mass.; Ralph A. Lamsey in Boston; John T. 
Beamer in the east and William A. Kopcho in Wash- 
ington. Bruce Bain named Chicago regional office 
accounting supervisor. 


Drayer-Hanson, Div. National-U.S. Radiator Corp., 
Les Angeles—Barry T. Benson appointed interna- 
tional representative, and Harvey Lange named sales 
application engineer. 


The Fairbanks Co., New York City—John E. Bates 
appointed New England branch manager. 
(Please turn to top of page 308) 





Mould 


at school gym—thanks to a 
MT. HAWLEY WATER HEATER 


THE PROBLEM was how to supply 
plenty of hot water for showers at this 
high school gymnasium, DePue, Ill., 
during mild weather without firing up 
the large boiler used for heating. Be- 
cause of its high efficiency, this water 
heater is used throughout the year. 


THE SOLUTION was this Mt. Hawley 
AG-300 direct-fired, galvanized wa- 
ter-heater. Little floor space was re- 
quired for this oil-fired unit—yet it has 
a recovery rate of 1200 gph at 
100° F. rise from 40° to 140° anda 
storage capacity of 265 gal. 


For a wide range of commercial hot water needs the Mt. Hawley AG 
Series water heaters are the perfect answer. They're compact, efficient 
—ready to provide low-cost hot water for hospitals, schools, laundries, 
service stations, restaurants, small industrial plants, motels and other 


buildings. 


HEATING REQUIREMENTS for the gym were 
also solved by Mt. Hawley—an electronic G-8 
Burner (15 gph) installed in a steel boiler. The 
Mt. Hawley G-8—highly popular light oil, high 
pressure, gun-type burner — was completely 
equipped with electronic controls and delayed- 
action fuel supply. There's ao Mt. Hawley burner 
fer every heating job 


MT. HAWLEY MFG. CoO. 


Dept. D-8 Routes 174 & 88 Peoria, Illinois 























WeSalds 


THE TUB THAT 
MOVED UPSTAIRS 


There is a “Wesglas” tub for every job requirement 


os rms Oxford Twin Model 0-55-2 — has two Fiber- 

Bie ae gias tubs joined with a stainless steel 
strip. Also available in single tub model. 
Newport model features tub —less stand 
for counter top installation. 


Chalet Model C-54—features an enameled 


steel cover. Tub can be used with the 
cover in place. 





Fiberglas cover in Manor model is handy to 
use as a tray for damp laundry. 


. 4 Sold nationally through 
‘ plumbing supply wholesalers. 
A » 







































Names -+.+ continued from bottom of page 307 


Frigidaire Div., General Motors Corp., Dayton, O.— 
Herman F. Lehman, general manager, elected a vic« 
president of the parent organization. 


General Electric Co., Bloomfield, N. J—R. H. Jones 
appointed general manager of the air conditioning 
division. 


Harcraft Brass Div. of Harvey Machine Co., Tor- 
rance, Calif.—C. F. Adams Co. named as representa- 
tive in Texas, Oklahoma, Arkansas, Louisiana and 
Mississippi. 


Ideal Tubular Corp., Brooklyn, N. Y.—The Kiener 
Co., Los Angeles, appointed representative in Cali- 
fornia, Washington, Oregon, Arizona and Nevada. 


Ingersoll Conditioned Air Div., Borg-Warner Corp., 
Kalamazoo, Mich.—George E. Bosch named to super- 
vise sales and product development for the air dis- 
tribution and diffuser program. 


Jacuzzi Bros., Inc., Richmond, Calif.—Donald 
Kinum appointed manager of the new factory branch 
in Richmond, Va. 


Jensen-Thorsen Corp., Forest Park, Ill.—Jack L. 
Stulsaft named sales agent in northern California. 








Browning 











“No ma'am. Haven’t heard him in quite awhile.” 


Lancaster Pump & Mfg. Co., Lancaster, Pa.—Named 
officers are Fred Aronsohn and Charles L, Beard, vice 
presidents; Arno E. Richter, assistant to the president; 
James H. Hoffman, treasurer; and J. L. Hartman, Jr., 
secretary. H. L. Frensdorf appointed general sales 
manager; Paul L. Carpenter, field sales manager; 
Kenneth L. Roberts, assistant sales manager, and J. 
Paul Sheetz, assistant secretary-treasurer. 

(Please turn to top of page 311) 
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: ieee i a message from Mr. Harry Lasky, vice-president in 
f charge of sales, Pennsylvania Range Boiler Co. 
ayton, O.- ; 
ected a vicx i 
R. H. Jones 
ynditioning 
The guy had worked long and faithfully for the 
firm for over ten years, and at last they decided to 
Cc promote him to the position of first assistant to the 
o., Tor- secretary to the second vice president. Naturally this 
epresenta- position rated an office and secretary. 
a To round out the situation, friend wife decided to 
islan. 
a and pay him a visit to see how he looked in the new job, 
and it figured that she would walk in to find him 
| with his secretary sitting on his lap. 
he Kiener : But this guy was a quick thinker. Without a 
ae ; moment’s hesitation he pretended to dictate, “Gentle- 
> in Cali- : 
men: How on earth do you expect me to run this 
Nevada. office with only one chair in the place?” 
c — X-L Couplings — 
ROE 'NSEP., No one, apparently, ever has enough money; even 
to super- the highest paid producer in Hollywood can’t resist 
e air dis- making a little extra on the side. 
— X-L Nipples — 
If you aren’t already using “X-L” Pipe Couplings 
—Donald and Pipe Nipples, ask your jobber for them the next 
ages time you order. You'll be pleased with the easier 
ry branch threading, tighter fit of “X-L” Products—the Pipe 
Couplings and Pipe Nipples that are accurately ma- 
chined, with strict adherence to industry standards. 
—~Jack L. | They'll give you a better job, too; try them! 
; ‘ j — X-L Couplings — 
ifornia. : | ge 
| Poet’s Corner: YoU are the most 
i Modern girls in modern dress, 
{ Put more and more in less and less. ’ 
| oe See oe important facet in 
— X-L Nipples — 
q | Ah, for the good old days—when the only problem ; 1 ; 
to parking your car was getting the girl to agree | our diamond Jubilee 
1 to it! 
— X-L Couplings — I would like to extend my sincere apprecia- 
i Mr. Hill was leaning over .the back fence, when he tion to YOU—“Our Family” of Wholesale 
| heard his neighbor call to his wife, “Hey, Peggy, come Plumbing Jobbers and Contractors, for mak- 
; on down here. =e : : ; ing possible Pennsylvania Range Boiler 
i I didn’t know,” said Mr. Hill to his neighbor, | Company’s celebration of its “DIAMOND 
i “| ife’s neg as Peggy jays x ‘ ak Gores ar " spa * 
| “that your wife’s name was Peggy. I always thought JUBILEE YEAR—75th ANNIVERSARY. 
; it was Helen. 
“But I call her Peggy,” explained the neighbor. mae : — 
“You see, Peggy is short for Pegasus. Pegasus was lo warrant your continued merchandising 
an immortal steed. An immortal steed is an eternal support, we offer you the most complete line 
nag. And that’s my wife!” of top-quality water heaters on the market 
— X-L Nipples — today—BRADFORD VITRAGLAS Glass- 
“X.L” Reducing Nipples can save your time and Lined and BRADFORD Galvanized Gas & 
your temper on these hot days of Summer. Ask your Electric Water Heaters. In addition, we are 
jobber about them; if he doesn’t have them, a note producing, for your exclusive merchandising, 
to us will bring you all the details about them. No BRADFORD Automatic Gas & Electric 
obligation, of course. Clothes Dryers.’’ 
— X-L Couplings — Aine 
Sez He: “She looks better than he does.” Sez She: It is my hope that the Pennsylvania Range 
“That’s because her mustache is neater.” . .. Sez Us: Boiler Company will continue to enjoy the 
Don’t forget full confidence of Wholesale 
— X-L Products — d Plumbing Jobbers and Con- 
7 u tractors, by manufacturing 
th the highest quality line of 
ANNIVERSARY Fp nage gp Sore 
products in the industry, 
hile.” Every Size and Type PIPE ass year after year.” 
A ? 1 ANG 
COUPLING From One Source 
Named 
—— WHEELING MACHINE 
sident; ee 
an, Jr., UCTS COMPANY 
1 sales , 
: WEST VIRGINIA 
nager; 
and J. 
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MEW HORNET 11 pump 
DELIVERS MORE, COSTS LESS 


“Best in 32 Years” 
ACCORDING TO A 
TOP MICHIGAN 
WATER SYSTEM 
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WwW. C. MANTELL 
nomes WAYNE 
HORNET above 
oll others for 

unexcelled 


May 15, 1996 


at lowest 
cost. 


rely: 


ame 


antell 
w. £.™ 


TESTED . . . BEST 
SHALLOWELL JET 
WATER SYSTEM... 


Actual comparison with leading shallowell jet 
pumps proves HORNET delivers up to 30% more 
water. Exclusive “O-ring construction.” Bronze-fitted. 
Nonmetallic, noncorrosive, built-in jet. Self-priming. 
Lifts water 25 feet. Ball-bearing motor. Low selling 
prices on all sizes. 


42- 82- & 120-GALLON HORNET SYSTEMS 
12- & 18-GALLON SYSTEMS 


3-GAL. SYSTEM 


1/3 HP. 
CAP. TO 
760 G.P.H. 








MAIL COUPON TO FACTORY TODAY .. . 
WAYNE HOME EQUIPMENT CO., INC. 801 GLASGOW, FT. WAYNE, IND. 


RUSH... PRICES DATE 


. - + catalog, stuffer, admats, mailer and all data 
on HORNET WATER SYSTEMS to: 
NAME 
COMPANY 
ADDRESS 
city 
































, neering principles to offer 


YOU WOULDN'T BUY ine 
iF a THAT’S [aie 
ANS NT x 

<2) ane : 
Manian | : 
(y ibuy A . 


PRESSURE SWITCH en 
THAT’S THE WRONG SIZE % 


FURNAS pressure switcnes : 


Give You CORRECT CAPACITY 
For the JOB! re 


NOW you can match the 
motor with a 1, 3 or 5 hp 
pressure switch. Furnas 
Electric, standard for the 
industry, has combined 
long experience with 
sound design and engi- 





SERIES S 


you a pressure switch for 
every domestic require- 
ment up to 5 hp. All are series 6 
U.L. listed, pressure ad- di 
justable and available in a 





a wide selection of case 
styles. 





e 


SERIES H 
WRITE for Catalog 5516— . 
1077 McKee Street, Batavia, Illinois. is d 





ee 


Mig ge et 


= oy 





we Ca SP 
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Names .e. continued from bottom of page 308 


Malleable Pipe Fittings Div., Fanner Mfg. Co., 
Cleveland—Appointed representatives are T. M. Cox 
Co. in Tennessee, Mississippi and Arkansas, and John 
E. Carroll in Minnesota, North Dakota, South Dakota 
and northwestern Wisconsin. 


Manitowoc Equipment Works, Manitowoc, Wis.— 
Ray Fredrickson appointed general sales manager. 
Onward Mfg., Kitchener, Ont., Canada, named dis- 
tributor. 


Marle Coil Co., St. Louis—Ward & Black Engineer- 
ing Sales appointed representative in Pittsburgh. 


National-U. S. Radiator Corp., Cyclotherm Div., 
Oswego, N. Y.—Boiler Engineering Div. of Garratt 
Engineering and Equipment Co., San Francisco, 
named northern California distributor. 


National-U. S. Radiator Corp., Heating & Air Con- 
ditioning Div., Johnstown, Pa.—Stanley F. Korol ap- 
ponted industrial designer. 


Northrup Supply Corp., Binghampton, N. Y.— 
George M. Hasbrouck appointed sales manager. 


Olin Mathieson Chemical Corp., New York City— 
J. E. Williams appointed vice president and general 
manager of the Western Brass Mills Div. 


Pacific Steel Boiler Div., National-U. S. Radiator 
Corp., Johnstown, Pa.—Du-Ross Anderson Co. ap- 
pointed representative in Scranton, York and Wilkes 
Barre, Pa. 


Peerless Pottery, Inc., Evansville, Ind.—Engineered 
Sales Co. named representative in Tennessee, Ala- 
bama and Mississippi. 


The Powers Regulator Co., Skokie, Ill—Kenneth 
M. Stevens, vice president and central division man- 
ager, elected to the board of directors. 


Robertshaw-Fulton Controls Co., Greensburg, Pa. 
—George L. Leupold appointed assistant general sales 
manager, and Charles D. Branson named assistant 
director of research. 


Ruud Mfg. Co., Kalamazoo, Mich.—K. M. Thompson 
named manager of the New York City branch sales 
office. V. J. Plouffe appointed technical assistant to 
R. N. Spear, sales manager. 


Servel, Inc., Evansville, Ind——Robert K. Eskew 
named chief engineer of year-’round gas air con- 
ditioning. G. O. Kuhen assigned product director. 


A. O. Smith, Permaglas Div., Kankakee, [l._—Ap- 
pointed heating wholesalers are: Heaven Engineer- 
ing Co., Kansas City, Mo.; Electrical & Mechanical 
Supply Co., El Paso, Tex.; Southern Wholesalers, 
Jackson, Miss.; Model Plumbing Supply Co., Los 
Angeles; Pease-Briggs Co., San Leandro, Calif.; 

(Please turn to top of page 312) 
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FITS 
ALL SINKS 


available with 
choice of 
| Neopreme Stopper 
| Or 
Metal Seat 


Write for FREE CATALOG 
to: Dept. D 


DB 


TUBULAR CORPORATION 
197 NINTH STREET, BROOKLYN 15, N, Y. 























































Reichert 


PROVES 


There’s a World of Difference 





The New 
S, jain Seat * 


(Pot Pend.) 


Spinning action guorantees sure closing 
—a positive seat always—becouse it 
revolves on flushing and seats in a dif- 
ferent position every time. IT'S EXCLU- 
SIVE WITH REICHERT. Fits all standard 
tanks. Made of live rubber for long, satis- 
factory service. 


The New Rite Seat* 


A positive closing live rubber ball that 
fits all standard tanks. 


° 
Both are attractively packaged in indi- 
vidual boxes, and in dozen-lot counter 
display cartons. 


Reichert 
Solderless, Heavy Copper 
Floats 


The exclusive seam and spud construction provides 
strength where needed, makes them the world’s strongest 
and most serviceable Every Reichert Float is thoroughly 
inspected and tested. 


GUARANTEED LEAK- PROOF 
Install "Em and Forget 'Em 


The “Federal —Slightly lighter than the “Toledo”, but 
possesses the rigidity and strength for completely satis- 
factory service on any installation. Packed 100 or 12 to 
the box. 


The “Toledo —An extra heavy full 4’’ or The &’’ Reund—A general purpose float 
5’ oval for narrowest tanks. Made to with the weight to open and the buoyancy 
withstand severest service. Packed 100 to close any valve. Packed 75 or 12 to 
or 12 to the box. the box 


Also 12-ounce 5” round, non-corrugated floats. and round floats, with 
soldered seams, in all sizes. 2%’ x 344’ Humidifrer Float, 2’’ x 4°’ Humid- 
ifier Float. Pressure, open tank, sump pump and humidifier floats to 
specifications. 








*Trademark Registered 


THE REICHERT FLOAT & MFC. C0 


The Quality Name in th 






sat 


2230 SMEAD AVENUE ° TOLEDO ‘. OHIO 
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Names.. - continued from bottom of page 311 


Ware McClelland Co., Phoenix, Ariz.; Southwest 
Supply Co., San Diego, Calif.; S & S Supply Co., San 
Jose, Calif.; and Ventilating Equipment Co., Los 
Angeles, 


Thatcher Furnace Co., Garwood, N. J.—Henry J. 
Linskey appointed sales engineer in Philadelphia and 
Wilmington, Pa. 


The Trane Co., La Crosse, Wis.—Donald E. Jaekle 
assigned to the Philadelphia sales office. 


Walworth Co., New York City—Vernon A. Tredin- 
nick promoted to assistant vice president in charge 


of inventory planning and control, and Arthur C. 
Wadsworth named manager of the Kewanee, O., plant. 


Westinghouse Electric Corp., Electric Appliance 
Div., Mansfield, O.—Named managers are S J. 
Stephenson in the portable appliance division; W. R. 
Arbuckle, refrigerator-freezer department; F. A. 
Lowery, water heater and kitchen utilities depart- 
ment; R. M. Beatty, utility sales; and R. P. Brook, 
range department. 


Whirlpool-Seeger Corp., St. Joseph, Mich.—Ap- 
pointed distributors are RCA Victor Distributing 
Corp., Chicago; Taylor Electric Co., Milwaukee; and 
Klaus Radio & Electric Co., Peoria, II. 


Wolverine Tube Div. of Calumet & Hecla, Inc.. 
Detroit—B. J. Wuerthner appointed to the midwest 
sales district. 


Worthington Corp., Harrison, N. J.—Petroleum 
Heat and Power Co., Inc., Stamford Conn., named 
distributor in Long Island, N. Y., and Westchester and 


Fairfield counties in Conn. 


Youngstown Kitchens Div., American-Standard, 
Warren, O.—R. H. Wack named assistant manager of 
distribution. D. F. Sembach appointed manager of 
dealer sales, and J. C. King, manager of builder sales. 
Kaiser-Youngstown Co., Peoria, IIl., named distri- 
butor in 28 central Illinois counties. 


York Corp., York, Pa.—George I. Kalish appointed 
zone sales supervisor for the firm’s North Atlantic 
district. END 





CORRECTION: 

In the June issue, two errors inadvertently 
appeared in these columns. It was reported that 
E. H. Gardner had joined the Cleveland office of 
Josam Mfg. Co. Actually, Joel Edison has been 
appointed to the Cleveland office as an associate 
with Gardner. 

It was also reported that Thomas J. Hunt had 
been named representative in Kansas for Jay 
R. Smith Mfg. Co. Hunt is sales manager, the 
Kansas appointment went to Arthur Swenson. 
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Sugg. 


Retail Price 9M 


$99.95 
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h—13 inches 







Dinnerplate dept 


Here's a 42” wide promotional 
















% 54" wide model package for you. It features a chip- 
Step-UP il proof finish, sparkling chrome 
for $39.95 retal handles, fully insulated construction 

with —-Z Hang sans and the exclusive Utilidors. You 
e Complete Exclusive territories make a full morkup at $29.95 — 
hanger bracket for qualified distributors send for a catalog today. 
. binets 
. 8 of matching © 
e Full line © 





PALACE METAL PRODUCTS, INC. - THE PALACE BUILDING 
519 WORTMAN AVENUE : BROOKLYN 8, NEW YORK 
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ALAMARK 
SINGLE LEVER 


MIXING FAUCET 


SUPER FAST 
TEMPERATURE 
BLENDING 
= 
ADJUSTED AND 
ON AND OFF 
WITH A TOUCH 























Built to meet the needs of ... 


PLUMBERS 
The plumber’s friend uses old time 
cast brass construction, no soldered Produced by experienced 
parts. No disassembly to mount. In- plumbing field men to 
stalls faster than standard faucets. eliminate faults and pre- 


No troublesome call backs. sent the latest in faucet 


| WHOLESALERS engineering. 


Immediate delivery — competitively 


\ } priced—fast moving for quick Units are 100% tested, 
profit. Rugged, compact package as in service, before 
takes less storage space. packaging at factory. 

Unconditional guarantee 
BUILDERS if installed as directed 
A selling feature. Styled to comple- and not disassembled. 


ment modern fixtures. 

















HOME OWNERS See your nearest 
Write to Kitchen work is easier. Operates | wholesaler or write 
even when both hands are occu- The ALAMARK Co. for 


Standard Electric Mfg. Co.  geesererpet 


WEST BERLIN e NEW JERSEY 








ALAMARH P.O. BOX 216, SHARONVILLE, OHIO 
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where wall space 
is limited... use 


VECTEMP 


SUCCESSOR TO THE CONVECTOR 








@® DOUBLE THE HEATING CAPACITY per lineal foot, 
of the best baseboard radiation. 


@ UNOBTRUSIVE ENCLOSURE that measures only 
12’’ high, 4%’ deep. 

@ IMPORTANT SPACE SAVINGS, con be fitted into 
otherwise unusable space. 


@ EASY, UNIFORM INSTALLATION matches SUN- 
TEMP BASEBOARD RADIATION in every respect. 


@® SUNTEMP’S HANDSOME STYLING that blends 
with every decorative style. 


And a bonus of special advantages in INSTALLATION: 
Asingle VECTEMP, 40 or 64 inch size, is adequate 
for most bathrooms or kitchens. Eliminates the need 
for costly recessing, electric blowers and controls, 
troublesome leveling and measuring. Can be installed 
with mating SUNTEMP BASEBOARD RADIATION in a 
loop system, connected in series. All accessories avail- 
able. White finish coat also serves as primer for other 
colors. Lends itself to flush or recessed application. 


For Complete Information, Write: 


1210-26 S. FRONT ST., CAMDEN 4, N.J. 
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Better Heating-Cooling Council 
(Continued from page 185) 

the piping network to the baseboards. We do this 

by hooking up a water chilling unit alongside, or 

even in the same package as the hot water boiler. 

The boiler and water chiller are hooked up to 

work in parallel.” 

In order to circulate the cold air, Pierce said, 
an air duct is installed underneath the length of 
the baseboard. This duct is connected by tubing 
to a central blower or fan, and this too is located in 
the same place as the water chiller. The air is 
filtered in the blower, then sent at high pressure 
through its own tubing to the baseboard. The 
baseboard finned surface, meanwhile, is chilled by 
the cold water. 


s The speaker reported that the moisture is drawn 
off by a condensate pan or drum that runs under 
the entire length of the baseboard. The conden- 
sation is carried to a waste area by flexible tub- 
ing. To insure cooling power and to prevent drip- 
ping of condensate all piping not located over the 
drain pan is insulated. 

When the blower air leaves the duct and passes 
up and over the chilled fins, Pierce continued, it 
gets cold and loses its moisture through conden- 
sation. This condensation collects on the fins. 
The moisture is “squeezed” out of the air. The 
air then circulates and gives “that comfortable 
feeling.” 

Pierce said that warm room air that has been 
picking up moisture is drawn to the bottom of 
the baseboard, where it joins the duct air, loses 
its moisture on the fins and is forced back into 
the room. 


s No complicated trunk system is needed for the 
primary duct from the blower to the baseboard. 
Individual runs of flexible 3-inch tubing are used. 

When cooling isn’t needed the blower can be 
run for air circulation. The air is recirculated by 
means of a single return grille in a central loca- 
tion. This reduces operating costs particularly in 
severe weather, the speaker said. 

“Cooling operation doesn’t affect the quality of 
heating, as it may in systems that are not water 
fed,” according to Pierce. He reported that year- 
‘round domestic hot water can be supplied by the 
heating boiler regardless of whether the system 
is heating or cooling. 

Pierce listed these other advantages: 

1—Flexibility. The system can air condition 
only part of the house, even though the entire 
house is heated. 

2—Pre-planning. The heating system only may 
be installed at first, and the cooling may be added 
later. For pre-planning the new house for later 
cooling installation here is what’s needed: Instal- 
lation of air ducts under the baseboards. Insula- 
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tion of piping leading to the baseboard. Installa- 
tion of primary air tubing. 

When the homeowner is ready to install the 
equipment, Pierce said, all he need do is call in 
a qualified contractor to add the water chiller, 
blower unit and control mechanisms. 

Pierce clarified the advantages of the base- 
board heating and cooling system that will appeal 
to the consumer. 


» “It’s economical—a lifetime system; it’s com- 
fortable and dependable—steady temperature, no 
fluctuating, there are no drafts, cold floors, chilly 
or hot blasts of air; it’s clean and healthful—no 
dirt or dust; it’s quiet—no noisy mechanism; it’s 
expandable—when you add a room or wing, in- 
stall only the extra tubing and radiation needed 
for the extra space, and it’s good looking—it fits 
snugly into the walls along the floor.”’ 

Another speaker, Edward F. Ford, national ac- 
counts manager of Bell and Gossett Company, 
epitomized the customer’s “comfort attitude.” 

Ford explained that modern Americans are 
seeking year-round comfort in the homes they 
build or buy. They want protection against sum- 
mer’s heat as well as winter’s cold. 

The Bell and Gossett executive emphasized the 
consumer is not willing to sacrifice the latter for 
the former or vice versa. He said, “No, the home 
buyers of America are demanding year-round 
comfort.” 

He indicated that some equipment manufactur- 
ers have not taken this demand too seriously, but 
those that do are opening the door to added 
revenue. 

Ford implied that the customer knows what 
he wants as the final result, but doesn’t have the 
faintest idea how it is brought about. The contrac- 
tor or manufacturer that does the telling will do 
the selling, he said. 

Ford, as in the case of Pierce, pointed up ad- 
vantages of the chilled water central cooling 
system. He said, “The general public is now 
realizing that summer cooling is completely com- 
patible with good heating. 


= In his talk, F. Ben Jackson, product engineer 
of Combustion Engineering Corp., cited three ob- 
jectives that may be stated to the customer when 
discussing water-fed heating and cooling. 

“First, to provide a system that is simple, easy 
and economical to install. 

“Second, to offer a fool-proof and functional 
system that will provide years of service-free 
life. 

“Third, to provide the comfort, heating, cooling, 
filtering, dehumidifying and air control at the 
desired place in the home and according to vary- 
ing conditions found in the home.” 

In the afternoon session Nathan S. Seigel, 

(Please turn to top of page 316) 
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for TOP QUALITY 


at amazingly low cost 


specify... 











Among the highest in the Industry in heat- 
ing capacity. 

One piece back-and-top design lends 
itself to either flush or recessed application 
(or both). Standard accessories available 
for every kind of requirement. 


Flexibility for any installation . . . equally 
suitable for modernization or initial instal- 
lation. Installation is simple, takes less time, 
saves you money. 


Quality—for a lifetime of service. From 
the non-ferrous heating element to the 
heavy gauge furniture steel enclosure, 
SUNTEMP BASEBOARD RADIATION is 
quality. Supplied with a Bonderized Baked 
White Enamel finish coat which can even 
be used as a primer. 

Economy in installation and maintenance. 
Its simplicity as well as efficient manufac- 
turing makes SUNTEMP BASEBOARD RADI- 
ATION the most economical to _ install. 
Provides a curtain of uniform heat. Easy 
to get at... easy to maintain. 


ae . get the whole story. Write 


Romat industrige 


\\{ \yAyo.26 S. FRONT ST., CAMDEN 4, N.J. 







































the speedy, accurate 
economical way to 


@® BETTER 
LAVATORY & 
TANK SUPPLIES 


Arbest Flexible supplies are man- 
ufactured of the highest quality 
material triple chrome plated on 
a nickel base guaranteed not to 
crack or peel. Fittings are full 
weight—full thread—no lost time 
or material failure on the job. Both 
ARBEST lavatory and Tank Sup- 
plies are attractively packaged 
complete—no lost parts on the job. 
So why not treat your- 
self to better flexible 
supplies. Only the best 
are marked ARBEST. 















ALL STOPS AND 
FITTINGS ARE 
FULL WEIGHT 
BRASS TRIPLE ‘8 
CHROME PLATED 


COMPRESSION COMPRESSION 
STRAIGHT STOP ANGLE STOP 


ARBEST — LEADER IN THE FIELD 
Arbest Flexible supplies are fabricated by the orig- 
inators and oldest independent manufacturers of 
flexible supplies in the United States. Ex- 

MALE perience counts because, new and time sav- 

ing ideas for you in flexible supplies are 

our business. 

See your wholesaler now. 











WRITE FOR FULL DETAILS TODAY! 
FEMALE ELBOW 


cRerm s MaColalticelatialite moll elelahg 





3047-49 Amber St., Phila. 34, Pa 

























(Continued from bottom of page 315) 
president of Fern Homes, told the assembly hoy. 
the heating contractor and builder can work to 
gether to give the house buyer more “livability’ 
for their dollar. 

Siegel said hot water heating sells his houses 
faster. “I can install hot water heat in my $14,- 
000 plus house because I watch installation timing 
and techniques. FHA allows $100 or more addi- 
tional mortgage for a house that has hot water 
heating.” 

The Long Island builder said he found a heat- 
ing contractor “who could do good quality work 
and planned a schedule of operations to eliminate 
hidden costs of installations.” 

“In one day two men can install hot water 
heating in one of our eight-room, four-level 
houses,” Siegel said. “This is a selling point that 
speaks for itself.” 

Siegel reported that “50 percent of my prospec- 
tive buyers ask for—insist on quality heating” 
while house hunting. 

s A Crane Company executive wrapped up the 
day’s discussion of new developments by showing 
the group how they can hand compatible heating 
and cooling to the public on a 1-2-3 sales punch 
platter. 

Edward Cole, Crane’s heating division mer- 
chandising manager, said the contractor or manu- 
facturer must present his product in terms of 
what it will do for the customer. He said, “Cus- 
tomers, generally speaking, are interested pri- 
marily in end results, 

In enlarging upon the “new standards of liva- 
bility,” Cole said, “Those are dressed up words 
for ‘owner-benefits’. When the contractor lists 
the owner benefits he is scoring selling points.” 

Cole urged the assembly to exploit owner- 
benefits as selling points. Customers are not too 
interested in “mechanisms’—they want to know 
exactly what a heating product is going to do for 
them, he said. 

The Crane sales executive summarized owner- 
benefits of liquid heating systems: 

1—Healthful radiant heat. 2—Greater comfort. 
3—Cleanliness, 4—Restful quiet. 5—Modern 
style. 6—Long life. 7—Zone control. 8—Instant 
hot water. 9—Snow melting. 10—Easy installa- 
tion. 

As Cole pointed out, compatible cooling has its 
owner-benefit points too: 

1—Comfort. 2—Improved dispositions. 3— 
Better sleeping. 4—Health. 5—More family home 
life. 6—Lower humidity. 7—Cleaner home. 8— 
Less housework. 9—Increased value of home. 
10—Prestige (people like to be first in block to 
own something new). 

Another speaker, Professor Warren S. Harris 
of the University of Illinois, spoke on “Character- 
istics of Good Heating and Cooling.” END 
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FLOATS are our business 








With Soldered Seam 


Our soldered floats are made in 
a range of sizes from 1 to 12 
inches in diameter. One of our 





For over 48 years we have specialized in the manu- 
facture of top quality copper and brass floats, during 
which time we have maintained a reputation for 
dependability. 


” Ad 
4” x 5” Oval 
* 
No-Sol * Float 
The high quality of this copper 
float is reflected in its fine ap- 
pearance and long life. Rivited 
pud attachment insures against 


Round Float 


oldest products which meets a turning or leaking. Gasket se- 
continued demand for open tank eurels seamed between two 
applications. halves. 


The Type “A” ful- The 5” round, No- 
fills the demand Sol Float is used 
The Type for full sized float where additional 
A at a popular price buoyancy s re- 
Fl and quality with juired or in stand- 
oat ample weight and ard tanks where a 
mechanical floa beyond the 
strength. Rein- ordinary is de- 
forced at the spud sired. 
connection. 
FLOATS Made to customers speci- 
fications and include floats for carburetors, *Trade Mark registered 


humidifiers, sump pumps and other liquid 
Our engineering department 


will gladly cooperate in the design of spe- 


level controls. 


cial floats. 


3047 N. ERIE STREET 

















; THE 


“No-Sol.. Float- 


5” Round 
No-Sol * 
Floats 


Your nqu ry 
stating your 
specific require- 
ment will receive 
our prompt at- 
tentior 





THE AYLING & REICHERT Co. 


TOLEDO I!, OHIO 














‘‘revelation’’ 


Tools That Help You Most 


WHEN YOU INSTAL: COPPER TUBING ! 

















No. 5100 — 10” roughing in 
No. 5200 — 12” roughing in 
No. 5300 — 14” roughing in 


Send for the Peerless Catalog 


close coupled 


reverse trap 
combination 


@ Finest white vitreous 


china 
@ Oversize trapway 
© Peerless 4-bolt tank 
connection—strong, 
safe, simple, most 
durable 
Easy to install—no 
parts to misplace 
Quick, easy alignment 


Rubber gasket and 


resilient washers 


sturdy, 





tank connection 








| Flares end of copper tubing quickly 

na Ts, . ° . 

ee A weg | and correctly. Seven flare dies in this 
P< - tool give all popular sizes 


: 5 ” 7 
rin | fe” BG" a Ye "oly a 5G”, 
J 


\ 


—— 








for leakproof STURDY 

cushion fit COMPACT Pe 4 “a 
Peerless FAST and 
oe SIMPLE 


i 


The Zoerman-Clark 


COPPER TUBE CUTTER 


No. 80-A 


| That is right. For you'll sure need the 
A No. 80-A for all installation jobs. It is 
{ 
j 


light and fast. Replaceable 


cutting wheels. Quickly and easily ad- 
1 justed to cutting contact. Replaceable 
| cutter wheel. Price $2.95 


FLARING DIE WITH 


COMPRESSOR 















oe Ae 


Does a fast job without 
aid of loose dies or a 
vise. Compactly made 
= for more efficient use. 
Eictols Price $4.15 








PEERLESS POTTERY, INC. 


Evansville 12, Indiana 


High Quality Vitreous China since 1902 
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fast, clean LIKE THIS 
t ] 8. 
| ; . s 
}); 4 K! 
pipe or conduit We have over 4 period of years acai 
; : sae Mercoid Pyratherms for 4 WwW 
wercoid Pyratherns 
| cutting as burning heaters. We have some oO . El 
| these unite in setvicg for the *e° 2, 
eighteen or nineteen years. Due ote pr 
the wonderful service they have given or 
| efficiency-balanced we would like to replace the present F, 
—— units with the same quality control. pr 
RIGID See o> PE 
he 
ud The above is an excerpt taken fram 
| Heavy Duty a letter received from a large Ri 
e Lottling plant where a nationally w 
famous soft drink is bottled. 
| Pipe Cutter fee oli 
| | EI 
‘ in 
It’s a tool that knows its — ' tit 
business, that comes to your h 
° e el € 
hands like an old friend. It P 
rolls easily through any pipe of 
or conduit, scarcely a trace 
of burr. Strongly built, guar- “ia 
anteed not to warp or break, 
always tracks perfectly. Thin- Ks 
blade or heavy-duty cutter f 
wheels (special wheels for = 
stainless or cast iron). For D 
pipe or conduit cutting that’s ® 
a satisfaction, buy RUBBID’s PYRATHERM N 
iti trol 
at your Supply House. Oi! Burner Safety & Ignition Controls H 
' h 
W 
5 
7 models for 4’ Pf 
to 6” pipe and conduit V 
—_ T 
: RIZAID ° 
ee 4-WHEEL ‘ 
for easy cutting P 
| | in tight places . 
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a acme * THE MERCOID CORPORATION . 
The Ridge Teol Company, Elyria, Ohio, U. S. A. 4201 BELMONT AVE. * CHICAGO 41, ILL 
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Housing Codes Study 


(Continued from center of page 260) 


Washington, D. C. 





DATE OF CODE: 1955 
NO. OF DWELLINGS: 419,886. 
HEATING: Requires 68F through specified seasons 


and hours. 


8.6 percent have no central heating. 
KITCHEN SINK: 1 per dwelling unit. 


WATER CLOSET, LAVATORY, TUB OR SHOW- 
ER: 1 per dwelling unit. 4 people may share. 


2,079 units have no toilet facilities. 23,524 have 


privy or other non-flush toilet. 25,986 have no tub 
or shower. 


FACILITIES MUST BE: In good working order, 


properly connected to water and sewer systems 
and to potable water. Must be connected to both 


hot and cold. 
RUNNING WATER; 12,729 have no piped running 


water. 2,457 have piped water outside building. 
14,305 have only cold water pipe inside building. 


ENFORCEMENT: Enforcing officer may enter and 


inspect. Written notice with facts and reasonable 


time for compliance. Board of Housing Appeals 
hears and determines. May order to make repairs. 


Powers to condemn, demolish, and make repairs 
of insanitary buildings vested in separate board 
under separate statute. 


Los Angeles 


DATE OF CODE: 1952 
NO. OF DWELLINGS: 1,521,849. 


HEATING: Dwelling units must have “installed 
heat, adequate and approved, safe and in good 
working condition.” 





04 percent of units have no central heating. 
KITCHEN SINK: 1 per dwelling unit. 


WATER CLOSET, LAVATORY: 1 per dwelling 
unit. 20 people may share. 


TUB OR SHOWER; 1 per dwelling unit. 


11,281 units have no toilet facilities. 42,269 have 


privy or other non-flush toilet. 56,024 have no tub 
or shower. 


FACILITIES MUST BE: In good working condi- 


tion, properly connected to a water system. Must be 
connected to both hot and cold and to water heater. 


RUNNING WATER: 4,495 units have no running 
water. 4,877 have piped running water outside 
building only. 49,242 have cold water pipe only 
inside building. 


(Please turn to top of page 320) 
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There a 2 NO BUGS | ine 


VENTALARK. 


Original and Dependable WA 
WHISTLING TANK FILL SIGNAL || 
2 








New Model 


featuring 


"Built-In" 
Bug 
Protection 





Now . . . all VENTALARM Signals 
include a non-corroding screen 
sealed into position over the 
whistle-top opening. Venting 
remains as free as ever, 
but no bug can 


get into the whistle to 
muffle or stifle the sound. 














Free from “BUGS” 
of any kind - 


VENTALARM Signal has won “endorsement by use” from over 4500 major and 
independent dealers. | 
Full variety of models to satisfy every tank condition, new or old. 


Sold through a nationwide network of leading Supply Houses. 


Underwriter's Laboratories Listed. | 
Universally approved by leading Fire and Safety Authorities. 


Complete Merchandising Support for the Fuel Oil and Oil Burner Dealer. 
Tested literature available at cost to help you 
build sales with VENTALARM Signal. 
The one decision you can make that will benefit your company more than 
any other is to equip all your accounts, new and old, with VENTALARM Signal. 


Saves up to 30% of delivery costs, 


Over 4,000,000 VENTALARM Signals proven in field use. 
Contact your Regular 

Supply House 
SCULLY SIGNAL COMPANY 


174 Green Street, Melrose 76, Mass. 
Canadian Branch: SCULLY SIGNAL LTD., 286 King St. W., Toronto, Onto: 
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(Continued from bottom of page 319) 
ENFORCEMENT: Enforcing officer has power to 
inspect, must issue written complaint stating facts 
and specifying time for compliance. Board of Hous- 
ing Appeals hears and determines. Depending on 
circumstances, may order repairs, order to vacate, 
or demolish building. Dangerous buildings may be 
ordered demolished. City can recover cost of re- 
pairs with lien against property. 


Philadelphia 


DATE OF CODE: 1955 





NO. OF DWELLINGS: 1,052,537. 


HEATING: Requires 70F temperature when 10F 
outside. No portable heaters using flame. 


7.6 percent of units lack central heating. 
KITCHEN SINK: 1 per dwelling unit. 


WATER CLOSET, LAVATORY, TUB OR SHOW- 
ER: 1 per unit. 6 people may share. (Applies to 
lodgings and hotels also.) 4,648 units have no toilet 
facilities. 50,435 have privy or other non-flush 
toilet. 61,200 have no tub or shower. 
FACILITIES MUST BE: In good working order, 
properly connected to sewer and water systems. 
Must be connected to both hot and cold, to water 
heater, provide hot water 120F at all times. 


“Help him make it bis 













RUNNING WATER: 15,959 units have no pipe: 
running water. 1,844 have piped water outsid: 
building only. 59,781 have only cold water pipe in 
side building. 

ENFORCEMENT: Violators subject to successive], 
increasing fines. Official has power to enter and 
inspect. Written notice states facts and time of 
hearing. Enforcing official hears and determines 
May order repairs, vacate building, or placard it 
City can recover cost of repairs by lien. 


St. Louis 


DATE OF CODE: 1948 
NO. OF DWELLINGS: 507,213. 





HEATING; Requires 70F heat through specified 


times and seasons. 
30 percent of units have no central heating. 
KITCHEN SINK: 1 per dwelling unit. 


WATER CLOSET: 1 per unit. 15 may share. (In- 
cludes hotels and lodgings.) 3,831 units have no 
toilet facilities. 63,310 have privy or other non- 
flush toilet. 


LAVATORY: 10 may share. 
TUB OR SHOWER: 20 may share. 92,257 have no 


tub or shower. 


yest Christmas” 








MAKE ITA 
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FACILITIES MUST BE: In good working condi- 
tion, connected to water and sewer systems. No 
hot water requirements. 


RUNNING WATER: 19,283 units have no piped 
running water. 6,312 have piped water outside 
building. 106,951 units have cold water pipe only. 
ENFORCEMENT: Enforcing officer may inspect. 
Must issue written complaint with specified com- 
pliance time. Board of Housing Appeals hears and 
determines. Can order to make repairs, vacate, or 
demolish. May make repairs and recover costs as 
lien against property. 


Kansas City, Mo. 


DATE OF CODE: 1951 





NO. OF DWELLINGS: 263,768. 

HEATING: Requires 68F under normal winter 
conditions. 

21.8 percent of units have no central heating. 


KITCHEN SINK: Must be 1 per dwelling. 
WATER CLOSET: 10 people may share. 


LAVATORY, TUB OR SHOWER: No rules. 3,432 
units have no toilet facilities. 28,347 have privy or 
other non-flush toilet. 37,710 have no tub or 
shower. 


FACILITIES MUST BE: In good working condi- 
tion, properly connected to water and sewer SyS- 
tems. No requirement on hot water. 


RUNNING WATER: 10,652 units have no running 
water. 2,705 units have cold water piped on outside 
of building only. 25,565 have cold water pipe only 
inside building. 

ENFORCEMENT: Enforcing officer has power to 
enter and inspect. Issue complaint in writing. Hear- 
ings held by Board of Housing Appeals. May order 
repairs or vacate, and placard building as unfit. 


Dayton 


DATE OF CODE: 1954 
NO. OF DWELLINGS: 133,527. 


HEATING: Requires 70F in habitable rooms when 
temperature is 10F outside. 


28.3 percent of units have no central heating. 
KITCHEN SINK: Must be 1 per dwelling. 


WATER CLOSET, LAVATORY, TUB OR SHOW- 
ER: Must have 1 per dwelling unit. May be shared 
by 8 persons. 1,261 units have no toilet facilities. 
21,180 units have privy or other non-flush toilet. 


27,535 have no tub or shower. 
(Please turn to top of page 322) 


Team up with “Operation Snowflake’... 
to boost your Major Appliance sales 


U.S. Steel’s national and local “Snowflake” advertising 
will tell husbands to... 


“Make it a White Christmas .. . Give her a Major Appliance” 
ON TV’S UNITED STATES STEEL HOUR-6 commercials 
during November and December. 
IN OVER 300 NEWSPAPERS-—United States Steel will run 
big-space “White Christmas” ads. 
BY “SATURATION” RADIO-—an appliance sales message will 
be beamed to 85% of the country’s population. 


WITH SPECIAL NEWSPAPER SUPPLEMENTS—U5S. Steel 
will provide newspapers with a multi-page supplement for 








Four ways to put 
“Operation Snowflake” to work for you 
SEND FOR THE FREE PROMOTION KIT: display ma- 
terials, suggested ads, display ideas, merchandising plans. 
SET UP DISPLAYS using the material in the free kit. 
ADVERTISE THE PROMOTION SLOGAN, “Make it a 
White Christmas . . . Give her a Major Appliance,” and the 
snowflake symbol, in newspapers, on radio and TV, and through 
direct mail. 
JOIN TOGETHER with your bank and ‘utility company to make 


your own “Operation Snowflake” produce even more appliance 





your advertising. sales. 

The FREE ee eee ee ee re tee ee 7 
“Operation Snowflake” | Robert C. Myers, Director i : | 
Promotion Kit contains: Market Development Division Please list guano — 

i liances that you handle: 
8 merchandising tags, 5” x 5”... United States Steel app y 
ae nee and white onl 4 green and | Pittsburgh 30, Pa. ! 
ite. = 
2 appliance streamers, die-cut, 56” ! Please reserve my free “Operation Snowflake” Pro- _ | 
x 812”; red, green and white. | motion Kit to help boost my appliance sales. = | 
4 benefit banners, 14” x 512”... 
— white and 2greenand | Name f - 
1 pester, in color, 36” x 22”. | Piaiiiccnns — ete | 
R ion art, which includes | 
ished art for mailer and ads. | Address. ae ca > scseinlniagy | 
Merchandisi lan book, tai is 
5 aoa oF opetel —y ore | City. State. oak 
, display ideas, merchandis- | 
ing plans. ia ea ata ahaa al ci ch dis gene dei ag etn ct ci aaa ib a che cece desc hr Racism 
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Laboratory tests Zroved 


MARK “CHROMATE” WELL POINTS 


are the most dependable, most 
trouble free well points you can 
use—the best value for the money! & 


The name Clayton MARK, world’s largest manufacturer 
of water well supplies, is famous for QUALITY and 
DEPENDABILITY. The rugged MARK one-piece forged 
steel well point has long been the best on the market! 
NOW-—Clayton MARK has added “‘Chromate”’ coating. 
This new ‘‘CHROMATE” point undergoes 22 separate 
operations to protect the entire WELL POINT against 
electrolysis, corrosion, deterioration and discoloration 
and to bring you, absolutely the finest, longest-lasting 
well point available—anywhere! 


Youll want the point 


© that tested best more 
1 eT int with 


res: 
all these important features 

















on MARK & 


1900 DEMPSTER « EVANSTON, ILL. 





(Continued from center of page 321) 
FACILITIES MUST BE: In good working orde: 
properly connected to water and sewer systems 
connected to both hot and cold, with hot water at 
120F at all times. 


RUNNING WATER: 11,589 units have no running 


water. 2,055 units have running water piped out- 


side the building. 14,060 have cold water only. 
ENFORCEMENT: Enforcing officer has power to 


enter and inspect. Notice of complaint is issued 
with facts and time set for compliance. Board of 
Housing Appeals hears and determines. Violator 
may appeal to city council. Official may order re- 
pairs and may order to vacate for non-compliance 
In emergencies to protect public health or life he 
may order to vacate, make repairs, or demolish. 











yu gm ee . 2p Wai 















“So what it ain’t neat, you 
carry insurance dontcha?” 


Denver 


DATE OF CODE: 1955 
NO. OF DWELLINGS: 181, 410. 
HEATING: Each unit must be capable of being 


adequately heated. Provides for prohibiting use of 
“unhealthy and unsafe” space heaters. 


21.3 percent of units have no central heating. 
KITCHEN SINK: 1 per dwelling unit. 


WATER CLOSET, LAVATORY, TUB OR SHOW- 
ER: 1 per dwelling unit. 4 persons may share. 


1,583 units have no toilet facilities. 18,023 have 
privy or other non-flush toilet. 22,036 units have 
no tub or shower. 


FACILITIES MUST BE: In good working condi- 
tion, properly connected to water and sewer system 
and to potable water. Must be connected to both 
hot and cold, to a water heater, and provide 120F 
hot water at all times. 





(Please turn to top of page 325) 
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by Cleaning... Tinning... 
Sweating... in ONE 
Operation! 













BRUSH ON... 
HEAT... 









You'll solder and tin with SWIF Solder in YB to 
24 less time than the old way. When you use SWIF 
Solder—one operation replaces four. No pre-cleaning 
except with greasy or dirty tube or fittings. No sep- 
arate application of flux and solder. No pre-heating 
—just brush on SWIF Solder—heat—the job is done. 


One pound of SWIF Solder does the work of 3 
or 4 pounds of ordinary solder and most often elim- 
inates extra flux and cleaning tools. Makes up to 300 
¥" sweat joints at less than 1¢ a joint. 


SWIF soldered joints withstand pressures of 3600 
psi and more on 4%” tubing . . . makes strong, leak- 
proof joints you can depend on. Order from your 
wholesaler today. If he doesn’t have SWIF write to us 
for full information and test sample. 











ses Try this introductory 4 oz. size 
Make perfect SWIF sweat joints Only 65¢. Makes 65 '%" joints. 
at any angle. SWIF Solder pene- Money bock if not completely 
trates through all contact areas satisfied. Also available in '/, Ib., 
forming a perfect joint. 1 tb., and 3 Ib. sizes. 





The Right Hand of the Plumbing Industry Since 1915 


HERCULES 
CHEMICAL COMPANY, Inc. 


RK 








NOW 


AT NEW LOW PRICES 


IN STOCK FOR 


IMMEDIATE DENLIVERY 





These are not the standard light- 
weight grade of scullery sinks 
usually offered at popular prices 
but top quality JUST hot dip 
heavy duty galvanized construc- 
tion with all JUST features for 
maximum sanitation. Three models 
with one, two or three compart- 
ments are available for immediate 
delivery from stock. Furnished with 
or without detachable drainboards duty with detach- 


able drainboards 


for mounting left or right. 


4 
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HOT DIP 


GALVANIZED STEEL 


SCULLERY 
SINKS - heavy 
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MODEL J-110-S 
Single Compartment 
Compartment inside 24” 


x24"x12" deep. Overall 
dimensions 27”x27"x36” 


high from floor to top of 


MODEL J-210-S 


Double Compartment 


Each compartment 
inside 24°x24”"12” 


mensions 51”x27”x 
36” high from floor 


to top of roll rim. 


MODEL J-310-S 
Triple Compartment 


Each compartment 
inside 20”x24"x12” 
deep, Overall di- 
mensions 63x27” 
36” high from floor 
to top of roll rim. 


DETACHABLE DRAINBOARDS 
Available in 24” and 
30” length. Attaches 


right or left to any 
JUST Scullery Sink. 


Overall di- 
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tended heat surface. 


Your Aerofin man’s recommendation means high efficiency, long 
service life, low maintenance costs. 


AEROFIN 


Co — e O RAG TT ON 101 Greenway Ave., Syracuse 1, N. Y. 


Aerofin’s unequalled laboratory and manufacturing facilities — 
unequalled knowledge of heat-exchange practice —are devoted 
exclusively to the design and manufacture of highest quality ex- 


Aerofin is sold only by manufacturers 
of fan-system apparatus. List on request. 











You Sell the Healihiest Heat Known 
when You Sell THE BETHLEHEM 


DYNATHERM 














The DYNATHERM an 
gives you more to offer in fuel ‘ 
economy, comfort and convenience! 
The Bethlehem DYNATHERM 
offers exclusive features not 
found in other package units on 
the market such as the 
“Whirling Flame’’—the secret of 
its amazing performance. Then 
too, it gives your customers more 
for their money in fuel economy 
—savings up to 40% and even 


replacement of old oil burner 
regardiess of make, with the 
Bethlehem DYNATHERM! It is 
completely assembled and tested 
at the factory, thereby reducing 
installation cost, and assuring 
dependable service 


| 
| 
more have been reported after 
| 


Wire or write immediately for full information . and get started selling 
this outstanding Package Unit that offers everything your customers have 
been looking for in Healthful Heating. BIG PROFITS FOR YOU TOO! 


BETHLEHEM FOUNDRY 
& MACHINE COMPANY 


PENNSYLVANIA 


BETHLEHEM, 














FOR CONCRETE, BRICK OR STONE 


SAVINGS — No drills to buy — Time saving, each anchor 
drills its own hole. SAFE — Non-explosive — Highest hold- 
ing power. FAST — Impact power installed in seconds. 
EASY — No manual labor — No effort — clean. TESTED — 
50 million installed over 30 years, U.L. & FM approved. 
FIREPROOF — All-steel — No lead to melt or creep. 
VERSATILE — All sizes and types for 
every job. Not preset — install where 
and when needed. 







4 


Send for FREE 
Bulletin No. 100 





Ae ar Rens 


PHILLIPS DRILL COMPANY 
Dept. 3, Michigan City, Indiano 
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(Continued from bottom of page 322) 


RUNNING WATER: 6,995 units have no running 
water. 2,129 have water piped on outside of build- 
ing only. 11,660 have cold water line only on inside 
of building. 


ENFORCEMENT: Enforcing officer has power to 
enter and inspect. Must issue written notice with 
facts and time for compliance. Hearings and deter- 
minations by Board of Housing Appeals. Enforcing 
official may order repairs, order to vacate, or 
demolish. May repair and recover costs by lien. 


Houston 
DATE OF CODE: 1955 


NO. OF DWELLINGS: 257,154. 
HEATING: No code provisions. 


80 percent of dwellings lack central heating. 
KITCHEN SINK: No code requirement. 
WATER CLOSET: 8 persons may share. 


LAVATORY, TUB OR SHOWER: No code re- 
quirement. 2,734 units have no toilet facilities. 
25,928 units have privy or other non-flush toilet. 
31,932 have no tub or shower. 


FACILITIES MUST BE: In good working condi- 
tion and attached to sewer system. No provisions 
for running water, hot or cold. 


RUNNING WATER: 11,031 units have no running 
water. 5,658 units have cold water pipe on outside 
of building. 38,025 units have cold water pipe only 
inside building. 


ENFORCEMENT: Written notice of complaint 
with facts and time for compliance. Failure to 
comply may invoke order to vacate, placarding of 
building as unfit. 


Buffalo 
DATE OF CODE: 1953 


NO. OF DWELLINGS: 317,423. 


HEATING: Requires 65F in normal winter through 
specific seasons and hours. 


31.2 percent of units lack central heating. 


KITCHEN SINK, WATER CLOSET, LAVATORY, 
TUB OR SHOWER: Code requires 1 each per 
dwelling unit. May be shared by up to 8 persons. 


1,537 dwelling units have no toilet facilities what- 
ever. 9,802 have privy or other non-flush toilet. 
25,847 have no tub or shower. 


FACILITIES MUST BE: In good working condi- 
tion, connected to water and sewer systems, must 
have potable water, and must be connected to both 
hot and cold. Hot to be 120F at all times. 
(Please turn to top of page 326) 
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Both mouse and Nu-Way Burner are 
quietly going about their business .. . 
with the least amount of disturbance. 
And that’s just typical of Nu-Way 
performance. There just aren't any 
unnecessary noise-causing vibrations. 
Why? Because housing is machined for 
motor pump alignment to only 0.0015! 
Special coupling silently absorbs this 
minute alignment variation, And the 
sand-cast aluminum alloy housing is 
stronger, thicker . . . won’t warp or twist 
... holds motor and pump in permanent 
alignment. Ask for Bulletin N-1132. 
Write Nu-Way Corporation, 

Dept. DE-856, Rock Island, Illinois. 
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.”” Better Tubs . 


cd 





for 


S®eeess® 


Model C. Top quality 
modern laundry tub 
made of incomparable 
Fiberglas.* Handsome 
white enameled steel 
cabinet. Stainless steel 
rim. Large door to 
big storage space. De- 
signed for perform- 
ance. Harmonizes per- 
fectly with other 





equipment. 





Model S. Has all de- 
sirable features of 
Model C. But mount- 
ing on stand results 
in an attractive low 
price. Fetching 
YACHT GREY tub 
and artistic steel 
stand puts this unit in 
a class by itself. 


*Trademark of 


Owens-Corning Fiberglas Corp. 1 

















Fiberlin Tubs are designed to make 
more profits for you. Outstanding de- 
sign and quality construction of Fiber- 
lin Tubs give housewives more utility 
and pride of ownership. Better tubs for 
better profits! Write today for full 
details. 


kitchen and laundry - 


2) 


° Tt e 
| ~ t 
Ww 
1 . Better Protits ; 
e % 
| & . 








OWEN COMPANY 


1120 N. APPLETON STREET 
BALTIMORE 17, MD. 








(Continued from bottom of page 325) 
RUNNING WATER: 19,677 units have no running 
water. 864 have piped running water on outside of 
building. 5,717 have cold water pipe only. 


ENFORCEMENT: Enforcing official has power to 
enter and inspect. He may conduct a hearing to 
review complaints of violation or orders to comply 
and make determination. He may order to comply 
or to vacate. On failure to comply, he may order to 
vacate and/or placard building as unfit and dan- 
gerous. In emergencies he may enforce vacating of 
building and make repairs to protect public health. 


Indianapolis 

DATE OF CODE: 1953 

NO. OF DWELLINGS: 171,642. 
HEATING: Requires 70F in the winter. 





27.7 percent of units have no central heating. 
KITCHEN SINK: Must be 1 per dwelling. 


WATER CLOSET, LAVATORY, TUB OR SHOW- 
ER: Must have 1 per dwelling unit. May be shared 
by up to 10. 


1,296 units have no toilet facilities. 18,425 have 
privy or other non-flush toilet. 32,478 have no tub 
or shower. 


FACILITIES MUST BE: In good working order, 
properly connected to water and sewer systems. 
No requirements on hot water. 


RUNNING WATER: 9,747 units have no running 
water. 2,166 units have water piped outside build- 
ings only. 25,409 have cold water pipe only on in- 
side of building. 


ENFORCEMENT: Enforcing officer has power to 
enter and inspect. Notice of complaint is issued, 
with facts and time set for compliance. Board of 
Housing Standards hears and determines. Official 
may order repairs, vacate, or demolish. In emer- 
gencies, official may order to vacate or placard the 
building. END 
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A market of 
MILLIONS... 








from MILLIONS of bubbles! 


You have a product everybody wants—an extra-profit item— 
when you sell and install faucets equipped with Spring-Flo 
Aerators. Here’s why: 


1. Spring-Flo puts millions of tiny air bubbles in water. 
They replenish lost oxygen, trap and carry off for- 
eign tastes, odors and clouding gases. 


2. The Spring-Flo stream mixes soaps and detergents 
more thoroughly, so washing action is faster, better. 


3. Bubbles in the Spring-Flo stream act like a cushion, 
preventing splash. Water spreads, clings, rinses more 
effectively. 


Your market for faucets with Spring-Flo is big—for both new 
installations and old customers with obsolete faucets. Cash in 
on the demand! 


ON LEADING MAKES OF FAUCETS 


SPRING-FLO 
> PNA GW ee] e 
NF : na 


4ASE t 





AGHNIDES U.S. PATS, 2,210,646—2,316,632 


Domestic ENGINEERING, AuGUsT 1956 








| 
| 


| 
| 


Plumbing Heating; 
Air Conditioning « Reffigeration 


a: 


> CAST SOLDER 
; BALANCING 


WROT SOLDER VALVES 


vi 


SOLDER DRAINAGE 
























FLARED TUBE 





Whrn the addition of our new 
Wrot fittings, KEYSTONE now 
offers a complete selection for 
every copper tube installation. 
More and more contractors are 
turning to pressure- formed, pure 
copper Wrot fittings because they 
install faster and assure a leak- 
proof streamlined job. 

But whether your application calls 
for Cast, Wrot or Drainage solder 
fittings, Flared Tube fittings or Valves, youcan besure that 
Keystone Copperfilow will give you the maximum in... 





e¢ CORRECT DESIGN «+ PRECISION FINISH 
e ABOVE-STANDARD WEIGHT and WALL THICKNESS 
e FULL WATERWAYS «+ EASY INSTALLATION 
e COMPLETE SIZE RANGE 
At better Jobbers everywhere. Write for our new Wrot Fitting 
Catalog or for the Complete Line Catalog No. 51 


KEYSTONE BRASS WORKS 
PENNA., U. S. A. 


ERIE, 





























SETTING NEW STANDARDS OF PERFORMANCE 


Positive ‘Cold Starts” 
Higher Efficiency 


Greater Economy Jounson 53 
Model 


METERING PUMP BURNERS 


This revolutionary new Johnson “Fifty Three” will give you smooth, 
sure, automatic “Starts” even when the oil in storage tank and lines 
is cold and hard to pump. It is built with a positive-displacement 
Metering Pump .. . a 3-Way Magnetic Oil Valve . . . and a high- 
efficiency Suction Pump that enable the “Fifty Three” to maintain 
a fixed air-fuel-ratio regardless of variations in oil temperature and 
viscosity. It will start up and operate automatically on colder oils 
than any other burner on the market. Never before has any burner 


so successfully solved the “Cold Starts” problem. 


It is available with either Direct Drive or Belt Drive in 8 sizes from 
25 HP to 500 HP . . . with all the fine engineering that have made 
Johnson Burners famous for economy and high efficiency for over 
half a century. It’s built with all working parts readily accessible for 
easy servicing, inspection or regulating. If you haven’t seen it yet, 
make it a point to investigate this revolutionary new burner. May we 
send you a copy of our beautiful new Model Fifty Three brochure? 





"4 


S. T. JOHNSON CO. 


Builders of fine Oil Burner Equipment since 1903 ee eae se Drool 


THE 
Continual 


TUBING HANGERS ert 


A “SNAP” TO USE No Threading GENUINE 
No Soldering — BARNES 


Fast — Easy — Attractive PIPE CUTTERS 


the pursuance of a new and 
improved outlook for all communities. 
This, in terms of today’s Moderniza- 


tion and Remodeling program, puts 


GENUINE BARNES in a favorable 










One screw holds the Plate. Snap 
Sleeves in the Plate and Ring hold 
the connecting '” copper exten- 
sion. A slight push and “‘click”’ it’s 
installed, Will not pull out; but 
can be released, if necessary. 


SIZE PLUMBERS SIZE PLUMBERS 
COST COST 





Per Set Per Sot jamin position for its pipe cutting contribu- 
yy” 35c 1%” 47c tion to modern living—better water 
3/qr" 40c 1” 8c The outstanding success of supply, better sewage, better sanita- 
i” ‘45c 2" AI SEnUIne Ms tion—all related and ready to serve 
A set includes Ceiling Plate and Ring thin, expertly tempered the new and modern kitchen, bath- 
Packed 10 sets to a box. Use by" scrap cutter wheels which cut all room and laundry fixtures and ap- 
copper for any length extension wrought steel or cast iron 


pliances. 








ASK YOUR JOBBER for pipe. 
KING TUBING HANGERS 


ORDER YOUR 
GENUINE BARNES 


E. a 4 = K wae teen 
CORPORATION 








Rec New'on 58, Moss. AN SeearnES TOOL CO., he 
errno MANUFACTURERS’ AGENT nny 


Plate in place 





NEW HAVEN, CONN. 
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Name Contest Winners 


(Continued from bottom of page 238) 
offered his choice of a complete hunting, golf 
or fishing outfit, valued at $250. The judging com- 


\NCE 






mittee is pictured on page 238. 
Commenting on the work of the contestants in 



































alerting their contractor-customers to the oppor- 
tunities for profitable business offered by Plumb- 
ing-Heating-Cooling Month, Landers said: 

ERS “I extend my hearty congratulations to all 
industry salesmen who conscientiously spread the 


nooth, Gospel and signed up contractor-dealers in 


i lines pledges to cooperate. 
hice “There is evidence that thousands of people 
intain in our industries have been alerted to the August | 
dens ‘Sellebration.’ We look to local ingenuity and | 
© oils ; 
urner resourcefulness to work wonders for the industry. | 

“[ doubt if there has ever been a comparable | 
from coordinated effort of this magnitude in our in- | 
mace dustries before. 
e for “I am sure that we are going to learn a lot | 
oe from this 1956 special emphasis period that will | 
ae help us to make the 1957 event even better.” | 


In addition to the four grand prize winners, 


the following salesmen from the first group of 50 
prize winners also were awarded top prizes. 


eeeee 
Midwest 








L. J. Skeels, Bocaner Supply, Wisconsin Rapids, Wis. 
Lloyd Mueller, Tallman Co., St. Louis. 
Robert L. Kantz, Tallman Co., St. Louis. 


INSTALLS 6 WAYS — Here isthe only truly versatile flow 
valve that can be piped to suit the requirements of any forced 
hot water heating system. Pipe plugs close off outlet connec- 


tions not required and allow full flexibility of installation. 


Ben J. Lenzen, Inland Supply Co., Evanston, Ill. 
ual Erwin Bobzin, Fix Lippman Co., Chicago. 

a ) G. K. Judd, Booth and Thomas, Springfield, Ill. 
‘Ive W. H. Holle, J. J. Koepsell Co., Sheboygan, Wis. 
Milton R. Frome, J. J. Koepsell Co., Sheboygan, Wis. 


FULLY AUTOMATIC — Completely SURE SEATING — To guarantee 
automatic in operation, the Econo positive valve seating when circu- 


‘6-Way is also equipped with a lator shuts off, Econo 6Way em- 9 








Joe T. Howdeshell, Jr., Burman Co., Minneapolis. | manual control for gravity operation bodies an exclusive Econo designed 
. ‘4 ee ) of the system, or to permit draining non-chattering, self-aligning valve 
Vince Slezinger, Nelson Co., Detroit. | of the heating lines, stopper. : 


Beul Bishop, Heating Wholesalers Co., Waterloo, Ia. e 


Jack Engelhart, A. P. Engelhart Co., Flint, Mich. 
D. P. Toomey, Columbia Pipe & Supply Co., Chicago. 


East 


BUILT-IN EXPANSION TANK TOP FLOW CAPACITY — New full 
CONNECTION — Connecting to flow design permits maximum flow 


the expansion tank is made easy capacity through the valve thus in- 
with 6-Woy os valve embodies a = surina full circulation in the system. 


built-in 4" tapping below the valve Sizes 1” and 14” 












K. L. Sweeney, Crane Co., Buffalo, N. Y. 


ERS 








| 
| 
} 
Ernest Burnick, Jersey State Plumbing and Heating 
| 


seat. 
ae ane R. W. Hill, Seashore Supply Co., Atlantic City, N. J. 
egy designed tor versatility of installatio: 
onde Supply Co., Hackensack, N. J. 
contribu. C. E. Wills, Baily Lumber Co., Bluefield, W, Va. TROL Eanes: feel of 
+ ventas. J. L. Wilson, Wilson Supply Co., Newark, N. J. bbe 
a a E. M. Webster, Crane Co., Lexington, Ky. | 
and ap- W. N. Frederick, Busser Supply Co., Lewisburg, Pa. | 


} 


D. J. Wood, Arthur Louis Supply Co., Ashtabula, O. 
Joel Tapper, Tapper Supply Co., Hazleton, Pa. 

R,. McMessenger, The Marion Supply Co., Marion, O. 
R. E. Blim, Crane Co., Buffalo, N. Y. 
L. S. MeNary, Kenyon Supply Co., Findlay, O. 

G. H. Smith, Samuel Sloan & Co., Rochester, N. Y. 
(Please turn to top of page 330) 
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Symmons SAFETY 
in the snower H// 
provides positive protection 
against the DANGER ot 
SCALDS or CHILLS 


Other Shad mixing valve systems 
and accessories 
provide other protection 
equally important to those 
who specify, install 
or use them. 


I ae - 2 \ m 
£ 


MONOMIXER = 
: + 


LTA e 


NEE 
aan 


See SWEET’S ARCHITECTURAL FILE, 
DOMESTIC ENGINEERING CATALOG 
or write us direct for further information 


Y 00008 


ENGINEERING COMPANY 
445 C STREET, BOSTON 10, MASSACHUSETTS 
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(Continued from bottom of page 329) 
West 


W. G. Roll, Grinnell Co. of the Pacific, Billings, Mont. 
M, J. Donoghue, Dalziel Plumbing Supplies, San 
Francisco. 

R. G. West, Keenan Pipe & Supply Co., Los Angeles 
G. G. Brooks, Crane Co., Los Angeles. 

R. B. Ham, Dalziel Plumbing Supplies, San Francisco. 
N. D. Erickson, Industries Supply Co., San Diego 
T. Giannini, Dalziel] Plumbing Supplies, San Francisco. 
P, E. Ginder, Crane Co., Los Angeles. 

Earl Howsley, Crane Co., Reno, Nev. 

Herb McArron, Dalziel Plumbing Supplies, San 
Francisco, 

John G. Cochran, Crane Co., Los Angeles. 


James W. Blanchard, Keenan Pipe & Supply Co., Los 
Angeles. 


South 





Earl Bleakney, Loeffler-Greene Supply Co., Okla- 
homa City, Okla. 

F. S. Thomlinson, Loeffler-Greene Supply Co., Okla- 
homa City Okla. 

Neil H. Dobbins, Arkansas Electric Co., Little Rock, 
Ark. 

Joseph Hamilton, Loeffler-Greene Supply Co., Okla- 
homa City, Okla. 

W. E. Keeton, Noland Co., Inc., Memphis, Tenn. 

C. Robison, Peerless Oklahoma Co., Oklahoma City. 
Hudson Lee, Crane Co., Rocky Mount, N. C. 

R. M. Young, Jr., Crane Co., Birmingham, Ala. 

Worth E. Farmer, Mideke Supply Co., Oklahoma City. 
M. A. Lumpkin, Peerless Oklahoma Co., Oklahoma 
City, Okla. 

Victor B. Hamlet, Crane Co., Rocky Mount, N. C. 

R. Crockett, Crane Co., Rocky Mount, N. C. END 




















ALV 
SHERMAN 











“Hey!” 


Domestic ENGINEERING, AuGust 1956 








i 








329) 


iW naptanN 


direct oil fired 


llings, Mont 
ipplies, San 


Los Angeles 


n Francisc: ), 
San Diez 0 


n Francisco. 


pplies, San 


GLASS-LINED 
ly Co., Los lode] GL-BoO 


FOR HOTTER WATER 
CLEANER, FASTER 


Co., Okla- 
Co., Okla- 
ittle Rock, 
Co., Okla- 


enn. 
oma City. 


~ 


—s 





ok) G2 1 @ 
la. 
ioma City. 


Iklahoma 


FOR MAXIMUM EFFICIENCY 
LONGER LIFE 


N.C. 
END 





Bm 


STYLED FOR STREAMLINED GOOD LOOKS! 
You'll like the attractive baked enamel finish and smart 
— custom styling of both new Radiant hot water heaters. They 


~<a blend with the decor of modern kitchens and recreation rooms. 
LOWER COST HOT WATER! 
Both new Radiant hot water heaters are equipped with famous 
Radiant Oil Burners for efficient oil firing . . . for heating 
. water at lower cost. 


Write for complete literature on all Radiant products. 


RADIANT UTILITIES CORP. 


8817 18th Ave., Brooklyn 14, N. Y. 
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The men who make their 
living installing pipe know 
thot upon the quality of 
Polyethylene pipe rest their 
reputation and their busi- 
ness. These men know that 
Southwestern quality is more 
than just a word, it’s a busi- 
ness code that has built one 
of the best reputations in 
American business. 


Every length of Southwestern 
pipe is produced under strict 
quality control, carefully in- 
spected and tested before 
shipment .. . 
left to chance. 


no element is 


If you are planning to sell 

polyethylene pipe, investigate 

foe Southwestern. Write today for 

Ss free literature and informa- 
° tion. 

SOLD THROUGH WHOLESALE JOBBERS ONLY 


Write for the name of your nearest supplier 





. Ly, 
quality 7 
has made Southwestern the 
leading line of diversified 
plastic pipe. 


SOUTHWESTERN 
PLASTIC PIPE COMPANY 


P. ©. BOX 117 ° PHONE 2050 . MINERAL WELLS, TEXAS 
Manufacturers of POLYETHYLENE © CHEM-WELD «+ P.V.C. 
KRALASTIC © TENITE BUTYRATE © PLASTIC PIPE 
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“She Wants a Sink That Is 
Guaranteed Not to Leak!” 








1 SP, 


Watertight FF | 7 Easy to Install 
, Here's the best insurance your reputation ever 
had! See the lip that grips the clamp? VanSeal 
gives it heavy gauge strength and resilence to resist 
stretching and “fatigue”. No letdown to loosen 


the perfect seal. Water can’t get through to ruin 
the countertop . . . grease can't get in to harbor 


bacteria. 
Install a VanSeal with craftsmanlike ease . . . it’s foolproof. Vance 
Industries offers you the perfect installation for every type sink, 
every range, and every countertop thickness. And your VanSeal 
distributor speeds them to your job without delay . . . his orders 
are shipped “Same Day” from the largest and most complete stock 


in the industry 





SEER I. 
fam — 
= — + > 


= VAN FEAL features 
1. All-acround seal—no corner crimps 
2. Invisible top weld—never breaks 
3. Every dimension perfect—on every 
VanSeal Frame 
4. Easy installation—no special tools. 
5. Order shipped “Same Day” —un- 
less otherwice era-ified 
Distributor or industrial inquiries 
welcomed —Write for catalog. 


lanee Industries.|nc. 


2108 JACKSON AVENUE EVANSTON, ILL 


LX 


cmos 











Dept. D-8 
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Non-Residential Remodeling 

(Continued from bottom of page 164) 
tioned Prudential Building has been a principa! 
factor in accelerating modernization programs i: 
many Chicago buildings involving air condition- 
ing and huge plumbing and heating improve- 
ments. 

So, Chicago’s downtown furnishes another 
variation of the La Grange-La Grange Park pat- 
tern. 

But downtown Chicago is definitely big city 
and big job business. While it happens to con- 
form to the La Grange-La Grange Park pattern, 
how about other cities and towns, both large and 
small? What’s the future for non-residential re- 
modeling in these? 

In the biggest of them, New York, where more 
than 12 million sq ft of new office space has been 
constructed since 1947, the market for modernized 
office space is reported “strong and rising.” Phila- 
delphia, Houston. Denver and Los Angeles have 
the same story to tell for virtually all types and 
sizes of non-residential structures both within 
each city’s limits and throughout their metro- 
politan areas. 

Lay the pattern on Asheville, N. C., Roanoke, 
Va., Jackson, Miss. or Jackson, Mich., Terre 


| Haute or Tucson, it fits. 


The way chambers of commerce and news- 
papers reported their individual area situations 
in Domestic ENGINEERING’S survev is shown in 
the run-down of non-residential remodeling else- 
where in this issue. (See page 335.) 

The editors of Buildinas, a magazine serving 
managers of virtually every tvpe of non-residen- 
tial structure, told Domestic ENGINEERING that a 
recent survey of their readers showed that thev 
planned to spend more than 700 million dollars 
“for modernization products and materials” dur- 
ine 1956. 

Air conditioning. of course, was scheduled for 
the biggest share of that business but the survey 
also reported on indicative plumbing and heating 
products and equipment. 

In these pages. an effort has been made to ac- 
semble some of the factors that will make it pos- 
sible for each contractor to provide himself with 
his own answer to the question: What’s the 
future for non-residential remodeling—for me? 

Only two additional major influences need be 
cited. The present gross national product for the 
nation is something less than 400 billion dollars. 
Economists predict a rise to 500 billion by 1965. 

Feonomists also think it probable that the U. S 
will have to spend at the rate of 60 billion dollars 
ver vear by 1965 for increased and improved 
production facilities. This compares with the cur- 
rent rate of 39 billions. 

Meantime. with population rising steadily and 

(Please turn to top of page 335) 
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e Somerville’s pneumatic 
machine cast process now gives 
top-quality DYNAMOLD soil pipe 
unexcelled uniformity. A com- 
plete line of pipe, fittings and 
specialties is available to meet 
all requirements. More than 
12,000 items. The 1956 catalog 
will be forwarded on request. 


Member Cast Iron f Soil Pipe Institute 











DIAMOND” 


retails for only *88”° 





Now you can meet low price 
competition with a guaranteed water 
softener backed by one of the old 
established manufacturers of water 











treating equipment. 
i Diamond Jr., a full 30,000 grain water 
softener retails for only $88. A 50,000 
grain unit only $132. 

Each is guaranteed, both are shipped 
. ready for immediate installation. Write 
for complete literature and prices. 
Diamond Softeners are sold through 
Plumbing Supply Wholesalers. 














OSHKOSH FILTER and SOFTENER CO. 
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ss,unexcelled uniformity! 


The pneumatic 
process used by 
Somerville insures 


maximum uniform- 
ity of dimensions 
and wall thickness. 





DYNAMOLD’ 


*Trade-Mark 


SOMERVILLE IRON WORKS, INC. 
Vashville feanoteee 
| NOW! A SAFE, 
_ POWERFUL 
SEWER & DRAIN | 
CLEANER! 
EASY-TO-USE 


“SEWEROOTER”’ 


Electric Sewer & Drain Cleaners! 





The most stubborn jobs yield big profits to the 
rugged dependability af a SEWEROOTER! 
It’s quick and easy, and more important, 
SEWEROOTERS are economical to operate! 
Send coupon for FREE data on these profit- 
making masters! 

(LEFT) Actual size %” patented FLEXICORE WIROPECENTER 
Snake used on Senior Models . . . highest grade spring steel 
tightly wrapped over piano steel wire rope, adds strength and 
prevents breakage. GUARANTEED FULL YEAR against defects 
Also available in %4”’ size for Senior Models. 


WRITE TODAY FOR COMPLETE INFORMATION! 


GENERAL WIRE SPRING CO. 


ABBWCAVAAVsV BA SVSSBBBSSsBeessasaany 


906 SARAH ST. MAIL : 
PITTSBURGH 3, PA. TODAY! + 
é 

Send me your literature on these 6 

YES! and other profit-making sewer § 
& and drain cleaning tools! ‘ 

NAME: ; 
FIRM NAME: : 
ADDRESS: 4 
City: STATE : 


SABRE HREREREBEBREEREEREERESESEESESEEEEESESE 
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Mele) 
NO 
FARTHER 


Char-Gale has them all! 
DIFFUSERS—REGISTERS ol 












in styles and sizes for every installation né 
‘ ‘ ne 
One source for all the registers you need... that’s Char-Gale! 
Perimeter installations . .. conventional installations... forced air or OF 
gravity... you name it...and Char-Gale has it. That’s because in 


Char-Gale manufactures a complete line of floor diffusers, baseboard 
diffusers, ceiling diffusers, wall diffusers and out of the wall diffusers, 
as well as conventional registers and vents. You enjoy the benefits 
and convenience of Char-Gale’s packaging program, too! al 
Char-Gale also manufactures a complete line of galvanized and aluminum pipes and 
fittings for heating and ling 


in 





Rapid, nation-wide delivery service by Char-Gale’s own 
fleet of trucks means prompt delivery direct to you. 
Reduces your inventories to save you money and space. te 


MANUFACTURING "a 
“ COMPANY 0 
ANOKA, MINNESOTA 


Next Job, | 
Specify the 








Magic ! 
Self-Feed § 





PLANETOR 


One test will convince you this is the bit for you! 


| ULLAL 4 A Wa 
in your HOT WATER GENERATOR 


TANKS Here is a Hot Water Generator that will give you 


the maximum in soem More hot water at less Matching threads on pilot and outside diameter ‘ 
t . . al s « 
SMOKESTACKS Scemuast otter anmen ‘operating, oMclency make ony job faster, easier ! ' 
PIP| NG oo yom ee equipment. Ae to 
: : ; ‘ or ° 
WATER HEATERS capacities from 66 to 8,000 gallons, FINNIGAN © Replaceable pilets for economy 
Hot Ws G ‘ d de fi hi ope, 
BREECHING material and contain copper removable-oll heat- Removable shanks for versatility 
ing element. - . . . 
PLATE WORK ones which oan ta Gale oo —- Easy job-resharpening for long life 
B 
OILERS Call, wire or write today for fur- A full range of standard bit sizes of 








omens ther information . . . there is no : : 
? (0 obligation. your favorite tool jobber 
. 





Utd mane aweouuss os = PRICE & RUTZEBECK 


P.O. BOX 2527, JACKSONVILLE 4, FLA. 





4108 C. ST., UTTLE ROCK, ARK. P.O. BOX 30 HAYWARD, CALIF. 
3714 14m ST, N.W., WASHINGTON, D.C. 629 BARONNE ST. NEW ORLEANS, LA 
401 North Torrence rence, N.C. 41 E. 42nd ST, NEW YORK 17, NY. 
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(Continued from bottom of page 332) 
with demand for every product and service of 
business, industry and agriculture increasing, re- 
modeling up and down the entire non-residential 
line is virtually inescapable. 

In fact, the time is rapidly approaching, if in- 
deed it is not already here, when the term, slum, 
will apply not to the completely broken down 
areas and buildings it now describes but to build- 
ings of any kind that fail to keep continuously 
abreast of all major developments in mechanical 
services and appearance. 

This is, after all, not only the way to keep 
older buildings new, not only the way to meet 
new building competition, but simply good busi- 
ness through the economies in manpower and 
operation which new developments, particularly 
in heating, controls, air conditioning, and plumb- 
ing make possible. , 

Here, then, is the contractor’s soundest sales 
appeal: the economy of remodeling. 

What’s the future for non-residential remodel- 
ing for you? It will be as big as your emphasis 
on this sales appeal makes it. Step up or step in 
to an all-out sales effort for this remodeling busi- 
ness now. The wave of need and interest for it 
is now at an all-time high. You can keep it there 
or push it higher! END 


Cross-Country Check of 
Non-Residential Remodeling Demand 


Ir’s THE SAME sTorY wherever you go, east, 
west, north, south: non-residential remodeling in 
big demand. Here’s what leaders in Domestic 
ENGINEERING’S across-the-nation survey had to say 
about the potential and the factors favoring it. 
This is the national pattern. All centers checked 
represent wide areas, just as Chicago represents 
its suburbs, nearby cities and towns, and farm 
communities. 


Roanoke, Va. Outlook: Excellent: 

Modernization of big buildings estimated at $40 mil- 
lion in past five years and at 65 millions 1955 through 
60.—P. W. Miller, Chamber of Commerce. 


Jackson, Miss. Will Continue High: 

Industrial growth expected to continue. Schools, 
colleges spending $20 million. Hospitals have already 
spent $15 million. Office building and hotel moderni- 
zation extensive. New shopping centers and down- 
town merchants vieing for business.—R. M. Heder- 
man, Publisher, Clarion-Ledger-Jackson Daily News. 
San Francisco. Excellent Prospects: 

Remodeling, additions over $17.5 million last year. 
Expansion, development will continue.—Chamber of 
Commerce, 

Cedar Rapids, Ia. To Increase 25 percent: 

Over $9 million spent on recent remodeling. Will in- 

crease to $11.5 million. Plumbing, heating, piping and 
(Please turn to top of page 336) 


Domestic ENGINEERING, AuGusT 1956 





MARSH VALVE AUTOMATION 
pays dividends in higher quality 
... lower costs 


Modern MARSH production control and lower production 
methods are your assurance of costs. 
finest quality valves and fittings 


at lower cost to you. These advanced engineering 


3 . techniques include our modern 
The unique rage mag foundry 'S testing facilities where every 
a a ue a aga valve and fitting is subjected to 
manufacturing methods em- 4 109% pressure check to as- 


ployed in our controlled and 
rigidly supervised operation. 
High quality, certified alloys are 
used in this automatic process 
where we set up and sand cast 
a quantity and variety of units in 
one continuous operation. De- 
signed and built by us, this op- 
eration assures you of the bene- 
fits of high standards of product 


sure you of the finest product 
available. 


MARSH automation is your 
guarantee that you can always 
rely on the complete MARSH 
line as your one source of quali- 
ty-made, dependable and _ eco- 
nomically priced water and steam 
valves. 


MARSH of Dunkirk 
adds a new member to it's 
popular packless valve line 


Years of trouble-free service in many in- 
stallations throughout the country have 
proven the unexcelled quality and value of 
MARSH re-enforced packless hot water 
radiator valves. The Packless Globe, Fig 
1237, and the Packless Angle are your first 
choices for a wide range of applications in 
both low and high pressure systems 


New Angle Spring Packless 
Radiator Valve 


This new sleeve-type angle valve offers greater 
economy for installations that do not require 
the tight seal of the packless valves mentioned 
above. Available in ¥/2"' and 34" sizes only, 
this economical, yet completely dependable 
packless valve is ideally suited to convector 
and baseboard radiator installations. The spe- 
cial Marsh alloy cast operating sleeve permits 
near tight closure without sticking. 





Write today for full information on this new packless FIG. 167 
valve and the complete line of Marsh Valves, Union Ells . 
and Straightway Couplings. 


MARSH VALVE CO. Brae 
OF <=? 


DUNKIRK, NEW YORK, U.S.A.fd@im! 
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A trickle 











or a 
forrent... 


Go-520 DUMMY SWING NOZZLE 
B-520 GOOSENECK (dummy bose) > 


8-525 DUMMY WALL GOOSENECK y 





B-560 DUMMY CODE TYPE NOZZLE 





FOR USE WITH 


DUMMY NOZZLES pepai vaives 


You'll find them in use in every state of the 48, in restaurants, 
luncheonettes, hospitals, laboratories. The reason is simple, 
models to suit every conceivable type of installation—wall, 
deck, swing—any height or length. They cost a little more— 
they give a lot more in better looks, better performance. 


PEDAL VALVES 


Step on them—hundreds of times 
a day, day in and day out, year 
after year — trouble-free service 
always, because they are rugged- 
ly built to last and last. Single 
pedal (B-507), double pedal 
models and the new combination 
pedal valve control that blends 
hot and cold water to whatever 
temperature wanted by amount 
of pressure exerted on the pedal 
—cold to hot. 





8-502 DOUBLE PEDAL VALVE 
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complete catalog describ- 


equipment— write Dept. E-8. 





FREE ON 
REQUEST — 


ing other T & S specialty 





<A 
s 


B-503 COMBINATION PEDAL 
MIXING VALVE 


SPECIALTIES 
USE WATER BETTER 





BRASS & BRONZE WORKS, INC. | 


32 Urban Avenue * Westbury, Long Island, New York 





(Continued from bottom of page 335) 


air conditioning to be up 25 percent.—R. H. Caldwell. 


Chamber of Commerce. 


Detroit. Peak Is Still Ahead: 


$87.5 million already spent on big building moderni- 


zation but figure will hit $90 million 1955-60.—Cham- 


ber of Commerce. 


Lawrence, Mass, Going Up 150 Percent: 

Big building remodeling will increase 150 percent 
over 1950-55 period and will total $25 million more. 
Redevelopment, industrial expansion _ planned. 
Chamber of Commerce. 


Galveston, Tex. Future To Equal Past: 

Over $11 million spent on modernization 1950-55. 
Like amount should be spent 1955-69.—Stanton Fitz- 
ner, Chamber of Commerce. 


Terre Haute, Ind. Over $60 Million: 

Industrial, college, office, department store and 
government buildings expenditures exceed $60 mil- 
lion for ’56. Hospitals, $2 million past five years. No 
‘saturation’ in view.—W. H. Gageby, Tribune-Star 
Publishing Co. 


Tucson, Ariz. All Indicators Point Up: 

More than $12 million for expansion of school sys- 
tem. Over 100 new industrial plants. Population, re- 
tail sales, auto registrations, incomes, up. Predict 
bigger gains—Tucson Newspapers, Inc. 

Asheville, N. C., Continues Strong: 

$36.75 million for new industrial plants and re- 
modeling. Hosvitals have spent $3.5 million with $4 
million now going into new construction. Hotel 
modernization, $1 million. Retail stores. $600,000. Re- 
modeling and building schools. $4 million with $1.5 
millions still to go. Prospects Jabelled: strong.—Robert 
Bunnelle, Publisher, Asheville Citizen-Times. 
Kenosha, Wis. Stage Set for Growth: 

New industry, new roads, municipal dock reopened, 
hundreds of new homes. commercial future bright. 
Increased remodeling certain as stage is set for 
growth.—Kenosha Evening News. 


Augusta, Ga. Industrv Svends Millions: 

150 new stores and office buildings have been built. 
industry has spent $40 million, to make remodeling of 
older buildings a must. New highway completed. 
Schools and hospitals remodeling. adding, building.- 
Henry A. Wright, Augusta Chronicle-Herald. 


Davton. O. 100 Jobs Waiting: 

Big building and industrial remodeling at $75 mil- 
lion. 190 buildings still need extensive modernization, 
25 to 35 to be revlaced. Hosnitals. $10 million. De- 
rartment stores. $23 million. New construction spot- 
jights shortcomings in older buildings.—Robert A 
Wolfe, General Manager, Dayton Daily News. 

Tulsa, Okla. Almost $6 Million: 

$5,945,570 spent fer bie building modernization 
1950-56.—Chamber of Commerce. 
Oklahoma City. No Stons In Sicht: 

Population increase steadv. Over 30 new shopping 
centers added. more under wey. Five skyscrapers 
under construction. 500 new industrial plants in state 

(Please turn to top of page 341) 
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This Completely NEW 


KOLLMANN K-50 


is the handiest tool made 





for cleaning lines from %° to 3° 


Exclusive Finger Tip Clutch assures 
instant starting or stopping of 

5%" cable and operates brake ~ 
on 4“ cable adapter to check 
ever-renning of drum. 






Sink Waste Adapter. 






6-foot Guide Hose en- 
= closes sectional °,” 
cable to end whipping 
or backlash. 


rT] 
l H. P. 110V repulsion-induction 


motor for years of hard service. 





Electrically oper- 
ated forward-stop-_. 
reverse switch, 









Weighing only 30 easy-to-carry pounds, the Kollmann 
K-50 is the most versatile and efficient small-line cleaner 
ever designed. The K-50 basin snake adapter clamps to 
the guide hose mounting in a few seconds and spins up to 
25’ of %4” snake right through the basin plug. Remove the 
adapter, attach the guide hose and you're ready to handle 
as much as 100 feet of ¥%” sectional cable for cellar drains, 
downspouts, supply lines etc. The high speed (500 R.P.M.) 
does a fast and complete cleaning job through any combi- 
nation of traps and bends. 

You can take a K-50 with sink 
waste adapter into the cleanest mod- 
ern kitchen... open the drain with- 
out tearing out the trap and leave 
the place spotless ... all in a matter 
of minutes. And it's just as handy for 
drinking fountains, bath tub or basin 
drains, toilets or urinals. 













With %” sectional cable you're 
ready to make short work of clear- 
ing cellar drains, downspouts or 
supply lines for as much as 100’ 
. ++ No matter how crowded or 
cluttered the work space is. 





Kollman cleaners have always been top profit makers for 
master plumbers and drainage specialists, Ask your jobber 


for a demonstration or write for the complete line 9 





Oe EY Be oe Ce On Oe 
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ONLY 











...gives you all the features 
essential in a plastic 
pipe clamp! 





is 100% corrosion- 


by 
proof...the only clamp that matches the qualities 
of plastic pipe itself for long-term underground 
installations. That’s why, today, HY-GEAR is the 
most widely used clamp in the plastic pipe field. 


Send for your sample! 


Ay fone 


designed specifically for plastic pipe 


WRITE DEPT. K 


sal eal 


C AAD ov, OKA om 
a 











throughout the nation 





CONSTANT CATALOG CONTACT 
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Manufacturers with potential customers among wholesalers, con- 
sulting and specifying engineers and larger contractors will find 
these to be regular subscribers of the year ‘round services of 
Domestic Engineering Catalog Directory. This type of coverage is 
available to manufacturers in the heating, plumbing, air condition- 
ing and refrigeration industry. Hundreds of manufacturers are now 
using this top catalog media, and solving both national and re- 
gional representation and distribution of their products. 


Under today’s conditions you rarely find a situation where the 
decision to handle a manufacturers’ products is in the hands of one 
person. Very often a branch office within a wholesaler chain is 
asked to vote on a line of products to be handled. An intelligent 
selection or recommendation can only be expected when the product 
is well known, and when the buyer has immediate access to a detailed 
manufacturers’ catalog. These wholesalers are an important in- 
fluence and exert tremendous force in the marketing and distribu- 
tion of products, a point not to be overlooked. In particular, they are 
always ready and willing to cooperate and tie-in with the marketing 
efforts of manufacturers of products favorably accepted and well 
known throughout the industry. When a wholesaler of this caliber 
pays an annual subscription cost for Domestic Engineering Catalog 
Directory, year after year, he knows and expects to receive a highly 
selective type of manufacturers’ catalogs in addition to the thou- 
sands of technical and directory references covering the entire heat- 
ing, plumbing, air conditioning and refrigeration industry. 


Any manufacturer interested in the complete details on the “sales 
creating” story for his particular products should consult his ad- 
vertising agency or write directly to Dept. 8-56 at the address given 
below. 





CREATES CUSTOME 





DOMESTIC ENGINEERING 
CATALOG DIRECTORY 


1801 Prairie Avenue 


Chicago 16, Illinois 


number six of a series 
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BEND PIPE 
FAST WITH 
A GREENLEE 
BENDER 





Built for the tough jobs, the Greenter Hy- 
draulic Bender saves hours, cuts costs on your 
piping work ...smoothly bends a// sizes of 
pipe up to 5”. With the Greener, one man quickly 
makes accurate bends “right on the job”’ exactly 
where and when needed! Many owners report 


labor savings of §0°% and more . . . and the cost 
of many manufactured bends and fittings is 
eliminated. Compact, portable, versatile... 
use the same power unit with radius attachments 
for making radiant heating return bends. Two 
models. Portable power pump also available to 
put your bending on a fast “‘production line’’ 
basis. Reduce costs, speed jobs with the GreEn- 
LeE Bender, which often pays for itself on the 
very first job. Get facts today. 


TUBING BENDERS Swiftly produce ac- 
curate small-radius bends in tubing and 
pipe. No flattening or kinks. Especially 
designed to form neat bends to fit sharp 
corners and nooks and other close 
quarters. Various sizes and models for 
pipe, steel, copper, brass and aluminum 











tubing. 


=. 
GREENLEE 


Greenlee timesaving tools for plumbing and heating work: Hydraulic 
Pipe Pushers * Hydraulic Pipe Benders * Tubing Benders + Pipe Bits 
Auger Bits * Spiral Screw Drivers * Chisels * And many more 
Greenlee Tool Co., 2368 Twelfth Street, Rockford, Illinois 










CAME MRNA RULER Reet. SEES 
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“LONG BARREL” 
COMBINATION 
FITTINGS & CARRIERS 
FOR WALL TYPE CLOSETS 







No Longer 
Necessary for 
Two Caulked Joints 


When Only One is Needed 
Cuts Cost, Too! 


The elimination of an additional caulked joint 
saves expensive labor cost and additional ma- 
terial. Engineered design enables wall type 
closets to be supported independently of wall. 
Furnished for either siphon-jet or blowout 
closets spaced 36 inches apart, and with cut-off 


rings for special installations where spacing of 
closets is 32 or 34 inches apart. 


Illustrations and roughing-in information fur- 
nished upon request. Write for Catalog #22. 


Blake Carriers for Wall Type 
. a Fixtures Include: 


Vv CLOSETS 

v LAVATORIES 

v¥ URINALS 

Vv SINKS 

v HOSPITAL LAVATORIES 
LAVATORY 


carriee W HOSPITAL SINKS 
v STERILIZERS 









URINAL 
CARRIER 


Blake Division 


HOFFMAN SPECIALTY MFG. CORP. 
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(Continued from bottom of page 336) 
last year. Complete remodeling program for 18 square 
block city area. Sidney A. Musser, Daily Oklahoman- 
Oklahoma City Times. 


Lowell, Mass. Old City Goes New: 


New industries, schools, department stores should | 


give older buildings tough competition unless they 
remodel. Hospitals already have.—The Lowell Sun. 
Memphis. Extensive Remodeling: 

Existing buildings getting beauty treatments. More 
should come in department stores, schools, office 
buildings. 175 new industries. Continuous improve- 
ment downtown and neighborhoods.—Robert Berke- 
ley, Memphis Publishing Co. 


Waterloo, Ia. Ready To Start: 

Great deal of modernization about to take place. 
Business and industry relocating and remodeling. Two 
new highways now, possibly a third. 1955-60 moderni- 
zation outlook tremendous.—L. A. Touchae, Chamber 
of Commerce. 


Norfolk, Va. Should Continue Up. 

Over $10 million for big non-residential remodel- 
ing, 1950-55. Upward climb should continue in 
coming five years—Chamber of Commerce. 


Madison, Wis. No Letup Seen: 

$68.5 million spent for big building remodeling, 
1950-55. Like amount to be spent, 1955-60.—Chamber 
of Commerce. 


Jacksonville, Fla. Follows Pattern: 
Over $29 million for remodeling 1959-55.—Howard 
E. Nygren, Chamber of Commerce. 


Nashville, Tenn. Confidence Gains: 

$23.5 million spent for big building modernization, 
1950-55. Confidence in future expressed by expan- 
sion plans—A. V. Back, Chamber of Commerce. 


Omaha, Neb. Outlook Favorable: 

Industrial growth for next five years will find 
Omaha ready with every facility —Edwin G. Schultz, 
Chamber of Commerce. 


Jackson, Mich. Remodeling Passes New: 

New industrial construction in past two years, $3 
million. Existing plant expansion, $9 million. Com- 
mercial expansion, $4 million. Ma‘or hospital en- 
largement coming soon. Recently established de- 
velopment organization will aid growth—Kenneth 
H. Walz, Greater Jackson Association. 


Scranton, Pa. Good Without Competition: 
Not yet affected by outlying shopping centers. No 
noticeable “moving out” from city proper, therefore 
» “fighting back” by downtown. Nevertheless, in 
past decade, remodeling in 93 established industries 
estimated at nearly $18 million. Corresponding im- 
provements in schools, hospitals, colleges, hotels, etc. 





Store alterations and additions 1951 through 55 total 
165. Outlook for continued industrial and related | 
growth good.—T. L. Moran, General Manager, The | 
Scranton Times. 

Buffalo. To Increase 3344 Percent: 

All modernization should be up 25 percent, exceed- 
ing $10 million, 1955-60. Plumbing, heating, piping, | 
air conditioning should be up ialaneertas onl 
of Commerce. END 
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MASTER SEPTIC TANKS 


GUARANTEED 
for 20 Years! 





@ Heavy all-welded, steel con- 
struction-engineered for maxi- 
mum strength. 


@ Hot-dipped in mineral as- 
phalt to provide a corrosion- 
resistant coating inside and out. 


@ Additional coating of bitumi- 
nous emulsion protects inside 
surfaces against the corrosive ac- 


tion of sewage acids. 


GIVE YOUR 
CUSTOMERS 


THIS PROTECTION| 


San-Equip Master 
Tanks are guaranteed 


against failure due to 


al failure for 20 years 
after the date of in- 
stallation. 


@ Horizontal design permits 
longer flow within the tank for 
more complete settling out and 
digestion of solids. 

@ Access opening can be ex- 
tended to surface of ground for 
pumping out of tank without 
costly digging. 

@ Master Septic Tanks are 
available in 300 to 1125 gallon 
capacities. 


*NOTE: Master Tanks, 500 gallons and larger, comply with all requirements of 
Commercial Standard 177-51 as accepted by FHA, Veterans Administration and U. S. 


Public Health Service. 


SAN-EQUIP DISTRIBUTION BOX 
Increases Disposal Field Efficiency 





e A distribution box is an essential 
part of every septic tank system. The 
San-Equip Distribution Box is de- 
signed to discharge the effluent evenly 
into all tile lines to prevent overload- 
ing and clogging of any single line. Its 
use simplifies drainage field layout and 
cuts installation costs. 


Contact your plumbing 
wholesaler or write: 









ay a 
oS sé 


THE FIELO 


Typical Installation of Four- 
Cutlet Distribution Box 


Made of 14 gauge steel, the Distribu- 
tion Box is protected against corrosion 
with the same double coating as on 
Master Septic Tanks. Cover is re 
movable for easy inspection or clean- 
ing. Available with either 4 or 6 outlet 
openings. 


VEGA INDUSTRIES, INC., SAN-EQUIP DIVISION 


Syracuse 5, N. Y. 


San-Equip 


$ £77 £¢ 


‘TANKS 


corrosion or structur- 















“Looking for plumbing specialties ?” 
































Not just one or two items but a complete line! 
Whatever your requirements, you'll save time 
and money and enjoy faster service by making 
Hindley your headquarters for top quality plumb- 
ing specialties. Ask for them at your wholesaler’s! 


Adjustable Guides Lower Lift Wires 
Ball Cock Screws Upper Lift Wires 
Bibb Screws Overflow Tubes 
Closet Bolts Pipe Hooks 
Closet Screws Refill Tubes 
Float Rods Shower Curtain Pins 
Cap Nuts Sink Bolts 
Threaded Rods Washers 


SEND FOR YOUR FREE COPY 





of this helpful catalog. Contains 
complete data and specifica- 
tions on all Hindley Plumbing 
Specialties. 








indley 


HINDLEY MANUFACTURING COMPANY 
Valley Falls, Rhode Island 


WIRE HARDWARE * COTTER PINS 











PLUMBING SPECIALTIES 
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Remodeling Sales Ideas 


(Continued from bottom of page 117) 
PERSONAL CONTACT AND GIVEAWAY: Chic igo 
contractor John C. Turkstra has found that nothing 
beats the personal contact with a potential custorme: 

unless it’s a giveaway. He has combined beth in a 
highly successful sales campaign that consists of a 
periodic door-to-door distribution of a home mod- 
ernization “idea kit” by friendly people, togethe: 
with a giveaway on the spot or the offer of one, to 
be picked up by the homeowner later at the Turks- 
tra store. The idea kit consists of a collection of 
colorful brochures and manufacturers’ literature 
Ii is distributed by a team that consists of manufac- 
turers’ representatives, wholesalers’ salesmen and 
Turkstra’s own men. The campaign promotes the 
sale of individual appliances as well as the complete 
remodeling job. 


BANKS ON REPUTATION: The Henry Ford Co., 
Philadelphia, has learned that its reputation for sell- 
ing home modernization for 40 years is among its 
most valuable assets, and it plays up this durable 
aspect of its business life on its stationery and else- 


where 


USES TESTIMONIALS: Detweiler Eros. of Twin 
Falls, Ida., builds some of its newspaper advertising 
around testimonial letters {rom satisfied customers 
The testimonials add human interest to the ads and 
help inspire confidence in Detweiler’s products and 


services. 


KEEPS NAME BEFORE THE PUBLIC: Selling is 
made easier if the company name is kept constantly 
before the public. Paul and Dick Schlegel (Palo 
Alto, Calif.) have found that using the same sign on 
everything identified with the company makes it 
easier to maintain continuous publicity. 


PUTS SHOWROOM DISPLAYS ON WHEELS: 
Since putting the fixtures and appliances in his 
showroom on casters, F. T. Emory (Pacific Beach, 
Calif.) can effect a complete change in the layout 
in about 15 minutes. Not only can he give his show- 
room a continuous “new look” but he also can 
form groupings at customers’ requests, to show them 
how certain items will look together. 


OPENS WAY TO BIGGER SALES: George A. Mor- 
lan (Portland, Ore.) has been unusually successful 
at using the sale of the water heater as an opening 
wedge to more business by building up a reputation 
as “the water heater king.” He uses a cartoon-type 
figure of a water heater wearing a crown at a rakish 
angle as his identifying trademark. 


SCORES WITH SPECIAL SALE: A special sale o! 
short duration (about 10 days) can bring a fabulo 
return, Detweiler Bros., Twin Falls, Ida., found, 
the campaign is conducted right. The compan) 
campaign consisted of the following steps: (1) Sele: 
tion of an unexploited item to be promoted—in tl 
case the automatic washer, (2) the selection of the 


f 


f 


' 





(Please turn to top of page 345) 
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Stainless Steel 
Sin 
Because A kitchen 
sink is seedy and used 
365 days a/year — and 
women knfw it — you 
can't oveysell the idea 
of instalfing the sink 
that not Only looks best 
but is West all the way 
through. 















inks are 
four sides of Polar sin oad 
cary vee for added rigidity 


e. 
an exclusive Polar Ware featur 


Heavily undercoated. too. 







You can see, feel and 
show the superiority of 
deep-drawn Polar sinks 
... made with 3, 4, or 5 
holes for faucets and 
with or without plugs 
for extra faucet holes. 
Write for illustrated 
specification bulletin. 





New equi 
9'ves Polar 


Pment, recently ; 
sinks a Pema installed, 









Polar Ware Company 


*4900 LAKE SHORE ROAD, SHEBOYGAN, WIS %, 


Merchandise Mart Chicago 54, Room 1455 
"415 Lexington Ave *123 S. Santa Fe Ave 
New York 17, N.Y los Angeles 12, Calif 


Offices in Other Principal Cities *Desiqnates office and warehouse 
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MODERN 
ENGINEERING 





Through continual, intensified research 
United States Plumbing Fixture Corpo- 
ration is able to engineer new patterns 
constantly ... keeping up with the 
demands of a receptive public. For in- 


stance, we point with pride to Our new 






economy &re upiIng. 






OU Se Dt pcre peer 
? 
é 








Here 1s a package, ideal for low-cost 


housing or remodeling—and yet modern 


and striking in every respect. 


United States Plumbing Fixtures are known 
throughout the world for dependab! 
and outstanding efficiency. 
Fill out the coupohi below for complete 
details on our smart, stylized fixtures. Ask 


for information about Consolidated Ship- 


ments 


wim UNITED STATES 


CS) eon STR 


PLUMBING FIXTURE CORPORATION 





7 


U. S$. Plumbing Fixture Corporation 
307 N. Front Street, Columbus, Ohio 


Please send me the U. S. Plumbing Fixture catalog 





Name 





Address oe ae pihcinineidinmiaie 





City BD dices: SOON ceniesnisitcneemiinc 


a 























Flooded basements caused by 
back pressure from street 
sewers: 


Solution: 

BOOSEY BACK WATER VALVE (No. 
109) with automatic swing valve 
and manually operated spade 
valve. 


Plugged lines from the ~ 
sink: 


Solution: 

BOOSEY GREASE INTERCEPTOR 
(Nos. 1508 and 1509) with 
water sealed inlet, air 
lock, inlet scupper and 
sealed internal air relief. 


~~ CURRENTLESS 
GREASE STORAGE 
COMPARTMENT 








OVERFLOW 


connections between water lines 
and sewers: 


3 Contamination caused by direct 


Solution: 

BOOSEY FIXED AIR GAP (Nos, 2021 and 
2030) available in two designs for 
elevated water reservoirs, processing 
equipment, air conditioning units, 
etc, 





}-----------------; 


When you remodel, do a complete job! Use easy- 
to-install Boosey Products. 

For commercial, industrial, institutional, or resi- 
dential remodeling, Boosey has 4,400 solutions to 
drainage problems. Send today for our catalog of 


standard and custom drainage products. 


NORMAN BOOSEY MFG. CO. 
General Sales Office, 5281 Avery Ave. 











a minealiinbean tetas inven nine sil 








~ WASHROOMS — 


Pedal Operated 
Chicago Faucets 





Here’s an idea that is opening up a brand new 
market, in public washrooms everywhere. It is 
gaining in popularity all the time. 

Chicago Pedal Faucets are the only true sani- 
tary faucets for public use. They offer the ulti- 
mate in convenience also. One foot controls 
both water flow and temperature, leaving both 
hands free. And they still permit all the econo- 
mies of water and fuel that come with self-clos- 

ing valves. 
Both wall mounted 
and floor mounted 


a EX. models available. Pedals 
swing “p out of the way 

a < when cleaning floors. 
Rt The operating units pro- 


vide all the trouble-free 


service for which 
Chicago Faucets are so 


justly famed. 
THE CHICAGO FAUCET CO, 


Chicago 39, Ill. 















Chicago Faucet Products 
are distributed through 





the plumbing trade ex- 
clusively. 











| 


BOOSEY 





Detroit 8, Mich. 
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(Continued from bottom of page 342) 
potential market—an area in which automatic wash- 
ers were not in common use, (3) a barrage of pre- 
sale direct mail advertising, (4) good timing of the 
actual sale—around pay day for the majority of the 
area’s workers—and 5) aggressive follow up of the 
direct mail advertising by well-trained salesmen. 


CONDUCTS TIE-IN SALE: E. Sugarman, Inc., San 
Francisco, conducted one of its most successful short- 
term heating system sales campaigns by tying in with 
a utility company on the advertising end and itself 
carrying on an intensive door-to-door selling cam- 
paign. Result: 60 new heating systems in 30 days. 


PUTS ALL HANDS TO WORK: Guarantee Plumb- 
ing Co., Beeville, Tex., successfully met the threat of 
cut-rate competition for water heater sales by turn- 
ing everyone on the staff from janitor to president 
into a salesman and conducting an intensive door- 
to-door sales campaign, preceded by a “softening up” 
barrage of radio spot announcements and other ad- 
vertising. 


HAS PLUMBING REPAIR CONTRACT: A _ good 
way to maintain working relations with customers 
and assure a fixed income at the same time, Zien 
Plumbing Co. of Milwaukee has learned, is to con- 
tract to make specified repairs to a customer’s plumb- 
ing system in the course of a given year for a speci- 


fied fee. 


PLUMBIN 
cae YZ, 



































| | 





"By Grannies, Mister, that’s one of the best 
looking stills I’ve ever seen!” 


CREATES ENTHUSIASM FOR REMODELING: 
L. M. Hamm, Alhambra, Calif., works up additional 


customer enthusiasm for the remodeling job (and 
bigger sales) by enlisting the customer’s aid in mak- 
ing measurements for the planned kitchen installa- 


tion and otherwise helping to plan the layout. 
(Please turn to top of page 346) 
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the world’s finest "e 
most beautiful ~. 
lavatory leg and- 
towel bar with the * 
“+, NEW fewlld ESCUTCHEON! .” 


Va 


Model RC-25 ee eA 


@ Now .. . Reed-Cromex lavatory legs have a new 
““Lok-Flange’’ Escutcheon. Hex-shaped, it is newly 
styled . . . like a glistening jewel. Here are the world's 
finest, most beautiful legs and bars . . . “‘years-ahead”’ 
styling in contemporary motif to give you “‘dollars- 
ahead"’ profits right now! 


j Not only can you sell more Reed-Cromex legs and bars, 
v and sell them faster . . . you make bigger profits on every 
sale. Moreover, Reed-Cromex legs and bars are quick and 

easy to install. They go on right .. . stay tight. . . the 


first time! You never need worry about ‘‘call-backs."’ 


Ask your wholesaler, or send today for all the facts to 
Reed-Cromex Corporation, 492 South Green Rd., Cleve- 


land 21, Ohio. 


| eec- CromeX 


Guaranteed Unconditionally 





s 


LAVATORY LEGS AND TOWEL BARS 


. are available in the ‘‘Custom-Hex’’ shown here, 





the ‘‘Tu-Step’’ Hex, and the “‘Round Fluted"’ . . . to 
enable you to provide finest quality and also meet price 
d competition. 


LEGION 


st. to manufacture 


die-stamped, one piece 
seamless drawn, 
stainless steel sinks 














Lifetime sinks for 
Bathroom 


Style Kitchen 
SBL-206-R7 Seullery 
21x 4” Laboratory 
Style Largest 

assortment of 
SDBL-2132 stainless steel 


21” x 32” 


sinks in the world 





14 to 20 gauge 
round, oval 

and rectangular 
a complete line of 
standard and 
custom size 

sink and 

47>. drainboard 
AT. “vi 
units 


available 





For complete catalog write: 


LEGION STAINLESS SINK CORPORATION 


21 East Van Buren St., Chicago 5, Ill * 420 Market St., Son Francisco 11, Calif. 
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Cath In Ou Profitatle 
_ Industrial Heating Jobs 


You get profit dollars and 
stige both, when you install 
Direct-Fired Warm 
Air Heaters. One customer tells 
another, and fobs mu D ! 
Complete rangé of sizes, gas 
or oil fired. Built-in stamina 
and safety features mean long 
life. Write for Bulletin today. 
































Or PANELBLOC 


PANELBLOC Infra Red Radiant 
heaters burn any gas available. 
No fans, motors or blowers. 
Automatic operation. Literally 
"Heats Like the Sun." 








‘ 


Thermobloc Div., Prat-Daniel Corp, 14+8 


6 Meadow St., So. Norwalk, Conn. 
Please rush information on 


[ |Thermobloc Heaters | |Overhead Panelboc 


Name 
Address 
City. State 























Stock ‘em! Sell’em! 


/8 MODELS -1956 





WALL HEATERS 


GAS-FIRED—A.G.A. APPROVED 





brand new for ‘56 
complete fine of 


CENTRAL HEATING 
AIR CONDITIONING 


Horizontal Units 
Hiboy Units 
Loboy Units 
Counter-Flo Units 





+ + >t ot 


Air Conditioners 


For Full Details Mail this 
ad and your letterhead to: 


CHATTANOOGA ROYAL COMPANY 
CHATTANOOGA 6, TENNESSEE 





(Continued from bottom of page 345) 


FEATURES MODEL ROOMS: One of the easiest 
ways to sell a complete kitchen or bath, according 
to J. A. Kitzman, San Diego, Calif., is to display it 
complete. In the Kitzman firm’s showrooms, alterna- 
tive accessories and individual fixtures as well a: 
such items as sample floor coverings are displayed 
conveniently nearby to give the customer a feeling of 


wider choice. 


PROMOTES CUSTOMER VISUALIZATION: Among 
the most effective sales aids used by the p-h con- 
tractor is a scale model of a complete bathroom o1 
kitchen, to help the prospective customer visualize 
what the room would look like in the home. Dozens 
of successful remodeling contractors are using this 
device. 


UTILIZES SILENT SALESMEN: The Stevens Co. 
of Hutchinson, Kan., regards signs atop the mer- 
chandise on display in the showroom as _ being 
among its “silent” but most effective salesmen. Signs 
earry not only the price but other information on 
the salient features of the fixtures. 


USES TRUCKS AS MOVING BILLBOARDS: The 
Edgar Phillips & Son firm’s fleet of trucks, with the 
D.E. Remodeling Sales Kit poster “It Pays 5 Ways to 
Modernize” affixed to the side of each truck, adver- 
tises modernization all over Neptune, N. J., and 


vicinity. 


COOPERATES WITH AMATEURS: The Maler 
plumbing and heating firm of Arcadia, Calif., has 
concluded that cooperating with the do-it-yourselfer 
to the extent of helping him select and install the 
equipment proper to his particular home situation is 
more profitable than ignoring him and letting him 
take his business elsewhere. In most cases, the firm 
has found, the do-it-yourselfer calls Maler’s to finish 


up the job. 


USES TELEPHONE BOOK ADVERTISING: By 
running a large and detailed ad on remodeling in 
the classified telephone directory, the Hecher & 
Kingsreiter firm of Milwaukee gets a considerable 
amount of business from customers who have no 
regular p-h man of their own and who consult the 


directory for one. 


BUILDS STORE TRAFFIC AND PROSPECTS 
LIST: By means of a cleverly advertised contest that 
involved locating an object (“The Thing”) in the 
Cobb Plumbing Co. showroom in Denver, Colo., 
Walter F. Cobb accomplished two things: (1) He got 
thousands of people into his showroom to examine 
everything on display and (2) from the contest’s 


entry cards he built up an excellent prospect list. 


EXAMINES THE RECORDS: Edward A. Stolker 
of the Stolker Engineering Co. of Philadelphia refers 
to his own business records to find out which old 
customers have heating systems old enough to call 
for replacement. His sales letter to the customer with 


(Please turn to top of page 349) 
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Cast Brass FITTINGS 


LEE, a fine old name that can be relied on for high quality 
and friendly, sincere service — always! For nearly 40 
years this name has stood for the finest in fittings (CAST 
Brass — Drainage — Soldered — Screwed) — Gas Stops, 
Stop and Wastes Unions —and allied products of 
Brass, Bronze and Copper for the Plumbing and Heating 
trade. Only satisfaction and satisfactory dealings can 
sustain a reputation that long. Try LEE—and see! 


Write today for our large, illustrated catalog 
No. A-/-A-33. Any questions? Remember, LEE 
IA means QUALITY. 





LEE BROTHERS 


FOUNDRY CO., Inc. 


P.O. BOX 231 e¢ ANNISTON, ALABAMA 


EE. The LEE dena for Nearly 40 Years 
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SCRAPERS 
> >» & BRUSHES 


TUBE BLOWERS 
PACKING TOOLS 


ELLIPTICAL SCRAPER 
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FINE WIRE BRUSH 
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Send for catalog 


muerte and discount sheet 
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A.W.CHESTERTON CO. 
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EVERETT 49, MASS. 





COMBINATION INGALLS 
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QiicK 
INSTALLATION 
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Packaged’ Gas-Fired Boiler 
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ALSO IN 
FLUSH JACKET MODEL 


YOU'LL DO BETTER WITH BASMOR 


A complete, profit-proved line! Gas Boilers in 4 series, 


79 sizes for every heating requirement ... Basmor auto- 
matic gas and electric Water Heaters, glass-lined and 
galvanized tank models, in capacities from 20 to 100 
gallons . . . Basmor Incinerator, gas-fired, 2 bushel ca- 
pacity, outstanding features ... BASMOR means lasting 
service, utmost dependability. 


BASTIAN-MORLEY CO., INC. 


LaPORTE, INDIANA BRANCH PLANT: PITTSBURG, TEXAS 





Windmaster The Modern Draft Control 


that’s “QUICKER ON THE DRAW" 
nl “SILENT 
SA 








—— [hindmaster 
Draft Controls 


43 Vine St. 
Columbus 15, Ohio 
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- he STOVER Jain 
) NOW A STOVER SO-IRON-FREE FILTER 


Matching unit to our economical So-Soft Water Softener will remove 
iron at low cost. Exclusive STOVER design Brass-Solo control valve. 
Streamlined Appearance - Simple Operation - STOVER Twins fit small 
spaces. Quick easy installation. 

If the iron diet is too much for Softie, Iron-Free will do 

the job—both Mr. Softie and Mr. lron-Free work well 


together or separately. Or buy two for what you would 
expect to pay for one 


SAVE MONEY oa TIME & SPACE 
Remodel Your Water With A Stover 





WATER SOFTENER COMPANY 





IRON-FREE 


What Big New 


Development IS 


Here's Your Opportunity 


to get in the SWIM! 


installation of new swimming pools 
and equipment will amount to 
300 million dollars, according to 
best estimates for 1956. 

—leading 

, manufacturer since 1935 — 
can help you profit by this wave of 
business. Our 100 pool products 
including filters, pool drains and 
fittings, designed by our own engineers, 
built by Modern craftsmen and 
backed by the 20-year reputation of one 
of the largest, most dependable 
manufacturers in the pool field—will 
Z-0-0-M sales far beyond expectations. 
Get the edge on competition with Modern’s 
huge stock and regional warehouses 
for fast shipment. 


Write today for full details and Catalog No. 23V. 
(modern cives You so much ( more...) 


(modern) SWIMMING POOL CO., INC. 


One Holland Avenue, White Plains, N. Y. 
Manufacturers of Swimming Pool Supplies Since 1935 


Coming Soon 


in Plastic Pipe? 









WATCH THIS PUBLICATION 
NEXT ISSUE! 
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(Continued from bottom of page 346) 
the obsolete system not only reminds the customer 
of the age of the system but also of the fact that 


Stolker’s made the original installation and can be 
relied upon to do the new job also. 


CONDUCTS P-H SURVEY: Offering the service of 
a complete survey of the customer's p-h facilities, 
with the data turned over to the customer on a 
concise form, has resulted in increased customer con- 
tacts, company prestige, customer confidence and 
more business for the Edgar Phillips & Son firm, 
Neptune, N. J. 


MEETS CUT-RATE COMPETITION: Lloyd P. 
Hudson’s answer to competition from the cut-rate 
store in National City, Calif., is to (1) carry low- 
priced competitive items as well as higher priced 
ones, (2) offer giveaways to attract customers and 
serve as advertising and (3) offer 24-hour service. 


SELLS DELUXE KITCHEN PACKAGE: W. A. 
Sanderhoff of Success Plumbing Co., Racine, Wis., 
sells the higher-priced deluxe kitchen by appealing 
to the customer’s pride of ownership in a superior 
product. Sanderhoff accomplishes this in part by 
showing extra interest in the details of the prospect’s 
expected use of the kitchen, thereby making her 
more aware of deluxe features and dissatisfied with 
any kitchen but the best equipped. 


FOLLOWS UP: After each sale of a water system or 
other major equipment, Dye Plumbing and Heating 
Co. (La Porte, Ind.) representatives visit the cus- 
tomer to check on the installation. Besides garner- 
ing good will, the firm also lays the groundwork for 
the sale of additional related equipment. 


MAKES PERFORMANCE CHECK: The day after 
Carson G. Inscho (Homewood, Ala.) makes a sale, a 
representative of his firm calls on the customer to 
make sure the equipment is working satisfactorily 
and that the customer understands its use completely. 
This practice has proved to be a major builder of 
good will and repeat sales. 


GUARANTEES ADVERTISING READERSHIP: 
That everyone who received a Sebera Plumbing and 
Appliance Co. (San Antonio, Tex.) promotional mail- 
ing piece would read it word for word was practically 
guaranteed by the following device: One word on 
one card sent out was upside down. The recipient 
who found the word on his card was awarded a cash 


prize. 
& e a 


USES REVOLVING DISPLAY ISLAND: Roy A. 
Villard (Childress, Tex.) not only attracts attention 
to the displays in his showroom by putting them on 
a revolving island, he also conserves space by dis- 
playing complete units on the island, back to back. 


OFFERS GIFT CERTIFICATE FOR LEADS: One 


way to enlist the services of an old customer as sales- 


man, David Madsen (Upper Darby, Pa.) has found, 
is to offer him a gift certificate for every lead that 
results in a sale. END 
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Use Our New 
“ Gare T ence 









BRAN 






















SHARP 
EDGE 
REMOVED 
















lts Smooth 
SAFE-T-EDGE 


Saves Hands! 


10 FT. LENGTHS COILED, BULK, 


(any tength coils available 





























10 FT. LENGTHS BUNDLED 
(250 FT. PER BUNDLE, 


or as desired) as desired 
No. 5/0 Ya x 24 Gauge This item coils only 
No. 0000 3/4 x 22 Gauge This item coils only 
No. 000 4 x 20 Gauge This item coils only 
No 00 3/4 x 18 Gauge Coils bulk or lengths bundled 
No 0 374 X 16 Gauge Coils bulk or lengths bundled 
No. 1 7/e X 16 Gauge Coils bulk or lengths bundled 
No 2 1 x 16 Gauge Coils bulk or lengths bundled 
No 3 1 x 14 Gauge.. This item 10-ft. lengths only 
SAFE-T-EDGE always supplied on the above sizes 
No 4 1g x 13 Gauge This item 10-ft. lengths only 
No 5 1% x 12 Gauge This item 10-ft. lengths only 


Nos. 4 and 5 standard edge only. 


OUR OTHER PRODUCTS 
WIRE PIPE HOOKS—full No. 9 Gauge 
bright basic wire. 

FLATTENED LAG SCREWS with bolts. 
“HANDY ANDY” VISE STANDS. 
COTTER PINS—AIll sizes; all alloys. 


PERFORATED HANGER BAR 
BOXES 


Counter Carton (Twin Pack) 
Two display units of 12 box- 
es per unit. 


Master Pack—6 Display units 
of 12 boxes per unit. 





al SEND FOR 


CATALOG TODAY! 


"WESTERN WIRE PRODUCTS CO. 


18 th STREET, ST. LOUIS 4, MISSOUR 
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NEW! DISCOVERY! 
SAVES COSTLY TIME & MONEY 


*CLEANS INSTANTLY! 


CHICAGO—August 15th-Plumbing Contractors and Engi- 
neers are constantly having trouble with clogged-up p.p2s 
Old methods of Sewer Rod Cleaning proves Costly in re- 
placing cables and the Time and Effcrt it takes to dec 
the job 


But now-—-using Water Impact and Air Pressure here is 


{ a new unit called the Plumber’s Flushing Gun, which cleans 
all lines up to 100 ft. It will open any number of bends 
in pipe. Yet anyone can operate this new gun, which 

» triggers easily 


TOILETS, URINALS, SINKS, and FLOOR DRAINS 
clogged with paper, grease, rags, sand, and other debris 
can be cleared with one or more shots from the gun, sav.ng 
the owner the Gun’s price the first time it is used. This 
new Flushing Gun may be used on any V2 to 6 inch waste 
pipe including Sink Drains, Fioor Drains, Hot Water 
Pipes, Drinking Fountains, Septic Tank and Urinals 
Obstructions melt away INSTANTLY when struck by the 
hammer like blow of this new unit 


This new Piumber’s Flushing Gun is cffered on a 30 Day 
Free trial to prove its value. BUT MOST IMPORTANT IS 
THIS—What is this Tool worth to you in the Time, Money 
and Effort it will save you. For your own good, Tear this Ad out, and write your 
name and address above it for FREE BOOKLET. Right now—no agent will call. Mail 
now—or write postca d. Chicago Phone Kildare 5-1702. MILLER SEWER ROD CO., 
DEPT. DEF, 4642 N. Central, Chicago 
30, WMlinois. 


YOURS FREE! CATALOG ‘ 


Complete Literature o» all of Miller Sewer 
Red Equipment including all types of flat 
sewer rods, music wire rods, electric and 
hand units, and Miller’s Triple Action 
Grease and Root Cutter which features 

! Patented Self Expanding Blades for 3 to 12 
ach Pipe. OBEY THAT URGE AND WRITE 
to above address. Compare our prices 


master plumbers: ASK YOUR 
FAVORITE WHOLESALER 
TO SHOW YOU THE 
NEW CENTRAL 
NO. 466 “DIRECT SWEAT” 
LAUNDRY TRAY 
FITTING 












ELECTRIC UNIT 
CLEANS 3’’.12” 


THE ONE WITH FEWER JOINTS 
THAT LOOKS NEATER 
SAVES TIME AND COSTS LESS 


Ar 4 


Central Brass 


2950 E. 55 STREET CLEVELAND 27, OHIO 





What Every Contractor Should 
Know About Financing Plans 


(See, also, article on financing, page 135) 
FHA Title One 

THE MOST WIDELY USED type of financing an 
the one a remodeling prospect is likely to knov 
the most about is the FHA Title I insured loar 
under which approximately 70 percent of hom« 
improvement financing is now done. Nine out 
of every 10 Title I loans that are made are to re 
pair or remodel single-family homes. 

Contrary to the opinion that prevails with much 
of the public, the federal government does not ad 
vance the money to the borrower. The loan is 
made by private banks, savings and loan associa 
tions, finance companies or other qualified in 
stitutions, and the federal government insures the 
loan against possible default of payment. 

This means that if a customer should default 
on his loan, the government will reimburse the 
lending institution for 90 percent of the loss. 

This insurance aspect of the FHA loan is one 
of its most desirable features since it encourages 
lending institutions to make improvement loans 

A desirable factor for the customer is the low 
discount rate—set by law at 5 percent. No down 
payment is required. On most Title I loans, no 
security is necessary. 

The law is specific in its ownership and resi 
dency requirements. The customer who wants 
to take out a loan must own the property he in- 
tends to improve or hold it under a lease ex 
piring “not less than six months after the maturity 
date of the loan.” 

FHA regulations also are very specific as to 
the type of improvement that may be financed. 
The improvement must become a permanent part 
of the home. Thus, built-in heating, air condi- 
tioning and plumbing units, kitchen fixtures such 
as cabinets, and bathrooms are among the im- 
provements that are eligible. Single, detached 
units such as refrigerators and stoves are not. 

The maximum amount of a permissible loan 
for improvement on a single-family residence is 
$2,500, and it must be repaid within 36 months. 

There is before the present Congress a bill 
that, if passed in its present form, will eliminate 
the six-month residency requirement, increase 
the maximum permissible amount of a loan to 
$3,500 and extend the term of repayment from 36 
to 60 months. At the time DE was going to press 
with this issue, the fate of the bill had not yet 
been cecided. 


Conventional Bank Loans 
Most LENDING AGENCIES that handle FHA Title 
I financing also have their own loan plans, often 
(Please turn to top of page 353) 
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SPEED-C). MATIC 


ELECTRIC and GAS WATER HEATERS 


A Line You Can Sell With 
Confidence, Pride And Profit! 
MEETS ALL HOT WATER DEMANDS 
Engineered For Performance and Economy 


There are big profits to be made with the SPEED-O- 
MATIC Line .. . because there’s a size for every pur- 


ome pose and every purse. . 


from the small six gallon 


me 


{ ry fast recovery—to the large 
7 82 gallon storage type 

mw i heaters — that will give 

7) ‘ eo your customers many years 


of dependable and eco- 
nomical service. 










Bottle Gas 
TANKS 
' 20 and 40 Ibs. 








ae - 
— 











for a dependable source for high 
quality products, write 


GENERAL PROCESSING CORPORATION 


@liaia tke alke teva) 





ESTABLISHED 
IN 1923 








RENOWNED 


| FOR ITS wed C-Vak 


~- 











—- 
s* © sciaii 
} LAUNDRY TRAY STAND 
Available to fit any style or size of 
, laundry tray. Made from heavy 
formed steel. Graceful in design. Beautifully and sensibly 
finished in lustrous aluminum. Supplied with leveler bolts 
for easy installation. Neatly packaged in individual cartons 
for easy handling. Clearly marked with size and style. 


WRITE FOR FULL INFORMATION TODAY! 


STONITE 


PRODUCTS COMPANY 


141 E. HUNTING PARK AVE. 
PHILADELPHIA, PA., U.S.A. 

















IT’S HEAVENLY! 
How Simple and Fast 
you can install 
ARDEE SINK FRAMES 


Stainless Steel or Aluminum 
e For sinks—lavatories & built-in ranges 
e@ New type corner clip speeds up installation 


e Patented lugs give positive watertight joint 
e Immediate Delivery from stock 


Write today for Catalog Information 








PAT. NO. 2,440,741 





GENERAL ALUMINUM PRODUCTS Co. |_| 

















hit Dept. A-55, 287 Fifth Ave., New York 16, N.Y. 


for year round 
protection 


install VOGEL 


Frost-Proof 
CLOSETS 


The Vogel NUMBER 15 
Frost-Proof closet with 
vitreous china bowl il- 
~~ lustrated here is a great 
convenience installed in 
an outbuilding or on the 
rear porch of a residence. 
— The Number 15 is a neat 

VOGEL 

NO. 15 durable outfit plus a real 
water saver. No mech- 
anism in tank to get out 
of order 





| 
| OVER TOP FLUSH 






VOGEL 
VACUUM BREAKER 


Over 1,000,000 Vogel frost- 
proof clesets and hydrants have 
been Installed. Not one has 
ever frozen! 











Joseph A. Vogel Company 
WILMINGTON 99, DELAWARE 
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Bareboard. 






oy EMBASSY 


Featuring: 
(@) Simplicity of installation 


B) Efficient heating performance 


© Harmonious design 
Write for free booklet 


“ EMBASSY STEEL PRODUCTS, Inc 


WRITE FOR 
NEW 
CATALOG 


890 STANLEY AVE., BROOKLYN 8, N.Y 


Help yourself to FAST service | 


from complete factory stocks 
of BRASS FITTINGS by 


= A 


Flare Fittings Hose Connectors 


Compression Pipe Fittings 


Bottled Gas Trailer Fittings 














a “t 

















Automotive Tank Valves & Shutoffs 


Drain & Shutoff Cocks Accessories 
Needle Valves Special Fittings 


SPAN BRASS 
MANUFACTURING CO., INC. 


OTSEGO, 
MICHIGAN 








HEYOEN 


SHOCK ABSORBERS 






Will 
Install 
Anywhere 








Lightweight, compact Heyden Liquid Shock Absorber 
can be installed in any position . . . uses minimum 
space ... protects against hammer and hydraulic 
shock of quickly-closed valves or faucets. Five sizes 
are available —can be installed in any system. 
NO MOVING METAL PARTS 

This exclusive Heyden feature 

assures constant protection 


and long life. "TURBINES 







GATES & HO 


TRASH RAKES 





For full information send for 
Bulletin 38, S. Morgan Smith 
Company, York, Pa. 


PUMPS ACCESSORIES 


go ate 
a? 
S°MORGAN SMITH iu: 
. A T mime Oe 
re ' euIreRriy MMM PITCH 
oe _ — VALVES SHIP PROPELLERS 


AFFILIATE: S$. MORGAN SMITH, CANADA, LTD., TORONTO 








% m4 
customers means more net profit to you. gd 
% Write for leracure \ | 
2 > 


PEERLESS MANUFACTURING CORP. LOUISVILLE 10, KY. | 


KEEP UP WITH 


“WHAT'S NEW" 


CRerless 


GAS FIRED 


CONSOLES 


















... today’s big news for : 
the alert, profitminded dealer | 
and distributor 


Here's the newest line expressly designed to provide greater warmth 
more comfort. The easiest of all to clean inside and out Here's | 
why: wide service door, entire lower back area fully open, top louver lifts i 
out. Exclusive directional louvers direct the heat at an angle into the ' 
room and away from the walls affording bewer circulation 1 
cleaner walls Only Peerless has it 

There's greater economy greater heating efficiency in a Peerless because 
it's built by gas heating specialists with over 70 years of know-how | 
These are only a few of the countless features that make Peerless the 
greatest heating value in today's market thus, the means to satisfy 
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(Continued from bottom of page 350) 
referred to as “conventional” plans. 

For the most part, they are patterned after that 
if the FHA, which is accepted as the norm. But 
there are differences that, under certain circum- 
tances, can be important to the customer. 

One major difference is that the non-FHA loan 
is not insured by the government; the bank as- 
sumes the full risk of default on the loan. There- 
fore, in theory at least, FHA insured financing, 
being less risky to the lender, should be easier 
for the lower-income customers to obtain than 
is the conventional loan. 

In actuality, however, FHA’s experience has 
been so excellent—since 1934, 97 percent of the 
$8% billion borrowed on about 18 million loans 
has been repaid on schedule—that most lending 
institutions are convinced of the average fellow’s 
reliability in repaying what he borrows and will 
finance the customer’s purchase of an article not 
eligible under FHA, as, for example, a refrig- 
erator or range. Some banks prefer to use their 
own plans for all their financing, although they 
make the FHA plan available because of public 
demand. 

How the lending institution stands on such mat- 
ters is among the facts the contractors will want 
to be prepared to pass on to his customer. 





s Apart from the insured loan aspect of the FHA 
plan, the major differences between it and the 
usual bank or savings and loan association plan 
involve the following points: 

(1) Rate. As has already been indicated, the 
discount rate on FHA loans is set by law at five 
percent; the rate on a non-FHA loan may vary 
according to the type of institution, the state law, 
or the condition of the loan market, but it usually 
is higher than five percent, . . . partly because 
the lending institution provides for its own in- 
surance against default of payment and must 
absorb this cost. A six percent discount is com- 
mon. 

However, in a large city, where many banks 
are competing for the loan business, the rate may 
be the same as the FHA discount. In a rural area, 
where there is less competition among lenders, 
the rate may go as high as eight percent. 

(2) Occupancy requirement. The FHA six- 
month occupancy requirement does not hold for 
the conventional bank loan. This will be an advan- 
tage to some borrowers. 

(3) Nature of the improvement. The FHA limi- 
tations as to the nature of the eligible improve- 
ments do not apply. 

(4) Maximum permissible loan. The FHA limi- 
tation does not apply here either. The amount of 
the loan will vary with the individual customer’s 
needs and his ability to repay. Generally speaking, 

(Please turn to top of page 354) 
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Extended Surface, 
gas fired copper tube, 


HOT WATER BOILER 
Of ADVANCED DESIGN 


pm 
BTU’s 


per pound 
of weight 









ng systems. All Specify Raypak, the origi- 
ing models feature Ray- nators of the “Plug-in”, 
pak Gas Modulation. Swim- package Boiler. 


Throughout the country Raypok Company 
selects specialized and skilled representa- . 
tives to handle sales and help solve your 


Boiler problems. 








Engineers RAYPAK COMPANY, INC. Manufacturets 
2416 Chico Avenue El Monte, California 








FLUX RIGHT 


THRU RUST! 
Salt Cleeniin —— 


LA-CO 


REGULAR 


FLUX 


Non - Acid 


Powerful fluxing action goes 
right through oily and rusty 
surfaces. No tedious cleaning 
or wirebrushing—assures per- 
fect union of solder and metal. 
Safe to use—will not pit or 
corrode metal. 


NON-ACID . 
SELF-CLEANING 


—_ 





FOR ALL SOFT SOLDERS 


FLUX in paste, liquid or handy stick form. Or write 
us for a free sample. 


» PROVE IT YOURSELF — Your supplier has LA-CO 


FREE engineering counsel on all flux problems. 


Vo LAKE CHEMICAL CO. 


44a:€O 3080 W. Carroll Ave., Chicago 12, Hl. 
~ 


eaawn 






















BUY TINICUM 
TINICUM E- Paul AND INCREASE 


Hanger Iron Prevents YOUR 
Waste! PROFITS 


CS, 





E-Z to Carry fas 5 E-Z to Use 
Oo ft. & 100 ft. Coils %” x 20 gauge. Bright, Enameled, Gal- 
vanized, Copperized Steel—Also in Solid Copper. 


} ” TINICUM ? 
Wu PPR STRAPS 


~ 
COPPER COPPERIZED GALVANIZED 


BEADED FOR EXTRA STRENGTH %"—1" Copper & 
Copperized; %"—2” Galvanized 


TINICUM LAUNDRY TRAY STANDS 


* — 





Priced Right——for 
part & 2-part cement 
or porcelain trays, with 
or without self-level- 
ing legs 


Send For Catalog Today! 
CONSULT YOUR JOBBER! 





SPOON KEYS ¢ GRAPPLERS 
ha FE T A [ C ] | 8 C STOPCOCK KEYS 
"5 . HYDRANT RODS 


85th ST. & TINICUM AVE., PHILADELPHIA 42, PA. 













@FOR the larger jobs 
where fast recovery plus 
storage are _ required. 
Handles a battery of 
showers with a_ single 
heater near the point of 
use. Save hundreds of 
dollars in tanks, pipe, 
and fittings. 


@ USED in schools, dormi- 
tories, apartments, mo- 
tels, camps, etc. Supplies 
medium or high temper- 
ature water. Available 
with standard or A.S. 
M.E. tank. Oil or gas 
fired. 


BOCK 


CORP. 


110 S. DICKINSON ST. 
MADISON 4, WIS. 


(Continued from bottom of page 353) 
short-term loans up to three or four or even five 
years may be obtained without security, on tl! 
basis of a good credit rating. Lending institutior 
policies on such matters vary, often depending 
upon the state or geographical location. 

The p-h contractor will need to become full, 
conversant with the specific policies of the lending 
institutions with which he works in helping his 
customers arrange for financing their home im- 
provements. 


Open-End Mortgage 

UNLIKE THE OTHER three plans discussed, all of 
which provide for short-term loans, this plan is a 
long-term one. 

It has a major advantage and some disadvan- 
tages. The advantage is that the customer can 
borrow an amount that he could not afford to 
repay over a two or three-year period, but which 
he can easily handle over the life of his mortgage. 

The disadvantages, while more numerous, may 
be outweighed by the single good point because 
of the circumstances under which such a loan 
may be desirable in the eyes of the borrower. 

Suppose the customer were buying his prop- 
erty under the terms of a mortgage that had an 
open-end clause. Suppose also that he had paid 
off say $1,000 of the mortgage. Now he wants to 
add improvements costing about that figure. He 
is faced with making the decision on how to fi- 
nance this remodeling. 

His first thought may be to try for a short- 
term loan. However, he finds that if he attempts 
to pay off a $1,000 FHA loan in the next three 
years, his total monthly payments (mortgage plus 
the FHA loan) would be more than he could 
handle. 

In such a case, the borrower may decide to 
evoke the open-end clause of his mortgage. 

In essence, such a clause provides for the mort- 
gagee’s borrowing an additional sum against the 
mortgage. He has a choice of increasing the 
monthly payments, with the time limit remain- 
ing the same, or he can keep the payments the 
same and extend the time limit on the mortgage 
to cover the new loan. 

The new loan will in most cases have first-lien 
status even if a second or third mortgage were 
to intervene. The amount that may be borrowed 
varies with the lending institution. 

Sometimes the new loan will bring the principal 
to its original full amount. Or the lender will 
stipulate that only a fixed amount may be bor- 
rowed regardless of how much has been repaid 
Almost always, a specified amount of the original 
mortgage must have been repaid before the open- 
end clause becomes operative. 

If the borrower has paid up enough of his 

(Please turn to top of page 357) 
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_. and the WARNOCK 
SIMPLEX 


STRAP WRENCH 


can’t scratch 
pipe that is 
polished 


' 4 Protects polished pipe” 














I 


Its simple, yet extra strong, construction as- 
sures quick and safe handling of plated and 
polished pipe. A rugged, woven strap, its curved 
nose and unbreakable handle are outstanding 
features of the Simplex. 

For complete information ask for Bulletin D-54 


LOWELL WRENCH CO. 


WORCESTER 8, MASS. 





FIRST COUSINS to Apco Cast Iron Soil 
Pipe are “Apco” Waste and Revent Fittings 
of the same breed—Quality. They save space 
and prevent need of cutting joists. Accurate 
tappings; uniform tolerances, and highest 
standards otherwise. There’s a shape for ev- 
ery purpose, an answer to every fitting prob- 
lem, and a fitting for every code and job! 


| APCD 


APCO is our word for permanence — Once 
SET... You Can FORGET! APCO is flexi- 
ble! Gan withstand considerable strain as well 
as INTERNAL pressure caused by flash floods 
and EXTERNAL pressure of earth move- 
ment stresses. Even tree roots cannot pene- 
trate. their lead-caulked joints. Specify APCO 


for uniformity and everlasting satisfaction! 
SEND FOR LATEST CATALOG 


‘ ALABAMA PIPE COMPANY 


General Offices: ANNISTON, ALABAMA 






CAST IRON f 
SOIL PIPE 
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Now ROD ELECTRICALLY with 


FZexc-PowERODER 


New, Fast, Easy Way 
To Clean 12” and 2” 
WASTE LINES 


© One-man-operated by foot switch. 

@ Tilts back for working overhead, 

@ Two models—100’ of 1/2” snake or 
50’ of 3/8” snake. 


Features 

Reversing switch 

Jacobs Hand Chuck 

Rubber leg tips 

Bronze self-aligning 
bearings 

Foot switch frees hands 
for operating 

Interchangeable drums 


Note: Wheels and han- 
dle can be ordered and 
installed later. 


Write for name of near- 
est dealer. 


Another Quality, Product of 
FLEXIBLE PLUMBER TOOLS, INC. 


3782 DURANGO AVENUE, LOS ANGELES 34, CALIFORNIA 
FRANK DONOVAN COMPANY, 9 S. CLINTON ST., CHICAGO 6, ILLINOIS 


vas 


sure cure 


FOR 


destructive 
water hammer 






JOSAM MANUFACTURING CO. 


Dept. DE ¢ Michigan City, Indiana 
Please send free copy of Manual "'S” on WATER HAMMER 





Firm 

By Title 
Address 

City Zone State 


oe 
vr 
uv 














AiR DIFFUSERS 
CEILING AIR © 


tended 
—= pA. rings. For 6° ae 
Beaut 


Hation, smart styling. 
iful tan metallic finish. 





TRYING TO CAVE 
INSTALLATION TIME? 











AIR DISTRIBUTION PIPE AND FITTINGS 


Save 30% of installation time —try ‘em and seel 
Sold only through recognized wholesalers. Clayton & 
Lambert Mig. Co.—1025 Lamneck Street, Middletown, 
Ohio. 




















BOARD INTAKES 
424 of en horiz. or vert. adjustable bars. 
All sizes, h* _proiection all sides for easy 


























i 
' 
STANDARD STAMPING & PERFORATING CO. | 
3135 W. 49th Place Chicago 32, IMinois - 
Gentlemen: Please send me your new catalog showing Standard’s complete ; 
line of registers and grilles. 1 
' 
Name : 
! 
Company : 
! 
Address. ' 
' 
| 
City. Zone__-_ State______! 















Zz give my customers 
the BEST/ 





Correct 
PULSATION 
and 
POOR CO: 


with a 


BOSTON COMBUSTION HEAD 


Adaptable to any pressure atomizing burner. 
Available for 4”, 3”, and 6” blower tubes. Ad- 
justable air shutters permit obtaining high effi- 
ciency sunflower flame or efficient non-pulsating 
flame. 








Comes complete—easily installed. 
A PROFIT MAKER 








WHKITE FOR COMPLETE INFORMATION 


BosTON MACHINE WorKs Company 





O:! Heating Supplies Division, 7-17 Willow St., Lynn, Mass 


Domestic ENGINEERING, AuGcust 1956 





mor 
a di 
this 
com 
of t 
Chi 
mor 
mor 
him 
bad 
he « 
spre 

A 
mis 
in 1 
relu 
In | 
mu: 
pec 
trac 
pro 
loat 


ing 


Pat 


ton 


(Continued from bottom of page 354) 


























mortgage, then he may borrow on it once more, qu 

a distinct advantage. However, in the long run, 

this loan may cost him more. According to a THE LAST 

computation by George Spiczak, vice president WORD IN 

of the Home Federal Savings & Loan Assn. of 

Chicago, $1,000 borrowed under the open-end 

mortgage loan will cost the borrower $217.20 

more than borrowing under FHA Title I will cost HOLLAND, 0) Fe 
him. If the customer wants the new improvement e Fin Coil and fin tube heating. 
badly enough and feels that this is the only way e Unit ventilators e Baseboard radiation 
he can afford it, he may be willing to pay more, e Wall radiation 














spread over a considerable period of time. 
Although open-end mortgage loans are per- 
missible in most, if not all, states, technicalities 
in many state laws tend to make some lenders 
reluctant to use this means of financing a loan. | 
In any event, negotiations for this type of loan 
must necessarily be carried on between the pros- 
pect and the holder of his mortgage. The con- 


tractor’s function would be to suggest that his 














we) 11000 
















yA MAKES CONTROL 
00. I . asa INSTALLATION 

' prospect investigate the possibility of such a | 
moplete ; loan. END | a EASIER ? 

| / 
one Meet the Contractors Who Helped oe | / SEE PAGES 
ae: Write This Issue 169, 170, 171 & 172 

: (Continued from center of page 92) 
~===4 Roy D. wane Emporia Plumbing and Heating Co., —- es 
— Emporia, 

| | 

“s poem A. Stolker; Stolker Engineering Co., Phila- a aehn anit 


HEATING OR 


AIR CONDITIONING 
INSTALLATIONS 


MORE EFFICIENT 








ho” 


CONTROLS 


Leon Kowalski; Kowalski Plumbing and Heating Co., 
Greenwich, Connecticut. 


John J. Adams, Joseph Adams, John Adams, Jr.; 
Adams Plumbing and Heating Co., Philadelphia. 


In Principal 
Cities 





Stanley stash Door Controls open and close doors automatically 
romptily ... to help keep room temperature and humidity 


constant. Will operate any door or combination of doors that 
swing, slide or fold. WRITE FOR LITERATURE. 


| 
| 
| 


John Hickey, James Hickey; W. L. Hickey Sons, 


Lomita Park, California. 
Magic Door Division, The Stanley Works 
Charles Wehby; Wehby Plumbing, Heating and Ap- Dept. H, 1292 Lake St. @ New Britain, Conn. 


pliance Co., Birmingham, Alabama. STANLEY TOOLS @ STANLEY HARDWARE @ STANLEY ELECTRIC TOOLS 
STANLEY STEEL STRAPPING @ STANLEY STEEL 














Benjamin Bernzen, John Bernzen, Robert Bernzen; 
City Plumbing and Heating Co., Boulder, Colorado. 























) Ralph J. Wilmot; Curtiss and Pierpont Co., New 
| Haven, Connecticut. 
3 
% J. W. Harlan, Leslie Harlan, Archie Harlan; Harlan 
’ Plumbing Co., Phoenix, Arizona. 
} Fred Meier; Ritz Plumbing Service, Los Angeles. pote See eee 
oF. LAST LONGER 
Mark Marcucci, Steven Marcucci; Watertown Plumb- a a =. vee ay 
, ‘ : . U 
ing and Heating Co., Watertown, Connecticut. SAM gy AVOID 
‘ ce FASTER Alm LOCK 
Patrick J. Winston, Pruitt and Zimmerman, Washing- 
ton, D. C. 
LABORATORY 
Ralph Auchinachie; Binghamton, New York. OO 2,’ ee Sk 
(Please turn to top of page 358) 
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EASTMAN “SPEED-FLEX” 
CLOSET AND LAVATORY SUPPLIES 
<~ THE COMPLETE LINE _= 
© STRAIGHT STOPS © METAL OR RUBBER CONE 

© DOUBLE COMPRESSION STOPS WASHERS 

@ SWEAT STOPS AND FITTINGS @ LEAD WASHER CLOSET 
© LOOSE KEY STOPS SUPPLIES 

@ STUFFING BOX STOPS ©% 00. OR, 00 
@ MALE FITTING SUPPLIES LAVATORY SUPPLIES 


_ > EASTMAN PRODUCTS CORP. 
i PLANO, TEXAS 
LIGHT- SPEEDY 
HACK SAW SET 


BLADE FRAME & HANDLE HACK SAW BLADES 
Sturdy, adjustable steel Top quality, sharp, hard- 
frame. Holds all blades with tempered blue steel blades. 
bolt and wing nuts. Non- Stand up under all work 
corrosive. Guaranteed. At- conditions. Packed 12 to the 
tractively priced, box. 

Write 





FO 
ELECTRICIANS fc] > ae LADD, Inc. 
& SERVICE MEN | BT-P NNT GR meeley\ 1 me ee 





















- 


Steel + Brass » Chrome 
and Copper 


Packaged or in Bulk 


Y¥e'‘ through 6” 


Thoroughly Cleaned 
Accurately Threaded 
Reamed and Chomfered 


eLong Screws 
© Gauge Syphons 
Tank Nipples 


© Right & Left 


Nipples 16 


Ftlsburgh NIPPLE WORKS, Inc. 










1455 SPRING GARDEN AVE., PITTSBURGH 12, PA. 


DRAINAGE UNITS 
The Plumbers Choice 


A UNIT FOR EVERY PURPOSE IN 
THE DRAINAGE FIELD 


ORDON SANITARY SYSTEMS CORP. 


6 W. DIVISION ST, CHICAGO 10, ILI 














Meet the Contractors 


(Continued from bottom of page 357) 


Jim Loretto; Loretto Plumbing and Heating Co., West 
Englewood, New Jersey. 


Arthur Weiskopf; J. F. Weiskopf and Son, Spring- 
field, Illinois. 


John J. Cahill; Cahill Plumbing and Heating Co., 


Evanston, Illinois. 


L. Ralph Fry; Fry Plumbing and Heating Co., Den- 
ver, Colorado. 


Norman Rupert; Rupert Plumbing and Heating Co., 
Albuquerque, New Mexico. 


R. C. Hilker; E. C. Hilker, Inc., West Palm Beach, 
Florida. 


Joseph Bundas; Bundas Plumbing and Heating Co., 
Cleveland. 


Benjamin E. Labov, Milton Labov, Irving Labov; 
Benjamin E. Labov and Sons, Atlantic City, New Jer- 


sey. 


Louis Conter; Modern Plumbing and Heating Co., 
Freeport, Illinois. 


LeRoy F. Musselman; Musselman Plumbing and 
Heating Co., Souderton, Pennsylvania. 


Jack Stephan; Stephan Plumbing Co., Los Angeles. 


Robert Cannon; Cannon’s Inc., West Yarmouth, Mas- 
sachusetts. 


John A. Albert; Albert Plumbing and Heating Co., 


San Antonio, Texas. 


Thomas R. Rusk; Montgomery Heating and Air Con- 
ditioning Co., Covington, Kentucky. 


W. D. Manor; W. D. Manor Plumbing and Heating 


Co., Phoenix, Arizona. 


Harry A. Ressler; Ressler Plumbing and Heating Co., 
Mountville, Pennsylvania. 


H. F. Randolph; Randolph Plumbing Co., Cincinnati, 
Ohio. 


H. L. Robertson; Robertson Plumbing Co., Miami, 
Florida. 


James King; King’s Plumbing Co., Longview, Texas 


Walter L. Benedict; Benedict and Benedict, Inc., Pasa- 
dena, California. 


Phil B. Gremm; Atlas Plumbing and Heating Co., 
Dallas, Texas. 


Ralph A. Guinner; R. A. Guinner Plumbing and Heat- 
ing Co., St. Louis. 


Hans Jensen; Hans Jensen and Sons, Chicago. 
Joseph L. Bateman; Bateman Plumbing and Heating 


Co., Washington, D.C. 
(Please turn to top of page’ 361) 
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..for Sweat Soldering and Tinning 


Fluxolder Solder Paint 
Does 3 jobs in 1 Operation 


FLUXOLDER SOLDER PAINT is a uniform mixture containing 
cleaner, activated flux and powdered solder—all in one can. 





KDE PAINT 


oo 








Ll 


































fitting correct heating. 


Flux 


T 
CLEANS.. 












1. Apply Fluxolder by 2. Assemble tubes and 3. Heat, touch ends of joints 
brush to tube and fittings. with wire solder to check 


The 
ORIGINAL 
SOLDER PAINT 





_AS iT SOlbdeER. 










WRITE FOR FREE SAMPLE 
and Address of Nearest Jobber 


FLUXOLDER 
PRODUCTS CO. 


438 E. Woodbridge, Detroit 26, Mich. 








THE STANDARD OF THE INDUSTRY 


Brady Nik VOLUME CONTROLS 
I AY YY ELA 

Brady WATER PRESSURE TANKS 
A ALA ALA YO ES” 


Brady JET TYPE FOOT VALVES 


Contact your supplier or manufacturer or write direct 


Brady ire Se tose nom 


et tae 
HENRY N 
BATH TUB Corrugated Paper 


PROTECTORS Closet Flange Spacers 


Also: Onyx Stainless Gummed Kraft 
Protective Tub Paper 
12" & 18" Rolls 











Page “” we 
C50 THROUGH JOBBERS 








OR WRITE FOR INFORMATION ... 
SEE eta ( to ) f 
Nam! al HENRY BATH TUB PROTECTOR CO. 


Orders to 72 First Ave. Pittsburgh 22, Penna. 
Inquiries to 721 N.E. 15th Ave. Ft. Lauderdale, Fla. 
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SANI-FLOR = “s..i" 


THE IDEAL CLOSET BASE 
FOR FLOORS COVERED WITH 
linoleum, asphalt, rubber or plastic tile 














For sparkling cleanliness in the 
bathroom install a SANI-FLOR. It 
will prevent moisture penetration 


MADE WITH 
CLOSET RING 





cround the toilet base, eliminate — 
odors and protect floor and floor COPPER ’ 
covering against deterioration and OR IRON. 


the need for repairs. Easy to in- 
stall. Sold coast-to-coast. Write 
for folder. 


THE HOLLAENDER MANUFACTURING CO. 
3843 Spring Grove Ave., CINCINNATI °23, OHIO 


ACID RESISTANT 





















CONVENIENCES UNLIMITED 
in KITCHEN, SHOWER & LAVATORY 





SINGLE-HANDLE 
MIXING FAUCETS 


The Proven Faucet with 


© DRIP-PROOF SERVICE 
© EFFORTLESS OPERATION 
® TROUBLEFREE SATISFACTION 
@ STREAMLINED APPEARANCE 
® NO SCALDING HAZARDS 
Write for FREE folder to: 
GYRO BRASS MFG. Dept. D Westbury L.1.N.Y. 









































H-S300 regulator 


The Mueller H-9300 Regulator is for use 
with inlet pressures to 250 p.s.i. Various 
combinations of spring arrangements 


easily adjusted within its range to meet 
your installation requirements. 

@ The new design of the stainless steel 
seat assures maximum flow without ex- 
cessive pressure drop and delivers low 
flow without noise or “chatter”. Scientific 


give three wide ranges of outlet pressure _ proportioning of all component parts 
regulation. While outlet pressure is set provides stable outlet pressure even 
at the factory, it can be quickly and _ with fluctuating inlet pressure. 


Three outlet pressure ranges. 















5 to 28 p.s.i. 
25 to 84 p.s.i. 
50 to 125 p.s.i. 
Sizes '4" through 2'4". 











Ask your wholesaler for complete information 


or write direct for free catalog W-96-A. 





Dependable Since 1857 





MAIN OFFICE & FACTORY DECATUR, ILLINOIS 





“X LIQUID 


Turns Boiler Leaks 
Into Quick Dollars 


Since 1916 plumbers have relied on 
“X” Liquid as the safe, sure, fast 
and permanent way to turn boiler 
leaks into healthy profits from satis- 
fied customers. “X” is guaranteed 
to do your jobs or money back. Con- 
sult your wholesaler. He sells and 
recommends these “X” Products— 
“X” Liquid, “X” Flush, “X” Rust- 
off, “X” Pipecut Oil, “X” Pipejoin. 
“X” LABORATORIES, INC., 25 West 45th Street, New York 36 


Makes Any Fire Door 
A “SAFETY VALVE"! 


INLAND Safety Door Closer 
For Gas and Oil Conversion 
BURNERS 


Used by Thousands of Utility Companies 
and Contractors for Years 
Replace the regular boiler or furnace door 
hinge pins with the Inland Door Closer, file 
down the door catch and you have an extra 
“Safety Valve’ on the job. Centle spring 
tension allows door to swing open om sigw 
or -—yh of burner and then close. 
Wedge holds door open when necessary. It's 
omy to install with the NEW SPRING 

DER 


MADE IN 3/16”—1/4”"—5/16”—3 
DOOR PIN SIZES AND PRICED AT 
$1.15—$1.20—$1.25—$1.30 


See your jobber or write us. 








” 





Pet. 2£2.605,097 
INLAND MFG. CO. 1120 N. CICERO, CHICAGO 51, ILLINOIS 
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ARMSTRUNG BROS. 


Thread I” and 2” pipe with power! 
This light (26 lb.) compact Portable Power 
Pipe Threader, goes to the job—is operated 
with a ¥ “ portable electric drill. 1 set of High 
Speed Steel Chasers do all sizes—just move 
indicator to 1", 14", 144” or 2” marking. 
Clamp on pipe and apply drill to drive square. 
The rest is automatic. Operating on anti- 
friction bearings with automatic lead, it’s a 
fast, easy way togetsmooth, accuratethreads. 


Write for Catalog. 


ARMSTRONG BROS. TOOL CO. 


"The Tool Holder People” 
5223 W. Armstrong Avenue 










Chicago 30, illinois 














pe 3 


SIMPLIFIES RADIANT HEATING INSTALLATIONS! - 





* Lopper plated steel We Sencit 
° Brives easily and accurately Jobber 
¢ Will not split or damage joists Inquiries 


¢ Will not pinch or bend copper tubing 

* Avoids expansion friction 

* Quick, easy and accurate to drive 

* Available In %* and %” tube sizes now 


For a complete Line of Hangers for Copper Tubing contact 
WESCO MANUFACTURING CO. 
P.O. BOX 175 WELLSVILLE, OHIO 


ACTUAL SIZE 
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Meet the Contractors 


(Continued from bottom of page 358) 
Jack Mabee; Mabee Plumbing Co., Peoria, Illinois. 


James West; Jimmie West Plumbing and Heating Co., 
Los Angeles. 


John B. Keefe; Keefe Plumbing Co., Beverly Hills, 
California. 


Fred A. Hummel; Fred A. Hummel, Inc., Plainfield, 
New Jersey. 


John Winterbottom, P. J. Winterbottom, R. T. Win- 
terbottom; Winterbottom Brothers, Inc., Alhambra, 
California. 


H. B. Dissinger, Harry Dissinger, Charles Dissinger; 
Disco Sales and Service, Harrisburg, Pennsylvania. 


Robert Boyker; Boyker’s Plumbing and Heating Co., 
Seattle, Washington. 


David Madsen; Madsen Plumbing and Heating Co., 
Upper Darby, Pennsylvania. 


Harley Riggs; Riggs Plumbing and Heating Co., 
Wichita, Kansas. 


John W. Beck; Beck Plumbing and Appliance Co., 
West Allis, Wisconsin. 


W. H. Kuhn, W. H. Kuhn, Jr., Barney B. Parson; 
W. H. Kuhn and Sons, Dallas, Texas. 


F. T. Emory; Emory Plumbing Co., Pacific Beach, 
California. 


Vern Keithley; Keithley Plumbing Co., San Marino, 
California. 


E. Herman Moser; Moser Plumbing and Heating Co., 
Philadelphia. 


Edward Mellwig, Jr.; Philadelphia. 


W. E. Gilbert; Gilbert Plumbing and Heating Co., 
West Chester, Pennsylvania. 


Ernest Lent, Harold Lent; Lent’s Plumbing, Heating 
and Appliance Co., Bremerton, Washington. 
(Plesa turn to top of page 365) 


Flexible Supplies... 
A Real Labor Saver 


True! For when you apply 
APOLLO flexible supply —— 
lines to the perfectly 

aligned threading of APOLLO Lavatory, sink 
and closet supplies, you have the most labor- 
saving combination you could ask for. 

Buy APOLLO and you buy profits! 


APOLLO INDUSTRIES 


2831 JESSAMINE STREET 





Toilet Y2 Inch 
Elbow Female 
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BETTER 
CONTROLS ? 





SEE PAGES 
169, 170, 171 & 172 





CONTROL 
BASEBOARD 
EXPANSION 





SEE YOUR WHOLESALER OR WRITE FOR DETAILS 


C. R. BERNSTROM, INC. 
183 HARTFORD AVE., PROVIDENCE 9, R. I. 














TESTING E DEVICES 
GUARANTEE 


peo GASLINES 


Test your gas line installations with a Beekman 
Gas Proving Pump and Beekman improved Mer- 
cury Column to insure a leak-proof job. Quick, 
simple, and positive check against gas line leaks. 


MUTUAL MANUFACTURING CO. 


Dependable Testing Devices 
45-16 162ND ST. FLUSHING 58,N. Y. 














in 
HOT 
WATER 
SYSTEMS 
it’s 


Sakl 


BROTHERS CO. 


2322 KISHWAUKEE 
ROCKFORD 
ILLINOIS 











A dependable filler and relief valve 
for controlling pressures in hot water 
heating systems. All bronze con- 
struction. Factory settings 12 Ibs. 
delivery and 30 lbs. relief. 











vie CINCINNATI 23, OHIO 
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ADVERTISEMENTS 





SITUATIONS WANTED 





PLUMBING—SALES ENGINEER 


well acquainted with architects and en- 
gineers, wholesalers and plumbing con- 
tractors in Chicago and Illinois market. 
Excellent results with wholesaler sales- 
men and promotion. Would consider 
offer as sales manager, district manager, 
manufacturers’ agent or sales represen- 
tative. Address Key 911-E, “DOMES- 
TIC ENGINEERING,” 1801 Prairie 
Ave., Chicago 16, Illinois. 





SITUATIONS OPEN 





FIELD REPRESENTATIVE 


We desire to employ a field representa- 
tive to cover the Southeastern States 
and reside in Atlanta, Ga. Applicant 
should have good knowledge of waste, 
vent and sewage lines. Ability to talk 
convincingly to state and local officials; 
to groups of industry people; and local 
civic organizations. Considerable travel- 
ing required. Salary, expenses and auto 
furnished. Write complete information, 
include photo, references and salary ex- 
pected. Only written applications con- 


sidered. 

CAST IRON SOIL PIPE INSTITUTE 
1627 K Street N.W. 
Washington 6, D.C. 


HEATING MAN 


Must be top flight to take charge of 
large heating department on wholesale 
level. Good salary and future. Address 
Key 907-E, “DOMESTIC ENGINEER- 
ING,” 1801 Prairie Ave., Chicago 16, 
Illinois. 


\N OLD AND WELIL ESTABLISHED 


New England wholesaler stocking 
representative line j looking for i 
sles representative to call on the 
plumbing, heating and industrial trade 
in central Connecticut Answer giving 
age and qualifications All answers will 
be treated in strict confidence. Address 
Ix 920-k DOMESTIC ENGINEER- 
ING 180] Prairi« \ve., Chicago 16 
Thlit 


SALES TRAINING MAN 


Consumer durables division of major 
corporation needs creative sales train- 
ing specialist. Must be able to develop 
product presentations, teach our men 
to handle dealer meetings, architect and 
builder contacts. Experience with sales 
manuals also helpful. No age preference. 
Address Key 925-E, “DOMESTIC EN- 
GINEERING,” 1801 Prairie Ave., Chi- 


cago 16, Illinois. 


362 


ceding publication date. 





RATES FOR CLASSIFIED ADVERTISEMENTS 
Light face advertisements, fifteen cents per word, including head- 
ing and address. For keyed address count seven words. Minimum 
advertisements, $3.00 per insertion. Rates for bold face advertise- 
ments, $6.00 per inch. Address all advertisements to Classified 
Advertising Department, DOMESTIC ENGINEERING, 1801 
Prairie Ave., Chicago 16, illinois. All Classified Advertisements 
are payable in advance! Closing Date: Fifteenth of month pre- 











SITUATIONS OPEN 


REPRESENTATIVES WANTED 





INDUSTRIAL MAN 


experienced man needed to take charge 
of Industrial and Commercial Dept., 
equipment and materials for large 
plumbing and heating supplier. Good 
opportunity, Central Ohio. Address Key 
906-E, “DOMESTIC ENGINEERING,” 
1801 Prairie Ave., Chicago 16, Illinois. 





REPRESENTATIVES WANTED 





MANUFACTURER QUALITY LINE 
tubular brass good desires active 
representation in New Eneland terri 


tory states of Florida and Georgia 
West Virginia and Western Pennsy! 
Vania \ddress Key 90S-E, “DOMESTIE 


ENGINEERING,” 1801 Prairie Ave., Chi 
cago 16, Illinois 


EXCLUSIVE PROTECTED TERRITOR 


ies open for nationally distributed 
unique Washer replacement plumbing 
specialty item packawed for sale to 
plumbing supply house hardware di 
tributors and retailer Unique demor 

tration sells 8S out of 10 on tirst call 


\ddress Key 900-6 DOMESTIC ENGI 
NEERING IS01 Prairie Ave., Chicas 
16, Lllinol 


REPRESENTATIVE WANTED 


Aggressive man or organization who 
calls on plumbing supply jobbers, and 
has following with architects and engi- 
neers, to represent an old reliable 
manufacturer of flush valves. All terri- 
tories considered. Address Key 887-E, 
“DOMESTIC ENGINEERING,” 1801 
Prairie Ave., Chicago 16, Illinois. 


REPRESENTATIVES WANTED CALI 
ing on plumbing jobbers. We manu 
facture a new flush valve plumbing spe 
cialty made of monel metal. A quality 
item competitively priced, Various tet 
ritories open on commission basis. State 
lines now carried. Men able to introduce 
new lines desired Address Key %1 kK 
“DOMESTIC ENGINEERING, 1801 
Prairie Ave, Chicago 16, Illinoi 
MANUFACTURERS REPRESENTA 
tive wanted by shower stall manufas 
turer Warehouse facilities desirabl 


Many territories, full line, big potential 
Write full details Address Key S07-K 
‘DOMESTIC ENGINEERING 1801 


Prairie Ave, Chicago 16, Illinois 


MANUFACTURER'S REPRESENTA 

tives known to the best trade desired 
for quality plumbing and mill supply 
and industrial pecialties now being 
sold to quality trade. Repeat items, 
excellent commissions, exclusive terri 
tories open. Write full details in confi 
dence. Box DE 1299, 221 West 4ist 
Street, New York City 





SALESMEN WANTED TO SELL LIF&® 


long toilet seats, lifelong water heat 
er lifelong Plumbers’ Brass direct ts 
Master Plumbers and Plumbing Con 
tractor Several territories open. Give 


full particulars first letter. Replies con 
fidential, LIFELONG COMPANY, 1150 
Fairfield Avenue, Indianapolis, Indiana 


SUMP AND LAUNDRY TRAY PUMP 
manufacturer wants representative 
Most areas open Write JENNINGS 

PUMP COMPANY, Fraser, Michigan 


LEADING MANUFACTURER OF NA 
tionally advertised commercial finned 
tube and baseboard Radiation offers the 
most extensive line in the: industry te 
qualified representatives. Revised mat 
keting program has created additional 
openings in the following areas: Cali 
fornia, Colorado, Indiana, Kentueks 
Upper N.Y., Ohio, Oregon, Pennsylvania, 
S. Illinois, Washington, Wisconsin. Re 
presentatives must presently handle 
related heating items and include’ in 
coverage jobbers, contractors, engineer 
and architects. The quality and superior 
features of the line coupled with com 
petitive pricing present an unusually 
profitable arrangement for the right 
men. Reply in detail stating present 
lines, territory, other pertinent data 
Replies confidential Address Key 915-F 
DOMESTIC ENGINEERING,” 1801 
Prairie Ave., Chicago 16, Illinois 


STATE OF MICHIGAN 
also 
WESTERN NEW YORK STATE 


We are seeking well established sales 
representatives for these two territories. 
Cast Brass Bath, Lavatory and 
Sink Fittings, Stops and Stop and 
Waste Valves, Self-Closing Faucets, 
Bubblers and a wide variety of 

Specialties. 
Prefer men who have previously sold 
brass goods successfully. In answering 
state experience and lines now handled. 


Contact L. S. FISHER 
THE CENTRAL BRASS MFG. 
COMPANY 
2950 East 55th Street 
Cleveland 27, Ohio 





FOR ADDITIONAL CLASSIFIED 
ADVERTISEMENTS 
SEE PAGES 364 AND 366 
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Now... Quickdraft 


PROVIDES LOW-COST INDUSTRIAL 
EXHAUSTING WITHOUT MOTOR OR 
FAN OBSTRUCTION IN EXHAUST LINE 


N-966-QD 
















& ELIMINATES DOWN-TIME FOR 
CLEANING AND REPLACING FAN 
BLADES *%& CUTS MAINTENANCE 
costs 


For venting problems involving 
abrasives .. . corrosive gasses . 
noxious fumes . . . high tempera- 
tures... moisture... and steam 

. Quickdraft offers unequaled 
advanthges. It does not obstruct 
vent line. Its fan and motor oper- 
ate in clean or outside air. It does 
not require a stack. It cuts instal- 
lation and maintenance costs 
Quickdraft is a power draft unit 
that also provides the constant 
draft required for perfect combus 
tion in heating plants. 


STANDARD and HEAVY DUTY 
models for vent diameters 4, 6, 
7, 8, 9 and 10-inches exhaust 
from 8,460 to 60,000 CFH. ., 


(with or without stacks). 


la bent 


fnginnering Greater capacities on 
tas 





special order send for 
engineering data, today 


COMMERCIAL 
models for vent 


diameters ~ 
12, 14, 16, 18, fm 
20, 22, 24 and a, 
30 inches 

exhaust from 
141,600 to 
877,000 CFH 


.. (with 
or without stacks) 











Ouickdraft 


COMPAN Y 


Dueber-Hampden Building 
P. O. Box 87-G © Canton 1, Ohio 


= 
eeevs#es8skketeeeeses © e#e#eeeee-e 
: (li 3 
vie ti. , 
a a 


Now available in 9 sizes! 


Need 
a helping 
hand? 


J BUNNY BOX 














; 


BUNNY PRODUCTS 


235 N. FAIR OAKS - PASADENA, CALIF. 





ro 
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A NEW APPROACH TO AN OLD PROBLEM! 


HANDY-KAP KIT 


Does the cleanest job 
Ty of cleaning 
BOILERS 


Cleans the Metal of the 
Boiler — Not Just the Water 


This 3 capsule kit is designed 
to thoroughly clean the ME 
TAL parts of the boiler of 
RUST, SCALE and CORRO 
SION in one operation, Be 


cause the chemicals are high- 



















ly concentrated, it works fast, 
yet there is nothing in the 
chemical formula that will in- 
: a, Py CAPSULES 
jure any part of the boiler or 44 [20 THE 081 
| the person applying it. Sat- \ 2 YELLOW 
, 1 WHITE 
isfy your customers with = = 
Better Heat More Hot Wa- te 
| ter Maximum Efficiency. 2 oN e Sem 
Sav fu! ‘. 4 
WRITE FOR DESCRIPTIVE FOLOERS TODAY! fa 





DOMINION 4 


POLY-PRODUCTS CORP. 


11 W. 42ND. STREET NEW YORK a 


PLUMBING AND 
HEATING 
WHOLESALERS hme ca thitiry 


Attention 4a nd 
. a | 


ad A a 








4Leé 





Published in 
Two Editions 
the MASTER and 
SUPPLEMENT Copy 








THIS 
QUICK AND 


EASY WAY! 





Here are two beautifully bound, loose-leaf price data books 
for the Plumbing and Heating Wholesaler. Fully illustrated. 
24 sections of vital information. The MASTER copy keeps 
you up-to-date on market changes, etc. Size 842” x 11” x 142". 
The SUPPLEMENT COPY is designed for wholesalers or jobbers 
who find it necessary to have a tailored price set-up to meet 
their own individual needs. Adaptable as a price service book 
to the customer. Size: 82 x 11 x 1% or 2% inches. Published 
by the publishers of the Bradford Price Book. 


The Write for Full Information Today 








MAC EWAN MARKET MANUAL” 
QUINCY 69, MASSACHUSETTS 
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REPRESENTATIVES WANTED 


LINES WANTED 


LINES WANTED 








WANTED REPRESENTATIVES 

warm air gas and oil automatic fur- 
nace sales made easy by simplicity of 
design, excellent trouble-free construc- 
tion, less expensive operation. Repre 
sentatives calling on Dealer Trade and 
Contractors should consider our 5-point 
plan; 1. Unique Commission Allowance 
2. Units Competitively Priced 38. Ac- 
count Protection. 4. Personalized Sales 
Co-Operation. 5. Sales Assistance (Cat- 


alogs, Engineering data available). 
Write now . list lines and territories 
now covered Address Key 9$12-E, 
“DOMESTIC ENGINEERING,” 1801 
Prairie Ave., Chicago 16, Illinois 
FIXTURE REPRESENTATIVE—HAVE 
territory open Indiana, also Illinois 
Full line manufacturer, Address Key 


913-E, “DOMESTIC 
1801 Prairie Ave., Chicago 16, 


ENGINEERING,” 
lllinois 


SALESMAN CALLING ON 

Plumber to sell a quality 
brass goods, tubular traps and special- 
ties. We have an established trade in 
lowa, Kansas and Nebraska, and will 
consider man for any or all three states, 
either on an exclusive or sideline basis 
Wonderful opportunity for live-wire to 


MASTER 
line of cast 


make some real money. Address Key 
$21-E, “DOMESTIC ENGINEERING,” 
1801 Prairie Ave., Chicago 16, Illinois 


NATIONAL 


water heater manufacturer desires rep- 
resentative covering states of Missis- 
sippi, Arkansas and Louisiana. Prefer 
someone now calling on plumbing and 
hardware accounts. We manufacture 
full line of gas and electric water heat- 
ers and have established accounts in 
the areas mentioned. Write resume of 
lines now handled and territory cov- 
ered. Address Key 910-E, “DOMESTIC 
ENGINEERING,” 1801 Prairie Ave., 
Chicago 16, Illinois. 
SALESMEN: DO YOU CALL ON THE 
Master Plumber? If so, we have a 
quality line of cast brass, tubular traps 
and specialties. Will consider sideline 
man handling rubber govods, tools, etc., 
which will not conflict. The following 
States are open: Arkansas, Louisiana, 


Mississippi, Texas, Ohio, Indiana, Illi- 
nois and Virginia. Wonderful opportun- 


ity for live-wire men. Address Key 
4123-E, “DOMESTIC ENGINEERING,” 
1801 Prairie Ave., Chicago 16, Illinois. 


Manufacturers’ roverne Service main- 
tained for years by DOMESTIC EN- 
GINEERING Magazine is for your 
benefit and if you have not already 
registered, write today for necessary 
registration forms and complete details 
of assistance available to agents. As a 
clearinghouse of information for the 
manufacturers’ agents of plumbing, 
heating and air conditioning equip- 
ment, DOMESTIC ENGINEERING 
Magazine has proven invaluable to 
many leading representatives in the 
past, and if you have not as yet taken 
advantage, get the details today. There 
is no charge. Attach this advertisement 
and mail it together with your letter- 
head for full information to Manufac- 
turers’ Agency Service, 1801 Prairie 
Avenue, Chicago 16, Illinois. 
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ENTIRE STATE OF OHIO 
M. M. MATHES & SON 


3494 Lee Road 
Shaker Heights 20, Ohio 


Serving the plumbing wholesaler 


MANUFACTURERS 
REPRESENTATIVES 
with over 20 years experience covering 
both the plumbing and hardware job- 
bers in Missouri—Kansas—Oklahoma. 
Highest references from both jobbers 
and companies now represented. Ad- 
dress Key 880-E, “DOMESTIC ENGI- 
NEERING,” 1801 Prairie Ave., Chicago 
16, Illinois. 
MANUFACTURERS REPRESENTA- 
tive. Rated Dun-Bradstreet. Long ex- 
perienced selling jobbers New York- 
New Jersey. Have warehouse facilities 
Interested in one additional line. Ad- 
dress Key 903-E, “DOMESTIC ENGI- 
NEERING,” 1801 Prairie Ave., Chicago 
16, Iilinois. 


C. C. LOWRY COMPANY 


manufacturer to wholesaler 
Room 104 
Hamilton Court 


Philadelphia 4, Pennsylvania 


CONTACT 
LONDON WHOLESALE 
PLUMBING SUPPLIES 
1052 Brydges St., London 


Serving Fast Growing Western Ontario 
A Good Outlet for Your Products 


L. C. FOOTE 


221 Hurlburt Rd., 
Syracuse 3, N. Y. 


Wholesale Trade Only 
New York State 


FRANK MORRIS & co. 


424 S. Cheyenne St., 
Tulsa, Oklahoma 


Kansas, Oklahoma, western Missouri 
and Arkansas 


REP RESENT. ATIV E ¢ ‘OV ERING mene. 

nois, Wisconsin, and Northern Indiana 
interested in one volume line. Address 
Key 858-E, “DOMESTIC ENGINEER- 
ING,” 1801 Prairie Ave., Chicago 16, 
I1linois. 


THE SCHUTZE ‘SALES CO. 


1999 North Snelling Ave., 
St. Paul 13, Minn. 


Manufacturers Agency Selling 
Important Mid-Northwestern Jobbers 


COVERING THE PLUMBING, INDUS 

trial and hardware jobbers in Kansas 
Nebraska and western Missouri. NOR 
MAN WILSON COMPANY, 2560 Holmes 
Kansas City, Missouri. 


Let us help you solve your costly freight 
problem with our warehouse. 
ADDITIONAL LINES WANTED 

Long established sales organization with 
large insured warehouse facilities, sell- 
ing to plumbing and heating wholesalers 
throughout the entire New York Metro- 
politan area. Our service covers the 
architects, engineers and contractors. 
Address Key 859-E, “DOMESTIC EN- 
GINEERING,” 1801 Prairie Ave., Chi- 
cago 16, Illinois. 


BOSTON 


manufacturers’ representative with 
long successful experience selling to 
New England plumbing and heating 
supply jobbers, can give personal ag- 
gressive representation to additional 
quality line. Address Key 805-E, “DO- 
MESTIC ENGINEERING,” 1801 Prai- 
rie Ave., Chicago 16, Ilinois. 


EXPERIENCED 


aggressive manufacturers representative 
calling on plumbing wholesalers and D. 
T.U. wants lines. Concentrating on 200 
mile area around Chicago including Mil- 
waukee, Gary and Metropolitan Chi- 
cago. Makes personal calls not phone 
calls. Address Key 829-E, “DOMESTIC 
ENGINEERING,” 1801 Prairie Ave., 
Chicago 16, Illinois. 


““TOPS" IN REPRESENTATION 


Seeking “top” complete lines to sell 
wholesalers in Maryland, District of 
Columbia and Virginia. Two men—im- 
mediate action. Address Key 861-E, 
“DOMESTIC ENGINEERING,” 1801 
Prairie Ave., Chicago 16, Illinois. 


Live wire sales representative knows 
and has what it takes to make sales 
jump . . . will take one non-conflicting 
line for the wholesale plumbing trade in 
the Southern California territory. Ad- 
dress Key 905-E, “DOMESTIC ENGI- 
NEERING,” 1801 Prairie Ave., Chicago 
16, | Illinois. 
ESTABLISHED MANUFACTURER'S 
agents (3) covering best jobbers in 
New York aaa Jersey Metropolitan area. 
Can give top coverage promptly to one 
additional line for a manufacturer look 
ing for well-known agent. Address Key 
904-E, “DOMESTIC ENGINEERING,” 
1801 Prairie Ave., Chicago 16, Illinois. 





FOR ADDITIONAL CLASSIFIED 
ADVERTISEMENTS 
SEE PAGES 362 AND 366 
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Meet the Contractors Who 
Helped Write This Issue 


(Continued from bottom of page 361) 
George R. Lambert, Jr.; George’s Plumbing and Ap- 
pliance Co., New Orleans. 


E. E. Hubbard, Norman Hubbard; E. E. Hubbard and 
Son, Monticello, Illinois, 


W. A. Sanderhoff; Success Plumbing Co., Racine, 
Wisconsin. 


Zeno Gasparini, Joseph Gasparini; Gasparini Broth- 
ers, Rockford, Illinois. 


A. A. Pinski; Pinski Brothers, Great Falls, Montana. 
L. M. Hamm; Alhambra, California. 


Noel Goddeyne; Goddeyne Plumbing and Heating 
Co., Bay City, Michigan. 


Charles Pokorny; New Buffalo, Michigan. 


Davis Hill; Hill Plumbing and Heating Co., Waco, 
Texas. 


George A. Morlan; George A. Morlan, the Water 
Heater King, Portland, Oregon. 


Manuel Maler; Maler Plumbing Co., Arcadia, Cali- 
fornia. 


Carl Krager; U. S. Tile and Plumbing Co., Bay City, 
Michigan. 


Charley Dye; Dye Plumbing and Heating Co., La- 


Porte, Indiana. 


Lloyd P. Hudson; Hudson Plumbing and Heating Co., 
National City, California. 


Walter F. Cobb; Cobb’s House of Distinction, Denver, 
Colorado. 


Archie Cummings; Clinton Plumbing and Heating 
Co., Clinton, Iowa. 


Carson G. Inscho; Inscho Plumbing and Heating Co., 
Homewood, Alabama. 


J. B. Forbes; Forbes Plumbing and Heating Co., Mi- 
ami, Florida. 


O. C. MacDonald; MacDonald Plumbing Co., San 
Jose, California. 


Philip Kimmy; Portage Park Plumbing Co., Chicago. 


George Groote; Groote Plumbing and Heating Co., 
Chicago. 


A. R. Thompson; Thompson Plumbing and Heating 
Co., Norfolk, Virginia. 


Harry Stevens; Stevens, Inc., Hutchinson, Kansas. 


Thomas Wilderspin; Eatontown, New Jersey 


H. K. Runyon; Runyon Plumbing and Heating Co., 
Merchantville, New Jersey. 


Paul Schlegel, Richard Schlegel; Schlegel Plumbing 
and Heating Co., Palo Alto, California. 


Walter Lutz; Jimmy Lutz Plumbing and Heating Co., 
Harrisburg, Pennsylvania. 


William Zoellner; Wm. Zoellner Co., Inc., Sandusky, 
Ohio. 


Savage and Son, Inc.; Reno, Nevada. 


Edward E. Swanson; Twin City Plumbing and Heat- 
ing Co., Minneapolis. 


M. S. Newman; E. Sugarman, Inc., California 
Lohman Bros.; Los Angeles. 


Myron Myers, Reuben Hahnert; Swifty Connett 
Plumbing and Heating Co., Fort Wayne, Indiana. 


L. K. Badeau, Dewey Badeau; Badeau Plumbing and 
Heating Co., Madison, Wisconsin. 


E. B. Kent; J. C. Flood Co., Washington, D.C 
Buda Plumbing Co.; Morgantown, West Virginia 


Henry Smid, Teresa Smid; Smid Plumbing and Heat- 
ing Co., Cicero, Illinois. 


John Turkstra; Turkstra Plumbing Co., Chicago. 


Dale Watt; Watt Plumbing and Heating Company, 
Tulsa, Oklahoma. 


McMullen Plumbing and Heating Co., Kansas City, 
Missouri. 


Roy A. Villard; Childress, Texas. 





ALL OVER THE NATION this week scenes similar to the 
one above are being enacted as governors proclaim 
August as Plumbing-Heating-Cooling Month. Here, Ray- 
mond Gary (left), governor of Oklahoma, is shown hand- 
ing one such proclamation to William A. Landers, Okla- 
homa City contractor, who is also president of the NAPC. 









































ADVERTISEMENTS 








LINES WANTED 





EXPERIENCED 


established manufacturer’s representa- 
tives calling on plumbing and heating 
wholesaler with quality products in east- 
ern Pennsylvania, southern New Jersey, 
Delaware and eastern shore of Mary- 
land would like additional lines from 
reliable firms. Address Key 918-E, 
“DOMESTIC ENGINEERING,” 1801 
Prairie Ave., Chicago 16, Illinois. 


ADDITIONAL LINE WANTED 
Experienced manufacturers’ agency 
wants one more high quality line in 
plumbing and heating field. Headquar- 
ters Phoenix, covering Arizona, New 
Mexico, western Texas and southern 
Nevada. Address Key 917-E, “DO- 
MESTIC ENGINEERING,” 1801 
Prairie Ave., Chicago 16, Illinois. 


If you have some item to promote or sell 
to the plumbing—heating or hardware 
trade through wholesale jobbers, | can 
help you in California, Oregon and 
Nevada. 

HARRY HIGDON 

P. O. Box 2001 
Oakland 4, California 


FINE REPRESENTATION IN CALI 
fornia and surrounding states for 
manufac turers of products elling to 
plumbing heatin air 
slectrieal and bardwer wholesalers 
and, or, O. BE. M. All trades covered with 
well qualified sales personnel Address 
Kev S89-E DOMESTIC ENGINEER 
ING 1801 Prairie Ave, Chicago 16, 


TOP REPRESENTATIVES 


Covering Illinois, Wisconsin and lowa 


r 


Advertising Department, 


ceding publication date. 





RATES FOR CLASSIFIED ADVERTISEMENTS 
Light face advertisements, fifteen cents per word, including head- 
ing and address. For keyed address count seven words. Minimum 
advertisements, $3.00 per insertion. Rates for bold face advertise- 
ments, $6.00 per inch. Address all advertisements to Classified 
DOMESTIC ENGINEERING, 1801 
Prairie Ave., Chicago 16, Illinois. All Classified Advertisements 


are payable in advance! Closing Date: Fifteenth of month pre- 











LINES WANTED 


WANTED TO BUY 





REPRESENTATIVE COVERING LOU- 

isiana, Mississippi south of Jackson 
Mobile, Alabama, Pensacola and Panama 
City, Florida, selling through plumbing 
and industrial wholesalers seeking like 
line of staples, also, specification line 
quality and honest poliey most impor 
tant Address Key %14-h ‘DOMESTIC 
ENGINEERING, 1801 Prairie Ave 
Chicago 16, Hlinois 


Desirous of obtaining one good line for 
our salesmen covering GREATER 
NEW YORK AREA. We are a well 
established firm selling exclusively to 
plumbing and heating supply jobbers. 
Our men cover the trade consistently. 
Can carry warehouse inventory. Ad- 
dress Key 922-E, “DOMESTIC ENGI- 
NEERING,” 1801 Prairie Ave., Chicago 
16, Illinois. 


LIVE WIRE MANUFACTURERS 
Avent desires one or two additional 
lines, selling to the wholesale jc _—— 


only, in Virginia and North Care 
Address Key $24-K, “DOMESTIC "EN 
GINEERING,” 1801 Prairie Ave. Chi 
cago 16, Illinois 





FOR SALE 





need one or two high volume plumbing 
or heating lines. Address Key 765-E, 
“DOMESTIC ENGINEERING,” 1801 
Prairie Ave., Chicago 16, Illinois. 


HEATWAY SALES COMPANY 


1610 Industrial Road 
Salt Lake City 4, Utah 


Serving important rocky mountain job- 


bers west of continental divide. 


| WILL ONLY CARRY 
TWO LINES! 


Currently covering S. Ohio, Kentucky, 
W. Virginia for major pipe fitting manu- 
facturer on straight commission basis. 
Desire to add one only major non-con- 
flicting line. Aggressive and well known 
to wholesale trade. Age 35. Address 
Key 916-E, “DOMESTIC ENGINEER.- 
ING,” 1801 Prairie Ave., Chicago 16, 
Illinois. 
MANUFACTURER'S REPRESENTA 
tive selling to plumbing, hardware, 
and industrial jobbers in Southern Cali- 
fornia, Arizona, and Southern Nevada 
Thomas E. Morse 1928 Malta Street 
Los Angeles 42, California 
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PLUMBING-HEATING, ESTABLISHED 

1932, grossing $90,000.00 annually 
with high net profit. Located in busy 
Nebraska town, bustuees could easily 
be tripled. Well equipped, well located 
priced to sell immediately Information, 
free pictures gladly mailed direct to 
you, no obligation whatsoever c 6036 
CONTINENTAL, 804 Grand, Kansa 


City, Missouri 

$5,000.00 NATIONAL PLUMBING FIX 
ture stock. Will dis scount for cash 

GEORGE BROWNLOW, 2670 N.E. 33rd 

Street, Pompano Beach, Florida 





BOOKS 





“LABOR ANID MATERIAL.” ESTI 

mates for plumbing and heating 
Adaptable for making estimates for 
any type of residence or multiple-story 
building Stop losing jobs and money 
because of bids that are either too hich 
or too low This book gives you all the 
facts you need to make the right bid 
Helps you avoid the pitfalls of hidden 
labor and material costs that frequent 
ly mean the difference between profit 
and loss. Diagrammatic drawings clari 
fy the eneti illations discussed. Charts 
show lat . tim and materials re 


quired Use he to dotertatas overall costs 
and to verify detailed estimates, 125 
pages, size 54” x 84". Price postpaid 


£9 50 Reo Department NOME STIC 
ENGINERRING 1801 Prairie Avenue 
Chicago 16, Tlinois 


WANTED TO PURCHASE WILL PUR 

chase plumbing inventory from job 
ber Planning new supply house, Writ: 
GEORGE BROWNLOW, 2670 NE. 33rd 
St , Pompano Beach, Fiorida 





MISCELLANEOUS 





BIN LABELS 


Write for Samples 
and Catalog 


THE GAP BIN LABEL COMPANY 
P. O. BOX 88 


COATESVILLE, PA. 
ONE MAN Delivers & Installs P 


A 350 lb. Appliance 
1LONE! E 
i Walks 


With 
Upstairs— 
ef YOU DONT DR. AG IT! 
See 1956 Domestic Engineering 
Catalog Directory—Pages F-25 to F-28! 


Use These Pages 


to Get 

What You Want 
Are you looking for a competent em- 
ployee? 
Do you contemplate changing posi- 
tions? 
Do you have a patent for sale? 
Do you wish to buy or sell a plumbing 
and heating business? 
Are you a manufacturers’ representa- 
tive seeking additional lines? 
Are you a manufacturer seeking ad- 
ditional representation ? 
Your advertisements, under the proper 
classification in these pages, will put 
you in touch with the people you desire 
to reach. 
The cost for light-faced advertisement: 
is only 15 cents a word and the mini- 
mum advertisement is only $3.00 per 
insertion. 
Bold-faced advertisements are $6.00 
per inch. Address your advertisements 
to Classified Advertising Department. 
DOMESTIC ENGINEERING, 1801 
Prairie Avenue, Chicago 16, Illinois. 





FOR ADDITIONAL CLASSIFIED | 
ADVERTISEMENTS 
SEE PAGES 362 AND 364 
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NEW I piece 4’ ft. BATH TUB 


Make the bath tub fit the room... 
whether remodeling or new work. Our 
Bath Tubs fit in with the big OHI 


remodeling push. 










54x 29x 15” 






no one but 


PLUMBINGWARE 


and only 


PLUMBINGWARE 


manufactures bath tubs in 


ALL THREE SIZES 


4’ (46 9") a vie 5 







Highest quality only ...a complete 
line of: 
Bath Tubs 


Flat Rim Sinks 
and Lavatory 
Drainboard Sinks 


Sink and Tray. 


Hard, gleaming porcelain enamel fin- 
ish, acid resistant, of course. Write for 
catalog sheet. 


46'/2 x 27 x 12” 


Plumbingware Protects the 


Health of the Nation 





Pre MBINGWARE 


MANUFACTURING COMPANY 





60 x 29 x 15” 


66 West Carroll Ave., Chicago 10, Ill. 
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Alaba 
Alam 
Alliar 
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ey # Detroit Brass and Malleable Co. trade- 
mark “D” is the symbol of Dependable fittings. To- 
day, with complete, modern and scientific equipment 
for casting, machining, finishing and testing, the let- 
ter “D” on all our products is your assurance of 
“FITTINGS WITH THE BOND OF CONFI- 
DENCE.” Shown here are specimens of our pipe 
fittings . . . ell-shaped, screwed recess type as well 
as the 90° elbows and tees. Manufactured to exceed 
the chemical and physical requirements of the Amer- 
ican Society of Testing Metals, these fittings are ac- 
curately produced in “full compliance with recom- 
mendations R-185 issued by the Department of Com- 
merce, Bureau of Standards. 
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Above. Cross-section of ell type, screwed recessed fitting § 
Examplifies fine quality, high standard workmanship of ‘ 
all Detroit Brass and Malleable Iron Fittings. Note ) 
smooth interior This aids free passage of solids and ) 
liquids through fitting. ? 
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Immediately available for shipment, all Detroit Malleable Iron 
Fittings are securely cartoned for your convenience . . . clear- 
ly labeled for storage identification . number of units in 
box, style, degree of ell and size , 


Above: Malleabie banded tee. 











Our experience of nearly a half cen- 


DETROIT BRASS & MALLEABLE CO. tury has been that the most economi- Pe. 
on 


Monufocturers of Molleable Fittings — Cost Iron Fittings — Drainage Fittings cal and satisfactory method of distrib- Conr 


DISTRIBUTED THROUGH WHOLESALERS uting fittings is through your whole- - 


General Offices: 2968 Seventh Street, Wyandotte, Michigan saler. This has been our consistent 
BRANCHES AND WAREHOUSES 


and City, 0. Y. Chicege, tHineis Los ." 
Long. 36th Street 3407-11 Archer Ave. 2125 = he 


sales policy for we feel it is to the 








contractor’s advantage as well as our’s, . 
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IT’S NON-SWEATING 


DRI-TANK 





DRI-TANK is the only really different closet com- 
bination on the market today! 

Look around your own showroom. Many makes 

.. many colors. But... unless:vou stock Chicago Pottery’s 
DRI-TANK ... none with real outstanding features. 

DRI-TANK’s double wall construction forms a 
permanent, sealed insulating air space which prevents 
sweating. 

An exclusive Chicago Pottery design. All vitreous 
china. Ends tiresome mopping. Eliminates buckled, 
stained, or rotted flooring in bath and powder rooms. 

Made with imported English china clay, DRI- 
TANK combination has a hard, brilliant, acid-proof glaze 

. won't chip, crack, stain, or craze. Five beautiful pastel 
colors and white. Write for free illustrated catalog. 

Stock DRI-TAN K for full mark-up, bigger profits! 












Patent 
Pending 





gmoney > 







Cutaway shows 
insulating air 
space W hic h pre 
vents sweating 
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A rae 
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This is the year of the “big push”...home im- “Fea fee 
provement. Owners of older homes will readily ap 56 pr orny 
preciate the distinct advantage of non-sweating 6 ~ bx 


DRI-TANK. Sell them on this new kind of quality aS 


ASK YOUR JOBBER FOR CHICAGO POTTERY PRODUCTS 


LAVATORIES CLOSETS 
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KITCHEN SINKS 


PRESSED STEEL TUBS 





CHICAGO POTTERY COMPANY 


Established in 1911 
1922 CLYBOURN AVENUE @ CHICAGO 14, ILLINOIS 














OF YOUR WATER HEATER 
INSTALLATIONS 
100% PROTECTED WITH 
ONE CADWELL VALVE! 


e Cut Inventories 
e Reduce Handling & Red Tape 
e Eliminate Chance of Error 


with the #25 Cadwell self-closing tempera- OTHER DEPENDABLE CADWELL VALVES 


ture and pressure relief valve, especially de- 
signed to give positive protection for 90% of 
all water heaters. iv} ASME. NB. 

STANDARD 


Rated Pressure Relief Velve. 
valves for 100% protection in Releases over-pressure. Dis- 
charges water pressure of 


CADWELL NO. 250 


And you can depend on Cadwell 


steam exceeding valve setting. 
Gives large capacity relief. 


Write for catalog or consult Prevents “runaway-boiler”. 
Available 30, 60, 90, 125 Ib. 


Domestic Engineering Catalog settings 
Directory. 


all applications. 


ESTABLISHED 1894 CADWELL NO. N-105 TL 
‘ Self-closing temperature and 
pressure relief. With or without 


THE BEATON & test lever. 400,000 BTU ca- 


MANUFACTURING CO. 
ee Di tal) Perfection 

Fioor and Ceiling Plates. All 

types and sizes to give a 

neat and finished appearance 

to all piping jobs. 


AJ A 
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